Industrial 


Distribution 


APRIL 1954 50 CENTS 
AMecGRAW-HELL PUBLICATION 





Te 


td td 


Watch transportation costs 


S|) i >. a oo —_— = 1 li > — 
i — =a = —_ a ot 
=!) a | 1 || Re So 


’ 
Your profits may be leaking! ...... 
















"Do you have a returned goods headache? For an aspirin . .. ee pave me x 
Your No. 1 helper— your wife. . .-. . . . seepage 90 — 


‘You said it— readers give their-opinions . . . . .see page 7 


the BETTER 
fastening method. 


SET SCREWS 


HK SOCKET SCREWS ARE 


® Held to Class 3 Thread Fit . . . Individu- 
ally hand inspected. 


® GUARANTEED TO GIVE 


UNFAILING PERFORMANCE. WEIGHT 


® Made of special analysis alloy steel by a 
INDUSTRIAL DISTRIBUTORS. ... : Holo Krome paened proce aed het 
The H-K 100% Distributor Properties. 

Sales Policy and the Holo-Krome . Qualiey conswolied } in Holo Krome's ows 
Guarantee of Unfailing Performance 
mean PROTECTION for you 
and your customers. Interested? 
Write for details! 


HOLO-KROME 
Yah 


SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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This distinctive art treatment is 


used in P.I.V. ads. Only the unit 
itself is photographic. 


1954 P.I.V. Ads 
Show Specific Jobs 
For Variable Speed 


To help prospective users visu- 
alize applications where P.I.V 
Variable Speed Drives offer out- 
standing advantages, current ad 
vertisements appearing in key 
trade papers list specific types 
of operations requiring precise 
speed selection. One ad, for ex- 
ample, describes: 


1. Exact synchronization of 
rotating parts and machines. 


2. Flexibility in timing. 

3. Stepless control of produc- 
tion lines or individual machines 

4. Positive operation of dif- 
ferential speed equipment. 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago « Atlanta + Colmar, 
Pa. « Houston + Minneapo- 
lis «+ San Francisco + Los 
Angeles + Seattle. 13,491 


Offices in Principal Cities 














Offer Broad Line of 
Babbitted Bearings 


Link-Belt babbitted bearings are 
available in a complete range of 
types and sizes—split or solid 
housings—designed for grease, 
oil or ring-oiling lubrication 
Shown at right are a few of the 
many designs. Where conditions 
are more severe, Link-Belt of- 
fers a companion line of bronze 
blocks. All are clearly marked 
at the factory for easy identifica- 
tion. Popular sizes come in 
durable, easy-to-stock cartons. 


New 88-page Book Shows Many Jobs 


Link-Belt Silent Chain Does Best 


The new Book 2425 tells a pow- 
erful story on Link-Belt Silent 
Chain. Describing the many 
types of drives 
for which silent 
chain is the 
logical choice, 
it is a compre- 
hensive, easy- 
to-use book 
There are six major sections: 
Sales Features—Each is em- 
phasized by supporting photos 
Stock Drives—Pre-engineered 
A.S.A. drives and components 
Drive Engineering—Includes 
speeds, service factors, etc 
Drive Components — Avail 
able widths for each pitch, di- 
tolerances and other 


* Sales 
Meeting 
in Print 


mensions, 
data 
Drive Accessories — Casings, 
tensioners and layout material. 
Operation and Technical Data 
Installation, maintenance and 
lubrication information 





cha im 
Gdriwes 


Book 2425 describes flank con- 
tact chain for normal drives, 
generated crotch type for extra 
smooth operation and heavy- 
duty chain for extra-rugged 
drives. 





Here's why Link-Belt Silent 
Chain Drives offer more per 
dollar spent: 

Lower cost—often lower in 


first cost, always lower in 
ultimate cost. 


Longer life — trouble-free 
performance for 25 or 30 
years is common. 


No dismantling machine or 
removing sheaves for re- 
pair. 

Better than 98% efficiency 
Maintained ratio assures full 
productive capacity 
Slipless action assures a 
better product. 


Easy co install. 


Safe to employees—oper- 
ates in oil-retaining casing. 








Recommend ont Chain Drives for Jobs Like These 


Adverse operation conditions. 
Humidity, heat, cold do not lower 
silent chain's better than 98% 
efficiency 


Large ratios. 

Chain operates efhciently on ex- 

tremely short centers at ratios as 
igh as 10-to-1 


Link-Bele Silent 


Unfailing safety. Where dependa- 
bility is essential, as on this tunnel 
ventilating fan, Link-Bele drives 
are top choice. 


Limited space. Easy to assemble in 
close quarters, silent chain per- 
mits built-in drives, compact 
housings 


Large or small hp. A versatile line, 
Link-Bele Silent Chain is available 
from fractional to thousands of hp 


High speed. After 13 years on 
this newspaper press at speeds up 
to 4700 fpm, silent chain is still 
efficient. 





Solid housing 


Split housing 


Gibbed joint 
split housing 
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Angle block 
split housing 


Flanged 
bearings 








The Cover 


Interested in profits? Of course you are, 
that's more a statement of fact than a 
ques:ion. If your profits have been dwin- 
dling, why not check up on transportation 
costs? A 4-page feature, beginning on 
page 84, will give you several good tips 
on how to plug the leak in your diminis!:- 


ing profits dike. 
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in new plastic packages! Samager, C. HW. Heldeworth. 





. . . . . ° April, 1954 Vel. 44, No. 4 
In April Threadwell Distributors will begin to receive Threadwell Industrial Distribution 
Member of ABC and ABP 


taps in striking new lifetime plastic packages. | SoS. s.- 
i ? : | TRIAL DISTRIBUTOR AND SALESMAN and 
These packages will not only protect the fine quality of | . rounded by Ernest Hi. Smith 
. ° | ublished monthly with an additional directory nu 
Threadwell taps but will also speed up delivery both to the ber in December by McGraw-Hill Publishing C« ympans 
Inc., James H. McGraw (1860-1948), Founder ub 
Distributor ond the user wg yh t-te 
‘ ’ Hill Building, 330 West 42nd St.. New York = N.Y 
Threadwell is justly proud of the high quality of its products ft ke Py 
o 2 a " dent and Treasurer ; John J Cooke, Sec retary; Pau 
and this new package is one more evidence of our policy to sion Raiph abate Vige-Pracitems. Publisstions Dix 
e s a rector; Nelson Bond, Vice-President and Director of 
produce the best possible product at the lowest possible price. Advertising: J. E- Mlackburn, Jr., Vice-President and 
° . ° : Subscriptions: Add d to J. E. Black. 
Our only business is the manufacture of fine cutting tools. We burn, Jr. Director of Circulation, Industrial Distribu- 
tien, 99-129 N. Broadway, Albany |, N. Y., or 330 W 
intend to stick to our last ae first. » — Ay ~~» the 36, N. Y. Allow one month for 
Subscriptions are solicited only from persons engage: 
in the distribution and sale of industrial equipment 
ols and mill supplies. Position and com pany connex 
be indicated on subscription order 
5 Subscription rates—nited Stat 
3.00 a year, $4.00 for tw« 5 
r ars. Canada, $5.00 @ year 
years, $10 for three years. Other Western Hemispher: 
coanesiee $1 . 00 for one why 00 for twp years 
$20.00 for three years i other countries 15.00 a 
year, $30.00 for three years. Beeistered as second-class 
. . 1 e 0, 48 ve Pos y ” ba 
m the first place NY x unde c ; ‘ a 187 i. Pr rint ea'in'U SA 
| Copyright 1954 — Age Graw-Hill Publishing Co., Inc.— 
All rights reservec 


THREADWELL TAP & DIE COMPANY «+ GREENFIELD, MASS. 
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CLAUSING 
5300 
TURRET 
LATHE 


The massive new 12” Clausing ‘‘5300"’ series precision lathe equipped 
with lever type collet chuck, lever type carriage turret and bed turret is 
the biggest PLUS in the 1” collet capacity hand turret lathe field. For 
the rapid machining of duplicate parts, on short run jobs and hand screw 
machine work, it is unexcelled. It is ideal for second operations that re- 
quire close tolerances and smooth finish . . . perfect for experimental 
and research development work. 


The heavy duty Clausing bed turret has 6 stations for 1” tool shanks, 
HEAVY DUTY BED TURRET and head indexes automatically clockwise or may be moved in either 
Massive grey-iron bed and ram castings . . . direction by hand. Carriage turret provides for five more operations. The 


” 


: r sae - : . 
}—at Cesttend edi’ gredton poused aes precision ground, forged steel headstock spindle turns on widely spaced 
cwnet Sees, Oh Den, © catens, 1 tect heavy duty Timken “‘Zero-Precision” tapered roller bearings, the most 


hole . . . ram, 16%” long . . . weight 130 Ib “ 3 
' accurate used in any lathe, and has 1” collet capacity and 1%” hole. 


Other features that give the Clausing ‘'5300"" Accuracy Plus and Capacity 
Plus include new heavy-duty headstock . . . massive bed and precision 
ground Vee and flat ways . . . built-in countershaft with friction clutch 
and brake for instant starts and stops of spindle without stopping motor 

. automatic double-walled apron with splash lubrication . . . 12 spindle 
speeds, 29 to 1300 RPM ... and quick change mechanism ... 48 
power feeds. 


With the Clausing “*5300" you can offer your customers a big capacity, 
precision turret lathe for test runs or round-the-clock production at a frac- 


CARRIAGE TURRET tion of the cost of an automatic lathe. There's nothing like it — at or 


This assembly reploces the standard carriage 
. four way tool post turret is released by 
convenient lock handle and rotated to any one 


exed. Operates either by lever or crore food = WRITE FOR ILLUSTRATED LITERATURE 


screw. 


CLAUSING DIVISION, Gdas. Press. Gmpany 


4-117 N. PITCHER ST., KALAMAZOO, MICHIGAN 
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near its price! 





ATLAS PRESS COMPANY 
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TAPER ‘LOCK 


A PATENTED PRODUCT OF DODGE 
| M0 REDON! 


- OFF THE SHELF fowscnm Ne! 


NO privyr ING! 


Ready for the shaft, with no costly, time-consumin 

operations to make them fit. That's the big news about a ee 

Dodge Taper-Lock Sprockets. Taper-Lock grips the 

shaft with the firmness of a shrunk-on fit, yet comes Standardize, economize with Taper-Lock, the bush- 

off easily. Bushings may be re-used. They come in ing that is interchangeable in Dodge sprockets, 

sizes to meet most every application. sheaves, couplings and conveyor pulleys. More 
Taper-Lock Sprockets are available from Distributors’ than 2,000,000 in use! 

stocks in a complete range of B-type steel sprockets— 

Ve" to 114" pitch. Dodge quality Roller Chain is 

packaged in 10-foot lengths—also available in 50-foot 

and 100-foot reels. Save time—save money — keep 

production rolling—get Dodge Taper-Lock Sprockets 

and Roller Chain from your Dodge Distributor. 

DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, ind. 


tor, for valuable assistance on new, cost-saving methods. Look tor 
his name under ‘Power Transmission Machinery in your classified 
telephone directory, or write us 


— 
CALL THE TRANSMISSIONEER, your local Dodge Distribu- f . of Mishawaka, Ind. 


THIS ADVERTISEMENT IS APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 
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You Said It 


Sales Quiz Quizzed 


Daytron, Onto 


With reference to the “D” draw 
ing in Question 7 of your Febru 
ary Sales Quiz—the answer given 
on page 112 shows this precision 
tool identified as a “bevel pro 
tractor’. 

I call this a “protractor”. 

If you note the pages attached, 
from a Brown & Sharpe catalog, you 
will note the illustration similar to 
you drawing is identified as a 
“protractor”. The catalog sheet 
with an illustration of a bevel pro 
tractor looks altogether different. 

Cart F. WoOrESSNER 
Dayton Supply & Tool Company 

e While we admit the pages you 

sent us from the Brown & Sharpe 

catalog show a similar illustration to 
our drawing identified as a “protrac- 
tor”, our drawing was made from 
illustrations in Lufkin’s and Star- 
rett’s catalogs, both of which iden- 
tify this type protractor as a “bevel 
protractor’. 

Apparently there is some differ- 
ence in nomenclature even between 
manufacturers. 


New Castie, Pa. 


I have just read your editors’ 


Readers write about recent and past 


articles, marketing issue, sales quiz, 


and send bouquets on things in general 





[HERE WAS A MAN who lived by 
the side of the road, and he sold 
hot dogs. 

He was hard of hearing, so he 
had no radio. He had trouble 
with his eyes, so he read no news- 
papers. 

But he sold good hot dogs. He 
put signs up on the highway, tell- 
ing how good they were. 

He stood on the side of the 
road and cried, “Buy a hot dog, 
mister?” And people bought hot 
dogs. 

He increased his meat and bun 
order. He bought a bigger stove, 
to take care of his trade. He 
finally got his son home from 
college to help him. 

But then something hap- 
pened. His son said, “Father, 
haven’t you been listening to the 





Talked Into It 


radio? Haven't you been reading 
the newspapers? There’s a big 
depression on. The European 
situation is terrible. The domes- 
tic situation is worse. Every- 
thing’s going to pot.” 

Whereupon the father 
thought, “Well, my son’s been 
to college, he reads the papers 
and he listens to the radio, and 
he ought to know.” 

So the father cut down on his 
meat and bun orders, took down 
his advertising signs, and no 
longer bothered to stand out on 
the highway to sell his hot dogs. 
And his hot dog sales fell off 
over-night. 

“You're right, son,” the father 
said to his boy. “We certainly 
are in the middle of a great de- 
pression. 








round-up on distributor sales out- 
look for 1954. 

In conjunction with the general 
attitude expressed by the various 
distributors over the country, | 
thought perhaps you might be in 
terested in the short story which I 
am attaching to this letter. (see ac- 
companying box: “Talked Into 
i”: 

R. A. Younc 
Manager of Stock Sales 
Johnson Bronze Company 
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Youth Is No Barrier 


Rocxy Mount, N. C. 


I certainly want to thank you for 
the fine article (Youth Is No Bar- 
rier When Salesman Learns His 
ABC's First—February, 1954— 
Page 102). Several salesmen have 
been in the office and commented 
on the article. They were surprised 

(Continued on page 10) 





SHARP, ACCURATE THREADS 
SPEED UP ASSEMBLY... 


Republic Semi-Finished and 


Cold Punched Nuts 


Sharp, accurate threads run on smoothly, easily 
. speed up assembly. 

Square faces fit wrench snugly. Strong corners 
don’t round off. Less chance of slipping. 
Republic Nuts tighten down fully when used 
with hand or power wrenches. 

Make Republic Steel your dependable source of 
supply for all your fastener requirements. More 
than 20,000 types and sizes from which to choose. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES @© CLEVELAND 1, CHIO 
Export Department: Chrysler Bldg., New York 17, N. Y. 
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Quality... 


where your customers 
need it most 


LUNKENHEIMER 
POP SAFETY and RELIEF VALVES 


Abnormal overpressures are dangerous in any vessel — boiler, 
compressor, engine cylinder, or pump. That’s why your cus- 
tomers demand outstanding quality in Pop Safety or Relief 
Valves that keep overpressures from developing. These devices 
by Lunkenheimer are high in demand — low in competition. 
They represent extra, worthwhile profits for you. Your cus- 
tomers know that it pays to insist oa Lunkenhbeimer quality 
when they buy these important valves. Lunkenheimer design, 
materials, and workmanship are wor!d-famous for excellence. 
Their record of performance is unsurpassed. 


Pop Safety Valve 
SOHOSSSSSESSHSSHOSSSSSSESSSSHSHESSESESSSHOSESESEESESESESRESE®S 


THE DIFFERENCE BETWEEN POP 
SAFETY AND RELIEF VALVES 


Pop Safety Valves are used in conjunction with gases, including 
steam. They pop wide open when the set pressure is reached, stay 
open until pressure has dropped . . . then snap shut instantly. 

sega | 3a eee Relief Valves are used in conjunction with liquids. They start to 
open at the set pressure but require about 20% overpressure to 
open wide. As pressure drops, they start to close and shut tight 
when the set pressure has been reached. 


. KENHEIMER 
Fig. 658 LUNKE E 


Relief Valve 


We 


Deeete 


, ALITY 
WRITE FOR COPIES OF CIRCULAR 502 to leave with your best cus- Qu 


tomers and prospects. This bulletin describes the complete $ - 
Lunkenheimer Line of 21 different Pop Safety and Relief Valves. The Price of a Lunkenheimer Valve Gets 


The Lunkenheimer Company, Box 360, Cincinnati 14, Ohio. Smaller and Smaller and Smaller with 
Every Passing Year of Dependable Service. 


BRONZE « IRON e« STEEL 


ee NHEIMER 


THE ONE lPOOQT NAME IN VALVES 


L-254-38 
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MEANS 


Low Tool Costs 


Taper Bore 
hardened and , 


\ os 


Entire chuck  \ / 
body hardened ‘i 
—inside 
para Jaws nickel 
Chrome moly 
\ Alloy steel... 


mS 


Visit 
Booth D-16 
Triple 
Mill-Supply 
Convention 





&S 


MY, 
PSA 


SUPREME PRODUCTS, inc., 2222 S. Calumet Ave., Chicago 16, Ill 
the chuck thet lives up to its name . . . SUPREME 


KZ 


¢ 
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You Said It 


(Starts on page 7 








ConTrisuTions to your “Letters to 
the Editor” department are welcome 
from all readers. Write on any topic 
you like; we'll publish it and, if you 
do not want to be identified, you 
can rest assured that we know how 
to keep a secret 
Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas 
Let’s have ’em 
The Editors 











| to learn that we would attempt to 


put a man into a salesman’s job 
without previous experience. 

I believe salesmen are like 
women. It’s best to take them and 
train them to your way of doing 
things, rather than try to teach 
new tricks to one who has had ex 
perience. 

None of our salesmen has had 
previous experience, and we are 
continually trying to train them 
the CAMASCO way. We believe 
they feel a keener sense of loyalty 
and do a better job even though 
they lack experience and sometimes 
college training. Only one of our 
men has been “exposed” to college 

Georce H. Boorn 


President 
Carolina Machinery & Supply Co 


Sales Aid Wanted 


Scuenecrapy, N. Y. 


Would it be possible to obtain 
six extra sets of sheets covering 
“Markets for Industrial Products”, 
as listed in pages 7 to 48 inclusive 
in the Mid December “Marketing 
and Products Number” of ID? 

We would prefer to have these 
sheets only so that we can mount 
them in a folder for our men. We 
attempted to cut them out of the 
completed magazine, but this did 

(Continued on page 14 





Gor... 


with 
High Speed 
Accuracy, Economy | t me 


Tl P 


Mode! 4B /M2/E2 
Equipped with standard 
work track 
(Optional Equipment). 


MARVEL No. 4B 
Let us prove to you the many HIGH SPEED HACK SAW 


reasons why this MARVEL 
Hack Saw offers the cheapest, Exclusiue fealunes 
most accurate and fastest ‘‘cut- 


off” method available to you . Horizontal Ball Bearing Saw Frame. 
at a low initial cost. . Screw Feed—Automatic or Hand Operated. 


Ask your dealer, or write us - Quick Return Stroke—allows greater number 


for Bulletin GP35 which fully ee ee 

denestien and Testretesn Oh . Simple Positive Coolant System. 

many exclusive features which coneaiin 

makes this Hack Saw Machine . Speed Range—available in 1, 2 or 4 speed 
your “best buy”’. models for wider range of work. 


. Adjustable Stroke—can be shortened for larger 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Avenue +» CHICAGO 33, ILL. 
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Simonds makes one 
for every application 





Now your customers can cut up to 300 times more 

pieces before sharpening . . . and get smoother, 
straighter, faster cuts on all their jobs. Simonds makes 

a Carbide-Tipped Saw for every application. Whether 

it’s a rip, cut-off, planer, mitre, or grooving op- 

eration —- on hardwoods, plywoods, plastics 

or composition materials better 

stock up and stack up the profits. afo/t VT " 


= 


SIMONDS 


SAW AND STEEL CO 
—-7- 
FITCHBURG, MASS. ; : Send for new Catalog on 
° ~ ry Simonds complete line of 
Carbide-Tipped Saws. 


CARBIDE TIPPED SAWS 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que. Southern Service Shop in Meridian, Miss (formerly ].H. Miner Saw Mfe. Co} 
Simonds Divisions: Simonds Steel Mill, Lockport, N.Y, Simonds Abrasive Co., Phila., Pa. and Arvida, Que, Canad- 
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‘Ameziie PROTO Torquer Makes 
Possible $283.50 Savings per 
Day for International 


Harvester Co. 


PROTO »~» 


‘proro Taos 








Wells offers you 





At left is a close-up of the new Wells 
blade tensioning device—simple, yet 
positive and fool-proof. Below is a 
Model 800 with blade tensioning. 








on Wells 
NOW IT IS POSSIBLE to maintain 


No. 5, No. 8, No. 12 a eunstant blade tension on Wells 


cut-off saws. You can replace or 

and Model 800 change the blade any number of times, 
yet quickly and easily duplicate the 

correct blade tension. The new device 

cut-off saws is standard equipment on the models 
listed above. Simply turn the tension hand 

wheel until the fixed and moving indices 

coincide. At this point the blade tension is 

correct regardless of a variation in the 


CAPACITIES 
OF WELLS SAWS AVAILABLE meng of che Biede. ’ ; 
WITH BLADE TENSIONING The incorporation of this blade tension- 


ing device into Wells Saws eliminates the 
CAPARITY guesswork in blade tensioning. It means 
Rectangular Rd. Dio. longer blade life and better cutting. Only 
Wells Manufacturing Corp. offers you this 
We.8 a” = 16" 8” remarkable advancement in horizontal 
"We 12 | 10"°xte” | 12m” metal cutting band saws. 
“g00° 8” x 16" "8" Ask your Wells Distributor to give you 
“Designed fer 1” wide blades and ap. ‘ull information, or write for descriptive 
pro woe tor wee with new high speed literature. 


See us at Booth 1447, A.S.T.E. Show 


“The Pioneers of Horizontal 


METAL CUTTING 
BAND SA Ww s 


N 
E 








MODEL 





No.5 5” x 10” s” 

















WELLS MANUFACTURI 
606 ADAMS STREET, THRE 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 





You Said It 


(Starts on page 7) 





not work satisfactorily. We would 
expect to pay any charge covering 
these six sheets. If our request is 
possible, kindly forward the six sets 
to the attention of the writer, and 


invoice covering same. 
D. M. WriiiaMs 
Vice-President 


LeValley-McLeod, Inc. 


Another Bouquet 


Los ANGELES 


I find your articles a real inspira 
tion to all of us. It seems that every 
time an important discussion comes 
up on a problem that needs imme 
diate attention, you always have an 
article in the following month's 
issue to help us in our thinking and 
solution of that problem. 

Incidentally, your Mid Decem- 
ber issue on the 1954 Marketing & 
Products Number gives us a valu- 
able breakdown by industry groups 
of the actual products used in each 
and every field. 

May I take this opportunity to 
thank you for the very clever para 
graph in the January issue (Talk of 
The Trade—page 77). If it is per 
missable to duplicate your saying in 
other local magazines, we would 
like to do so. 

Mack MARSHALI 
Vice President 


Marshall Tool and Supply Corp. 


i Rose Is A Rose 


Mw WEst 


I get INpusrriat DtstRiBuTION 
every month at home—and I always 
give it a reasonable allocation of 
time so that I know something 
about what is going on in the dis 
tributor field. 

But this morning I had occasion 


Continued on page 18 
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MORE ABOUT MODERNIZATION. Industry continues 1954 HALLOWELL advertising fits in. We're selling ideas—how 
to plan better plants at a high rate, because it is impossible for your prospects and customers can use this easy-to-get, stand- 
a manufacturer to compete in today’s market with an anti- ardized equipment to refurnish a small area or an entire plant 
quated plant. But new construction costs being what they are, at a reasonable price. Watch for modernization in your terri- 
most plants are modernizing—altering present buildings, tory. Visit the plant and talk Hallowell Shop Equipment 
replacing old machinery and shop equipment. This is where our We believe it will prove mutually profitable. 


WHAT’S NEW WITH HALLOWELL 


News that helps you sell 


GENTLEMEN, BE SEATED. The Old Bench Hand, in his 
earthy and quaintly humorous style, has done it again with a 
sequel to ““Benchery.” This time with “‘Stoolcraft’—a treatise 
on the art of seating. Of course, we mean the seating of industrial 
workers on HALLOWELL Stools and Chairs. Your supply of 
this sales-building booklet is waiting. Just send us your order 
with imprint instructions. We'll take care of the details. Hallowell 
Shop Equipment Division, STANDARD PRESSED STEEL Co., 
Jenkintown 13, Pa. 


JENKINTOWN PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 








THIS CHAP HAS A MAGNETIC JOB. Even though 

alloy steel used in UNBRAKO products is made to SPS 

WHAT'S NEW WI specifications, every shipment that enters the plant is 
TH UNBRAKO carefully inspected before going into production. You 

can’t end up with a quality product if you start with 

defective raw material. The operator is using a magnetic 

News that helps you sell analyzer to search for hidden flaws and cracks. We call 

this Magnetic Particle Inspection, and it is only one of the 

searching examinations given incoming raw material. 


UNBRAKO GIVES A HOIST A LIFT. 23 Unaraxo IF YOU WANT TO PUT SELLING PRESSURE ON PRESSURE 
Socket Head Cap Screws are used in assembling this light- PLUGS, here's just the piece that will do it for you. A 4-page folder on 
weight, high efficiency electric hoist. UNBRAKO’s knurled UNBRAKO Dryseal Pressure Plugs that belongs in your salesmen’s brief- 
head, with its positive slipproof grip, permits fast assembly. cases. It contains sales pointers, product advantages, complete data. It 
Just as important is the uniform size and depth of the socket; would also make a good mailing piece. Try it and see. Write for your 
it has strength to spare for the maximum torquing required free copies now—UnsraAko Socket Screw Division, STANDARD PRESSED 
to fasten an assembly like this Street Co., Jenkintown 13, Pa. 
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Men-of-the-Month 


YOU REALLY GOT NEWS SUPPORT IN 1953 


The powerful sales support of SPS national advertising—the 
largest in the industry—is strengthened by a continuing publicity 
program. Here are the facts 
i There were 375 stories entirely about SPS brand- 
name products 
2. In addition, there were 566 institutional-type 
stories, most of which also mentioned SPS prod- 
ucts you sell 
3 These stories appeared in 174 different magazines 
e 
and newspapers 
4 These publications have a total circulation of 
* 7,273,246 
5 The total number of SPS publicity messages, there- 
2 ~ : 
fore, was 46,448,246 











VEEP. George A. Gade, vice president in charge of sales 
for SPS, was manager of outside sales before his election 
to his present post a year ago. A son of one of the 
founders of SPS, George is a graduate of the University 
of Pennsylvania’s Wharton School. He served four years 
in the Office of Naval Intelligence during World War II. 
He joined the SPS purchasing department in 1939 and on 
his return from service became a sales representative in 
Chicago. He was transferred to Detroit in 1947 as district 
manager and became regional sales manager of the 
Chicago, Detroit, Cleveland and Cincinnati territories in 
1949. A year later he was placed in charge of outside sales 
for the entire country. 


puncture the middleman myth 


MANAGER. Francis J. Kinsella, manager of outside 
sales for SPS, took over the position vacated by Gade 
when he became vice president in charge of sales. Kinsella 
— , OS 

DISTRIBUTORS ARE WONDERFUL GUYS. So says this SPS ad, which joined SPS in 1935 as a machine operator. From then 

appeared in January 9 Business Week and January 22 U.S. News & World until 1942, when he was transferred to customer service, 

Report. Perhaps you saw it; if you didn’t, you'll find it well worth reading, he worked in nearly every production department in the 

because it tells your customers what you can do for them. We've had plant. He went to Cleveland as a salesman in 1944, The 

requests from distributors all over the country for reprints, so now we are following year he was transferred to Detroit, where in 

making them available in quantity. Makes a swell mailer, too. 1951 he was made district sales manager and, in 1952, 
regional sales manager. 

+ 

It’s a fact 

There are 600 different jobs at SPS, half office type and half shop type. R DIVISION 

The average age of SPS employees is between 33 and 34. UNBRAKO SOCKET SC EW 

It is SPS policy to hire people without previous experience, to train them 

constantly, and to advance them on ability 

About 400 SPS people are constantly taking courses of training provided 

JENKINTOWN PENNSYLVANIA 


by the company. 
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distributor 
profit-making plan... 


Let us show you the new Quaker 
Distributor Plan—a new tailor-made 
package to help you sell more indus- 
trial rubber products. New, practical 
free selling aids. National advertising. 
Help from factory representatives. 
Territorial protection. The whole plan 
designed for your profit on the quality 
Quaker line of everything your cus- 
tomers need in industrial rubber. Call 
the strategically located Quaker office 
nearest you. 


QUAKER RUBBER 


BRANCH OFFICES AND 
WAREHOUSES 
ATLANTA, GA. 
746 Lee Street, S. W 
BOSTON 10, MASS. 
51-61 Melcher Street 
CHICAGO 16, ILLINOIS 
2035 So. Michigan Ave. 
CLEVELAND 14, OHIO 
1437 St. Clair Avenue 
LOCKLAND 15, 
CINCINNATI, OHIO 
430 Mill Street 
DALLAS 2, TEXAS 
1327 Levee Street 
DETROIT 2, MICHIGAN 
872 W. Milwaukee Ave. 
HOUSTON, TEXAS 
2216 Walker Avenue 
KEARNEY, NEW JERSEY 
260 Schuyler Avenue 
LOS ANGELES 23, CALIF. 
4384 E. Bandini Bivd 
MINNEAPOLIS 11, MINN. 
2201 Washington Ave. N. 
NEW ORLEANS, LA. 
2840 N. Claiborne Ave 
PITTSBURGH 6, PA. 
6592 Hamilton Avenue 
PORTLAND 10, OREGON 
2360 N. W. Quinby St. 
ST. LOUIS 10, MO. 
4006 Papin Street 


CORPORATION 


DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 
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You Said It 


(Starts on page 7 





to spend some concentrated atten 
tion on several issues to solve a re 
search problem. The experience 
prompts me to reach for my dicta 
phone and write this letter which is 
perhaps long overdue 

You are publishing a wonderful 
magazine that is loaded with vital, 
helpful information for the people 
for whom your book is edited. 

My work brings me in close con 
tact with several hundred trade 
magazines—to the point where I am 
almost a refugee from presentations, 
readership studies, editorial analyses, 
and big stacks of the books them 
selves. So, when I single out IN 
DUSTRIAL DusrriBpuTION for a rose, 
I want you to know that I am do 
ing it after some amount of cold 
blooded judgment. 

ViIcE-PRESIDEN1 
Advertising Agency 


Still Popular 


BIRMINGHAM, ALA. 


I have just written to Mr. Carl 
B. Dietrich of Motor and Equip 
ment Wholesalers Association in 
Chicago. He happened to notice a 
picture of one of our men on page 
130 of the December issue of ID, 
wherein one of our salesmen was 
filling out a mailing list information 
form. 

As I told Mr. Dietrich, this whole 
plan was lifted straight out of your 
issue of May, 1946, (Mill Supplies, 
then), from the article entitled 
“Accent On Selling” 

We have had six or eight re 
quests for copies of this form and 
more information. 

We have used this article as a 
blue print in operating our depart 
ment for the last several years. 

A. V. Davies 

Manager, Machinery 

Dept. 

Moore-Handley Hardware Co., Inc 


& Mill Supply 








Finest Quality 
Cutting Tools 


Carbide Drills Shoctad For 


5 Long-Life and Increased Production 


Illustrated above is a fifteen station vertical automatic indexing machine 
using sixteen Whitman & Barnes carbide drills ranging from Ya" to Ye" 
iA diameter, two carbide core drills and one carbide reamer. Simultaneous 
Packa ged P vertical, horizontal and angular drilling of oil pump bodies is done 
Va on this machine. 
M erc n an d j se g sy This large manufacturer of automobiles selected W & B carbide drills 
as a means for increasing production of these cast iron oil pump bodies. 
Because W & B carbide drills have extra-long-life and provide more 
holes per grind, his drilling cost is reduced, there are fewer shut-downs 
for changing drills and maximum production time is obtained from each 
machine. 
More and more industries are discovering that W & B carbide drills are 
the cost cutting answer to tough drilling problems and operating effi- 
ciency. Why don't you investigate the unusual potentials of these high 
quality drills and see how they will increase production, reduce machine 
down-time and keep drilling costs to a minimum on your jobs. 


and 


Advertised. amy 
‘| 


Carbide Reamer 


a 


Carbide Drill 
YOUR INDUSTRIAL DISTRIBUTOR 
. Can Give You Quick Service 
4 On Whitman & Barnes Tools. i 
to INCREASE We Contact Him Today! ASS 
YOUR SALES Aue WHITMAN & BARNES 


40010.Plymouth Road * Plymouth, Michigan 
1 ‘ 





YEW YORK «'‘CHICAG 
\ 
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To Norton Distributors’ Salesmen: 


You’re selling the BIG 4 in Reinforced Wheels 





Famous Norton team features strength, 
versatility and safety... plus the value-adding 


“TOUCH of GOLD” 


BFR Semi-Flexible Hub-Type. Cotton fabric and Nylon reinforcement. Most popular light snagging wheel 
Also useful for weld smoothing, blending contours, light finishing, removing scale, notching gates and risers, 
minor cut-off jobs, etc. Reaches hard-to-get-at places. 


Here’s your Norton wheel family that’s 
closely related in a number of ways that 
add up to better grinding for your cus- 
tomers. Each has strong, laminated con- 
struction that provides much more than 
the usual margin of safety. Each is de- 
signed to cover a wide range of everyday 
grinding jobs. And each is engineered to 
deliver fast, trouble-free, economical 
grinding — the true “Touch of Gold” — 
every time it goes to work. 

Norton is devoting three months to in- 
tensive, concentrated promotion of these 
wheels, in trade advertising to every field 
where they’re used. That’s your cue to 
capitalize on this campaign. After all, our 


20 


advertising messages can only summarize 
and highlight the chief advantages. It’s 
up to you to fill in the details. 


Give Customers 
The Complete Benefit-Story 

Remember, you have a well-balanced 
team in the “Big 4” — two sturdy hub- 
type wheels (BD rigid and BFR semi- 
flexible); one straight wheel (BF); and 
one cut-off wheel (BN). All are resinoid 
bonded. 

The accompanying action shots can 
only hint at the “Big 4’s” practically un- 
limited usefulness. To show customers 
how much time and money they can 
save in their own grinding applications, 
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arrange demonstrations in their shops, 
whenever possible. 

That’s real selling proof — and in the 
“Big 4” you've got plenty! W-1550 
NORTON COMPANY, Worcester 6, Mass. 

Export: 


Norton Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. 


NORTON 


ABRASIVES 
Qllaking better products... 
to make other products better 





BN Cut-Of. Glass cloth reinforcement. One of 
the safest, longest-lasting cut-off wheels in in- 
dustry. For cutting-off gates and risers from 
non-ferrous castings, cutting wire rope, cutting 
many non-metallic materials, notching, slot- 
ting railway track welds, etc. 


BF Mounted Wheels and Points. Same laminated construction as BF wheels. 
Like all Norton mounted wheels and points they’re trued on their own 
spindles. Available in a wide variety of sizes and shapes for polishing die cavities, 
chamfering, Brinnell spotting, etc. 


BD Rigid Hub-Type. Glass 
cloth and Nylon reinforce- 
ment. For heavier stock re- 
moval, smoothing flame-cut 
edges, slotting, notching, 
cutting-off and many other 
jobs where finish is less es- 
sential. Bridges the gap be- 
tween the BFR wheel and 
the conventional cup wheel 
for portable grinding. 


BF Semi-Flexible. A straight wheel with cotton fabric 
construction. Ideal for deburring jobs, including 
stampings too large for tumbling. Also for blending 
and smoothing light welds and curved surfaces, re- 
moving flash from plastics, etc. For grinding on 
periphery only. 


BF Hand Sticks. Laminated construction, as in BF 
wheels and mounted wheels and points. These conven- 
ient sticks provide an easy method of final hand polish- 
ing in places where wheels and buffing devices can’t 
reach. 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 21 





Carey Machinery’s 72 years’ experience proves: 


BETTER CUGTOMER GERVICE 
BUILDS GREATER DELTA 
B CALES — VEAR AFTER VEAR 


During its seventy-two years in business, Carey 
Machinery and Supply Company, Baltimore, has 
evolved a dynamic 10-point sales program that 
can be summed up in a single word ... SERVICE. 1. TOP QUALITY LINES: 


Donald Munroe, Vice President, attributes No organization can afford to compro- 
mise on the quality of products they sell. 


Carey’s position as one of the nation’s largest Carey Machinery's well-rounded inven 
: . . P ’ . ‘ ps i tory is made up of dependable, top-value 
distributors of Delta Power Tools to consistent machinery and equipment. Of Rockwell- 
adherence to and constant improvement of this built DELTA Power Tools, Mr. Munroe 
: ; maintains, “DELTA Power Tools are 
solid service approach: easy to sell. They have a wonderful 
reputation—always have had. They’re 

tops in the field, and customers know it.”’ 


tree 

= 

WILL CALL 
DEPARTMENT 


The big, well-staffed Will-Call Department provides customers with immediate pick-up service. Donald M. Munroe, Vice President, attributes Carey's 
A phone call has the order packaged and waiting when the customer arrives. steady growth, and outstanding sales achievement 
to a consistent policy of better and better customer 

—_—— service. 


Carey's 45,000 feet of floor space provide ample 
facilities to stock, display, and demonstrate complete, 
well-balanced inventories of all lines. This fleet of 
trucks renders free delivery service to customers 
within a 100 mile radius of Baltimore. 





Salesman Nelson Foss demonstrates the maneuverability 
of a DELTA 10” Radial Saw. Carey Machinery maintains 
complete, up-to-date showroom facilities, big enough 
to display the complete line of DELTA Power Tools. 


2. COMPLETE STOCK: 


“Our organization can take an order in 
the morning, and generally have the 
tools on the job that afternoon,”’ com- 
ments Mr. Munroe. An adequate, well- 
balanced stock is vital. If you don’t 
have the tool a customer wants, when 
he wants it, he'll buy it somewhere else. 


3. EASY AVAILABILITY: 


Carey Machinery’s office, showroom, and 
warehouse building is easily reached 
from any part of Baltimore, yet it offers 
parking and truck-loading facilities that 
would be impossible to obtain in con- 
gested “downtown” areas. Carey makes 
it easy for the customer to make imme- 
diate purchases. 


4. SHOWROOM DEMONSTRATION: 


Carey maintains large, up-to-date show- 
rooms with each line well-displayed, and 
under power for immediate demonstra- 
tion. Well-trained, ‘“‘inside’’ salesmen 
know each item intimately ... can 
advise customers on which tools to buy 
for individual requirements. 


5. WILL-CALL DEPARTMENT: 


Carey Machinery’s large Will-Call De- 
partment isa model of stock moving effi- 
ciency. Designed to render fast, person- 
alized service, a customer can simply 
phone in his order—find it packaged and 
waiting for him when he arrives. This 
department is especiaily effective for 
accessories and parts. 


6. FAST, FREE DELIVERY: 


As an added service to customers located 
within 100 miles of Baltimore, Carey 
maintains a fleet of trucks for fast 
delivery at no cost to the customer. 


7. ‘‘WHERE-TO-BUY”’ 
ADVERTISING: 


Regular schedules of page advertising 
are carried in leading trade magazines. 
Each advertisement is devoted entirely 
to a line carried in stock. Customers are 
never permitted to forget their source 
of supply. 


8. INFORMATIVE CATALOGS: 


Periodically, Carey issues well-illus- 
trated, hard cover catalogs describing 
and pricing each item carried in stock, 
and arranged to make it easy to order. 


9. CONSISTENT DIRECT MAIL: 


Monthly mailings are made to special- 
ized lists broken down as to type of busi- 
ness. Manufacturer’s literature is sent 
out regularly, as are bulletins and catalog 
supplements. 


10. CONTINUALLY IMPROVING 
SERVICE: 


Carey Machinery is constantly aware of 
the necessity to improve their customer 
service wherever possible. Suggestions 
are solicited from customers and em- 
ployees, and if practical, they are effected 
immediately. 


DELTA QUALITY 
MAKES THE DIFFERENCE 


Every one of these sales-building services is designed to make it easier 
for customers to buy from Carey Machinery and Supply Company. That 
customers do buy is proved by the fact that Carey is one of the fifteen 
largest DELTA Dealers who, in one year, moved over $2,000,000.00 


worth of DELTA Power Tools. 


Check your customer service for possible improvements, remembering that 
whenever Rockwell-built DELTA quality is teamed with dealer-service 
of equally high quality, the result is bound to be ever larger and more 
profitable sales. Delta Power Tool Division, Rockwell Manufacturing 
Company, 634D N. Lexington Avenue, Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product by ROCKWELL 


© 









































HIGHEST QUALITY. It’s both easier and more SUPERIOR SERVICE. The Roebling Wire Rope 
profitable to sell the wire rope line that’s recog- line is complete... meets every requirement. 
nized as unsurpassed for service life and Strategically-located warehouses assure prompt 
economy. deliveries, 




















Lae? 


~ ~~ e 


ies 


CONSTANT ADVERTISING builds demand. ROEBLING ENGINEERS AND REPRESEN- 
Full page advertisements, in color, reach all your TATIVES WORK FOR YOU ... their technical 
prospects, every month. assistance is available whenever needed to help 
your sales effort. 








Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 
A subsidiary of The Colorado Fuel and Iron Corporation 
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Another Reason Why... 


RUST-OLEUM 


means to you! 
RUST-OLEUM GIVES YOU GOOD, SOUND, PROFITABLE 

SELLING IDEAS like the amazing Rust-Oleum Extra-Long Nap Lamb's 
Wool Roller shown on the opposite page! Rust-Oleum distributor salesmen 


all over the country have’ demonstrated this unique fence tool and 


used it to. sell Rust-Oleum on miles, and miles. of fencing. 


When you consider that it saves your customers up to 40% . . . and 
when you consider that Rust-Oleum actually STOPS RUST on. 
rusted fences . you can see the tremendous sales opportunities. 


This new, different, Longer-Nap Roller and easy-to-carry fence sections 


are available to your men for sales-producing demonstrations. 


Good selling tdeas PLUS the most dramatic advertising program in the 
protective coating field PLUS a sound, protected distributor policy 
are all part of Rust-Oleum 1954 Operation Teamwork with you 


to help make your selling job easier and more profitable. 


RUST-OLEUM CORPORATION, Evanston, Illinois 


RUST-OLEUM GIVES YOU SELLING IDEAS 








4se this 
New 


RUST-OLEUM 


1082 


To Cut Wire Fence Re-Coating Costs 
30%-40% For Your Accounts! 


Demonstrate Rust-Oleum’s 
New Extra-Long Nap 
Lamb’s Wool Roller 


Rust-Oleum provides the answer to 
that wire fence maintenance “head- 
ache.” Take this new-type roller with 
you ... actually show your customers 
and prospects how it coats approxi- 
mately 70% of the opposite side of 
the fence at the same time. . . barbed 
wire and all! Actually show them 
how it “teams up” with Rust-Oleum 
to save 30%-409,! It'll open new ac- 
counts, and it'll sell more Rust-Oleum 
to your regular Rust-Oleum custom- 
ers. Capitalize on this new IDEA, 


today—DEMONSTRATE! 


Close-up shows how Extra-Long Nap Wool 
reaches around to coat approximately 70% of 
other side of fence at same time. Rust-Oleum's 
exclusive penetrating qualities saturate cross 
wire sections for desired mil thickness. 


On long distances of fencing, a 5 man production 
greater savings. The first man wirebrushes the surface to remove dirt, dust, rust 
scale, etc. The second man applies Rust-Oleum liberally by roller, coating the 
The third man follows on the opposite side of 


wire sections and barbed wire 
the fence with a “dry” 
men work on opposite sides of the fence 
barbed wire arms 


roller to catch and use the surplus 
brushing the pipe framework and the 


Special roller glides easily over wire sections 
(Rusted sections have already been primed 
with Rust-Oleum 769 Damp-Proof Red Primer 
to Stop Rust.) Finish coat is Rust-Oleum 470 
R. M. Aluminum 


Man follows with “dry” roller on opposite side 
of fence to catch and use surplus “tears” and 
quickly coat remaining 30% of wire sections. 





A new, exclusive, different-type roller! Greater 
diameter, specially selected skins, extra-long 
Lamb's Wool all combine to give you 
more coverage faster and easier in the new 
Rust-Oleum Roller-Coating System. 


. > 
Even barbed wire sections can be roller-coated 
in one easy pass. 99% of the material is used 
on the fence — mot on the workers, not on the 
ground. 


® 


ATTACH TO YOUR LETTERHEAD~- MAIL TODAY! 


RUST-OLEUM CORPORATION 
2414 Oakton Street, Evanston, Illinois 


team” can achieve even 


The fourth and fifth 


ship. 


Please send us complete details on a 
profitable 


Rust-Oleum distributor- 








THE WEATHERHEAD COMPANY 


announces a reorganization 
and expansion of its 


In Recognition of Industrial Distributors’ Increasing Importance in Today's Economy, 
The Weatherhead Company Places New Emphasis on This Field of Distribution. 


The Goal of this effort is greater sales of the well-known The Result of this effort will be more profitable selling 

Weatherhead line of Ermeto® tube connectors, brass by Weatherhead and its distributors. 

fittings, industrial hose, reusable couplings and _per- How will this be accomplished ? 

manently attached hose assemblies. What is Wcatherhead’s plan for the new business and 
new profits to be shared with industrial distributors? 


Per. sonnel. A greatly enlarged, well-trained force of Weatherhead sales engineers is now in the field, 
operating from strategic locations. Its sole function is to assist industrial distributors. Its services are indi- 
vidualized—fitted to the particular needs and sales policies of each distributor. This field force is backed by a 
headquarters staff of specialists in sales management, customer service, technical assistance, market analysis, and 
sales promotion. All are geared to developing and maintaining profitable saies of Weatherhead products by 
selected distributors. : 


P. olacy. All matters affecting successful distributor handling of the Weatherhead line will be published by 
Weatherhead. This policy will be carefully executed, with the highest degree of fairness possible. The Weatherhead 
policy is designed to maintain a competitive price position, while extending the best possible profit margins to all 
distributors. Service from Weatherhead will not only mean frequent personal contact, but faster deliveries from its 
improved warehousing facilities in Ft. Wayne, and its new warehouse in Glendale, Calif. 


Promotion. New saics campaigns are being mapped; new 

market data and sales ammunition are being developed at 1954 
Weatherhead. More money will be spent advertising and promoting 

the Weatherhead line to industry than ever before in the Company's 

history. And all of this activity will be tied closely to the distributors’ 

own selling activity. 


The Company behind this move is the leading name for complete 
lines of tube connectors, hose and couplings for American industry. 
For 35 years, Weatherhead has kept pace with every trend, every 
change, every need of the industries it serves. It now increases 414 | | 


times its personnel serving industrial distributors. It will now expend 
3 times more money to promote sales through distributors than 





ever before. 
PERSONNEL PROMOTION 
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INDUSTRIAL 
DISTRIBUTOR ACTIVITY 


Wherever there is big business for an industrial distributor . . . 
there is a Weatherhead sales engineer to help him get ‘it. 


th emak « Kormm 
© 
© New YORK 


MILWAUKEE Xe on Kober & on 


CHICAGO — 


_ ee 
. te I 


he CINCINNATI 


ST. LOUIS 


PHILADELPHIA 


ek LOS ANGELES Te 


* 
OKLAHOMA CITY = ko 
BIRMINGHAM 
DALLAS ok 


Guiding Weatherhead’s curd @ . 
Expanded Distributor Activity he 


AML ILD, 


FIRST IN 
HYDRAULIC CONNECTIONS 


GENE P. ROBERS Cc. ALLEN DOLBY , Plants : Cleveland and Antwerp, Ohic 
General Monager, Sales Manager, Customer Syracuse, Angola and Columbia City; Indiana 
Distributor Sales Industrial Distributor Div. Service Manager , and Glendale, California ' 


Worehouses : ‘Ft. Wayne, Indiane 


The Weatherhead Company, Dept 1, 300 E. 13 1st St., Cleveland 8, O. and Glendale, Californib 
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'...one AMF De Walt machine 
keeps 25 carpenters busy nailing! 


Profit-making production like this among users makes AMF DE WALT 


easiest to sell... most profitable for distributors to handle! 


FIRST to combine 2 operations in one. 12 rafters notched FIRST to mass pre-cut. 12 rafter plate 
in 4 seconds PROFITS PLUS with DE WALT! PROFITS PLUS with DE WALT! 


cuts in 2 seconds 


to multiples studs. Aut it stops guarantee FIRST in straight line 
s PROFITS PLUS with DE WALT! 


cut materials handling, permits assem 


bly-line production... PROFITS PLUS with DE WALT! 
New profits and progress go hand-in-hand wherever the world-famous 
AMF De Walt“ line is sold and used. Here is the ONE machine 

that has revolutionized wood fabrication techniques...introduced 
cutting and handling methods hitherto unknown 


Today, the original De Walt versatility, supported by AMF engineering 
skill, production know-how and resources, is moving ahead 

with our distributors into new markets with full confidence in the future 
New AMF De Walt machines are designed with an eye to your 

coming markets to replace obsolete and worn-out 


De Wait inc. (; ¢\ Lancaster, Pa. 
equipment...to introduce new methods in outmoded plants...to og 


bring new profits and efficiency to you 


With AMF De Walt on their jobs, your customers will prosper 


i 
You, too, will share in their progress by increasing both your 


ales and profits when you sell the new AMF De Walt line 


Write for detaile tedey |! POWER SAWS 


customers and ours 


\ 


In Canada: De Walt Canada Itd., Guelph, Ontario 
Subsidiary of American Machine & Foundry Company, New York 
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Packing Types 











TYPE 4 











meet 95% of all packing needs 


roe) mae. ot fe 


Rotary pumps like this one, which handles 10 gallons of highly 

10,000 SSU) per minute at 1200 rpm, give 

- erry e with R/M No. 376 
Type of R/M’s Big 7 Packing Types. 


viscous mate rials 


a packin 2 inc luc led 


The R/M story really sells sidiliats 


Less stock! Easier selling! More profits! These are 
the advantages enjoyed by R/M distributors in 
Packing Types. Mainte- 


nance men, too, are quick to recognize the very 


selling R/M’s Big 


real advantages to them of this basic line. 
go for the assurance of custom-built performanc e. 
\lso the y apprec late the benefits ol lower main 
tenance costs, less downtime, simplified ordering, 


taste! delivery service 


| hey 


a you decide to stock and push R/M'’s Big 

Packing Types, you'll find yourself solidly 
supported by Ri rybestos Manhattan. R/M pro 
vides distributors with a complete training pro 


ill 


the selling aids they need. It : ilso backs them up 


gram on the Big 7 for their salesmen with 


with consistent, hard hitting advertising month 
after month in leading publications read by thei 


customers and prospects. Write for details 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., packine DiviSION, MANHEIM, 


PA. 





BIG 


PACKINGS 


FACTORIES: Bridgeport, Conn. ; Manheim 
Pa.: No. Charleston, S.C.; Passaic, N.J 
Neenah, Wis.; Crawfordsville, Ind 


7 


Peter- 


borough, Ontario, Canada 








RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles « In 


Diamond Wheels « Rubber Covered Equipment « Brake Linings « Brake Blocks « Clutch Facings + Fan Geits + Radiator Hose + Bow 


INDUSTRIAL DIST 


dustrial Rubber, Engineered Plastic, and Sistered Metal Products « Abrasive and 
ng Balls 
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LEVELAND //, /2ccc/ COUNTERBORES 
New Flute Design for More Efficient Chip Removal 


Deeper flutes eliminate “packing” of chips and reduce tool breakage. 


This advertisement enable you to counterbore the full length of the flutes. This supe rior 


. ‘ us tool also gives you the economy of interchangeable pilots. It requires 
in the leading metal- ‘ é : ‘ 


working magazines. 


no holders or adapters. } A test will prove the outstand- 


ing features of these improved CLEVELAND Couanterbores. 


ex CLEVELAND twist ome | 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 * Dalles 2+ Sen Francisco 5 + los Angeles 58 
£. P. Borrus, itd., London W. 3, England —_—_——— 


— 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





a recorder you 


The most convertible, most interchangeable, most main- 
tenance-saving instrument you've ever seen. 
Deliberately designed so that the basic elements are 


identical for the 6", 9" and 12" chart size recorders. 


never outgrow! 


interchangeable. This flexibility enables you to convert 
instruments to suit your changing needs, at a minimum 
cost, minimum inventory, and without delay at the job 


site. Control through air relay or solenoid easily added. 


Full details in Catalogs 400 and 500. 


Temperature and pressure systems are also completely 


What you can do with the Gotham Convertible 


Chort Size 
9 " 


— 
n 
_ 


6" 


Function 





x x 


1-Pen Recorder 





Single Temperature or Pressure Controller, Indicating 


x x 














2-Pen Recorder* 
IT’S A PRESSURE 


IT’S A TEMPERATURE 
RECORDER 


RECORDER 





3-Pen Recorder* 





4-Pen Recorder* 


1-Pen Recorder-Controller 








2-Pen Recorder-Controller* 


1-Pen Recorder-Controlier / 
and 1-Pen Recorder \* 


eee ee ee oe oe 





Pad 





1-Pen Recorder-Controlier ( 
and 2-Pen Recorder IT’S A TEMPERATURE 
OR PRESSURE RECORD- 


ER AND CONTROLLER 











EXTERIOR OF THE 
GOTHAM CONVERTIBLE 





Functions above may be either Temperature or Pressure or Mixed (*) 


INDUSTRIAL THERMOMETERS 


Straight or angle forms for all purposes. Tem- 
perature ranges between —40°F. and 950°F. 


AUTOMATIC TIMING 


Also Centigrade scales. Write for Catalog 100. 


CONTROLLER 


Multiple cam type, de- 
signed to start and control 
@ sequence of process op- 
erations. Opens or closes 
oir valves or electric 
switches. Available in 
single cam type. Write for 
Catalog 500. 








RECORDING 
PSYCHROMETER 


Wet and dry bulb. Motor 
drivensuction-type blower. 
Standard chort drive. 
Similar design available 
for Recording and Record- 
ing- Controlling Hygrome- 
ters. W rite for Catalog 400. 


PORTABLE RECORDERS—Hondy, light-weight, 
mercury or vapor actuation, 6", 9", 12" chart sizes. 
See Catalog 400. 


328 


Division 


DIAL THERMOMETERS 


Wide variety of case styles, tempera- 
ture ranges, connections and fittings. 
Mercury, vapor, or gas-octvated. 
Rigid and adjustable stems. Write for 


Catalog 200. PROGRAM 


CONTROLLER 


Controls either temperature 
or pressure vs. time. 
Controls and records time, 
rate of rise, hold value, 
ond rate of cooling. All 
adjustments in this new in- 
strument made from out- 
side of case. Write for 
Catalog 500. 


Keep Everything Under Control With Gotham 


MS TRUTMENTS 


MACHINE AND METALS, INC, 


Pennsylvania 


AMERICAN 
Sellersvilie 6, 
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“DESIGNED FOR MOUNTING 
IN AVY POSITION” 


heres [2 rh reasons weal: 


Most Advanced Slot Insulation 
» Machine Fitted Stator 
Rotor Keyed to Shaft 
New High Dielectric Insulated 
Stator Windings 
Permanently Numbered Leads 
Conduit Box, An Electrician's Delight 
Centrifugally Cast, High Density 
Rotor Windings 
» Rugged Stress-Relieved End-Covers 
New Pre-lubricated Heavy Duty 
Ball Bearings 
Designed and engineered for more efficient per- Pp oe tein 


formance. Smaller in size, lighter in weight and \ « Extra Strong Cast Iron Frame 
quieter in operation. : — 


Consult our engineers before writing your 
specifications and get the benefit of 68 
years of experience in the design and 
manufacture of general arid special pur- 
pose motors 


Electrical Division of THE SINGER MANUFACTURING COMPANY 
Finderne Plant, SOMERVILLE, N. J. 

Please send me the following bulletins 

[_] New Type “D” Motor Bulletin No. 1D 3304 

[_] Consolidated Catalog & Price List No. 1D 3310 

Name 

a 





motors will still be available in old 
NEMA Standard frame sizes for 
interchange and replacement. 








7 
Street 


City 











‘aherhetetiaietiatiaiaaaieiaitttettataietetatetetetettet | 
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Dy PASS PRODUCTS 


« « « ARE THE SIGN OF QUALITY... 
MORE PROFITS . . . MORE SATISFIED CUSTOMERS 


Dealers and distributors always praise the high quality, widely diversified 
CONBRACO line because it assures substantial initial profits and welcome repeat 
orders from a long list of different industries. 

Complete lines in plumbing and heating supplies, gas and tube fittings and 
lubricating devices are available. Consolidated Brass is also always ready to make 
“specials” when required. Every Consolidated item is produced according to stand- 
ards that have been skillfully and thoroughly developed. 

Brass users know the advantages of brass. Consolidated Brass customers know 
CONBRACO’S 50-year reputation for skill, promptness, dependability and right price. 
The combination can’t be beaten saleswise. 

Become a CONBRACO dealer like hundreds of others and see for yourself. 
Write today for complete details (including catalog, if you wish) about the fast turn- 
over possibilities in this interesting profit picture. 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 


. BRASS COMPANY 
DETROIT 9. MICHIGAN 
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The Right | Wire Rope | 
Crow ‘here's an 


AMERICAN 
TIGER BRAND WIRE ROPE 


that’s just made for 
tough lifting jobs like this 


@ You need a wire rope with great strength 
for overhead traveling cranes that make 
heavy lifts day in and day out. In addition, 
the rope must be very flexible because it is 
constantly bending over sheaves and drums. 

Tiger Brand 6 x 43 Filler Wire Rope is 
widely used for this type of application. It’s 
the most flexible and has the highest reserve 
strength of the standard six-strand hoisting 
ropes, and is made of tough Monitor Im- 
proved Plow Steel that has the strength to 
stand up in hard service. 

If you’re equipping a ladle crane in a 
foundry, where the rope will get very hot, 
you will want to use 6 x 43 Filler Wire with 
a wire rope core—the heat would dry out a 
fiber core and cause the rope to deteriorate 
quickly. The wire core also increases the 
strength of the rope and decreases its stretch 
under load. 

You will encounter literally hundreds of 
other applications for wire rope. And there’s 
a Tiger Brand Rope that assures long serv- 
ice in every one of those tough jobs . . . but 
you've got to get the right rope. The wrong 
one may last only half as long, It pays to 
analyze the requirements of every job very 
carefully and then choose the rope that 
exactly fits. 

The American Wire Rope Engineer in 
your area will be glad to help you. He’s an 
expert on ropes—knows just what every 
rope can do and knows what type of rope 
every job requires. Call him next time you 
need wire rope. 


AMERICAN STEEL & WIRE DIVISION - UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S AMERICAN TIGER BRAND WIRE ROPE 
Lely Pama 


OP ereae States 6 Tt 8 t 
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‘sanfust the Facts!” 


THE MORSE CODE MEANS 100% 


.onall MORSE 
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lwist Drill . 
an 
_ | j yl 


arn. 


. that’s what every Morse-Franchised Distributor gets . . . the facts and 
nothing but the facts . . . in every line and letter of the Morse Code, Morse 
Franchise and Morse Distributor’s Inventory Protection Policy. No eva- 
sions. No double-talk. The whole deal is right down there in black and 
white. And the basic fact, common to all three of these unique documents, 
is that they add up to the most solid and complete protection any distrib- 
utor can get, anywhere. Morse Twist Drill & Machine Co., New Bedford, 
Mass. Warehouses in New York, Detroit, Chicago, Houston, San Francisco 


. all linked together in a complete teletype network, coast to coast. 


DISTRIBUTOR PROTECTION 


Cutting Tools 
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ARMS 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 

Shapers. ARMSTRONG HIGH SPEED 
Ready-to-grind Bits . . . Ready-ground 
Cutters 
ARMALOY Cast Alloy CUTTER-BITS 
* ARMIDE Carbide-Tipped CUTTERS a 


~ 6 cutter shapes, 12 sizes—2 grades of 6types with boring barsin 


= hardness . 
~ an, > . ; Ma, sizes for all boring and internal thread- 
_— ~~," , ing work. Hold cutters at 90°, 45° and 30°. 
ARMSTRONG THREADING TOOiS 


have high speed steel form cutters, require only top 
grinding to resharpen. Hold true thread 


form. Rigid and “Spring” types. 


) = 


ARMSTRONG Drop =] S) 


Forged DOGS >) 
Lathe Dogs, Milling Ma- >_>. 
chine Dogs, and Clamp ARMSTRONG Drop Forged 
Dogs. 12 types, al! sizes “Cc CLAMPS 
Heavy Duty, Medium Serv- 


—, > 


ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard 
ened. Packer, Railroad, 
Standard, and Short types, 
both plain and reversible. 


ice, Deep Throat, and Tool 
Makers’ types in all sizes. 


ARMSTRONG Set-Up and 


Also drop forged Machinists’ 
Clamps. 


ARMSTRONG Drop Forged 
Wrenches 

Both Carbon and Alloy Steel. 

Over 100 types in all sizes. 

Improved designs, steels, and 

heat treating give greater 
strength. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’”’ 
5206 W. ARMSTRONG AVENUE 
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Hold Down Tools 
A complete line of Drop 
Forged Strap Clamps, Planer 
and Bracing Jacks and T-slot 
Bolts. 


ARMSTRONG Detachable 


Socket Wrenches 


All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 


singly or in cased sets. 


i 


ARMSTRONG Drop Forged 
Eye Bolts 

Plain or shoulder pattern. 

Blank or Threaded. 14 sizes, 

Drop Forged and heat 
treated. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 


Vises. 


CHICAGO 30, ILL. 





iournals ® 
‘egsitt for you 


Get behind | 


Wide Speed Range 
68 
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|'u 
Wide Speed Range. Selective ratio combi- 


nations provide output speeds from 1.5 rpm 
to 1430 rpm with stock gears. 


Sealed Housings. Duc! closures and one- 
way vents keep oil in, dust and moisture out 
Units are splash-proof, leakproof, dustproof. 


Precision Gearing. Hect trected alloy 
steel, precision cut and shaved helical geor- 
ing throughout . . . quiet-operating crown 
shaved pinions .. . taper bored gears for 


easy ratio changes. 


FALK 


THE FALK CORPORATION 3001W. Canal St. Milwaukee 8, Wis. 


Every FALK Motoreducer has these “In-built"’ Factors— 


All-steel Housings. Unbreakable, strong, 
rigid. Generous overhung load capacities 
provided by wide bearing spans, large shafts 
and bearings. 


Streamlined inside and outside. Smooth, 
clean surfaces; machine welded construction 
conforms to NEMA motor frames. 


Positive Lubrication. Large sump capacity 
. oil-tight construction assures clean lubri- 

cant... direct dip of revolving elements pro- 

vides positive lubrication at all speeds. 


».@ good name 
in industry 


oreducers 
use complefe motors 


++. another important reason why 


you should consult FALK! 


You never have the annoying problem of motor 
modification when you standardize on all-steel 
FALK Motoreducers. Both the universally popular 
All-Motor type and the newly redesigned In- 
tegral type use completely standard motors with- 
out modification. The motor can be quickly and 
easily replaced by another standard motor 
of any make, type or speed within the unit's 
AGMA rating when necessary without disturbing 
the reducing unit. 


Many users choose the All-Motor type because 
it permits easy interchange of motors, or even 
parts, on the job, in minutes—and because re- 
ducer units and/or motors may be readily trans- 
ferred from one line or plant location to another. 
Other users select the new Integral type with 
standard D-flange NEMA motor because it is a 
highly compact, streamlined unit providing the 
utmost in space economy. 


In every FALK Motoreducer—All!-Motor or In- 
tegral—the output speed (ratio) can be changed 
within the unit's torque capacity without modify- 
ing the motor. 


Both types give you all the quality, adapt- 
ability, dependability and long-range economy 
for which FALK has been celebrated for more 
than sixty years. FALK Motoreducers are avail- 
able from factory, field or distributor stocks 
throughout the country. Write to Department 247, 





The bosic E design permits 
maximum use of standardized 
ports... closer control over 
moterials, processing, inspection 
ond assembly .. . resulting in 
faster delivery from inter- 


aa oa =% 
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bolts -You can take it from me! 


In our business we use a lot of bolts, in many sizes. To save time, we need bolts that 
mate easily, and stay tight on the job. That's why we use Bethlehem Bolts. We've used 
‘em for years with good results. They come in a complete size range, too. Yes, Bethlehem 
Bolts are good bolts—you can take it from me!’ 

BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethiehem products ore sold by Bethiehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Stee! Export Corporation 
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BRONZE GLOBES 


GATES 


Give Your Customers This 


“Short Course” in O-B Quality 


Can you define “quality” in a 
valve? O-B distributors who get this 
question from their customers have 
plenty of ammunition for answering. 
Here are some features that contrib- 
ute to O-B quality: 

l. Exclusive Flexitite Disc” au- 
tomatically adjusts to slight 
misalignment of seat faces (In 
all O-B gate valves). 

. Free swiveling disc holder in 
globe valves prevents grind- 


ing or gouging of seat but 
provides tight closure. 

. All joints are machined to pro- 
vide a metal-to-metal seal 
which eliminates need for gas- 
kets or sealing compounds. 


® ANGLES 
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4. Nothing but the best materials 
--split-ring packing, certified 
ingot bronze, high quality 
composition discs--go into 
O-B valves. 

. Valves are plainly branded 
for pressure and type of ser- 
vice. 

. O-B standard pressure gates 
and globes can be repacked 
under pressure. 

You can point to many other O-B 
features--like the ‘“sure-grip” hand- 
wheel, the extra threads for tight- 
ening the packing nut. Give your 
customers this ‘short course’ in 
quality and you'll soon find them 
buying more O-B valves. 


4451-V 


INDUSTRIAL SERVICE 


4) 








ONE YOU WANT? 


NO NEED to search through directories or ask people 
about it. When you need a finished bearing, a bar 
of bearing bronze or any other one of countless items 
of industrial materials and equipment, just phone 
your industrial distributor. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items..With money- 
saving convenience, he can supply hundreds of different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 

for a Bunting 

NX Catalog which gives 
- complete dimensional 


Bu nting bas 3 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop * tron Age 
Machinery + Mill & Factory + Southern Power & industry + Stee! J, 
The Bunting Brass & Bronze Company « Toledo 1, Ohio + Branches in Principal Cities * Distributors Everywhere 
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... each with 
over thirty years 
of service. 


van “Elmo” Evans 
A 


These Barnes Sales Engineers and their 
associates have built and are maintaining You Buy the BEST 
the reputation of Service and Quality for When You Buy 


which Barnes has become famous. BARNES em SAWS 
an 


BARNES BAND SAWS 








*iy aa 
AS 
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Re 
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FAMOUS FOR QUALITY + 1297 TERMINAL AVE., DETROIT 14, MICH. « CST. Ree seg 
PSII SASS 
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TORTURE CHAMBER 


for VALVE and FITTING MATERIALS 


Here, steam up to 1500 pounds pressure 
and 1000° F. gives Vogt the answer to any 
question of materials or construction for 
valves and fittings in just a few days... 
facts that would take years to obtain under 


normal operating conditions! 


We set up our own Torture Chamber to 
determine the durability of valve packings 
and gaskets; the resistance of various steels to 
corrosion and erosion; and how hard and how 
smooth surfaces of seats, discs and stems must 
be to withstand steam at high pressures and 
high temperatures. We tested and found an 
ideal yoke nut material, and we uncovered 
facts on joint design that could be found in 


no other way. 


HENRY VOGT MACHINE CO.., Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK @ CHICAGO @ CLEVELAND 


PHILADELPHIA @ ST. LOUIS @ DALLAS @ CHARLESTON, W. VA 


Thus, by constant and accelerated testing, 
we quickly and definitely prove or disprove 
the claims that are made for many newly 
developed materials. And thereby we make 
sure that only the best goes into valves and 
fittings that bear the name Vogt. 

Consult Catalog F-9 for the complete Vogt line of 


drop forged steel valves, fittings and flanges for 
steam, water, oil, gas, air and refrigeration services. 


O¢t — 


DROP FORGED STEEL 
VALVES and FITTINGS 
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P Thanks Mp. Distributor 
this packing seals tight, keeps 
valve action smooth 


J-M MOGUL Jacks 
smaller spaces, too... fUSt 
untwist the strands 





J-M Distributors 


sell more by giving 
customers good packing tips! 


You can sell J-M Mogul Valve 
Stem Packings practically every- 
where because they are so adaptable. 
For instance, one size of style No. 


193 can fit many different sizes of 


stufing boxes because the strands 
of this twisted packing can be un- 
twisted to any desired smaller size. 
J-M Mogul is also available in Style 
No. 222, braided round and Style 
No. 223, braided square. All styles 


are recommended for valve stems, 
rotating or oscillating shafts and 
reciprocating rods where packing 
space is at a minimum. 

What their selling points are: 
J-M Mogul Packings provide ex- 
cellent service against air, water, 
brine, ammonia, oil, many weak 
acids and caustics . .. wherever a 
soft, pliable packing, without rub- 
ber, is required. Made from long 


fiber asbestos yarn, thoroughly lu- 
bricated and graphited, for long 
life with reduced internal stresses. 

J-M National Advertising 
reaches packing users everywhere, 
refers them to the local J-M Pack- 
ing Distributor. For more details 
and copies of this advertisement, 
write Johns-Manvilie, Box 60, New 
York 16, New York. In Canada, 
199 Bay Street, Toronto 1, Ontario. 


vi Johns-Manville PACKINGS & GASKETS 
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here’s your most versatile grinding machine! 


Sfran 


FLEXIBLE SHAFT MACHINE 


Only type on the market with 





@- SPEED GEAR DRIVES 


The famous Strandflex 4 and 5-Speed Gear Drive 
Machines mean faster speed selection from direct drive 
head, no countershafts. No changing pulleys or drive 
belis. No need to use tools. Your customer can select 
any operating speed with little more than the flick of 
a finger 

More versatile because wider speed range means the 
Strandflex can be used for grinding, rotary filing, 
wire brushing, deburring, other finishing operations. 
In addition, the new High Speed Attachment, also 
exclusive with Strand, lets you recommend this unit 


for high speed steel and carbide tools. . gives operat 





HEAVY DUTY UNITS, TOO! % or 1 
HP. Five operating speeds. Strand- 
flex patented gear head drive. 
Plenty of power and speed when 


it’s needed. 











ing speeds up to 27,000 RPM. Constant-speed motor 
gives constant operating speed, regardless of load. 

Easier to use because exclusive Strand Quick Change 
Handpiece lets users change tools in seconds without 
using wrenches. Special locking button arrangement 
requires only a PRESS-PULL-SNAP! Andremember, with 
Strand the operator lifts the tool only—not the heavy motor. 
Full Strand line includes direct drive and countershaft 
machines with up to 3 HP. Also full line of accessories 
and tools. If you’re not already handling this famous line 
write for open territory data. There’s a Strand unit to 


answer any flexible shaft machine need. 


FRANKLIN BALMAR 
CORPORATION 


‘ 
N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Maryland 
"5001 .N. Wolcott Ave., Chicago 40, Ill 
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DeSioNeD, ENGiNeeRed 


Designed, engineered and pro- 
duced for maximum performance 
— Butterfield Drills. 


“WE WILL WELCOME YOUR VISIT TO BOOTH #128 
AT THE TRIPLE INDUSTRIAL ynaetigee 
CONVENTION IN NEW YORK MAY 18.’ 


BUTTERF 


UNION ’wees.F DRitt P AN 


com 
BUTTERFIELD Divisio 
u. $ 


DERBY Ring, VERR OKT, 
TAPS ~* DIES * DRILLS -* REAMERS ~* COUNTERBORES ~- SCREW PLATES 


Butterfield builds business for you with advertisements like 
this appearing in the leading Metal-Working publications. 


Y 
N 


A. 


















































LQUESTION with 


NSWERS 


A. 


Because they are the easiest to sell. 


A. 


Because they are the world’s best-known brands. 


A. 


Because they are the most widely, consistently and 
vigorously advertised file brands in the world... 
and have been for generations. 
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A. 


Because they have the greatest reputation for 
quality. 


A. 


Because they have never defaulted in quality or 


uniformity. 


A. 


Because their longer serviceable life proves their 
greater value in the long run. 


A. 


Because an alert engineering department is con- 
stantly widening their range with new designs for 
meeting the requirements of new metals, new prod- 
ucts and advanced shop practices. 


A. 


Because their manufacturer is the source of the 
largest variety of file types, cuts and sizes in the 


world. There is hardly a customer request that you 
as an Industrial Distributor cannot satisfy . . . a rich 
service and good-will building factor. 


A. 


Because your mark-up will always stand up. . . cus- 
tomers who fully know these brands never question 
their value. 


A. 


Because the mention of either brand name gets 
the Distributor salesman a hearing in most any in- 
dustrial establishment. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, R. I. 


In Canada: Nicholson File Company of Canada Lid, Port Hope, Ontario 
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( Advertisement ) 





Why It Pays to Offer the Stanley Line 


iT LASTS 





Zig-Zag Rules Last Longer Big 


read imbedded into the wood for long rule life 


NO. 106 STANLEY 
GREEN END” ZIG-ZAG RULE 


black numbers, sharp, clear and easy-to 


sticks of selected 


White 


hardwood. Both edges graduated in inches and 16ths. All markings protected 
by crackproof, wear-resistant, vinyl] plastic finish. Extra coating on end sticks 


Ball-socket joints of solid, 


proof. Long lasting casy action 


stainless nickel-silver 


laboratory proved rust 





Sure As Clockwork 
“Yankee'@® No 


production line in 
clocks, Cuts costs 


(4 YANKEE No.!993 4 


” Vise No. 1993 
with Swivel Base 
“Yankee” Vises and Angk 


ire made with and without swive 
bases. Easily adaptable as low-cost 
jigs and fixtures. Save time and 
moncy in tooling. Designed primarily 
for industrial users — thev also meet 
the demands of individual users 


130A saves time on 
manutacture of 
and fatigue, too 


‘Yankee 


] 





Vises 


Overhead screwdriving on truck 
window assembly made with 
“Yankee” 130A. Quick-return action 
comes in handy when job has to be 


Cas) 


done in awkward places 


“YANKEE” No. I30A 
Spiral Ratchet Screwdriver 


assembly want 


Wherever lines 
ind work-saving shortcuts, vou 
1 potential customer for this 
fheiency screwdriver. The “Yankee” 
No. 130A takes the twisting out of 
User just pushes han 
work. Can be 
Ouick-return 
auto 


time 


have 


screwdriving 
dle tool does the 
hand 
handle back 
stroke. 


used with one 
spring 


matically 


pushes 
after cach 





No. 74 Stanley “Strait Cut” Cold Chisel 
alloy steel — 
ened and tempered to withstand severe usage. Bit drawn under trip hammers 


It’s tough! It’s durable! 


and tapered. A popular, profitable item to handle. Sizes ! 


50 


Forged from silicon manganese 


INDUSTRIAL DISTRIBUTION 


hard 
e” to 1” 
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| It always pays to offer 
famous names. And where 
tools are used the names 
Stanley and “Yankee, 
are outstanding. 


Outstanding for tools of consist 
ently high qu ity and dependability 
Rules of accuracy hammers of 
balance _ screwdrivers of tough 
ness .. . vises of precision . . . Tools 
that mean work done in less time 
with less effort. 


And that, Mr. Distributor, means 
sales tor you. 


“Ts 


Ball Pein Machinists 
Hammers 


Selling features include special 
analysis steel head, drop-forged in 
positive cies, “super-heat-treatment” 
Selected hickory handle is “Evertite’ 
processed. From 2 to 40 oz. sizes 
Sell the nght size for the job — and 
you ll have another satisfied Stanley 
customer 


Trade Mark That’s 
Famous the World Over 
THE TOOL BOX OF THE WORLD 


STANLEY 





A Division of The Stanley Works 


HARDWARE + ELECTRIC TOOLS + STEEL STRAPPING 
STEEL 


You can offer this line with the 
utmost confidence. For full infor 
mation on these and other Stanley 
and “Yankee” Tools, write today to 
Stanley Tools, The Tool Box of the 
World, New Britain, Connecticut 

















THIS QUESTION OFTEN POPS UP 
AND IT'S IMPORTANT TO KNOW THE 
ANSWER. MACHINE BOLTS ARE THE MOST 


COMMON OF BOLTS. THEY ARE USED WHERE 
CLOSE TOLERANCES AND HIGHEST STRENGTH 
ARE NOT REQUIRED. CAP SCREWS COME IN HIGH 
CARBON HEAT-TREATED "BLACK" OR IN LOW CARBON S 
= “BRIGHT FINISH. THEY ARE MADE TO CLOSER 
—Tt TOLERANCES. THE "IO35" HAVE AN EXTRA HIGH 
$0 hie ——&) TORQUE STRENGTH, THE DIFFERENCES MAY 
PS REWS:  —¢-) BE BEST UNDERSTOOD BY COMPARING THE 
(a CHARACTERISTICS LISTED 
1. For USE 
WHERE HIGH 
BETTER app 


<= 


STRENGTH oR 


4. AVAILABLE WITH COA 
‘ INE (UNF) THREADS. 
‘OFTEN USED JN TAP 


7. STOCK DIAME 
LENGTHS F 





THIS ADVERTISEMENT |S NO.7 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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It’s not the camera. . . it’s the film that keeps the profit picture steady . . . 


...and every hand tool you sell creates 
a continuing market for FASTENERS! 


If you owned a camera shop, you'd certainly 
carry film. Every camera sale offers the oppor- 
tunity for repeat business in film. And film sales 
bring customers back to the store repeatedly, 
providing the opportunity to make additional 
sales of other camera accessories. 

The same is true of fasteners. Whenever 
you sell a screw-driver, drill, wrench or other 
hand tool, it means that a market has been 
created for fasteners that’s good for years to 
come. No sales-minded industrial distributor 


overlooks this steady source of extra profits. 

The distributor with the complete line of 
RB&W fasteners can give his customers exactly 
what they want — when they want it. Repre- 
senting one of the world’s largest fastener 
manufacturers, he’s always ready to recom- 
mend — and supply — the right fastener for 
any job. Write us about the profit possibilities 
in handling RB&W fasteners. Russell, 
Burdsall & Ward Bolt and Nut Company, Port 
Chester, N. Y. 20.3.25 


e yh The complete quality line 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants of: PORT CHESTER, N.Y.; CORAOPOLIS, PA; ROCK FALLS, ILL; LOS ANGELES, CALIF. Additional sales offices at: ARDMORE (PHILA.), PA.; 
PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Sales agents af: PORTLAND, SEATTLE. Distributors from coast fo coast. 
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Now, right in your own shop, you can attach 
“Holedall” Couplings to any type of industrial 
hose ... to meet your customers’ requirements 
for coupled hose promptly, and with the assur- 
ance that you are furnishing the strongest, 
safest couplings for every type of service. 


The “Mulcoram” . . . the hydraulic press for 
making the coupling attachment . . . is small, 
compact and inexpensive. It is easy to operate, 
either manually or by power. 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydrauli- 
cally-operated “Mulcoram”, this unique 
coupling is there to stay . . . virtually molded 
to the hose by a multiple gripping arrange- 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, it 
is not necessary to alter the hose in any way 
before making the attachment . . . no buffing 
or cutting of the cover 


an Cur COUPLING 
ATTACHMENTS . . . Quctdy 
e INDUSTRIAL HOSE... 


With the “Mulcoram” and “Holedall” Cou- 
plings, you can quickly supply complete hydraulic 
hose assemblies, using wire, rayon or cotton 
braid hose; or you can furnish wrapped ply and 
rubber or cotton covered hose with couplings 
attached. Never before has such a practical, 
economical method, or such assurance of cus- 
tomer satisfaction with the couplings supplied, 
been available. It will pay you to get all the 
details. 


WRITE olay FOR 
THIS BOOKLET. . 


Completely illustrated, it describes 
the revolutionary MULCONROY 
HOSE COUPLING SYSTEM and how 
quickly, easily and economically it 
can be operated .. . in your own 
shop, without skilled labor . . . to 
provide, coupled hose of any descrip- 
tion, with couplings that can’t come 
off and which actually prolong the 
life of the hose by protecting it 
against the effects of continuous 
flexing at connecting points. 


"“MULCONROY Siar... 
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Emile Montemurro, Midwest Manag vietone News, tells how 


He handles 300 reel problems a day! 


“Old news is no news,” says vetera ewsreel cameraman stations Opening an 1 using our newsreels, that figure will soon 


Emile Montemurro reach 600 a day! 


We've been getting the news to theaters and TV stations Other air services would cost us more than Air Express, 


ill over the U. S news that's hot and fr ising we've found. Besides, you cannot duplicate the excellent per 
Air Express. We've relied on them for over 25 year sonal attention Air Express gives every shipment 
I 
Air Express handles some 300 shipm ror us It pays to express yourself clearly. Say Ait Express! Division 
| I i I 


of Railway Express Agency 


They go all over the country, coast to coast. With new TV 


___ & AirExpress——_»—— 


GeTea TeHeRe FIRST via US. Scheduled Airlines 
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THE WM. POWELL Ca 


ae “. JA CINCINNATI, OHiQ 
y os 
i ” 


“You see POWELL VALVES everywhere!” 


Not surprising when you realize that Powell 
makes more kinds of valves and has probably 
soived more valve problems than any other 
organization in the world. And this has been 
going on since 1846. 

Wherever flow requires dependable control, 


there’s the place for Powell Valves—available 
through distributors in principal cities. Made 
le” to 30” and 125 pounds to 2500 pounds 
W.S. P. Bronze, iron, steel and corrosion re- 
sistant alloys. On problems, write direct to The 
Wm. Powell Company, Cincinnati 22, Ohio. 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


bd d 


Powel | Welues. 


YEH 
PS. Thi is put one of mony add appearing im Ceading. magayines that tub you sell POWELL VALVES! 
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UNIVERSAL BRONZE BARS 
over 400 sizes 


5 


mf 


LEDALOYL 
over 385 sizes 


GENERAL PURPOSE 


over 920 sizes 


Se 


GRAPHITED 
over 200 sizes 


ELECTRIC MOTOR 
over 350 types 


JOHNSON BRONZE CoO.., 535 S. 


- that builds® 


fol bham-tod(-s-Matiabael 


JOHNSON bearings 


When you show a customer 
that stock size JOHNSON BEARINGS 
will fill more than 90% of his sleeve 
bearing needs... you get a steady user. 
He may need them for products he makes. 
He may need them for replacement... 
or for his own plant maintenance. 
No matter which, they are profitable sales 
for you. Johnson Sleeve Bearings are 
industry’s largest line ... in types and in 
size range. They actually meet 90+ 
percent of all sleeve bearing uses. Sell this 


idea ... increase your sales. 


Mill St.. New Castle, Pa. 
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JOHNSON . ©) je (BEARINGS 


SLEEVE BEARING 
HEADQUARTERS 


SINCE 1901 


ih. 





W E WILL WELCOME YOUR VISIT TO 
BOOTH #132 AT THE TRIPLE INDUSTRIAL 
SUPPLY CONVENTION IN NEW YORK, MAY 17, 18, 19 


TAPS by CARD 


The best way to gauge the value of 
a tap is to try it. You'll find Card 
taps live up to their reputation 
every time. 


Completely stocked offices at Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco and Seattle 
See your local Card distributor for prompt deliveries and helpful service 


S$. W. CARD MANUFACTURING CO., MANSFIELD, MASS. * DIVISION OF UNION TWIST DRILL CO TAPS * DIES* SCREW PLATES 
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LINE-O-POWER DRIVES 


Straight-line units have ratios up to 238 to 1, 
capacities to 178 h.p.; right-angle units, foot or 
flange mounted, have ratios up to 2726 to 1, 
capacities to 50 h.p. All feature the exclusive 
Duti-Rated Lifetime Gears that provide more 
capacity in less space with longer life! 


mmm 


FODTE BROS 


Duti-Ratéd 


ME GEARING 


FOOTE BROS.—LOUIS ALLIS GEARMGTORS 


The perfect combination for power . . . high 
quality Foote Bros. Duti-Rated Lifetime Gears 
and Louis Allis motors! A full range of capacities 
up to 150 h.p. Horizontal foot-mounted units 
offer speeds from 780 to 7.5 r.p.m. Vertical 
flange-mounted units from 230 to 7.5 r.p.m. 


MAXI-POWER DRIVES 


Whatever the need, Foote Bros. has the drive! 
Ratios up to 360 to 1, capacities to 1550 h.p. 

. rugged helical geared units for the most 
severe service. Compact housings, specialized 
heat-treatment for gearing and improved 
accuracy of gears for long, trouble-free, 
dependable performance. 


HYGRADE DRIVES 


High efficiency and high load-carrying capacity 

. thanks to Foote Bros. precision-processed 
worm gearing! Horizontal and vertical types. 
Vertical available in Hytop design for long, 
unsupported output shaft extension. Single, 
helical-worm and double-worm reductions pro- 
vide ratios up to 4108 to 1, capacities to 260 h.p. 


a ee 


) 


WORM-HELICAL DRIVES 


If heavy-duty drives are the answer—Foote 
Bros. has them! Available with horizontal input 
shafts and verticai output shafts—up, down or 
both. Ideal for tough stirring, mixing or agitating 
applications. Ratios from approx. 25 to 1 up to 
285 to 1. . . capacities to 128 h.p. Available 
with standard output shaft or in Hytop design. 


Foote Bros. offers you the most compiete line 
for every drive need. Write for complete infor- 
mation on any or all of the drives shown here. 
Remember, if it’s made by Foote Bros., it's 
known and respected for its quality every- 
where. .. and a great profit opportunity for you. 


FCOTESBROS 





Bolle Power Taargrooim Thucugh Baller Gears 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Bivd., Dept. ID, Chicago 9, Iii. 
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HIGH SPEED 
STEEL EDGE 
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BY TWO DRIVE PINS 


SHATTERPROOF 








ARBOR SCREWS INTO 
BODY OF SAW, SECURED 
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IMMEDIATE DELIVERY OF 
LENOX HOLE SAWS 
FROM OUR LARGE 
- HACK SAW BLADES - 
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BAND SAW BLADES 





“| have used WISS SNIPS 
for 30 years because they 
cut best with least effort” 


Arthur Schimmelphennig of the John Pritzlaff Hardware 
Co., Milwaukee, agrees with other users and distributors of 
Wiss metal cutting snips. There are several reasons why they 
are the choice of professional workers everywhere—why they sell better, with fewer returns. Wiss 
snips are produced largely by the handwork of skilled workers. Each pair is rigidly tested and 


guaranteed perfect. Bolts are set precisely to reduce wear and to increase cutting power with least effort. 


Tee 


“PEt «4 
_- ~s 


. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing Wiss inlaid blades are made of high 
cutting power. These 10” snips cut with about one-half the effort required carbon crucible steel welded to a hot 
for standard 124” snips. One edge serrated to prevent slipping. M-1 (cuts drop-forged frame to provide the ex- 
left) and M-@ (cuts right) are designed to cut the most intricate scrolls and tra service demanded by professional 
circles. M-3 is for shallow arcs and straight cutting. M-5 Bulldog Heavy workers . 

Duty snips are tops for notching, nibbling and cutting shallow arcs in . 

sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 


High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that eztra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 114%” to 17”, includ- 
ing Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 1244”, 1344” and 144”. 


WISS SOLID STEEL SNIPS 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications 
Four straight cutting sizes, 8” to 
12%”. Four Combination* Cut- 
ting sizes, 7”, 10", 13” and 16” 
Bulldog Snips for notching. 


Wiss snips are hot drop-forged of the 
finest steels available. 


*Made with straight blades, but 
ground and shaped so they readily 
eut curves and irregular shapes as 
well as straight. : 
Highly skilled craftsmen make final 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY a - seine 
adjustments to assure that Wiss snips 


Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears will cut perfe ctly fora long time. 
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the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. iD 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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WHAT'S YOUR BEST BUY IN PIPE? 


way, Nd lonal, OF COURSE 


@ Ask the successful architects, plumbing and 
heating contractors, and builders. They’! tell 
you that NaTIona. Steel Pipe is the standard 
of industry. And they'll give you the reasons 
why—sound, practical reasons. 

Basically, National Pipe offers you the 
greatest service per dollar of cost for all-around 
use in all types of building and industrial uses. 
It’s as simple as that. And NATIONAL gives you 
the greatest value in strength, durability, and 
ease of installation—at low cost. Moreover, in 
service, it can’t be excelled for sheer, rugged 
dependability. No wonder Nationa is the 
world’s largest selling pipe. 


COILS AND 


UNIFORM 
THROUGHOUT 


NATIONAL Pipe is uniform 
in metallic structure, ductil- 
ity, strength, corrosion re- 
sistance, surface finish, wall 
thickness and diameter—a 
uniformity that is rigidly 
maintained at all times. 


THREADS AND 
CUTS EASILY 


Strong, easily-madethreads 
are possible because of the 
unvarying quality of the 
metal and the absence of 
slag inclusions, laminations 
cal blisters. The steel cuts 
clean and retains its char- 
acteristic strength even in 
the lightest part of the 
smallest thread. 


SOUND JOINTS 


For permanent soundness 
and tightness, the uniform- 
ity and accuracy in manu- 
facturing have made un 
equalled pipe jointing rec- 
ords for NATIONAL Pipe. . 

whether welded or coupled 


BENDS WELL 


NATIONAL Pipe has that full 
measure of strength and 
ductility to meet the de 
mands of smooth, uniform 
coils and bends. With Na- 
TIONAL you can estimate 
closely without worrying 
about excessive loss of ma 
terial, time and labor 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Steel PIPE 
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Bay State Diamond Wheels... 


.. For Any “Engagement”! 


tee *, Engagements, diamonds, and life-time bonds have long been partners. 
“a > x So have BAY STATE, and “Grinding Wheel Progress”, 


fa 


The latest sparkling development is BAY STATE’S new 

Vitrified bond which holds every diamond particle until the last bit 

of its cutting ability is used. 

Results: More uniform cutting rates, greater efficiency per unit of abrasive, 
still longer wheel-life, and . . . more grinding wheel progress by BAY STATE! 
Besides this progressive step in bonds, we have ample stocks of diamond 

bort, and outstanding abrasive engineering service. Together, these make 

BAY STATE a most reliable source of all your diamond wheel 


needs .. . in all bonds, vitrified, metal or resinoid., 


a BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U. S. A. 


Diamond W beel Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 


2 Faw 
Catalog. 
" WHEELS of PROGRESS In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 


5 
Me 


‘ Manufactu vers of all ly pres of Quality Abrasive Products 


~ 
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when you push 


%, 
’ 


It's easy to keep sales moving fast when 
you push the complete Brown & Sharpe 
Line. Your customers are already “sold” 
on the quality of this famous line. And 
they've seen the wide selection of prod- 
ucts it includes . . . continuously adver- 
tised in the nation’s leading business and 
industrial publications. 

They need only be reminded that you 


ee 
WE URGE BUYING TR 


Brown & 


64 


“handlé'sych Brown & Sharpe “extras” as 


permanent\magnet chucks, electronic 
measiiring equipment, screw machine 
tools, pumps, and'Yohansson gage blocks 
—as well as machinists’ tools and cutters. 
They'll buy more’on every call because 
you're selling quality plus variety .. . 
“righg down the line"}Brown & Sharpe 
Mfg Co. Providence * I., U.S.A. 

. ae 


‘ * 
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JOHNSTON 
Expands Distribution 


SSSSSSSSSSSSSSSSSSSSSHESESSSSSSESHESSESSEEESSEEHSHEHSESESESEC HEHE SESE ESEEEEEEESESESESESES 
% 


Johnston Pump Company, the fastest growing vertical pump manu- 
facturer in America, has some good territories for the right distributors. 


4 


There's eofor 


in the Johnston Line 


J OH NSTON “UNIT-LINE” VERTICAL INDUSTRIAL PUMPS 


PROPELLER PUMPS 


al CAL PUMPS GASOLINE DISPENSING PUMPS 
“» 








VOLATILE FLUIDS PUMPS 
SUMP PUMPS 
DEEP WELL TURBINE PUMPS 


“LITTLE BEAVER” TURBINE PUMPS - 


Send today for complete details about 


JOMNSTON'S AA=2eo¢° LINE. 


‘JOHNSTON PUMP COMPANY, 3272 EAST FOOTHILL BLVD., PASADENA 19, CALIFORNIA 
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Whatever the 


printing 
plates 


Or 
dinner 
plates 


PERMACEL |i 


Find out how you can use self-sticking tape... write Permacel Tape Corporation, New Brunswick, N.J. 
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MORE POWER 
SMALLER FRAMES 


\ ' Form ‘‘F”’ 
Fractional H.P. Motors 


NOW AVAILABLE IN % TO % H.P. 


Thanks to new techniques developed in the last several years, this smaller power package 
combines improved performance with even greater Century dependability. 


Here's What New Techniques Deliver... 


Better magnetic characteristics for the motor because of more 
uniform silicon laminated steel in magnetic cores. 


A high dielectric and increased abrasive resistance qualities 
result from improved plastic insulated wire in the coils. 


Important slot space is saved by improved plastic slot 
insulation. Extremely tough with higher dielectric resistance. 


Unusual resistance to abrasion, moisture and heat is 
provided by improved thermal setting plastic varnish insulation 
on windings. 


§ Squirrel cage rotors are more uniform because of improved 
high-pressure die-cast aluminum rotors. Individually, 
dynamically balanced. 


6 Increased cooling ability is provided by improved ventilation. 
7 These new Century Motors incorporate all mechanical features 


proved effective in thousands of varying applications. 


For full details on Century Fractional H. P. Motors—write for 
bulletin 1-5 Page 1. Century also offers a wide range of types 
and sizes in AC and DC... 1/8 to 400 H. P. 





CENTURY ELECTRIC COMPANY, 1806 Pine Street, St. Louis 3, Missouri 
Offices and Stock Points in Principal Cities 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °e e CLEVELAND 13, OHIO 


“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038-——to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slotse—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise epecilied, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in peqeenne 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve - t adjusting screws — 
Hexagon head style — to blue ~* 
eneties ications—hexagon head 
polished if specified — threads ‘soft 
to close tolerance— points machine 
turned; flat and chamfered. 


a 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end ennealed. Soames in various 
head —- with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


carried by 
LEADING 


* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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LARGE STEEL PIPE INVENTORIES are Old-Fashioned 


You probably have on hand the supplies you 
need for the everyday run of small jobs. But 
when it comes to the steel pipe, fittings, 
valves, fixtures, controls and tools needed for 
the big ones, it’s old-fashioned to stock these 
parts. Expensive, too. 

The thrifty way is to let your Republic Steel 
Pipe Distributor stock them for you. He has 
on hand everything you need for complete 
plumbing, heating, refrigeration, air-condi- 





he renders, this and similar 
Republic Steel advertisements 
are appearing regularly in plumb- 
ing and heating publications. 





———— 








tioning, process and industrial piping, or 
other piping jobs. 

He'll deliver them in a hurry, whether it’s 
just a few lengths or a truckload. You get 
the supplies you need, when you need them. 
And you save floor space, insurance and 
handling costs. 

It’s profitable to do business with your 
Republic Steel Pipe Distributor. A phone 
call is all it takes to get started. 


To help tell the story of the me i 
pipe distribvtor and the service 
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J +\ >) 3 MAKES TOYS CHILD-PROOF ! 


KEEPING TOYS SHINY AND SAFE FROM CURIOUS HANDS 
OF SMALL CUSTOMERS IS EASY WITH “SCOTCH” 
SEALED CELLOPHANE COVERED OPEN BOXES. SMALL 
SNIPS OF “SCOTCH” CELLOPHANE TAPE DISPENSED 
BY A “SCOTCH BRAND BOX SEALER LETS TOY 
MANUFACTURER GET ACROSS THE VISUAL 
APPEAL WITHOUT UNSIGHTLY SEALS. 


3MAZING * 
FACTS 


a collection of useful tips to help you 








FN a ea 
industrial markets 


JUST WHAT THE 
DOGHOR ORDERED Y 


THE TRICKY CURVES AND CONTOURS OF 
SURGICAL INSTRUMENTS MANUFACTURED BY 
WITTE AND SCHMITZ SURGICAL INSTRUMENT 
CO., ARE FINISHED TO SMOOTH 
PERFECTION BY THE RECOMMENDED 
3M METHOO ANDO THE RIGHT 
3M ABRASIVE BELTS. 














*roducta made in U.S.A. by Minnesota Mining and Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Brand Pressure-Sensitive Tapes, 
“Seotch"” Sound Recording Tape, “Underseal"’ Rubberized Coating, “Scotchlite’’ Reflective Sheeting, ‘‘Safety-Walk” Non slip Surfacing, “3M” 
Abrasives 1M" Adhesives. General Export: 122 E. 42nd St.. New York 17, N. Y. In Canada: London, Ont., Can 
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LOOSE CARPETING CANT CAUSE FALLS AND 
COSTLY ACCIDENTS WHEN SCOTCH BRANO 
DOUBLE-COATED TAPE NO.400 HOLDS 

CARPETS TIGHT TO FLOOR. SUPER-STRONG 
TAPE HAS ADHESIVE ON BOTH SIDES 


GLASS EDGES TO HOLD CARPETS 


SMOOTH As CILK ! ( = SECURELY, SAFELY. 





CORK COATED WETORDRY POLISHING 
BELT PRODUCES EXTRA-SMOOTH 
HIGH LUSTER FINISHES ON GLASS 
EDGES FASTER, BETTER, MORE 
ECONOMICALLY THAN ANY OTHER 
METHOD. AVAILABLE IN ALL 
STANDARD BELT SIZES. 














0 APE LAKES A L3ATH 
IN HOT Acio ! 


PROBLEM OF “STOP-OFF MASKING OF METAL PARTS 
IN THE ELECTROPLATING INDUSTRY WAS SOLVED 
WITH TOUGH "SCOTCH BRAND PLASTIC TAPE NO. 
470. PLASTIC FILM BACKING WITHSTANDS ACIO, 
ALKALI, HYDROCARBONS, ETHER... HIGH STRETCH 

MAKES IT CONFORM EASILY TO ODD-SHAPED 

OR IRREGULAR SURFACES |! 








MINNESOTA MINING & MFG. CO. 
Dept. ID-44, St. Paul 6, Minn. 


Please send me more information on the products checked below. 
in the fast-se 


ting 3m sy ee "] “SCOTCH” Cellophane Tape 

of industrial product’ 4. F] “SCOTCH” Brand Box Sealer 

[] “SCOTCH” Plastic Tape No. 470 

) “WETORDRY" Polishing Belt 

(] “SCOTCH” Brand Double-Coated Tape No. 400 
[) 3M Abrasive Belts 


vortunitles 


ee DETAMS 01 Prof °PF 


' 
Send coupon today 


ttt ft tt tL Le LLLP. 
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SELL MORE JACKS 


By Selling from the 





COMPLETE SIMPLEX 


SIMPLEX 


LEVER 
JACKS 
All types of single acting mod- 


els with Hleable or aluminu 

housings. Ratchet Lowering 
types for notch-by-netch raising 
or lowering with maximum 
safety. Trip types for track work. 


simpLcexX SCREW sacks 


The safest, easiest operating 
screw jacks made. Large chrome- 
moly ball on all models floats 
cap, centers work and reduces 
friction 88%. 





simpLexX HYDRAULIC sacks 


Fast-Acting Standard 
Models single or double 


New. Rol-Toe with full capacity on cop or toe. 


Remotely-Controlled Re- 
Meo-Trol Jacks and 
Pullers. 


SIMPLEX MAKES SPECIALS, TOO! 





Simplex makes and stocks all kinds of 
special-purpose jacks including Trench 
Braces, Mine Roof Jacks, Cable Reel 
Jacks, Pole Pulling or Straightening 
Jacks, Planer Jacks, Pipe Pushing Jacks 
and all kinds of jacks for Railroad work. 


pumps. 
Famous Simplex-Jenny 
Center-Hole Pullers. 


LINE 


A jack for every purpose, for every job — 
that’s what you sell when you sell from the 
Simplex Line. There’s no job you have to 
pass up — and you never have to try to sell 
“substitutes”. Your recommendation can 
carry all of the convincing power of unbiased 
advice. And you can be sure of satisfied 
customers because Simplex quality is tested 
in the factory and proven by years in 

the field. 


What's more, when you sell the complete 
Simplex Line, you sell the best known name 
in jacks —- the name with proven customer 
preference. Simplex jacks are priced for fast 
turn-over and are sold ONLY through 
Industrial Distributors — no direct-from- 
factory, automotive or mail order sales. 
Write for new catalog. 


CAN YOU 
IDENTIFY HIM? 


Win $10 by being the first 
to teil us the name of this 
Simplex Distributor. Just 
a hint — that’s a cotton 
field in the background. 
In case you're still 
stumped, he “flies” to fill 
railway, mill and contrac- 
tors’ needs. Write, phone, 
wire your guess to us. Win- 
ner’s name will be print- 
ed in next month’s ad. 





MFGRS. OF INDUSTRIAL 
HYDRAULIC JACKS 


WORLD'S LARGEST 
MECHANICAL AND 


RE-MO-TROL JACKS JENNY 
UTHL-A-TOOL ROL-TOE 


TEMPLETON, KENLY & CO. 
2523 Gardner Road @ Broadview, tllineois 
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Thermoid 
Multi-V Belts | esti 
cut operating costs 


$ < C, Dand E 
ty Section Belt 


There’s a Thermoid V-Belt for every plant application. 
Every belt is pre-stretched to provide longer service and 
maximum power transmission without slippage. 


Thermoid C, D and E sections are rayon-grommeted for 
brute strength and extra flexibility that withstands repeated 
shock loads. The entire belt is vulcanized into a solid unit 
that resists moisture, abrasion, internal friction and heat. 


Mr. Distributor: Thermoid “‘built-for-the-job’”’ mechanical 
rubber products can help you increase your sales to all 
industries. You can always rely on Thermoid service and 
the complete cooperation of experienced Thermoid Sales 
Engineers with their intimate knowledge of industrial 
rubber problems. 


; - 
Conveyor & Elevator Belting + Transmission hermol 


oe Rag Reece 
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A TIME FOR SALE 


P-K Distributors offer, along with P-K Fasteners, 


a premium of utmost value. 


It is time saved by the time-proved speed 
and simplicity of the P-K fastening method. 
Convertible to more production, it is time gained — 
to be turned to added profit for the buyer. Good reason, that, 
why the millions of P-K applications mount higher every day. 


And for Distributors, P-K saves selling time. P-K prepares the market, 
instructs the staff; provides the tools that swing the sales. 
That’s why smart Supply men put more time 
in P-K Product selling . . . every hour pays. 
Certain territories are open for interested Distributors. 
Parker-Kalon Division, General American Transportation Corporation, 
200 Varick St., New York 14. 


* AYouno OK with PAC... all the way 
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There's 2 CAPITOL COUPLING for every job 


STANDARD MERCHANT DRIVE PIPE 


AAR RAILROAD 


DRY KILN 





REAMED AND 
DRIFTED 


3,000 & 6,000 WATER WELL CASING 


S HYDRAULIC oa 
- H | | 


| 
= 


RIGHT AND LEFT 





Standard mer- 
chant and API 
Line couplings tup 
to 2”) are avail- 
able in conven- 
= tent cartons, at ne 


. —_ extra cost. 


AND DISTRIBUTORS 


~ 


More than 23 types of couplings, covering your 
standard requirements, are regularly stocked 
and available for prompt shipment. Special 
couplings fabricated to order. 


Capitol Couplings are made to specifications 
of the Association of American Railroads, the 
American lron and Steel Institute, and the 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS TOL 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





OUT OF DIVERSITY-—As a group, distributor salesmen 
perhaps lead all other occupations as far as diversity of 
background is concerned . . . Add to the list now Roger 
Spring (Bush-Miller Co., York, Pa.) whe used to be fore- 
man of a furniture upholstering factory prior to selling; 
an occupation on which he embarked in line with family 
tradition, his father also being an upholsterer . . . And 
speaking of Bush-Miller, another salesman, Floyd Shelley 
has taken on an immense load of outside work, being 
secretary of a group formed to organize a new Lions Club 
in his community; now he knows why so few distributor 
salesmen rarely have time for extensive community enter- 
prises. 


CONGRATULATIONS—New president of the Con- 
struction Industry Manufacturers’ Association is a manu 
facturer’s man well known to many distributors 

He’s Frederick Salditt, vice-president in charge of sales, 
Harnischfeger Corp., Milwaukec 


SAFE BUT SORRY—One of the features of Grayson- 
List’s new building in Secaucus, N. J., is a fireproof rec- 
ords room guarded by a huge safe door . On moving 
day, Fred List gave his only copy of the door’s combina 
tion to his head bookkeeper, who put it in his portable 
strong box for safekeeping. But after the company was 
moved in, Fred found the record room door shut and the 
strong box missing . . . until someone remembered he 
had locked it up safe and sound in the records room .. . 
4 call to the safe company and several hours’ tinkering 
by experts exhumed the strong box . . . and the combina 
tion, which has now been memorized 


GRAN’PERE-—For quite some time Ed Alberter (Somers, 
Fitler & Todd, Pittsburgh) has been waiting to be a 
grandfather . . . Well, he became one, all right, and not 
once, but twice, and all within 59 days—once in Pitts- 
burgh and once in Richmond, Va. . . . A brace of cigars, 


please, Ed. 


THE OPEN ROAD-—Rob McClure and his wife (Sillite: 
Holden, Inc., Hartford, Conn.) have set out on a cruise 
to Bermuda and Nassau .. . Mr. and Mrs. Gene Parker 
(Tavlor-Parker, Norfolk, Va.) headed out for Caribbean 
regions last month. 


¥ 
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OBJECTIVITY—When Walker Wellford, Jr., (J. E. Dil 
worth Co., Memphis) was invited over to Richmond, Va., 
to act as a moderator for North Carolina and Virginia 
distributors’ discussion, he didn’t lack an appropriate 
story concerning the idea of bringing in a “neutral” .. . 
He told of a football game in which the referee found it 
necessary to penalize one of the teams fairly consistently 
... As the ref was pacing off a 15-yard penalty, he heard 
the coach of one team shout, “The decision stinks!!.. . 
Hesitating only for a second, the ref continued pacing 
after marking off 15 yards until another 15 were counted 
off . . . After setting the ball down, the ref cupped his 
hands to his mouth and, turning to the offenders bench, 
he velled, ““How does it smell from here?” 


THOUGHT FOR NEXT MONTH-the Convention 
. what else? 


D. A.C. M. 
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PaH Hevi-Lift 

Custom-built to your customer's 
specifications. Over 3,000,000 
possible variations of this heavy- 
duty hoist to fit your prospect's 
needs. Easily converted to any 
type mounting; trolley, bolt, or 
lug suspension, hook suspension 
or crosswise. Geared-limit switch 
con be set to sit ceiling and 
fleor limitations. Aveilable in 
capacities up to 15 tons. Forty- 
eight page bulletin, available 
on this model, helps you sell. 


P&H Zip-Lift Electric Hoist 
(Pushbutton contro!) 

This sturdy small hoist is a hot 
item for multiple sales. Some 
large plants use as mony as 
500 Zip-Lifts to keep loads 
moving, for positioning work 
and equipment. Capacities from 
250 Ibs. to one ton. In use in 
many diversified industries and 
institutions. 





P&H Zip-Lift Electric Hoist 
(Rope control model) 
Brand-new. Some manevvero- 
bility as the push-button control 
mode!. Rope-control equipment 
permits substantial price reduc- 
tion — mokes easier sales for 
you. Sales-helps galore on these 
popular hoists. Available in 500 
and 1000 Ib. capacities. Ask to 
see them. 





P&H Chain Hoists 

There's a whole group of these 
hoists. You can sell spur-geared 
hoists, army-type trolley hoists, 
low-headroom trolley hoists — 
whatever your customer needs. 
Capacities up as high as 25 
tons. Completely fills your line 
of P&H Hoists and accessories 
—you're ready to supply what- 
ever your customer needs. 


| 





P&H Jib Cranes 

Eight different models of jib 
cranes, including bracket-type, 
mast-type, and pillar-type. Ca- 
pocities up to 12,000 pounds— 
all of them built for a reach of 
from $3 to 20 feet. Addition of 
this complete line of jib cranes 
to the P&H selection lets you 
sell both the hoist and the 
mounting. Catalog and sales in- 
formation available to help you. 


- 











,epays for a whole year’s operation 


of a dependable PH HOIST 


...a case history that means profit for you. 








HEE’: a sales tool to boost your 

sales and pad your profits in 
1954! Listen to this case history from 
a P&H Hoist user in Milwaukee: 








The Dahlman Construction Com- 
pany of Milwaukee, Wisconsin figured 
it would save a little time if it bought 
a P&H Hoist to lift stone slabs from 
the ground to the work area. 








It sure did. 


It saved so much that by Friday noon 
of the first week’s operation, one year’s 
cost had been saved and the use of the 
P&H Hoist for the balance of the year 
was pure velvet! 


Now the masonry foreman and one 
laborer are setting stone slabs that 
weigh as much as 1,200 pounds, at a 
rate of 150 square feet per day. Before 


This coupon gets you complete information 
on the P&H Hoist Line. 


N 
Pd voisss 


HARNISCHFEGER 


CORPORATION 


P&H Hoists 


terested in P&H 


Address 


Companiy................ 





Construction Contractor Gets 51 Weeks of ‘Free’ Hoisting 


the P&H Zip-Lift Hoist was put to 
work, it used to take three or four men 
just to lift one stone slab. And it used 
to take them about ten minutes to lift 
the slab and ease it into position. 


Today, the two men lift the slab and 
put it in exact position in only four 
minutes! 


There’s an eye-opener for your pros- 
pects who aren’t sure a P&H could 
pay for itselt. You can have the com- 
plete story, printed in a four-page 
bulletin. Use the coupon below to ask 
for it today. 


Don’t forget. If you’re interested in 
the complete P&H Hoist franchise in 
your territory, drop us a line on your 
letterhead. There are still some de- 
sirable areas open. 


eaeeeeeneeweae a TEAR OUT COUPON AND MAIL TODAY eaeeeeeans 


HARNISCHFEGER CORPORATION 
4683 West National Ave., Milwavkee 46, Wisconsin 


Gentlemen: Send me the complete, detailed sales tool on how Dahiman 
Construction Company paid for a P&H Hoist in one week. I'm also in- 


ip-Lift, Pushbutton Control [), PH Zip-Lift, Rope Con- 


trol (1), P&H Hevi-Life(Q, P&H Hand Chain Hoists), P&H Jib Cranes (). 





4683 W. National Ave. Milwaukee 46, Wis. 





REPUBLIC DISTRIBUTOR 
FRANCHISES AVAILABLE! 


REPUBLIC RUBBER DIVISION, SINCE 1901 

REPUBLIC DISTRIBUTORS | A LEADING MANUFACTURER OF INDUS 

POW pistRpuyors’ | TRIAL RUBBER PRODUCTS, HAS CHOICE 

oe ope TERRITORIES “OPEN”.FOR THE RIGHT 
TINGS 


plete to permit effectively supplying the WE WANT TO EXCHANGE CONFIDENCES WITH 
requirements of the trade solicited. DISTRIBUTORS WHO: 





@ A QUALITY of product uniformly good 
and capable of delivering service results ] Would like to add a profit-proven line. 


that should reasonably be expected. 


Hs rolerepebh 4M tel_ moto doselvo(e( te) MB oltt-jebbele mre 


@ A PRICE basis inducing and making pos- ; ; 
; ; ; line that is guaranteed to be free from 
sible aggressive competition with reasonable 


peut veterh. - direct selling competition. 


@ FREEDOM trom competition from his 3 Will use the many Republic sales helps 
source of supply. either direct or indirect, available to our mutual advantage. 
among the trade covered by his day-to-day 


solicitations. 


ET soe  CORteRennS: caneuatS se IF YOU ARE INTERESTED, WRITE IN CONFIDENCE TO 
that his sales force may be given the ad os 
tte o6 meectaliend Waiaing end o bnow! James M. Hughes, Manager, Distributor Sales, 
edge of the product sold. Republic Rubber Division, Lee Rubber & Tire 


Corporation, Youngstown, Ohio. 











| 2%, _ REPUBLIC RUBBER DIVISION 


om INDUSTRIAL RUBBER PRODUCTS 
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- Industrial Distribution —— 


Training for a Better Industry 


'M firmly convinced that no industry can grow and 

thrive and prosper without a full complement of 
well-trained leaders. This goes, of course, for each 
unit in the industry as well as the industry as a whole. 
Within the past vear, I feel this industrial distribu- 
tion industry of ours has taken big strides to provide 
itself with a flow of broadly-trained men who will 


eventually occupy responsible positions in many firms. 


Reference here is to the new curriculum in indus- 


trial distribution at Clarkson College that was an- 
nounced in the January issue of INpusrRIAL D1stRI- 
BUTION. | don’t want to create the impression that I 
think Clarkson has a monopoly on education for this 
field. I’m sure the administration at Clarkson would 
join me in this cisclaimer. The point is, however, 
Clarkson has set up a curriculum that is tailor-made 
to supply the needs of this industry. It was developed 
by the faculty at Clarkson in consultation with mem- 


industry 


st training vorld will not 


iders we need hout teady flow of 


1 stimulus and as a1 entive, five in 
| hips it Clark 


Or } 
CTS Nave | 
urriculum in 


students entering 
istribution hese scholar 


il de SC ribed 


Each member 
4 | 
uur industry has a r play. Here are some 


+ 


son 


here is still plenty of opportunity for distributors 
and manufacturers to underwrite scholarships. In 
deed, the surface has only been scratched. There are 
many capable, deserving young men for whom your 
financial aid could assure a college education—men 
who, might in later years lift the stature of our indus 


try and bring credit to the benefactors 


lalk to your friends and colleagues about this 
industry-wide educational program. Talk to your high 
school guidance people. Let's get this story across to 
the opinion leaders in each community. As you un 
doubtedly are aware, there is a woeful lack of under 
standing of the role played by industrial distributors 
in the economic picture. Tell the story of our indus 
try every time you get a chance. Specifically at this 


time, tell the story of the new course in industrial 


distribution. 


Start this publicity campaign with action in you 
wn firm. Clip the original announcement from the 
January issue and the scholarship announcement 
from the following pages and put them on you: 
bulletin board. Someone in your organization, o1 
some friend or neighbor of one of your employees 
may have a boy who is eligible for one of these schol 
irships. Let’s make sure that a deserving student 
nt 


t 


doesn’t miss this opportunity just because you did 


spread the word. 


> Oe ae 
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Industrial Distribution Course 








SCHOLARSHIPS IN INDUSTRIAL DISTRIBUTION 


Beals McCarthy & Rogers, Inc. Scholarship 


his scholarship is established in mem 
rv of J Frederick Rogers by Beals 
icCarthy & Rogers, Inc., Buffalo, 
Y., the firm of industrial distributors 
ef which he was president from 1939 
to 1953. The scholarship is $500 per 
It is open to high 
graduates from western New 
York State who enter Clarkson College 


\ 
N 


vear for four vears 


s hool 


Industrial Distribution Magazine 


Special scholarship provided by INDUS 
rRiIAL DitsTRipvTiON magazine upon 
the establishment of the curriculum in 
ndustrial distribution at Clarkson Col 
lege. The scholarship is in the amount 
of $500 per year for a period of four 
available to students who 


' 
ears, and is 
urriculum in industrial 


nroll in the 


in the fall of 1954 and enroll in the 
urriculum in industrial distribution. 
I'he scholarship is awarded through the 
office of the Dean of Students, Clark- 
son College. It may be renewed by the 
Dean of Students, provided the origi- 
nal recipient maintains a standard of 
whievement to warrant subsequent 
awards 


Scholarship 


distribution. The scholarship is open 
to high school graduates and is awarded 
through the office of the Dean of Stu- 
dents, Clarkson College. It may be re- 
newed by the Dean of Students pro- 
vided the original recipient maintains 
1 standard of achievement to warrant 


subsequent awards 


Industrial Supply Corporation Scholarship 


lhis scholarship is provided by the In- 
dustrial Supply Corporation of Rich 
mond, Va. The scholarship is in the 
of $500 per year for a period 
of four years. In awarding the scholar 
hip, preference will be given to high 
«hool graduates of the Commonwealth 
of Virginia, but, in the event no 
atisfactor indidate is available, the 
holarship will be opened to any high 


immount 


Mill & Factory Magazine Special 


This scholarship is provided by Mill 
& Factory magazine of New York City 
4s a contribution to the progress and 
mprovement of the science of indus 
trial distribution. The scholarship grant 

$500 a vear for four years, and is 
iailable to students who enroll in the 


school graduate in the United States 
Successful applicants must enter Clark- 
son College in the fall of 1954 and en- 
roll in the curriculum in industrial 
distribution. The scholarship is awarded 
through the office of the Dean of Stu- 
dents, Clarkson College. It may be 
renewed provided the original recipient 
maintains a standard of achievement to 
warrant subsequent awards 


Scholarship 


curriculum in industrial distribution. It 
is open to high school graduates, and 
is awarded through the Office of the 
Dean of Students, Clarkson College. 
It may be re-awarded provided the re- 
cipient maintains a standard of achieve- 
ment to warrant subsequent awards 


Henry Graham Thompson Scholarships 


scholarships are established in 
memory of Henry Graham Thompson 
founder of The Henry G. Thompson & 
Son Co., New Haven, Conn The 
holarships are $500 per year for four 
ears. They are open to high school 
graduates who enter Clarkson College 
und enroll in the curriculum in indus 
trial distribution. The first scholarship 

available in the fall of 1954. The 
scholarships are awarded through the 
Dean of Students, Clarkson College 
They may be renewed provided the 
original recipient maintains a standard 
of achievement to warrant subsequent 


hese 


awards. Manufacturers as well as dis- 
tributors have a common interest in 
improving efficiency in the distribution 
of industrial products. It is, therefore, 
the intention of the donor that these 
scholarships shall be used in the train- 
ing of future salesmen and distribution 
executives. It is hoped that the recipi- 
ents will give first preference to the 
donor's offer upon graduation. It is 
also the intention of the donor to pro- 
vide a scholarship each year until fou 
students are taking the course. As one 
student graduates, the scholarship will 
be open to a new candidate 
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eo Five scholarships 
set up at Clarkson College 


by industry members 


Quick RESPONSE to the announce- 
ment of Clarkson College of Tech- 
nology’s new curriculum in industrial 
distribution has just come in the form 
of five scholarships established by 
members of the industry. 

Financial help for young students 
interested in making a career of in- 
dustrial distribution is beiag provided 
by the firms listed alphabetically on 
the left. 

The college’s new curriculum, and 
the scholarships now announced, are 
both part of a long needed drive to 
lift the stature of this industry and 
emphasize its essential position in the 
American economy. Industrial distri- 
bution has too often been neglected 
by college and high school graduates 
as a possible career field. This is pri 
marily because the general public is 
simply not aware of the distributor's 
function in the economy—or, for that 
matter, even his existence. 


New Scholarships Expected 


It is anticipated that additional 
scholarships will be established by in- 
dustry members shortly. These schol- 
arships should be a most effective 
method of (1) arousing interest in 
the industry on the part of ambitious 
and capable young men, and (2) 
making it financially possible for the 
highest calibre students to prepare 
for careers in industrial distribution. 

Several important considerations 
arise in the planning of such scholar- 
ships. One, of course, is the number 
and size of the awards. These vary 
with the donor’s desires and financial 
position. The scholarships, inciden- 
tally, are deductible for income tax 
purposes. 

Scholarships may either be based 
on income from trust funds, or voted 
out of current earnings each year. A 
fund of approximately $20,000 will 
provide income for a perpetual schol- 
arship. Such a fund can either be 
handed over to the college for invest- 
ment, or administered by the donor. 





Gains Financial Support 


New curriculum i oe 


combines engineering 


and business administration 


It is considered preferable for th« 
school to 
scholarships, subject, of course, to the 


f 


choose the recipients of 


donor's restrictions. This avoids pos 
sible criticism or embarrassment 

The college will administer scholar 
ships in any way stipulated by the 
donors, but fewer restrictions make 
for greater flexibility, and usually re 
sult in more capable students being 
chosen as recipients. The most com 
mon restrictions are those based on 
geographic areas, or background of the 
applicants—such as the sons of em 
ployees, either of the donor’s business 
or the industry as a whole. 

Those interested in financing schol 
arships at Clarkson Tech can secure 
complete information on the subject 
from Dr. William G. Van Note, 
president of the school at Potsdam, 
N. Y. 

Clarkson’s curriculum, an 
nounced in the January 
INDUSTRIAL DISTRIBUTION, was set up 
after several years’ study by the college 
and various industry members and or 
ganizations. It is designed to combine 


new 
issue of 


an engineering and business adminis 


tration background, a combination of 


skills required of distributor salesmen 
and executives in today’s marketing 
setup. 


Course Specially Designed 


The four year program of study, 
detailed on this page, makes use of 
a number of entirely new courses 
designed specifically for the industrial 
distribution college major. Also, a 
large number of standard courses have 
been redesigned to be of particular 
value to such students. 

The course calls for 
hours of required courses, plus 12 
semester hours of electives, to be 
chosen in the senior year. The senior 
may choose for these electives other 
business administration courses which 
will best fit in with his particular 
ambitions in the industrial supph 
field. 


sie) 
122 semester 





First Semester 


Business Organization 

English Communication I. . 

College Algebra 

Engineering Drawing 
scriptive Geometry 

General Chemistry 

Physical Education or Military 
Science 


and De- 


Credit hours 


Engineering Economy 

Humanities | 

Calculus . . 

Engineering Materials and Man 
ufacturing 

Introductory Physics 

Physical Education or Military 
Science 


Credit hours 


Industrial Marketing and Sales 
Psychology 

Oral Communication 
Engineering Materials and Man 


5 
5 
> 
3 
5 


ufacturing 

Mechanics, Statistics 

Principles of Electrical Engineer 
ing 


Credit hours 


Industrial Distribution 
Problems of Civilization 
Materials Laboratory 
Mechanics, Dynamics 
Elements of Statistics 
Electives 


Credit hours 





CURRICULUM IN INDUSTRIAL DISTRIBUTION 


Second Semester 


Freshman Year 


Business Organization es 

English Communication II.... 

[rigonometry and _ Analytical 
Geometry 

Engineering Drawing 

General Chemistry 


Education or Military 


Physical 
Science 


Credit hours 


Sophomore Year 


Engineering Economy 

Humanities II 

Calculus 

Engineering Materials and Man 
ufacturing ‘ 

Introductory Physics 

Education or 


Military 


Physical 
Science 


Credit hours 


Junior Year 


Business Law 

Elements of Accounting 
Foundations of Civilization 
Oral Communication 
Mechanics of Materials 
Principles of Electrical Engineer 


Aww pr 


ing 


Credit hours 


Senior Year 


Industrial Distribution 
International Trade 
Industrial Reports 
Electives 


Credit hours 
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Watch Your Transportation Costs— 


Kasing ‘The Squeeze 


Increased operating costs squeezing net profits 
out of relatively static gross margins! 


Yesterday, a warning; today, a statement of fact! 
What to do about it? 


Some distributors do not feel they can wait 
for the day when distributors’ margins will be 
increased across the board. They regard the 
challenge to their profits as demanding immediate 
response, or the alternative of slow extinction. 
The response must result in positive action and 
savings. 


The approach of these distributors to the prob- 
lem is analytical. They are scrutinizing the ele- 
ments of true gross margins, and of operating 
expenses, to determine those elements that are 
vulnerable to control, and those that are not. 
Where the elements of either gross margins or 
operating expense appear vulnerable to some de- 
gree of control, they are being attacked system- 
atically. 


On these pages LypustRIAL DistRiBuTION pre- 
sents the thinking and action of two distributors 
who are tackling the question of what effects in- 
creased transportation costs have on gross mar- 
gins. And the increase in transportation costs 
since 1946 has been considerable. Take an isol- 
ated case of what happened to the 1946 classifica- 
tion base rate of certain hardware items. In 1946 
this base rate was $2.00; today it is $3.80! 


The conclusions of management in the two 
cases appearing on these pages are that increased 
carrier costs, changes in minimum quantity freight 
allowances, parcel post limitations, etc., do have 
a bad effect on profits—that there is some point in 
doing something about them. 


Tennessee Mill & Mine Supply Co. 
By Jack Wertis, Senior Associate Editor 


[HE VERY SUBSTANTIAL INCREASE in carrier rates which 
has taken place since 1946 could be a cause for some 
concern where precautions are not taken to minimize 
the ill effects, according to J. Frank Slagle, vice-president 
and sales manager, Tennessee Mill & Mine Supply Co., 
Knoxville, Tenn. 

Despite the fact that many manufacturer-suppliers give 
freight allowances for ordering over minimum quantities, 
weights or amounts, there are enough “f.o.b. factory” 
terms and partial allowances to give the distributor some- 
thing to think about. At Tennessee Mill & Mine Sup- 
ply, awareness of the continued rise in transportation 
rates prompted officials to adopt watch-dog methods to 

mtrol these costs. J. B. Webster, with 35 years service 
in the company, has been placed in charge of pricing 
and costing with the top assignment of watching over 
gross margins and wherever possible’ minimizing the ill 
effects of transportation rate increases. 

Mr. Webster’s vigilance has produced results. Through 
analysis of gross profit each time a rate increases comes 
through he has determined the effect on the gross profit 
of lines. He has been instrumental in revising many 








Louisiana distributor sets up 


By John F. Jordan, Trattic Manager 
Brown-Roberts Hardware & Supply Co. 


EveRY DISTRIBUTOR KNOwS that rail, motor freight, and 
other transportation costs have a very important effect 
on his profit margin. This is primarily true because trans- 
portation is literally the lifeline between production and 
the placing of the goods in the hands of his customers. 
Here at Brown-Roberts Hardware & Supply Co., Alex- 
indria, La., management has adopted a positive program 
to insure full value for every transportation dollar spent. 
Freight expenses of the company have long run into 
thousands of dollars annually. After detailed study, and 
concerned with the rising costs for this service, the man- 
wement in January, 1952, set up a full fledged traffic 
department to handle all problems arising out of trans- 
portation. 
Heading the new department, I envisioned our job as 
fourfold: 
1. To choose the most inexpensive method of transport 
ing any given shipment, consistent with its safety and 
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Your Profits May Be Leaking 


does and seeks to curb ill effects 


prices listed in the company’s catalog in order that the 
gross margin could be preserved and he has developed a 
keener appreciation among buyers for the need of more 
economical purchasing and traffic control 

As Mr. Slagle explained, the company’s interest in 
increased carrier rates is due to several sets of circum 
stances. These are: 

1. Distributors’ margins have remained virtually static 
percentagewise. Assuming that manufacturers, when they 
established their distributor discounts, allowed for trans 
portation, the carrier increases since 1946 have more than 
outstripped these allowances and are eating into the dis 
tributor’s gross margin. 

2. Increases in transportation rates have made _pur- 
chasing in quantities which earn no freight allowances 
even less profitable than before 

3. Where salesmen are paid a percentage of gross 
margin, it is imperative for the distributor to determine 
his true gross margin rather than relying on distributor 
discounts or average allowance for freight-in. In other 
words, the actual landed warehouse cost of the goods 
subtracted from sales. 

4. The more accurately the gross margins are figured, 
the more accurate will the costing of inventory be. 

To illustrate the difference that may exist between the 
discount the distributor gets from his manufacturer-sup 


plier and the gross margin actually earned after a sale, 
Mr. Slagle cited Product X. This product is priced some- 
what unusually in that there is a suggested resale price 
which is 20 cents more than the list price from which 
the distributor takes his discount. 

The product lists at $3.05 and the distributor's dis 
count is 35 percent which makes the invoice cost to the 
distributor $1.98. With a suggested resale price of $3.25, 
it would appear that the item would return more than a 
35 percent gross margin. 

Analyzing “Real” Margin 

However, Tennessee Mill & Mine has to pay incoming 
transportation on the item and this amounts to 30 cents, 
or 15 percent of the distributor’s cost. Adding the trans- 
portation charge to the invoice cost, the company finds 
that the landed warchouse cost of the item is $2.28. The 
98 cents earned on the sale of the item at the suggested 
resale price represents a margin of only 29.8 percent! 

The manufacturer, Mr. Slagle commented, obviously 
illowed the distributor carrier charges in the discount 
and suggested resale price and he believes the 29.8 per 
cent is a satisfactory return. The point he makes, how 
ever, is that the use of the distributor discount as a guide 
to gross margin yield could be quite misleading. Each 
time carrier costs go up, there is a corresponding decrease 
in the distributor’s gross margin where he has to pay 
transportation costs and is selling the goods at suggested 
resale prices 

Focussing on the landed cost of goods and checking 

(Continued on page 86) 





traffic unit as steady watchdog 


the company’s standards of service to its customers. 
l'o audit freight bills, securing rebates where the ser\ 
ice rendered was not in compliance with our instruc 
tions regarding routing and method of transportation 
lo facilitate the settlement of damage claims, and t 
make representations to the proper government reg- 
ulatory bodies when any carrier’s service was con 

sistently substandard. 

Finally, and very important, to provide a service to 

many of our customers in solving their own freight 

transportation problems 

We in distribution are concerned with two phases of 
transportation, the inbound movement of goods, and 
the reshipment to industrial consumers in our trade terri 
tory. Transportation costs and services are of vital im 
portance in these operations, as markets are circumscribed, 
not by distances, but by freight rates and schedules. 

As far as the purchasing department is « 
trafic department has been able to help it determine 
on all types 


oncerned, the 


iccurately, and quickly, transportation costs 


of goods from our various manufacturing and shipping 


points. In many instances, substantial savings have been 
effected through utilizing water carriers; in other cases, 
a motor line or railroad has been found to provide more 
economical service. 

Che disparities in transportation costs via different 
carrier types are startling, and freight tariff complexities 
make it difficult, if not impossible, for and other than 
specially trained traffic personnel to provide the correct 


methods prompt) 


Quote The Right Price 


Equally important, the sales department must often 
quote a delivered price on the spur of the moment, when 
incorrect rate information can mean a net loss instead 
of a profit. That is where a properly functioning traffic 
department fills the breach. Occasionally, equalizations 
with other shipping points are involved, and this requires 
checking and verification, as the ever changing rate struc- 
ture will not permit the use of previous figure 

Incoming freight tariffs and trafic journals are con 

service 
intorma- 


tantly reviewed, thus providing a “watch dog 

to keep abreast of rate changes. This adavn 

tion is passed on to the proper department o that a 
Continued on page 87) 
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Transportation Costs—Tennessee Mill & Mine Co. (Con’t.) 


on gross margins actually earned, Mr. Slagle added, also 
points up the necessity of sales price revisions from time 
to time if the company is to continue to sell at a profit. 
he firm has a general policy of selling “f.o.b. Knoxville” 
which means passing on all in-coming transportation 
costs, or savings, to customers. Upward revision of sales 
prices to recapture incoming carrier costs may mean dis 
regarding suggested resale prices. It may also be limited 
} tl ompetitive situation. A recent comparison of 
invoices of two years indicated that the firm, as a result 
of Mr. Webster’s watchfulness, did revise from 13 to 17 
percent of its prices 

For example, the firm handles a machine with parts 
ind accessories. The manufacturer sells the machine to 
the distributor at list less 20 percent discount. Parts and 
iccessories, when purchased with the machine, are ship 
ped free. However, when they are ordered without the 
machine, the distributor has to pay the carrier charges. 

Naturally, the firm sold more parts and accessories than 
it did machines and constantly restocked them. The 
list prices were printed in the catalog. Mr. Webster’s 
check on landed costs, however, revealed that the firm 
was earning a gross margin of only 16 percent on the 
parts and accessories. The result of this finding was that 
prices in the catalog were changed to include incoming 
freight charges, thereby increasing the gross margin yield 
to 20 percent. 

There is also a squeeze on gross margins operating in 
the case of products with suggested resale prices which 
do not adequately compensate the distributor for trans 
portation costs in. Even where a manufacturer gives frec 
delivery for orders above a specified weight, quantity or 
amount, the distributor is faced with the problem of 
handling “convenience” items as a service to the cus- 
tomer or customers. In most cases, demand for these 
items is limited and the distributor, in order to avoid 
overstocking, has to buy them in quantity, weight or 
amount insufficient to qualify for free delivery 


Three Choices 


Here, Mr. Slagle pointed out, the distributor has threc 
choices. He can sell the items at the suggested resale 
price and reducing his margin; or, he can at list, f.0.b 
factory; or, reprice the item to include incoming trans 
portation costs. Knowing his own costs, the distributor 
is in a good position to decide what he should do. 

As Mr. Slagle pointed out, these situations have given 
rise to the cry for larger distributor discounts but that 
is not the complete answer since some discounts are 
entirely adequate. He regards prepayment of freight by 
the manufacturer, who could then enter the transporta 
tion charge on the invoice if the distributor must pay it 
is one of the most promising solutions. If this was gen 
eral practice of all manufacturer-suppliers, more distrib 
utors would become more keenly aware of “landed 
warchouse cost” of the goods they are selling. 

In the meantime, it is up to the distributor to watch 
his own costs. The rapid increase of carrier rates since 
1946 has made the use of “transportation averages” to 
deduct from the distributor discount as a guide to gross 
margin unreliable. Nothing short of actual carrier costs 
added to invoice cost and a continual analysis of gross 


a 


CAN WE AFFORD to sell at the same price? J. B. Webster 


asks J. Frank Slagle, vice-president, after gross margin analysis 


margin earned appears satisfactory to Mr. Slagle and 


his colleagues. 

here is very little in the way of a new system involved 
in Mr. Webster’s assignment to watch over gross margin 
earnings. Results derive from constant analysis and the 
development of a keener awareness among buyers for 
the need of more economical purchasing. 

Pricing and costing are centralized. Besides an indus- 
trial supply division, the firm has paint, automotive and 
pump units. Decentralized control did not yield ade- 
quate results. On some items checking was meticulous; 
on others it was lax. “There were too many loose ends”, 
Mr. Slagle said. 


Work Centralized 


The work has been centralized, however; the buyer 
for each division is responsible for securing the correct 
cost of the merchandise he purchases. In the case of in- 
dustrial supplies, G. D. Scott, buyer, checks all invoices 
for amounts and products he orders. He then turns the 
invoice over to his secretary who holds it until the 
freight bill for goods delivered on the invoice arrives. 
After checking the charge and carrier (to sce if shipping 
instructions were followed) she enters the carrier 
charge on the invoice. Where carrier charges are rou- 
tine and indicate no revision of costs, the invoice is 
passed on to accounting. Freight bills are sent to a 
rate checking service as a final precaution. 

Analyses of gross margins made by Mr. Webster 
were a major factor in giving buyers a keener apprecia- 
tion of the contributions they could make to lower costs. 
(he buyer determines the most economical quantities, 
weights or amounts to buy and the most economical 
routing. He seeks adjustments whenever shipping instruc 
tions are not followed, or when delays or mistakes occur. 

Whenever new items are ordered, or invoices reflect 
a price change, or there is a new carrier rate increase, the 
invoice goes to Mr. Webster. He determines whether or 
not new cost or selling price figures should be established 
after an analysis of gross margin prospects. Major prob- 
lems are taken up with J. W. Ellis, president, and Mr. 
Slagle. 
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Transportation Costs—Brown-Roberts Hardware & Supply (Con’t.) 


shipping date may be advanced or delayed, depending on 
whether the rate is to be increased or decreased. 

Not only are our own rates watched, but also those to 
and from competitive distribution points, as rate relation 
ships are equally as important as rate levels. If dis 
criminatory rates are found, the trafic manager wil 
handle for adjustment with the interested carriers or, 
if necessary, carry the matter to the state or federal reg 


1 


ulatory commission. 

Our second job, auditing, has resulted in the collec- 
tion of manv hundreds of dollars in refund of overcharges 
Through this freight bill auditing, substantial amounts 
have also been recovered from shippers who have mis 
routed our shipments or disregarded routing instructions, 
thereby shipping via more expensive modes of trans 
portation. 

Naturally, in any large movement of carload 
catload freight such as ours, frequent instances of loss 
and damage occur. A system has been inaugurated for 
the prompt reporting to the trafic department every 
instance of shortage at the time of delivery, as well as 
cases of obvious damage to container or goods. Claims 
are then promptly processed and filed with the carrier 


ind less 


involved. 


Know the Laws 


Occasionally, technical issues arise in connection with 
claims as to carrier liabiltiy, and a knowledge of law in 
this field is most valuable in proper handling and a favor 
able settlement. 

Five trunk line railroads and a number of major motor 
carriers serve Alexandria, and it is a direct responsibility 
of the traffic department to see that all these carriers 
utilized by the company provide efficient, dependable 
service to us. 

The carriers are required to keep us advised of their 
schedules, and where shipments are delayed through 
failure to maintain these schedules, the matter is investi- 
gated thoroughly to prevent a recurrence. Continued 
failure to render adequate service becomes the subject 


TRAFFIC MANAGER J. F. Jordan, Brown-Roberts Hard- 
ware & Supply, Alexandria, La., heads department which 
daily yields extra $’s to company 


of a complaint filed with the state regulatory commis 
sion. Furthermore, the department makes no secret of 
the fact that the company prefers to deal with those 
carriers who provide us with maximum service. 

Close contact is maintained with our 
throughout the territory. Salesmen are requested to 
report directly to the department instances of unsatis 
factory service, for action on our part. 

In return, we are often able to ease salesmen’s paths 
and, at the same time, assist our customers by filing loss 
and damage claims for them. This has been our fourth 
main accomplishment, and is particularly important in 
the case of the small customer who is unfamiliar with the 
proper handling of transportation claims and problems. 

Thus, this company feels that a properly functioning 
trafic department, staffed with specialists, can cut its 
own transportation costs, improve its service, and provide 
help to customers in solving their own traffic problems. 
Not a bad score for a relatively new department of an 


industrial supply firm 


sales force 





A CUSTOMER asked a distributor to order certain tools 
from a certain manufacturer whose catalog he had in 
hand. The tools listed at $42. 

The distributor ordered the tools. The invoice 
arrived showing the cost of the tools to the dis- 
tributor to be $33.60 (20% discount). ‘The carton 
containing the tools weighed 41 lbs. and the trucking 
bill was $4.04 making the landed warehouse cost to 
the distributor $37.36. After selling the tools to the 
customer, the distributor winds up with a gross mar- 
gin of $4.36 or 10.4%. 


The distributor could ordered 125 Ibs. of 


have 





Has This Happened To You? 


Problem: 


tools and thev could have been delivered at the same 
cost, but he would have been overstocked 


Should the distributor order 125 Ibs. of tools and 
seck to sell them to other customers as well? 

Should the distributor direct such business to 
other distributors who concentrate on tools? 

Should the distributor confine such “conven 
ience” orders to large volume customers only? 

The answers lie with each distributor. 
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Seven Ways to Use a Sales Room 


Williams Hardware Co. utilizes its revamped sales room for: 


Desk space for outside salesmen 


A stimulus to impulse sales 


A peg on which to hang institutional advertising 


A device to familiarize city sales clerks with stock 


A demonstration room 


An ideal atmosphere for sales meetings 


The opportune place to demonstrate Williams’ fast service 


By Robert Slater, Associate Editor, Chicago 


pecs 
“BEST BUYS”) J 
WILLIAMS 


INSTITUTIONAL AD features new sales room; appears in 
local purchasing magazine. Similar layout was inserted in 
mailings and appeared in employee magazine 


Wuen WituiaMs Harpware Co., Minneapohs, recently 
revamped its counter sales room to the tune of $10,000, 
Harold Anderson, sales promotion head who directed the 
change, decided to capitalize on the investment by utiliz 
ing the room for many purposes. 

[he primary aim of the alteration was, of course, to 
dress up the room and increase its efficiency. New light 
ing fixtures were installed, bright new floor material laid, 
| strikingly modern counter built and more than ample 
display space provided. 

\ three-story high porcelain sign visible for six blocks 
was:installed over the entrance and two walls inside were 
lined with peg board, topped by a canopy with plastic 
valence to concentrate fluorescent lights on the wall 
display. The increased floor space allowed room fot 
machines to be set up for action demonstrations 

[he new room was located adjacent to the packing 
:00m, and in a central position to fast moving stock. It 
was totally inclosed to allow the counter men to con- 
centrate without the distraction of office and warehouse 
hubbub. 

Part of the money expended went to purchase steel 
desks for the outside city salesmen, since Mr. Anderson 
believed that it was logical to position them close to 
the counter so that they could work closely with the 
clerks. The room is also used to hold sales meetings for 
ill the industrial salesmen, since Mr. Anderson feels the 
atmosphere is more beneficial than that of an office ot 
conventional conference room. 

[he four counter men take turns keeping the room 

derly and prices and signs up to date—this provides 
them with a regular review of the stock featured. (Every 
item for sale in the room is priced). Floor displays are 
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NEW SALES ROOM of Williams Hardware Co., Minne 


ipolis, combines the functions of counter sales with product 


DISPLAYS which line two walls of room are inspected by Williams’ executives 


W. R. Winter; O. E. Wynne; Leiv Amsdale; and G. J. Paque 


changed three times a year, and the counter displays 
once a month it the counter work unde 
Don Sullivan, the of the 
display room and services customers who need special 


(he four men 
who supervises arrangement 
attention. 

Although service has been speeded up as a result of 
for the customer to 

In fact, according 
for the sizeable 
customers enjoy 


the renovations, there is still time 
look at the displays while waiting 
to Mr. Anderson, one of the 
increase in counter business is that the 
Chis factor also accounts 


reasons 


coming in and looking around 
for the success in pushing out merchandise that Williams 


items that they are discontinuing. The 


is long on, or 


INDUSTRIAL DISTRIBUTION ¢ 


t 


t 


t 


More salesmen’s desks 


training and institutional advertising 
have been added at right. 


RENOVATION was directed by Har- 


old Anderson, sales promotion head 


volume of these impulse sales demonstrates anothe: 


pressive utility of the new sales room 

When the new room was being fashioned, Mr. Ande 
son took advantage of the opportunity to discontinue th 
separation of the country desk and the citv desk, com 
bining the two. 

Colors featured yellow 
vhich have the 
letterheads, tags, labels and purchase orders 

he new 
tional advertising, which broke in a recent issue of the 
The ad was included in the 


the and 


standardized 


in room = a4 


ilso been on firm 


sales room is featured in the firm’s institu 


local purchasing magazine 
employees’ magazine and sent out with invoices 
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SALESMAN’S WIFE Florence Murphy helps husband 
Edward E. Murphy of Cutter, Wood & Sanderson Co., 
Cambridge, Ma in many ways. Above, Mrs. Murphy uses 


new file cabinet in panelled attic-office in their Melrose 
Mass. Colonial home. “Home office” also boasts typewriter, 
desk, and shelves for catalogs and trade publications 


The Unsung Secretary: The Salesman’s Wife 


Behind the successful sales- 


man there’s often a silent 


partner—his secretary-wife 


By George L. Bottari 
Assistant Editor 


FroreNceE Murpny, wife of Edward FE. Murphy. sales- 
man for Cutter, Wood & Sanderson Co., Cambridge, 
Mass., recently had the pleasure of hearing her husband 
express the following sentiments: 

“Frequently a salesman’s wife is responsible in no 
small part for his success, yet it is rare indeed to hear him 
admit it. But I'll readily admit that my wife is a secretary, 
a partner, a helpmate. Without her encouragement and 
assistance, my job would be a lot tougher. And the re- 
sults wouldn’t be near as good as they have been.” 

Mrs. Murphy has been helping her husband ever since 
he returned to selling after his Army discharge in Novem- 
ber, 1945. 

About three years ago, the Murphys bought a 2-story 

(Text continues on page 92 
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CHECKING RESULTS of their teamwork is a pleasant 
chore as Mr. & Mrs. Murphy thumb through copies of 
recent invoices. Mrs. Murphy notes noteworthy orders and 
reminds husband to thank ¢ Invoice 
copies, filed by customer history of cus 
tomer’s buying habits and of products used 


ustomer on his next call 


omplet 


“GOT EVERYTHING?” is Mrs. Murphy's last minute 
question as husband starts out to make the rounds. On this 


duct sample which Mr 


particular day, she is waving a new pr 


r'YPING LETTERS and occasional municipal bids is also 
handled by Mrs. Murphy. Although most of this work is 
handled at the company office, Mrs. Murphy volunteered 
to help out whenever there is urgent typing or to save her 
husband the time that would be lost traveling to and from 
the office in Cambridge 





Murphy had promised one of the customers he’s scheduled 


to call on that morning. When husband leaves, housework 


is first on Mrs. Murphy's agenda 
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The Unsung Secretary: The Salesman’s Wife (Cont’d.) 





a 
” a 4 
went out on time, but the big mystery is—What customer 


NIGHT WORK is occasionally necessary, and team spirit 
, t received the special card Mrs. Murphy set iside that was 


\ rphys pit h in on iddressing Christma 
mers. The cards all veautifully engraved: “With Love~To My Husband’’? 


1 Melrose, Mass. A vear ago, Mr. Murph 
1 “home office”’ for his secretary 
lled and fully insulated, 


bey 


hone extension is now on order 
maintained by Mrs. Murphy, contain 


in orrespondence which provide up-to 


istomer’s needs and buying habits 


lot +} 
dat q ri 


These records help Mr. Murphy to plan his itineraries 


ind determine where he can spend his time profitably. 


\ppreciating the importance of customer personnel like 
ptionists and secretaries, the Murphys decided to pre- 
them boxes of candy for Christmas. Mrs. Murphy 

ight special trimmings, and soon the candy boxes were 

bright with colorful wrappings and fancy bows 
\s Mr. Murphy puts it, “Most of the girls thought it 


hame to open the packages. Florence’s wrapping 


DO 


rt even bigger than the candy.” 
nce of Mrs. Murphy’s thoughtfulness 
Mr. Murphy mentioned one of his pros 
ll with a severe case of ulcers. Recalling 
irds with ingredients conforming to an 
diet, Mrs. Murphy went to work in the 
Mr. Murphy delivered the custard personally. 
till mentions the Murphys’ thoughfulness. ANSWERING PHONE calls from customers is another 
I both like way the efficient Mrs. Murphy helps her husband. When 


enjoy being of service. and that’s the tomers want Mr. Murphy on an urgent matter, she can 
. locate him quickly bv checking his itinerary for that day 
type of work. I honestly enjoy being eye. — oe . “ Bes 
t's] f But I'd still ik I hen she relays the message (her shorthand comes in handy 
5 ) I ul sf { ( 
On SUN. Sul till hike to know t and Mr. Murphy is able to handle the customer's 


irphy sums it up, “Ed and 


who got I hristmas card.’ ill promptly 
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Sales Manager Dalton gives 


you... 


“Easy Lessons In Relaxation” 


ArtuHurR Darton has a favorite motto, 
that 
was put to song so successfully: “En 
joy yourself, it’s later than you think.” 
Mr. Dalton’s motto is: 

“Relax, you’re 
think.” 

I'o Mr. Dalton, the motto is 


more than a collection of words that 


a modified version of the advic« 


tenser than you 


much 


may be read repeatedly but to which 
only lip service is paid. To Mr. Dal 
ton, sales manager of Chicago Wheel 
& Mfg. Co., the motto is a messagi 
that he believes should be spread the 
length and breadth of the country 
And he’s trying to do just that with 
a recording, a professionally produced 
10-in., 78 r.p.m. record (two 


side > 


that gives a listener “Easy Lessons in 
Relaxation”. 

“And relaxation,” according to Mr. 
Dalton, “can help anyone. Regardless 
of your job, you can do that job better 
and you'll feel better if vou learn to 
relax.” 

Although Mr. Dalton now contends 
that relaxing is and cautions 
igainst making it difficult, he actually 
learned his lesson the hard way. He 
had a heart attack and was handed an 
ultimatum by his doctor: “You must 
learn to relax or else. . .” 

Mr. Dalton was in a Chicago hos 
pital at the time he received this warn- 
He took it as a challenge and 
would learn to relax. 


Casy 


ing. 


determined he 





If voure one of 

that “‘a'l this talk 

just talk, Arthur Dalt 
ible to convince you with h 
“possibl effects of str 

His list 


Dr. T. H. Holmes, New Y« 
pital, Cornell University 
used 


indicate sinusitis 


stress 
Dr. Bates, Niles, Mich.: Pre 
old age sight) caused thro 


sion 





For Doubting Thomases 


Dr. S. Steincrohn: Hypertension 


i 
high blood pressure and allied kid 


ind 


ey ailments caused by tension and 


Dr. Douglas: Over fatigue, stress and 


tension 1use msomnia 


Dr. Amold Hutshoencker: Experi 
with acth and cortison 
they do not cure, merely 


the effects of stress 


National Safety Council: Over fa- 
tigue is major cause of accidents 
involving truck drivers at night. 


ments 
indicate 


relieve, 
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First though, he had to find out what 
relaxation was. He waded through 
book after book on the subject. He 
had a tape recorder installed in his 
hospital room and when he discovered 
a passage that he felt was important 
he recorded it. 

Slowly but 
library of tape recordings. Then he 
reverted to form, to sales form. He 
used the tricks employed in modern 
sales psychology to teach himself the 
art of relaxation and the dropping of 
he played his re 


surely he built up a 


nervous tension 
corded lessons back to himself two ot 
three times a day, the audio-voco tech 


nique of sales training. 


All Are Tense 


Mr. Dalton is convinced that vir- 
tually everyone in the industrial sup 
ply industry is under tension. 

“In fact,” he says, “tension just is 
not entirely avoidable in today’s liv 
ing. We, in distribution, are harassed 
by a varicty of troubles; we’re worried 
by rising costs, dwindling returns that 
may cause us to go through sleepless 
nights and troubled days. Economic 


losses threaten security, cruelties of 
nature expose us to fear and suffering. 
[his sort of thing can lead to all man 
ner of tensions. They affect not merely 
thinking but all emotional and bodily 


processes as well. 


**Relaxation Is Natural” 


‘Thoughts revolve in a whirlpool 
of worry. Physical symptoms become 
manifest, the heart may beat faster 
and faster, muscles become tense and 
tremulous. Once initiated, such ten- 


sion may grow from its own momen- 


tum. Indigestion, irritability, weak- 


ness, pains, tightness may be felt. 

Yet, it is usually possible to pre- 
vent tension or to immunize yourself 
so as to cope with your troubles with 
Io begin 
1 routine 


a minimum of discomfort 
with, the person who follow 
nutritious 


of work, exercise, rest and 


food is more apt to remain composed, 
yndly, one 
which 


veryone is 


even in times of stress. Se 
learn to avoid situation 
fear. | 


situations 


must 
ire charged with 


illergic to specific and 
should try to avoid them.’ 

Relaxation, according to Mr. Dal- 
ton is natural: tension foreign and 
unnatural 


\ jul 


wants 


claims, 


will if 


Mr Dalton 
ilways to relax and it 
it half a chance 


body, 


you give 





What 


Does 
Service 
Mean? 


IN THE INDUSTRY service is the magic word, used like an 
umbrella to cover the distributor’s entire operations. But 
let’s look at the word through the magnifying glass held 
by President J]. H. Johnson, Johnson Supply Co., Denver. 
“How do I find business these days?”’ says Mr. John 
son. “By going out and looking for it. During the war 
when materials were scarce and hard to get, we lost a 
few customers because we couldn’t service them. Since 
the end of the war we’ve worked increasingly hard at 
nursing accounts back—by providing proper service.” 
Webster defines service as “any result of useful labor 


which does not produce a tangible commodity, or, 


MAGIC WORD is featured on calli- 
ing cards of Johnson Supply Co 
salesmen. Legend, “Back of it all,” 
reads into SERVICE which shows 
through when card is handed closed 
to prospect. Device focuses atten 
tion of customer and salesman on 
Johnson’s usefulness 


loosely, all the auxiliary activities in the production and 
distribution of a product.” 

In terms of this Denver distributor, service means stay 
ing open on Saturdays to accommodate out-of-town cus- 
tomers, working hours on problems that don’t put a 
penny in the firm’s pocket, moving materials quickly to 
uppls tast working contractors, consuming time and 
man-hours to help a customer modernize his plant. 

In terms of the customer, it means passing the word 
‘long that Johnson Supply is a “results” house; it means 
the return of lost customers to the fold. 

“In many instances,” says M. H. Eddy, vice president, 
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“OUR DOORS STAY OPEN and our sales have increased 

because everyone here has increa lis service Cooperation, 

says Vice President M. H. Eddy, who describes himself as 
ust one of the team 


‘we focus on individual service, trying to work out the 
customers’ problems and giving them more personal 
service. And we've increased our capacity—added a 
number of outstanding lines to our stock, a man to our 
iles force—and our number of accounts has grown pro 
portionately. 

“We've stepped up our advertising program to keep 
lifferent products and services before the public, by 
using newspapers and plugging at our mailing lists. We 
utilize display space at state and county fairs, putting on 
special programs to provide a wider knowledge of weld- 
ing, etc., for the public. And our regular accounts have 
been rendered a great more service than in the past.” 

According to Mr. Eddy, there is always the oppor- 
tunity to help old customers increase their production. 
He cites the case of a Denver-area manufacturing project 
Johnson salesmen worked on the changeover from anti 
quated methods to modern procedure, sticking on the 
job until the thing was operating successfully. The new 
method put the manufacturer ahead in production, and 
handed the distributor impressive sales in welding sup- 
plies, machine tools, and general maintenance items. 


Saturday Work Is Service 


“Staying open on Saturdays comes under the heading 
of service too,” says Mr. Eddy. “On Saturdays sawmillers 
and loggers come in—out-of-towners. We stay open to 
erve them. From what individuals come in here and 


pass on by word of mouth over the counter, it’s the 
service rendered to the customer that’s boosted our sales. 
‘Boy, we're glad you helped us on this thing,’—that’s 
what we hear here at the office. 

“Sometimes we spend an hour getting information 
for a customer. It’s not even a dollar in our pockets. 
But they pass the word around—‘those people’ll get it 


for you.” 
Speedy supply is an important factor of service too, 
iccording to Mr. Eddy. He pointed out that the con 


‘4 
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“WE’LL FIGHT HARDER as the going gets tougher,” 
savs Salesman-Treasurer ( M. Woodward We intend 
our increased standard of service—and that 


vet the business if it’s there 


4 


tractor portion of the Johnson Supply trade is consider 
able 

‘Contractors come into the field and leave 
to have their materials fast. In almost every case, we've 
moved stuff quick without putting a priority on it.” 

Part of the meaning of service in Mr. Eddy’s opinion 
is cooperation. “It’s my job to see that things keep roll 
ing—I’m just part of the team. Everyone else around 
that’s what keeps the doors 


Chey have 


here coopcrates to serve 
open. And that’s one of the reasons for our increasing 


sales each year.” 


It Begins with New Plants 


According to C. M. Woodward, treasurer, who spends 

large part of his time selling for the company, each 
time the Johnson salesmen go through their area they're 
on the lookout for changes or new industries in their 
reas. “This is a growing area,” says Mr. Woodward, 
“if we can get to the new customer first with our offer 
of service, we'll profit.” 

He cited the case of a new seamless tubing plant-—a 
$30,000,000 project—as an indication of the trend in 
the Denver area. ““We were there at the start,” says Mr 
Woodward, “and we worked closely with them on the 
types of items we Carry 

“Industry in Colorado realizes it has to modernize 
[hat makes a wonderful opportunity for the distributor 
who’s ready to work for the business. Only recently when 
an Eastern company moved West, one of our men 
worked with them as they organized, building up our 
business with them as they built up—a great potential 

“We'll fight harder as it gets tougher—we intend to 
maintain service. And so far it’s worked—we'’ve been 
improving annually on the previous year’s volume. 

“Too many factors, world wide and national, enter 
into the picture for me to predict the future. But no 
matter what turns up, with our program, we'll get the 
if it’s there.”’ 


business 
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NOT THIS: “When I have to cool my heels’, says 
C. Jud Treat, Manufacturers Supply 
( Grand Rapids, “I know I used the wrong bait. My 


: time is in proportion to my value to the p.a 


BUT THIS: “The industrial salesman is like a man 


with 40 different calling cards,” says 
Mr. Treat. “To pick the right one is the result of experi- 
ence—your product and your personality get vou inside.’ 


Does the P. A. Keep You Waiting? 


pends an inordinate amount of his 

customer's waiting room, can take 

reasons for the delay. But C. Jud 

Supply Co., Grand Rapids, be 

rouped under one prime cause he 
value to the customer 

who has been in industrial sell 

ial accounts, does fre 

men, and finds time 


esman like a man with 40 dif 
savs. “To pick the right one to 

pect is the result of experience 
lificult to determine in advance what tvp« 
ur prospect is most interested in. For in 


know a machine shop uses a certain type tool, 


fastener—so you key your approach to 


aa 

Mr. Treat, the salesman’s waiting time 
his value to the customer. When 
he is being bypassed, he knows he 


ome unnecessary waiting in my day,” 
When I look back, I can usually sec 
the boner—I should have gone in with 
1s particularly interested in—and then 


was pushing on it.” 


First Call Depends on Product 
I 


to Mr. Treat, when a salesman sends his 

the p on a cold call, his reception is 

primarily determined by the firms (and products he 
present Later 
ilesman on personality and abilitv—but the first con 
That’s why it’s important 
for the salesman to give some thought to the item to be 


perhaps, the customer will judge the 
; - h nee 


on the produ t 


used for entree 
I've had the experience of going in and waiting in a 


p.a.’s lobby—then going back to the receptionist and 
asking for the same man but pushing another item—and 
found that I was welcome,” savs Mr. ‘Treat. “Sometimes 
you pick the wrong one—that means you wait.” 

Mr. Treat concedes that some waiting cannot be 
helped—delavs that are caused by spontaneous executive 
meetings within the customer’s firm, for instance. But, 
in this rare instance, he feels that the waiting time 
should be profitably used 

‘If it’s early in the dav,” says Mr. Treat, “I use the 
time to review my plan for the day—I pick out the lines 
I’m going to plug with specific accounts. And I schedule 
mvself so that I can make the best use of the time left 
to me. 

“Specifically, I use that time to go over unfinished 
business—I concentrate on a method to wrap up unfin- 
ished sales. This is important—when time and money 
ire invested laying the ground work, it won't do for 
nother salesman to come in and carrv off a sale from 
under your nose.” 

Mr. Treat also uses the time to increase his product 
knowledge, knowing that, once contact has been estab- 
lished, it’s the salesman’s familiarity with his lines 
that gives him entree. 


Needed: Ability Plus Personality 


“I think it’s important to stress continually a greater 
knowledge of the lines vou sell,” says Mr. Treat. “Your 
ipproach—a combination of ability and_personalitv—is 
what helps you get your sales talk under way 

But these things deal more with the procedure after 
vou get inside. Seems to me the salesman has to remem- 
ber he can’t wrap up a sale, or even start to lay the 
ground work for one, until he’s passed the first barrier 

the distance between the reception room and the p.a.’s 
desk. And he does that by associating himself with the 
item on line that’s most likely to catch the customer’s 
interest.” 
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You and Your Selling Job 


By Charles L. Lapp, Ph.D. 


Associate Professor of Marketing 
Washington University 


\ PROPER ATTITUDE toward selling as 
a way of life is important to your 
success. Too many salesmen still 
think of what they are doing as a 
“game” or a “racket”, or possibly that 
allocation of 
their chief function. 
feel your efforts are responsible for 
delivering a part of the American 
standard of living. 

To help retain that feeling, just 
make a rough estimate of the number 
of other employees dependent upon 
your selling effort. You will find that 
at least five and possibly as many as 50 
people are directly or indirectly de 


merchandise is 
You must really 


scarce 


pendent on what you do on the sales 
firing line. 

Basic 
change, but new twists of old 


don’t 
ideas 


selling fundamentals 
must constantly be used if your selling 
is to remain effective 
were able to sell in 1929, 1939, 1949, 
or even 1953 doesn’t necessarily mean 


Because vou 


you are prepared to meet your cus 
tomers throughout 1954. Selling con 
ditions are dynamic. New products in 
your lines, new competitive products, 
new merchandising ideas, new objec 
tions for not buying new applications 
for old products, new business estab 
lishments or new buyers, in an ever 
changing business climate demand 
that you self-evaluate your 
to sell each year 


readiness 


You and Your Company 


4 salesman must maintain a desir 
to progress if he is going to keep up 
with changing conditions. A 
cent salesman who does nothing extra 
for buyers, who fails to try new ideas, 


who fails to look for new markets and 


compla 


buyers, will wake up some morning 
on a sales trip and hear, “No’’, “No”, 
“No”, repeatedly from buyers who 
were once very good accounts 

You are not only 
and your product lines, but you have 
a responsibility to sell your company 
Very frequently, I hear buyers say 


selling vourself 








‘That salesman is O.K., the trouble 
lies with a bunch of lugheads or jerks 
back at home.” 

Why does this happen? Very often 
because when a buyer asks for a price 
concession, something different in a 
product, faster delivery, or more leni 
a salesman will say, 

I would like to do 


Or my com 


ent credit terms 
“Yes, Mr. Buyer! 
that for you but my boss 
pany) won't let me.” 

Believing in your company—selling 


your company doesn’t _ necessarily 
that you start off 
presentation with data 


company history, personnel, or poli 


your sales 


concerning 


mean 


cies. A salesman should have all this 
information at his command, but use 
it only when the occasion arises. Ih 
fact, in 
salesman must first sell himself, then 
his product, and finally his company 
A large number of salesmen, however, 
in their continuing relationship with 


customers have failed to tie a customer 


most selling situations, a 


to the distributors they represent 


You and Your Territory 


loo 


a salesman to 


Your future. 
otten it 
feel that his territory is a 
Yet salesman after salesman has moved 
to what he 


tures to sec 


territory is your 
is too easy for 
poor one 
considered greener pas 


some progressive sales 


man step into his old territory and 
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often double the business previously 


obtained. 
A new 


look at territory will 


business and more sales to 


your 
mean new 
old accounts, It is very easy to accept 
the idea that certain accounts 
can’t be sold. Whereas a littl 


centration on analyzing the buving 


just 


con 


motives and habits of certain impossi 
ble buyers will pay dividends in orders 

Formulate a plan for your territory 
Decide whether it is more profitabk 
to sell more to existing key accounts 
and possibly eliminate small unprofit 
able accounts, or to increase the siz 
of your accounts by more intensive 
coverage. Both strategies may be ef 
fective, but have a plan and work your 


plan 


You and Your Products 


You must know your products. Are 
you letting a lack of product infor 
mation limit your sclling success? A 
complete knowledge of your product 
lines and specific products is becoming 
more and more essential to selling 
success. It is difficult to learn every 
thing about hundreds of items, but 
it least you can each day learn four 
or five primary selling points for on 
of the items which you select to push 

Many 
mediocrity 

Continued on page 202 


salesmen fail to rise above 


principally because they 





Distributors Cite Your Problems— 


What’s on the U. S. industrial distributor’s mind? In making its 


Annual Survey of the industry last month, ID asked distributors to 


name the problems predominating in their particular areas. The 


answers showed distributors had a great deal on their mind— 


problems as well as ideas on how to lick those problems. 


SOME PROBLEMS ENUMERATED BY DISTRIBUTORS are fairly 
typical of the competitive market such as price-cutting, 
direct selling by manufacturers, violation of exclusive 
distributor policy in some areas. Other problems have 
a familiar ring—increasing costs, insufficient margins. And 
for the first time in several years a scattering of distributors 
had, in addition to the other problems, one more— 
local depression caused by plant shutdowns, disruption 
of some basic industries, and other factors. 


Own Worst Enemy 


However, to many distributors the big problem was 
themselves—their method of doing business, their short- 
comings as sales organizations, their lack of operating 
efficiency. Recognizing this problem, they had numerous 
ideas about how they could hold the line against compe 
tition and rising costs. 


Manufacturer-Distributor Team 


Chief problem with a few distributors is the apparent 

disruption of the manufacturer-<distributor relationship: 
Many manufacturers,” declares an Iowa distributor, 

“are becoming alarmed and upsetting their policies with- 
out giving thorough investigation and thought to indus- 
trial distributors’ potential worth in their long-range 
planning. Recently, several relatively small manufac 
turers have reversed and gone to direct selling. In some 
cases, they are both direct selling and double-talking 
us about a new distributor policy.” 

In a Wisconsin distributor's words: “In many in- 
stances, manufacturers have been trying to take business 
through the distributor and direct from the customer 
al the same time.” 

According to this distributor, the direct selling trend 
is accompanied by another: “In many other instances, 
manufacturers franchise too many distributors in the 
same area. Since World War II, many manufacturers 
have adopted policies which, while plausible during 
periods of unlimited sales, weaken the distributor in 
times of stringent competition.” 

To which another distributor says ‘amen’: “There’s 
an unnecessary and unwarranted number of people in 


this particular business with limited lines. Each does 
some volume of business that ordinarily belongs to the 
complete mill supply house. We do not feel that manu- 
facturers should cooperate with those who carry their 
office in their hat and their inventory in the fruit cellar 
at home.” 

An interesting raison d’etre is submitted by a New 
England distributor: “Some manufacturers are not living 
up to their original agreements or understanding as far 
as exclusive distribution is concerned. They are going 
to what they call ‘selective distribution.’ They are 
quoting the Standard Oil of California case, in which 
that company was stopped from preventing their dealers 
from handling other products than those the company 
supplied to them. Some manufacturers claim that exclu- 
sive distribution is not permissible under that ruling.” 


Price Cutting 


In regard to price-cutting, several distributors had some 
choice words to level at the perpetrators: 

“Curb-stone jobbers,” said a Missouri distributor, “‘are 
cutting prices to a point where a legitimate jobber 
cannot compete.” 

“Hip-pocket brokers,” a Kansas distributor declared, 
“entertain lavishly and personally influence buyers of 
responsible companies (without management knowledge 
or consent) and skim some of the cream off the business.” 

“Kitchen operations,” states a distributor from Illinois, 
“have increased in numbers and this, combined with 
increasing fear about the future, is resulting in a growing 
price-cutting problem.” 

The unfair aspect of price competition is underlined 
in the words of an Arkansas distributor: “Frankly, we’re 
worried by out-of-state price-cutters. Large buyers have 
learned that, by asking for quotations from out-of-state 
concerns, they can get a price anywhere from 74 to 10% 
above cost, whereas these same concerns get an average 
profit of 20% in their own territories. . . . Consequently, 
to meet some of these prices, we have to cut some of ovr 
own. All this started since manufacturers stopped 
enforcing their suggested resale prices.” 

A Louisiana distributor throws some light on the 
vicious-circle aspect of price-cutting: “Many new supply 
firms were begun since the war, and they, as well as 
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But They Offer Solutions, Too 


many old ones, seem to think they must maintain high 
volume in sales. They seem to think the only way to do 
this is to cut prices to get business. This, of course, 
accomplishes nothing and only causes trouble for every- 
one”’. 

And what makes price competition particularly arduous, 
according to distributor opinion from one end of the 
country to the other, are the inadequate gross margins 
allowed by manufacturers. In other words, many dis- 
tributors claim margins are slim enough without whittling 
them down further by engaging in pitched price battles. 


Increased Costs 


Cutting into gross margins from the other flank are 
increased costs. This complaint was voiced fairly gen- 
erally in all parts of the country. In the opinion of 
distributors, the elements responsible for the higher cost 
of doing business are (somewhat in this order): higher 
wages of clerical and warehouse workers, processing too 
many small orders, increased freight charges and delivery 
costs, higher telephone and telegraph rates, and lack of 


control over credit. 


—_<g>-——_ 





SO MUCH FOR THE PROBLEMS What about wavs and 


means of meeting them? 


The 5 Imperatives 


Opinion among distributors varies to some extent, 
but a Massachusetts distributor outlines the five impera 
tives 

1) Simplifying paperwork for better coordination of 

operating departments; 

Educate sales force for the “hard sell’’—alert it on 
selling costs and profitable sales; 

More productivity from all employees; 

Find ways and means to cut down operating costs; 
Maintain reasonable margin (i.e., don’t slash 
prices ). 


The “Hard Sell” Theme 


Expressed or implied in the comments of nearly all 
distributors is the “hard sell’’ theme 

“What worries me,” says a Pennsylvania distributor, 
“is a failure on the part of our men to be able to meet 
challenges the way they used to. We are going to be 
bruised many times before we again know how to sell.” 

Here’s a Michigan view: “We must weed out ineffec- 
tual sales people to get the highest call frequency on the 
largest numbers of potential accounts—and calls of high 
sales quality rather than casual calls where salesmen talk 
only generalities.” 

“We believe,” another Michigan distributor states, 
“that our men and all of us must return to the old 
days of selling material and our company. We have 
put into operation a new system of sales records which 
we believe will help our men.” 


Paperwork 


Speaking of paperwork, the need for simplification 
echoed from one region to another throughout the 
country. From New England: “We must simplify our 
inside work and cut down the cost of handling papers.” 
From Illinois: “By partial mechanization and other 
methods, we hope to improve our per-man output.” 


From California: “Our problem is to attain more efh 
cient operating methods designed to lower costs of doing 


business.” 

On the matter of simplifying paperwork and reducing 
costs generally, it might be pointed out there were more 
distributors this year than in previous years citing evi 
dence of concrete progress in this direction—including 
installation of new office machinery, adoption of new 
forms, construction of new warehouse and office facilities 


Service 


Then, there were a number of distributors emphasizing 
that “service” should be more than a nice word in their 
lexicon: 

“We must,” declares a Midwest distributor, “resist 
all temptations to make special concessions in the hope 
of maintaining or increasing volume. Such concessions 
are an admission of incompetency—incompetent sales 
manship, service, quality, and general ability to sell 
profitably in a competitive market.” 

“We're paying attention to the service factor,” reports 
a Southern distributor. “It involves engaging better sales 
engineers to work with the customer toward making the 
plant engineer’s and purchasing agent’s job easier and 
more efficient.” 


Sweeping Solution 


In face of the manifold problems facing them, two 
distributors come up with this sweeping solution: Con- 
solidate and merge small, struggling firms into large, 
prosperous firms. Object: To spread overhead over a 
larger sales volume. 


Conclusion 


It’s a provocative thought but, judging from the tone 
of distributor opinion, hardly in the cards; too many 
distributors seem determined to lick their problems 
individually. They would, it seems, rather be competitors 


than bedfellows. 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 





Associations Wind Up 
Marketing Workshops 


Last in the series of “Marketing Workshops” spon- 
sored by the American Supply & Machinery Manu- 
facturers’ Association and the National Industrial 
Distributors’ Association was held March 12 at Cincin- 
nati’s Netherland Plaza Hotel. The one-day event 
drew a record attendance of nearly 350. For story and 
additional pictures, please turn to page 280. 


Workshop 1—Promote to Sell 


Welcoming distributors and manufacturers to session was 
V. H. Olson (W. O. Barnes Co.) while William J. Iber 
(left), O. Iber Co., Chicago, checks through his papers. 
lopics: direct mail, advertising catalogs, 


Opening Workshop sessions, chairman Fred C. Emerson 
(Spartan Saw Works) introduced J. R. Kelley (left) ASMMA 
president, and T. Gordon Vaughan (right) president of 
NIDA. Both associations officials stressed value of meetings. 


Discussion is proceeding smoothly, judging by expressions of 
C. T. Jordan (Charles Parker Co.) and W. E.. Lowles, Cleve- 
land Tool & Supply Co., Cleveland. Distributor and manu- 
facturer team chairmanned each workshop meeting. 


Workshop 3—Keeping Your Salesmen Fit 


Such subjects as training new salesmen, restraining old sales- 
men, and visual aids provided food for discussion presided 
over by J. D. Lockrem (Scully, Jones & Co.) and J. P. 
VanBlooys, A. L. Holcomb Co., Grand Rapids, Mich. 


100 


Glancing at his co-chairman, Arthur D. Grover, Grand Rap- 
ids Supply Co., Grand Rapids, is R. A. Modig (Holo-Krome 
Screw Corp.) as the Workshop launches into talk on the 
merits of factory training for salesmen. 
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a 
“Pitching Parson” Dr. Allen A. Stockdale, National Associa- 
tion of Manufacturers staff speaker, told luncheon audience 
of vast market awaiting salesmen in future, pointed out that 
“human relations” will be important ingredient in selling. 


Distributors and manufacturers gather in Pavillon Caprice 
room for opening session prior to splitting up for four Work- 
shop sessions. Cincinnati meeting was held in current series 
sponsored by two associations. 


Workshop 2—Be Wise—Analyze 


\ remark from the floor has evidently touched the funny 
bones of joint chairmen Russell C. Duncan, Jr., R. C. Dun 
can Co., Minneapolis, and Paul A. Johnston, Jr., (Dake 
Engine Company). 


Potentials, quotas, and markets absorbed attention of session 
run by J. M. Hughes (Republic Rubber Division) and John 
D. Williams, Mau-Sherwood Supply Co., Cleveland. Work 
shops were crowded to the doors. 


Workshop 4—Reducing Distribution Costs 


Improved order-writing methods was the topic in hand at 
the moment this picture was snapped of co-chairmen Harold 
Johnston (Cincinnati Tool Co.) and P. T. Deming, Hard- 
ware & Supply Co., Akron, O. 


Samuel Orr, Orr Iron Company, Evansville, Ind., and John 
F. Corkery (Thor Power Tool Co.) get their papers in order 
prior to opening meeting that embraced everything from 
small orders to the cost aspects of returned goods. 
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Refined Procedures For... 


Handling Returned Goods Systematica 





hf 


NO SALE! 


PRIOR TO A SALES MEETING held last year by the 
Industrial Sales Department of the Moore-Handley 
Hardware Co., Birmingham, Ala., some stockroom 
men appeared in the sales meeting room with several 
platform trucks on which were quite a number of 
issorted products. The men deposited the products 
on several long tables and departed 

As salesmen they 


unusual 


assembled for the meeting, 
about the 
issortment was too varied to 
1 demonstration Finally, Alex 
president in charge of the industrial department, 
irrived and addressed the company 

Gentlemen, you’re no doubt wondering about 
ill these products They were 
ill returned by your customers last month. I want 
look at them, especially the 


howed considerable curiosity 
SeIve 


display Che 
; vice 


i Davies, 


Che answer is simple 


ou to get a good 


quantit 


[he salesmen did look at them and thoroughly 
But that was before new procedures for handling 
returned goods at Moore-Handley were devised 
l'oday, the salesmen have definite knowledge about 
“returned goods” because they are now part and 
parcel of the procedures by which such cases a1 
handled. 

Undoubtedly, a similar scene could be re-enacted 
in industrial supply firms throughout the country 
The cost of returned goods has been the subject 
of work-shop forums, wherever distributors and man 
ufacturers discuss key problems. On these pages 


INDUSTRIAL DisTRIBUTION editors have rounded out 


three cases where distributors have not only shown 


an awareness of the problem as an operating cost 
factor, but have also tried to do something con 
structive about it. Perhaps their experiences may 
help you. 





— 


Three-Part Form Works Mutual Benefits In Birmingham 


RETURNED Goons are admittedly a knotty problem in the 
distribution industry, but executives at Moore-Handley 
Hardware Co., Inc., Birmingham, Ala., believe that many 
of the ill effects can be minimized by a positive approach 
to a solution. To this end, the company has revised its 


returned goods procedures 


Results Sought 


Some of the results the company hopes to achieve by 
the revision are 

1. To imbue salesmen with a sense of responsibility 
for “returns” by making them handle credit transactions 
personally, even permitting them to authorize returns 
for merchandise amounting to $50 or less. In handling 
“return” negotiations personally, the salesman may favor 
customers but he also knows he is diminishing his sales, 
something he knows his boss knows too. 

2. To halt and discourage the practice of returning 
goods without authorization which results in time-con 
suming checks and counter-checks 

3. To save time and trouble for customers as well as 
the company through an established and publicized pro- 
cedure for authorization, receiving, disposing of the 
returns and issuance of credits 

4. To eliminate (a) written or communicated request 
by salesmen for permission to return goods; (2) filling out 
of receiving slip when return goods arrived; filling out 
of credit memos which are now dittoed from original 
copy of returned goods memo. 

5. To furnish an anlysis of the reasons for returned 


goods indicating areas in which corrective action might 
be undertaken to diminish “returns’’. 

6. To refine a “merit” record for office and warehouse 
workers based on invoice lines handled. 

Briefly, the main features of the company’s new pro- 
cedure for handling “returned goods”’ are: 

1. No merchandise can be accepted from a customer 
or a carrier unless “return” was authorized by the sales- 
man or the company. 

2. Salesmen must settle all claims, except freight and 
sales taxes, involving stock items amounting to $5 or less 
on a cash basis. Certain exceptions are made to very 
large industrials . Refunds are made to salesmen on the 
15th of each month. A simple receipt form is filled 
out at the time of settlement and returned to the office. 

3. Salesmen can authorize return of goods (stock 
items only) amounting to $50 or less. 

4. Return of non-stock, special orders and directs can 
be authorized only by the company. This also applies 
to all items valued at more than $50. 


Form Is Worker 


To facilitate the procedure, a specially designed, three- 
part form is used. This includes the original known 
as the “returned goods memo”; a second sheet known 
as the “return slip” which is used as a packing slip; and 
a third sheet known as the “return authorization” which 
the customer keeps. These forms are printed with Ditto 
ink and are filled out by the salesmen using Ditto pens. 
\ Ditto carbon is used to reproduce data on the second 
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Authorization of returns smooths way for handling goods, issuing credit. 


sheet and on ordinary carbon to record data on the third. 

Returned Goods Memo (Pink) is the original, an 84 
by 11 in. sheet. Only part of the information entered 
here is reproduced on the second and third copies— 
reasons for returning goods, date, salesman’s name, cus- 
tomer’s name, and address, shipping instructions and 
terms; invoice date, register number, amount of invoice, 
quantity received, quantity being returned, description, 
by whom authorized, and whether or not returns should 
be picked up. 

Information which is entered on the pink sheet, but 
not on the second and third copies, includes: number 
of copies of credits required; terms, and the following 
price data—net, unit, list, discount, list total, extended 
total, and handling charges if any. 

Return Slip (yellow) is the second copy and measures 
only 84 by 7 in. In addition to the information trans- 
ferred from the pink sheet, it contains space to indicate 
disposition of the goods, by whom; receiving and stock- 
room checks; condition of goods, transportation costs, 
carrier, dates received in receiving stockroom. 

Return Authorization (blue) is the third copy and of 


the same size as the yellow slip. In addition to the in- 
formation transferred from the original, this sheet has 
space for showing by whom the goods were received at 
the store and the date received. 

Instructions to salesmen in handling returned goods 
are simple. In the case where the salesman can authorize 
the return (goods valued at $50 or less), and the customer 
is Outside the truck delivery zone, the salesman fills out 
the form completely as possible. The importance of in- 
voice reference to avoid delays in processing the credit 
was explained to salesmen. In case this information is 
not available, the salesman and customer agree on the 
value of each item and it is priced. In cases where the 
return is due to a customer's error, the handling charge 
and prepayment of freight must be agreed upon at the 
time the form is filled. 

The salesman then sends the original (pink) sheet to 
the Claims Department and leaves the yellow and blue 
sheets with the customer, instructing him to: 

1. Put the number of the return slip on the outside 
of the container or, if such items are not packaged, on 

(Next page,. please ) 
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Returned Goods (Cont’d.) 


the shipping tag. This indicates to the receiving clerk 
that the goods have return authorization and he can 
accept them. 

2. Place the yellow sheet inside the container or in an 
envelope fastened to the outside of the container “or in 
iny way that is necessary to insure arrival of the slip 
with the merchandise”. This serves as a packing slip for 
receiving, and a check sheet for the stockroom clerk to 
whom the goods are relayed. 

If the goods cannot be returned to stock, the stock 
clerk sends the yellow slip to the buyer showing why 
they cannot be returned. The buyer responsible for the 
merchandise has to make some disposal of the goods 
(return to supplier if defective, salvage sale, etc.) makes 
his arrangements and then initials the slip and sends it 
on to the Claims Department, which can then issue a 
credit 


Disposal Indicated 


If the goods can be placed back in stock, the stockroom 
indicates this on the sheet and sends it to the Claims 
Department for issuance of the credit. 

In the case where a customer is within the truck de 
y zone and the goods are to be picked up, the sales 
man fills out the form and sends all three copies to the 
Claims Department with “pick-up” plainly checked 
Claims files the pink slip, sends yellow and blue to ship 
ping which, in turn, picks up merchandise, leaving the 
blue sheet with the customer and the yellow sheet with 
In h nly the house can authorize the return, 

ilesman ust send all three copies to the Claims 
vartment. Claims forwards the memo to the execu 

ho is to authorize the return. After authorization, 
pink sheet returned to the Claims Department 
h then sends the vellow and blue sheets to the 


tomer with instructions 
If the salesman undertakes to bring the merchandis« 
personally, the blue sheet is left with the customer 
Aft turning in the merchandise, the salesman hands 
to t tock clerk the yellow sheet and sends the pink 
t (plainly marked “returned by salesman’) to the 
lams Department The yellow sheet, after being 
hecked by the stock clerk and/or buver (in the case of 
sent to the Claims Department 


In here a customer wants merchandise replaced, 


detective good 


salesmen are instructed to enter a charge ticket for the 
replacement item and advise the customer that a credit 
will be issued for a return. Also, in cases of shortages, and 
when the customer wants the merchandise, salesmen 
must make out a charge ticket and report the shortage 
for investigation and credit. Replacement of merchandise 
on a no-charge basis is discouraged. 


Analysis Of Returns 


In revising the “returns” procedure and adopting the 
new forms, the company also had in mind facilitation of 
the analysis of “returned goods”. The system, through 
the use of the forms, makes it possible to segregate the 
“operational credits” from “bookkeeping transactions”. 
Operational credits, consisting as they do largely of re- 
turned goods claims, are subject to more or less control. 
Bookkeeping transactions, which involve sales taxes, 
freight, drums and reels, etc., are more or less arbitrarily 
incurred, 

Since the forms require that the reason for the return 
of goods be indicated, the “operational credits” can be 
broken down as to causes. Thus, a monthly report is 
prepared by the Claims Department showing the reasons 
for returns, the number and amount of credits issued for 
each reason—Price and Extension Errors, Shortage, De- 
fects, Ordered Wrong By Customer, Duplicate Shipment 
or Charge, Substitution Not Accepted, Cancelled Before 
Shipped, Received Too Late, Damaged, Entered Wrong 
by Salesman, Shipped Wrong, Others. 


System Helpful 

\lthough the system has been in operation for only a 
few months, this analysis of the cause for returns has al- 
cady proved extremely helpful. It has directed the atten 
tion of office, stockroom, shipping and sales to a cumula- 
tive effect rather than isolated instances of error. For 
example, bringing the attention of the stockroom to a 
return due to some order picking mistake seldom brought 
inv determined effort toward greater accuracy. On the 
other hand, a stockroom supervisor faced with a month's 
record of error never fails to take corrective steps 

Periodic checks by management, to see whether sales 
men are abusing this “streamlined” system of handling 
claims and returns, are regarded as an absolute necessit\ 
Through careful periodic checks, officials have accom 


plished much constructive work in the education of sales 


men on handling claims and returns. 


——S i ——__—_ 


Spelled-Out Responsibilities Prove Help in Rochester 


AccorpinGc tro |. S. ZAHNiIseR, president, Haverstick & 
Company Inc., Rochester, N. Y. one of the reasons 


yoods gets to be such an annoying problem 


e no one does anything about it 
Investigating the 


situation in his own organization 
he learned that too many people in every department 
took it upon themselves to authorize returns but, when 
the material was dumped in their warehouse, it was 
ignored. No one would take the time to dig out the 
history on the returned items. No one would assume 
sponsibility for issuing .credit In short, everyone 


passed the buck, the material cluttered up the warehouse, 
credit was delayed, and the customer blew his top. 

Mr. Zahniser decided to set up a detailed procedure 
that would explicitly outline everyone’s responsibility 
on returned goods. A definite policy on returned goods, 
he felt, would put an end to the “buck passing” and 
overcome the existing inefficiency 

After checking with all department heads, Mr. Zahniser 
wrote a series of bulletins for each department. Each 
department received only one bulletin pertaining to 
their operation and their responsibility. This was done 
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to eliminate any possible confusion as to their individual 
action, which might have occurred were the entire pro- 
cedure issued in a long, single bulletin to all departments. 


Returned Material Receipt 


A Returned Material Receipt (see illustration at right) 
was devised which, in addition to the customer’s name 
and address, called for complete relevant data. 

Space is provided at the bottom of the form for the 
customer's signature, and Haverstick’s employee who 
received and accepted the merchandise. 

As inside salesmen are occasionally asked to advise 
customers about material they want to return, a separate 
bulletin was issued covering. 


Telephone Sales Instructions 


Chis concise bulletin reads as follows 
“Effective immediately you are to adhere to the 
following procedure: 
“1. Stock Material. 
a. To be picked up by our truck—Fill out attached 
“Pick-up” form and send to shipping department. 

b. To be shipped to us—lInstruct customer to pre 
pay and write us advising when shipment will go 
forward. If he will not write, give Purchasing Depart 
ment a written memo with details 
“2. Non-stock Material 

Request customer to hold for shipping instructions 
ind give Purchasing Dept. written memo with full 
details as to customer’s order number, our invoice 
number, and why customer wishes to return.’ 

Here are the highlights of the bulletin containing 


Instructions To Outside Sales 


“When asked to pick up or take back materials, you 
must adhere to the following procedure 

“On stock material—fill out the Returned Material 
Receipt in duplicate giving duplicate copy to customer. 
If material is used or shop-worn, decline to accept it. 

“Bring the original of the RM receipt together with 
the material itself and turn it over to the receiving de 
partment. 

“On non-stock material—make out a report (not RM 
receipt) as to reason for wanting to return it and give 
this report to our purchasing agent Ask customer to 
hold material pending receipt of shipping instructions.” 

Finally there is this admonition: “Material picked-up 
by our salesmen, which is not properly handled and as 
1 result becomes lost, straved or stolen, will be charged 
igainst the salesman’s account.” 

While this may seem severe, Mr. Zahniser points 
out the entire program was created with the express aim 
of increasing efficiency so as to process customer's 
legitimate returns with greater dispatch It has been 
his observation that the vast majority of customers 
espect a definite policy on returned goods, possibly 
because thev too have a simi rroblem with the met 
chandise they manufacture or service And, in some 
cases, it is not the custome ntention to take advantage 
of the distributor but, where ther no clear cut policy, 
they are inclined to return everything and anything, 
particularly when encouraged to do so by salesmen 
Although Mr. Zahniser admits there may be a few 


customers who will resent ch a d policy, he also 
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RETURNED MATERIAL RECEIPT was designed by 
Haverstick & Company, Inc. of Rochester, N. Y. to provide 
all necessary data about merchandise—particularly WHY 
returned 


firmly believes that they will probably be the type 
who thrive on ordering indiscriminately and returning 
so frequently that, with today’s high operating costs, they 


are unprofitable to do business with anyway 


Purchasing Department Instructions 


'hree of the points covered in the Returned Material 
Handling Procedure bulletin sent to the purchasing de- 


partment are: 

“Returned Materials Receipts from the receiving 
department covering stock material will be recorded on 
our stock control cards as in stock and added to ou: 
stock 

“Receipts covering non-stock or claimed defective 
material—Purchasing wil! immediately contact supplier 
concerning disposition. When disposition is received, 
prepare necessary shipping papers and send to shipping 
department, or advise the accounting department if un 
able to arrange its return. In either case, purchasing 
is to send Returned Materials Receipt and supporting 
papers to the accounting department for final disposition. 

“Receipts covering unsalable or used material—Pur- 
chasing immediately send such receipts to the accounting 
department for disposition.” 

Ihe “hub” of the new procedure ha onsibility 


spelled out in 


Instructions To Receiving Department 


I'wo men were delegated to make the de 


Next page, please 
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Returned Goods (Cont’d.) 


whether or not returned material was to be accepted. 
One of the two is usually available, but in the event 
that both are absent at the time of a returned goods 
arrival, other receiving department personnel were au- 
thorized to use their own judgment. 

he RM receipt must be filled in completely, and 
the duplicate copy given to customer's representative, 
if possible; if not, put in an envelope addressed to the 
customer and placed in out-going mail. 

Original copy of the receipt—together with any papers, 
B/L, etc., attached—is to be turned over to the put 
chasing department for processing. 

Stock material is to be returned to stock immediately. 

Non-stock material, used and defective, must be set 


ide tagged with customer’s name, address, date re- 


turned and requested disposition awaiting instructions 
from the purchasing department. 

Since setting up this Returned Material Handling 
Procedure, Mr. Zahniser has observed that the amount of 
returned goods has decreased, and credits for legitimate 
returns are processed quickly without wasting time and 
effort. The confusion that formerly existed as to who 
handled what, and who had authority, has been ban- 
ished now that everyone has a bulletin explicitly de- 
scribing their responsibilities. 

All in all, the new procedure has made for an efficient 
handling of a problem that will always exist: And, as 
far as he knows, Mr. Zahniser says no desirable business 
has been lost since introducing this returned goods 
policy. 
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Grayson-List had paperwork troubles, until procedure was formalized. 


By Van Ness Philip, Assistant Editor 


‘THESE HOME-MADE FORMS have helped one distributor 
cut costs of handling returned goods 50%. 

Grayson-List & Co., Secaucus, N. J., uses the form 
illustrated above on the right (“Return Inwards”) for 
orders returned by customers. “Returns Outwards” is 
for goods the firm itself returns to suppliers. 

Formalizing the procedure of handling returns, says 
the management, has saved a large amount of dupli- 
cated work and wasted effort for several reasons: 

1. Because complete data on the transaction is con- 
tained on a single form, errors and omissions are in- 
frequent 


2. Use of the form, and a routine procedure for circu- 
lating it to points where returned goods data are needed, 
speeds the transactions and helps forestall complaints 
and inquiries by customers. 

3. Fast action prevents duplication in typing invoices; 
most invoices involving returned goods can be done 
correctly the first time, since credit memos are produced 
immediately after goods are received in the warehouse. 

4. Responsibility is fixed for the decison on each 
transaction. 

5. Cross reference to other data throwing light on the 
transaction are supplied, the customer’s order number 
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MORE SPEED AND ACCURACY in the warehouse comes 
from using formalized returned-goods procedure at Grayson- 
List & Co., Secaucus, N. J 


and distributor’s invoice number are listed, and the item 
and its condition are described fully 


The Old Way 


Take the example above 
Under the old system (or lack of one), the company’s 
warehouseman would receive the six plug taps returned 


by Acme Machine Tool Co. and inform the office by 
phone or in person. He might or might not remember 
to list all the information the office needed—there was no 


definite check list. Then, someone would have to 
decide to accept the return or not and, needing more 
information, would call the warehouse again or go out 
and investigate. If he hadn’t been given the customer’s 
order number, this would have to be dug up—from the 
files or packing slip. All this would take time, and the 
customer, anxious for a quick replacement, would have to 
wait. The invoice, already sent, would have to be 
re-made. 

At best, the transaction would be completed cor- 
rectly after distracting a large number of busy staff 
members from their regular routine. And there were 
countless opportunities for error 


The New Way 

Now, the “Returns Inwards’’ form systematizes all 
this in most cases: 

1. The warehouseman receiving the returned goods 
fills out as much of the form as he can, taking the cus- 
tomer’s order number and distributor’s invoice number 
from the packing slip. He notes how the shipment was 
delivered (truck or parcel post) and lists charges, if 
any. He inspects the goods carefully and notes their 
condition. He describes the items fully, from the packing 
slip or by inspection. He notes the customer's reason 
for the return—and his instructions to replace the item or 
not, or repair it. He fills in the supplier’s name, if known 
(on direct orders, of course, this is always available). 

When goods are returned without order numbers 
or invoice numbers, the warehouseman accepts them 


LESS CONFUSION AND DUPLICATION in the office 
saves paperwork costs, cuts down on misunderstandings 
with customers and phone inquiries 


anyway, fills in whatever data he does have, including 
the customer’s name, and leaves it to the office to supply 
the remaining details. But this happens rarely, the 
management says, because truck drivers and warehouse 
men are instructed to look for packing slips and ask for 
them if they are missing on all returned packages. (Gray 
son-List has a policy .of never refusing returned goods 
on trucks or at the warehouse, to avoid unpleasant con- 
flicts with customers. If credit is questionable, the 
problem will be taken up between the office and the 
customer later. ) 

2. The form goes next to the pricing desk, where 
the bookeeper inserts the price from the pricing copy 
of the original order or invoice. 

3. Final decision is then made by I. Bookey, sales 
manager, or Al Kleit, buyer and inside salesman, one 
of whom will sign the form if the transaction is to go 
through. 

4. The form goes to accounting, where a credit memo 
is made out if the return is to be credited, or to the 
warehouse (with a new shipping ticket) if the item is 
to be repaired or replaced. 

The “Return Outwards” form insures an equally 
smooth-running procedure for handling the company’s 
own returns to suppliers. Three copies are made. One 
remains in the Grayson-List receiving department, to be 
checked off when the replacement arrives. Two go with 
the return shipment, one for the supplier to keep, the 
other to be signed by the supplier when he receives the 
goods and returned to Grayson-List. The signed copy 
is sent to accounting so the necessary debit memo can 


be made up. 


Fewer Headaches 

The new forms haven’t noticeably reduced the nnmber 
of customers’ returns, nor were they expected to, says 
Mr. Bookey. That's a different problem. But they've 
taken most of the headaches out of handling returned 
goods—and eut the expense of time and clerical work 
at least in half, he estimates. 
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Brumby plant 


METAL FURNITURE involves draw dies so Dick Abrams, 
plant manager, and Dick Bromby, president, Brumby Metals 
Co., discuss die lubrication with Charles Bolden, salesman 


Learn Customers’ Job 


It’s very important to Atlanta, Ga. sales- 


man, but he doesn’t forget to learn some- 


thing about customer from “outside in” 


Ask umm and Charles F. Bolden of Industrial Ser 
ice Co., Atlanta, Ga., will tell vou that understand 
ing customers’ operations “inside out’’ is more impor 
tant than understanding them from “outside in” when 
it comes to the job of creative selling. By understanding 
customers’ operations from the “inside out”, Mr. Bolden 
means gaining a full appreciation and knowledge of what 
the customer is making, how he is making it and what 
equipment and supplies he uses to make it 

\ former tool and die engineer and designer, Mr. Bol- 
den is particularly well equipped for the job of ising” 
1) plant in the manner described above. His previous 
experience also gave him a full appreciation of the valu 
of keeping abreast of technological developments in new 
designs and the application of new products to sp 
cialized productive machinery. By applying all this ex 
perience and understanding to industrial plant problems, 
he has earned himself some orders and the good will of 
customers 

Mr. Bolden believes that if he keeps his eyes open 
for possible uses of his products in the various plant 
operations he studies, he is sure to come up frequently 
with new ideas and uses. His ideas have already been 
} 


yut to good use in machine shops, assembly lines and 


various other departments of plants in his territory 
His particular bent is engineering conveyor svste 
variable speed controls and power transmission 
Obviously, with such an approach to the selling prob 
lem, Mr. Bolden has to work closely with the plant 


uperintendent and operating personnel. It is the indi 
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MOUNTING of a tool die is explained by Tool Engineer 
Rick Sorrels to Mr. Bolden, a former tool and die engineer 
himself, who shows considerable interest in the handiwork 


From “Inside Out’ 


vidual who must work with the product or products 
that Mr. Bolden suggests and recommends, who has the CHECK with die makers on results of using wax product 
direct responsibility for their performance. Thus Mr. on surface grinder to give better finish on a die part 1s made 
Bolden is careful to acquaint these individuals with all by Mr. Bolden as a follow-up to insure good performance 
the information available on the products and their us¢ 
Despite this concentration on working from the “in 
side out’, Mr. Bolden doesn’t ignore the value of under 
standing operations from the “outside in’’. Each cus 
tomer’s plant is something unique to Mr. Bolden and 
must be regarded as having some peculiarities which 
distinguish it from others. ‘There are certain facts to 
know about a customer that have nothing much to do 
about internal operations. The management may b« 


progressive or conservative; the business may be in a 
highly competitive field making products which many 
other manufacturers throughout the country are making; 


the business mav be a leader in its field or down the line 


Facts Important 


These facts are important to Mr. Bolden. If manage 
ment is progressive, it indicates it will be more receptive 
to new ideas which, after observation of internal opera- 
tions, he can offer; if management is competing on a price 
basis with rivals, it will have an urgent need for cost 
saving products and ideas which Mr. Bolden can pro 
duce; if the business is down the line in its standing in 
the industry, management would more than likely want 
to improve it 
Although Mr. Bolden regards convincing management 
of the merits of ideas and products only half of the sell 
ing job, it is not a thing which comes easily. What 
makes it easier is getting a full knowledge of internal 
operations and then applying your own product knowl 
edge and application know-how to improve these opera 
tions or to cut the customer’s operating costs. Manage- ° ee a 
ment is always in the market for new ideas and methods : ARIABLE SPEED DRIVE for a oe line is checked 
wv Mr. Houston, plant engineer, and Mr. Bolden who then 
to lower operating costs or to increase production. discussed maintenan rocedure as part of his follow-up 
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SALES QUIZ: Test your knowledge of .. . 


Products and Markets 











], Considering the potential, WIRE ROPE is 

something that shouldn't be skipped by the 
salesman looking for business. Wire rope can be 
sold to a wide range of markets as evidenced by 
such varied uses as—industrial cranes and der- 
ricks, rotary lines in oil fields, draglines in mining, 
car pullers, dredges, cableways and conveyors, 
deep oil and gas well sand or bailing lines. 

To order wire rope properly, three principle char- 
acteristics must be described: dimensions, con- 
struction, and grade. Length should be specified 
in footage, not by reels. Diameter should be meas- 
ured carefully—is A or B the correct method? 

Is the actual diameter of wire rope when new: 

a. slightly larger than nominal size? 
b. slightly under nominal size? 
c. nominal size? 





*) MAGNETIC CHUCKS have come to be a very 

* necessary part of the equipment of any sur- 
face-grinding machine, whether plain or rotary. 
The magnetic chuck holds the thinnest pieces of 
iron or steel firmly, draws down any slight spring in 
the work, and prevents springing when strains are 
released during the grinding operations. 

Here are some helpful hints for using magnetic 
chucks. Can you tell which are true and which are 
false? 

a. Chucks should be taken apart periodically. 
~} True [) False 


b. Holding power depends on the amount of work 
surface in contact with the chuck. 
"] True False 


c. Thin work holds better than thick work. 
[] True "| False 


d. Strips of non-magnetic metal should be used 
to separate small pieces that are packed on a 
chuck at one setting. | True False 


e. Chucks are usually wound for 110 or 220 volts 


AC and DC. 
] True False 





3. An alert industrial sup- 
ply salesman spotting the 
COATED ABRASIVES strutting 
down the street in the cartoon 
at the right would immediately 
think of two designations for 
grain spacing. 
Can you name these grain 
spacing designations? 
What are the uses for each? 
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4. BAND SAWS are not musical saws, but the 
* salesman who gets his share of the potential 
will hit the high notes on the sales attainment 
scale. This is true because the use of band saws 
for cutting metals and other materials used in 
machine building and similar industries is increas- 
ing. As with other tools, it is necessary to select 
the proper saw for the work to be done and to run 
it at the correct speed. 
a. What two factors determine the width of a 
metalcutting band saw? 
b. Can you describe two things that can be done to 
obtain full cutting efficiency and long life from 
a band saw blade? 








While discussions on vices can get hot and 
* heavy, disagreement on the use and abuse of 
VISES can be equally heated. For instance: many 
authorities strongly disapprove of hammering the 
handle of a vise to obtain a sure grip, insisting it 
may crack or break the screw or other parts and 
lead to serious accident when pressure is applied. 
On the other hand, many practical machinists be- 
lieve in the practice, maintaining that it is im- 
perative to grip the work securely. 
If this is done, use a lead or babbitt hammer to 
strike a single sharp blow after tightening as much 


& The salesman who knows something about 
Bye skirt boards, baffles and chutes, stands a good 
chance of riding high with volume sales of CON- 
VEYOR BELTING. 

To help spot abuses of conveyor belting, here are 
some questions about the possible causes of pre- 
mature belt failure. 

a. In using chutes, material should leave chute 
moving in the opposite direction to the belt, and 
at a speed much slower than belt speed. 

[] True ] False 
. Chutes should be located where material will 
strike the belt directly over a pulley. 
[] True [} False 
. Baffles made of iron bars or iron sheets are 
recommended to slow the fall of large chunks 
of material where the chute is steep or discharges 
three feet or more above the belt. 
[] True ~} False 
d. What are skirt boards? 
. The length of skirt boards should be twice belt 
width? [| True [] False 
. Skirt boards should never be used entire length 
of belt. [] True [] False 
. Skirt boards should barely touch the belt. 
| True -) False 





as possible by hand. Don’t pound the handle with 
a machinist’s hammer. 

Today, ninety per cent of the demand is for the 
vise with the serrated jaw face. Smooth type jaws 
are required, however, in which of the following: 
a. [_] steam-fitters’ shops 

[_] dieshops 
[] wood-working shops 
b. The jaws of all machinist’s vises are made of: 
] beaten lead or copper 
] cast iron 
| cemented carbide 
| hardened steel 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





A is the correct method of measuring wire 








, rope diameter. The diameter of a wire rope 
is that of a circle enclosing it. 

When new, the diameter of wire rope is usually 
(b) slightly larger than nominal size. Any varia- 
tion is over, never under. The variation will run 
1/64 in in smaller size ropes to Yg-in on ropes over 
2-in in diameter. 





9. a. False. Chucks should not be taken apart. 
* b. True. 

c. False. Thin work will not hold as well as thick 
work. Very thin work can be held on edges by 
laying it against an adjustable back rest and 
backing it up with a parallel strip. 

d. True. 

e. False. Alternating current cannot be used. 
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3. The coated abrasives in the cartoon should 

bring to mind open coat and closed coat grain 
spacing. Closed coat means abrasive grains com- 
pletely cover the backing. Open coat means back- 
ing is only 50 to 75 per cent covered. 

For abrading materials where small chips tend 
to load or choke up the coated abrasive (which re- 
duces cutting ability), open coat spacing of abrasive 
grains is used (Figure A). The open spaces per- 
mit most of the chips to drop free, and thus provide 
longer usefulness for the coated abrasive. Uses 
for coated abrasives of this type include sanding 
lacquers, enamels, and paints. 

Coated abrasives featuring closed coat spacing 
(Figure B) provide greater concentration of cutting 
points. This type is generally used for fine finishes 
and where “loading” is not a problem. 


A. a. Two factors that determine the width of a 

metalcutting band saw are: 1) the greater the 
feed, the wider and heavier must be the saw to 
stand it; 2) the smaller the radius of the curvature 
to be cut, the narrower the saw must be. 

b. To obtain full cutting efficiency and add to 
blade life it is suggested that: 1) careful attention 
be given to proper adjustment of the guide rolls 
and; 2) blades should be removed from the machine 
or have the tension released when not in use, par- 
ticularly during winter months when there are 
extreme changes in temperature. 





5, « False. Material should leave chute travel- 
ling in the same direction to the belt, at a 
speed as close as possible to the belt speed. 

b. False. And, when loading point must be over 
a pulley, the pulley should be of the pneumatic 
type or mounted on rubber shock-absorbing units. 

c. True. 

d. Skirt boards are boards used to guide the load 
for a short distance after it leaves the chute. 

e. False. Length of the skirt board should be 
3 or 4 times belt width. 

f. False. Skirt boards should never touch the 
belt. Bottoms should be fitted with rubber strips, 
but even these strips will cause wear if they rub 
against the belt. 








A. Die shops need smooth-faced jaws for their 
* delicate tool-maker’s work. 
B. Hardened steel is used for the jaws of all ma- 
chinist’s vises. 
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A MESSAGE TO AMERICAN 


A 20-YEAR RECORD... 


INDUSTRY ® ONE OF A SERIES 


The Electric Power Companies’ 
Case for Public Confidence 


An economic study of the record of the investor- 
owned electric power companies of the United 
States over the past twenty years underwrites 
their claim to public confidence today. A key 
factor of this record is set forth by the chart in 
the middle of this page. This shows that while 
the cost of living as a whole has almost doubled, 
the average price of electric energy for residen- 
tial use in the United States has been cut in half. 


performance of these companies during World 
War II, J. A. Krug, Director of the Office of War 
Utilities, said, “Power has never been too little 
or too late.” The same can be said for the entire 
period of the past twenty years. 

To be ready with enough power —on time — 
the electric power companies have expanded 
their production fourfold since 1933. This has 
required an investment of over $17 billion in new 





Price of Residentiol 
Electric Service * ---~ 


Cost of Living 1947-19492100 





| = ae Se ae ey ee 


Contrast in Costs 


"Class 4&8 privately owned companies representing more than 

98% of all power compony customers 

Sources. Bureew of Labor Statistics, Federal Power Commission 
Bureau of the Census 
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The average prices of industrial and commercial 
power also are much lower than they were 
twenty years ago. 

Such a study confirms the record on other key 
accomplishments of the electric power companies 
during the past two decades. 

They have not failed, either in peace or war, 
to meet the nation’s rapidly expanding electric 
power requirements. In paying tribute to the 


facilities. To raise the funds for this investment 
they have enlisted the participation of about 3 
million direct stockholders. Through life insur- 
ance companies, banks and similar institutions, 
about 90 million Americans — more than half 
of the nation’s total population —have become 
investors in electric power companies. By thus 
relying on private investment for their expan- 
sion, the power companies have provided their 





plant and operating equipment without burden 
on the taxpayer. 

In addition, the investor-owned companies 
have paid about $12 billion in taxes to various 
governments — national, state and local — over 
the past twenty years. Unlike government-owned 
and -operated systems, they have received no 
public subsidies. When taxes and subsidies are 
taken into account, the rates for electricity 
charged by the investor-owned companies have 
been as low as, or lower than, those charged by 
government-owned and -operated systems. 

Many Americans do not appreciate the job 
that the power companies have done over the 
past two decades. That is due, in part, to the 
public memory of financial abuses by some utility 
holding companies during the 1920’s. This mem- 
ory obscures a clear and unprejudiced view of 
the progress since those days. And some of the 
all-out advocates of reliance on government 
rather than on regulated private enterprise for 
the development of our power resources do their 
best to keep this memory of the past alive in 
the present, 


An Impressive Case 


Some special cases of electric power develop- 
ment may involve problems for which the in- 
vestor-owned companies are unable to provide 
full solutions. This may be true, for example, of 
some large multiple-purpose projects that com- 
bine electric power generation with related de- 
velopments such as the improvement of naviga- 
tion, flood control and the irrigation of arid lands. 
Some of the economic and administrative prob- 
lems imposed by such projects are not well 
adapted to effective handling by private enter- 
prise. Flood control and the improvement of 
navigation, for example, usually involve the pro- 
vision of much costly service over and above the 
cost of producing power. 

It is true, however, that in some cases devel- 
opment of the electric power side of multiple- 
purpose projects by private enterprise may well 
be more feasible than would appear from state- 
ments by some government power advocates. 
And the record indicates that even in those proj- 
ects on which both the power generation and the 
other services are handled by public authority, 
it may well be desirable to have the investor- 
owned companies assume the transmission and 
distribution functions. 

Our study of the record of the investor-owned 
and -operated companies over the past twenty 


years has led us, of course, behind the statistics 
that bear on the wisdom of giving them a pri- 
ority in the development of our power resources. 
It reveals that these enterprises are manned by 
people who, through lifetime experience, are 
peculiarly conversant with the needs of the com- 
munities they serve. They have given the con- 
sumer notably good service while conforming to 
standards set and enforced by public regulatory 
commissions, They have won the confidence of 
the investing public. By their nature and their 
experience they are competent to handle any 
power program that can be demonstrated to be 
economically sound. 


The Paramount Public Interest 


By their economic performance during the 
last twenty years, the electric power compa- 
nies have earned the confidence of the public. 
By relying on these companies to meet its electric 
power requirements the public will fully protect 
its economic interest in ample and efficient serv- 
ice at fair prices. 

That is where our study comes out. Our find- 
ings do not touch the political consideration that 
private operation of electric utilities under pub- 
lic regulation is a safeguard against further con- 
centration of both political and economic power 
in a federal government that already commands 
too great a concentration. But if these findings 
make an economic case for preferring power de- 
velopment by tax-paying business as against 
power development by governmental agencies, 
they clear the way for an appeal to the paramount 
public interest in safeguarding our personal and 
political freedoms against the further encroach- 
ment of government. 





This message is one of a series prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop- 
ments that are of particular concern to the 
business and professional community served 
by our industrial and technical publications. 

Permission is freely extended to newspa- 
pers, groups or individuals to quote or reprint 
all or parts of the text. 
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PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 

















OU’RE bound to boost your 

sales score when you take 
full advantage of your selective 
Osborn franchise. The market 
for industrial brushes is vast. 
Osborn top-quality brushes have 
been recognized as the leading 
brand for 62 years, and their 
acceptance is now being 
expanded by more than a million 
advertising “calls” every month. 
Are you converting this 
acceptance into sales? The Osborn 
Manufacturing Company, Dept. 
R-16, 5401 Hamilton Avenue, 
Cleveland 14, Obio. 


bow Ets | 0 








MAINTENANCE, PAINT AND POWER BRUSHES * FOUNDRY MOLDING MACHINES 
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U.S. TOTALS 


January 19514 
Compared with 
December 1953 


-16% 


January 1954 
Compared with 
January 1953 


-12% 





Compiteo sy Inpustriat DistrisuTion 























Supply Sales Trend 


Final Figures For January 1954 





January 1954 
Compared with 
December 1953 


January 1954 
Compared with 
January 1953 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





-11% 
-19% 


-17% 


-15% 








Figures in this col 
umn ordinarily show 
cumulative sales 
changes, of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the pet 
centages listed in 
Column 2 serve the 
purpose of recording 
vear to date changes. 








INDUSTRIAL DISTRIBUTION © APRIL, 1954 











THE ALL NEW 


Ads like this one ie fOSTER} 
“SEWER MASTER” 





have proved 


T iast, here’s a sewer cleaner that's 
easy tO Operate, easy to Move that's 


powertul and economical 


It only takes one man to operate the new 
Oster “Sewer r ind he can use the 
method he likes best. He can feec the 
snake” through the machine using the 
control handle, or he can feed it by hand 
With either method the powerful, easily 
adjustable chuck jaws grip the “snake 
securely and drive the cutting tool into 


the obstructior 


ewer Master” weighs less than 10¢ 
large rubber ured wheels. It's 


| rugged. One man can move 


: t to the job with no strain at all 
wv " . re wer aster’ motor is powerful 
inivers riable speed and revers 
” wl | of a snag tch starts it t« 
ae work clearing out chip ase, and other 


obstructions 100 f 


sewer entrance 


And, best of all, the cost of the “Sewer 
Master” is low. But don’t let the low price 
fool you. Feature for feature there isn't a 


machine on the market that can match it 


THE MANUFACTURING CO. 


Main Oflice ond Factory 


2058 East 61s? St., Cleveland 3, Ohio 


1893 + CELEBRATING 60 Years Leadership in the Threading Industry + 1953 


DS like the one illustrated have been Ads like this one are telling your cus- 
drawing a terrific response from your tomers to contact you for full information 
customers. Maintenance men need and want on the “Sewer Master” . . . pointing out 


a sewer cleaner that has the advantages of that you offer reliable service and de- 
the all new Oster “Sewer Master”. livery . . . and sound recommendations. 
They want a machine that’s easy to operate, For more facts or promotional literature on 
easy to move...that’s powerful and econom- the new “Sewer Master’, write us today. 
ical, and that machine is the new Oster We'll be glad to cooperate in any way 


“Sewer Master”’. we can. 


THE MANUFACTURING CO. 


Main Office and Factory: 


2081 East 6!st St., Cleveland 3, Ohio 


1893 » CELEBRATING 60 Years Leadership in the Threading Industry, + 1953 
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SALES TRENDS (Cont’d.) 





January 1954 
Compared with 


December 1953 


January 1954 
Compared with 
January 1953 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 


Washington 








-19% 


- 8% 





- 8% 


-13% 





Figures in this col- 
umn ordinarily show 
cumulative sales 
changes, of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 
year to date changes. 
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“"YARWAY’'S FREE 
60-DAY TRIAL OFFER 
IS A REAL SALES STIMULANT” 


.......8ays E. A. Dutty* 


The wide publicity given to Yarway’s free 60-day trial installation 
is a big factor in helping distributors crack profitable new accounts. 


In most cases the 60-day trial results in additional purchases of Yarway 
Impulse Traps . . . and frequently other products in the 
distributor's line. 





* E. A. Duffy, This is another example of the many ways Yarway backs up 
que ss its distributors with aggressive merchandising ideas and sales helps. 


Chandler-Boyd Co., It is another reason why nearly 900,000 Yarway Impulse Steam 


51 Terminal Way, 
Pittsburgh 19, Pa. Traps have alreac'y been sold. 


Yarway Impulse Steam Traps and Fine Screen Strainers are marketed 
only through recognized industrial distributors. For information write. . . 


YARNALL-WARING COMPANY « 111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49—100) 


% Change 
Jan. Dec. Jan. From 


NAME OF PRODUCT CLASS 04 33 "53 =©9Year Ago 





Abrasive Products 116.9 116.9 117.1 0.2 
Cutting Tools 121.6 121.5 118.9 +2.3 
Fans and Blowers 143.7 143.7. 136.7 5.1 
Fasteners 157.3 157.3. 141.9 
Incandescent Lamps 136.9 136.9 117.9 
Industrial Rubber Products 127.6 127.1 124.6 
Lubelonnte 73.3 77.7 924 
Materials Handling Equipment 133.4 133.1 127.3 


Mechanics Hand Tools 
(Files, saw blades) 137.5 137.5 127.7 


Metalworking Accessories 130.5 130.5 121.3 
Motors 118.3 118.3 117.0 
Paint 112.8 112.7) 110.5 
Portable Power Tools 118.2 118.1 113.7 
Power Transmission Equipment 133.1 133.2 124.5 
Precision Measuring Tools 120.6 120.6 116.9 


Pumps and Compressors 131.5 133.3 123.5 


Steel Products 


(Pipe, bars, nails, ete.) 141.4 141.4 130.7 
Valves and Fittings 131.6 131.7 122.7 


Welding Machines 
(Equipment, rods) 24. 124.3 7 +2.7 


Total Index ‘ 128.9 122.8 +-4..9 





urce Rureau of Labor Statistics and 
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STANDOUT SALESMAN 
ON ANY SHELF! 


rTuREeAD 


CARRIAGE BOLTS 


National offers you the most complete line of 
fasteners... all packaged in bright, red and 
black cartons that resist soiling, provide 
quick and easy identification. 

This quality packaging reflects the quality 
of the fasteners inside the carton, too. For 
over 60 years, National has maintained a rep- 
utation for the best in headed and threaded 
fasteners. This is your assurance that the 
National fasteners you sell will always be 
uniform in performance and in quality. 

Combine National quality with National 
packaging to build customer good will— 


sell the complete National line. Wrise us 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


for more information. 





attona 


FASTENERS Sf HODELL CHAINS CHESTER HOISTS 
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The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


READJUSTMENT 


UPTURN 


INVENTORIES 


ECONOMIC REPORT 


Since we last reported, there have been two developments, one political and the 
other economic, which have important potentialities for reducing the length of the 
present business recession, or, if it makes you feel cheerier to call it that, business 


readjustment. 

Whatever you call it, the fact remains that the general volume of business, as 
roughly, oh so roughly, measured by the Gross National Product, is off about 4% from 
the peak it hit in the second quarter of 1953; and the volume of industrial production, 
as measured by the Federal Reserve Board Index, is off about 10% from the peak it last 
attained in July, 1953. 

So far as one can tell, the new figure of 3.1 million unemployed 
reported by the Bureau of the Census for January is about | million more 
than a seasonal increase from last fall’s peace-time low of unemployment 
(with 1.2 million out of jobs) which previous experience would indicate 
is normal. 

Up until recently there has been nothing clearly in sight to suggest that the decline 
of business from its Everestian 1953 peaks would soon be reversed. And the odds still 
ire that the decline, while at no time likely to take the economy below a state of great 
general prosperity, will carry on for some months. 


But the two developments mentioned at the outset distinctly shorten the odds on 
continued decline, and introduce the possibility of a sustained upturn relatively soon, 
say, before the frost is next on the pumpkin. Of course, there will probably be a number 
of false alarms in the way of upturns (false pregnancies, as some economists with what 
seems an excessive preoccupation with biological symbolism have taken to calling them) 
before we encounter the real thing. 

The political development which heightens the prospect of a relatively prompt 
upturn is, of course, the announced determination (announced by no less than the 
President himself) to take decisive steps to check the business decline if the normally 
recuperative power of spring doesn’t do it. The clear indication is that the first of these 
steps would be individual income tax reductions which would, in effect, put more 
money in the hands of consumers, at least prospectively. The new economic develop- 
ment which might hasten an upturn is the high speed with which business inventories 


are being cut down to comfortable size. 


First, about business inventories—when they hit their latest peak of $82 billion 
last September, they were about $4 billion above the level which experience indicated 
would be comfortable for the volume of business being conducted. Most of the guesses 
at the time were that it would take the better part of a year for inventories to run off 
(decumulate is the fancy word that the analysts commonly use) to a point where the 
level would be normal again. In the meantime, of course, production would be cut back 
to the extent that consumption was fed out of inventories. 

So far as one can tell, however, the runoff of inventories has gone a great deal faster 
than was generally anticipated. The level dropped about $1 billion in the last quarter 
of 1953. And it’s still going down fast, perhaps as much as $1.5 billion for this quarter. 

If, as now seems possible, the process of getting inventories back to normal is 
completed by mid-year, it could result in an upturn of consumer income and expendi- 
tures much sooner than it has seemed reasonable to anticipate it. And if at the time a 
decline in investment is not exerting a down-pull on the economy, as it may well not 
be doing, this upturn in consumer expenditures could reverse the downward drift of 
business generally. Our fingers remain crossed, but not so tightly. 


When it comes to the longer range business outlook, we have found great con- 
structive potentialities for business in the economic philosophy blocked out by President 
Eisenhower's Economic Report to Congress, and related messages and reports. 

The Economie Report assures business that it can count on vigorous government 
action to combat any recession, that the government will not hesitate to liberalize credit, 
to spend more, to cut taxes or take “any other steps that may be necessary” to prevent a 
decline from snowballing. 
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DUTCH BRAND 


DISTRIBUTORS MASKING 


find fast turn-over... steady repeat business 


Here is one of the fastest moving lines you can handle. Your 

customers and prospects have thousands of manufacturing 

uses for various tapes. Handling the DUTCH BRAND Line 

means extra sales. There are Masking tapes, both flat and 

crepe back in regular and extra strength, cloth back tapes, 

double tack tapes, and a complete line of electrical insulating 

tapes. Tapes are consumed and steady repeat business results. 

nae . . PROTECTIN 

Distributor arrangements give you an ideal setup for profit- tt eee 
able tape business. 


It will pay you to discuss tapes 
and their possibilities with a 
DUTCH BRAND salesman. 


. VANCLEEF BROS. [NC. 
Vette foe synapse toe 
7800 WOODLAWN AVE. . CHICAGO 19, ILLINOTS 


Yutiedeio? 
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Today’s fastest-moving 


_— 


Removing flash from inside holes 


Finishing steel pistons with a wet 
with METALITE Cloth Belt. 


belt sander which traverses the 
length of the cylinder. 


Some of 
these recent 
applications 
are giving 





production 
a big lift 


Sharpening carbide tools with 
BEHR-MANNING Micro-Finishing 
DURITE® Paper Belt. 


Centerless polishing of cylindrical 
work with BEHR-MANNING 
METALITE Belt 








Polishing narrow recess in die, with Polishing the concave section of a METALITE® Cloth Belt removes 
METALITE Cloth SPIRABAND® golf club with a flexible belt and casting edges and deburrs white 


on portable tool. buff-type wheel. metal statues. 


for the newest tn coarfed abrasives 
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production tool... 


BEHR-MANNING 
Coated Abrasives 


By leaps and bounds, this high potential pro- 
ductive tool of the metalworking industry has 
become a major factor in industry today. 
Methods that yesterday were experimental, 
have quickly demonstrated their value, and 
now standard machinery is manufactured to 
make widespread application possible. 


Acquainting your customers with these latest 
mechanized methods is a sure way to increase 
your coated abrasive sales. Your local BEHR- 


REHR: -VANNIN 


dvs ision of NORTON Company 


MANNING Demonstration Room enables you 
to provide this service easily. So bring your 
customers in and let them see and try the 
latest time-saving equipment and methods. 
Make a date now. Phone your local BEHR- 
MANNING Representative, or write Behr- 
Manning, Troy, N. Y., Dept. ID-4. 


In Canada: Behr-Manning (Canada) Ltd., Brantford. 


For Export: Norton Behr-Manning Overseas, Inc., New 
Rochelle, N. Y., U. S. A. 


A COATED ABRASIVES 
A SHARPENING STONES 
A PRESSURE-SENSITIVE TAPES 


.watch BEHR-MANMING / 
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Convention Attendance Expected to Top Records 


Scheduled for May 17, 18 and 19, Triple Meeting will again 


feature manufacturers’ contact booths, advertising awards 


THREE ASSOCIATION PRESIDENTS, T. Gordon Vaughan, National Industrial 
Distributors’ Association, B. S. Barker, Southern Industrial Distributors’ Association, 
and J. Robert Kelley, American Supply & Machinery Manufacturers’ Association are 
all set to welcome a record breaking attendance from all sections of the country. 


Ail indications are that attendance 
this year at the annual Triple Indus- 
trial Supply Convention will exceed 
all previous records 

Convention city 
York City 

The dates to remember—May 17, 
18, and 19. 

General convention headquarters, 
registration desks and business sessions 
will be held in the Waldorf Astoria 
Hotel and the contact booth program 
will be at Madison Square Garden. 


this year is New 


Program Highlights 


While final details of the program 
are still being worked out, here are 
some of ,the main features conven- 
tioneers can look forward to. 

A new feature—a Rendezvous Room 

will be available on Sunday, May 16 
from 4:00 P.M. to 8:00 P.M. at the 
Waldorf Astoria. This will be a place 
where early arrivals can assemble for 
social contacts and find other conven- 
tion without hunting for 
them in various hotels 

Also on Sunday, there will be com 
mittee meetings of the three associa 
tions 


delegates 


On Monday morning, May 17, the 


National Industrial Distributors’ Asso 


ciation will hold a “First Timers 


124 





Breakfast” for new members and those 
attending their first convention. A 
new member breakfast also will be 
sponsored by the American Supply 
and Machinery Manufacturers’ Asso- 
ciation. 

Another highlight of this year’s pro- 
gram will be the joint opening meeting 
on Monday, May 17. Members of all 
three associations will hear an opening 
address by Dr. Norman Vincent 
Peale. Dr. Peale’s presence has been 
arranged in response to the large num- 


| held at 





Hear Ye! Hear Ye! 


Industrial Distribution’s _ staff 
will be on hand to welcome all 
conventioneers in the Pillement 
Suite of the Waldorf Astoria. 
The suite will be open on Sun- 
day, May 16 and Monday, May 
17. 

Come one—come all! 

We also look forward to seeing 
you at Booth E2 in Madison 
Square Garden during the con- 
tact booth program on Tuesday, 
May 18. 
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ber of members of all three associa- 
tions who requested his return after 
hearing him at the opening session of 
the 1952 convention. 

Tuesday, May 18, will feature the 
all day contact booth program to be 
Madison Square Garden. 

Wednesday morning will be de- 
voted to individual meetings. 

Another innovation this year will 
be joint luncheon of all three associa- 
tions on Wednesday. 


Other Features 


One of the main attractions worked 
out by the National Industrial Dis 
tributors’ Association will be an illus 
trated talk by several distributors on 
how they handle an order. This type 
program is the result of the unanimous 
approval voted for illustrated presenta- 
tions last year after the “Travelogue” 
presentation in Miami. 

The  distributor-participants _ this 
year will explain—and show with 
slides—exactly what they do from the 
time an order is received by telephone 
or mail until it is packed and on the 
shipping platform ready for delivery. 

For the ladies there will be a tour 
of the United Nations, a style show, 
and a boat trip around Manhattan. 


Advertising Awards 


The Third Annual Advertising 
Awards, designed to encourage manu- 
facturers to emphasize the availability 
of their products from distributors and 
the value of the service rendered by 
distributors, will be another feature of 
this year’s convention. 

Sponsored by the National Indus- 
trial Distributors’ Association and the 
Southern Industrial Distributors’ Asso 
ciation, a mounted plaque will be 
awarded to the winner in each of seven 
entry classifications. Engraved certifi- 
cates of honorable mention will be 
given to the runner-up. 

Final judging will be by a committee 
of: W. C. Sproull, president, National 
Industrial Advertisers Association; 
G. W. Howard Akl, vice president, 
National Association of Purchasing 
Agents; Dr. Theodore N. Beckman, 
Professor of Marketing, Ohio State 
University. 





Hucksters Club of Chicago Elects New Officers 


New heads of the Hucksters include George Schlitt, Lufkin 
Rule, advisor; Henry Michgelson, The Allen Mfg. Co., 
Bros., 
Products, 


tary; John F. Gaudian, Armstrong 


Chester M. Gaudian, Supreme 


New officers for the Hucksters, in 


dustrial manufacturers’ representatives 


club of Chicago, were elected at a re 


cent dinner and meeting at the Svi- 


thoid Singing Club. 


John F. Gaudian, Armstrong Bros., | 


was elected president; George Mat- 
tusch, Famco Machine Co., vice presi 
dent; Henry Michgelson, Allen Mfg. 
Co., secretary; and Chester M. Gau 
dian, Supreme Products, treasurer. 
Also elected were the following, 
who with the officers constitute the 
board of directors: Paul Boehne, Skil 
Corp., program chairman; Ralph W. 
Worsey, The Yale & Towne Mfg. Co., 
public relations chairman; John Con 
rad, Aro Equipment Co., membership 
chairman; and George W. Steinmetz, 
Supreme Products; George Schlitt Jr., 
Lufkin Rule; and Phil Whittemore, 
Cushman Chuck Co., advisors. 


APPOINTED sales manager of the 
Kester Machinery Co., Winston-Salem, 
N. C., on Feb. 1, Ken Ferguson was 
formerly central sales manager for the 
Oster Mfg. Co., in Cleveland, O. Mr. 
Ferguson’s predecessor at Kester Ma 
chinery was the late A. R. Nichols 








secre- 
president; and 


Inc., treasurer. and George W 


Among the directors are John Conrad, Aro; Ralph Worsey, 
The Yale & Towne Mfg. Co.; 
Jacobs Mfg. Co.; 


Walter R. Barlow, Jr., The 
Paul Whittemore, Cushman Chuck Co.; 
Steinmetz, Supreme Products. 


‘Visiting Firemen Get California Welcome 


lhe latest in California receptions delayed this streamliner 20 minutes when Marsh 


Huseby, of M. F. Huseby Co., 


of Morgan Vise Co., at the East Los Angeles Station, with a fire engine 


Los Angeles, greeted Mr. and Mrs. George Morgan, 


Mr 


Huseby 


(center, in full smoke-eater regalia) appointed Mr. Morgan as honorary fire chief of 
Arcadia, Cal., on the spot, forced his guests to ride the venerable machine all the way 


to Arcadia, 19 miles 


Sterling Rubber Products 
Names Seelig President 


Fred O. Seelig has been named 
president of Sterling Rubber Prod 
ucts Co., Dayton, Ohio, succeeding 
William M. Hussey who is retiring. 

Mr. Seelig and Mr. Hussey organ 
ized the firm in 1929. 

Mr. Hussey has completed 40 
years’ in the business in the Dayton 
irea. Before founding Sterling Rub 
ber Products, he was manager of the 


\tlas Rubber & Belting Co. 


Star Machinery 
Promotes Funk 


James S. Funk, controller 
Star Machinery Co., Seattle, 
1947, and assistant treasurer since 
1951, has been elected treasurer of the 
firm and a director. 

He assumes duties formerly han 
dled by Irvine B. Rabel, who will 
continue as executive vice president. 
Victor E. Rabel continues as presi- 
dent, and Lloyd Y. Evans vice 
president. 


of the 


since 


as 
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Moore-Handley Hardware Names Vice-Presidents 


Davies 


A. V. 


Moore-Handley Hardware Co., 
Birmingham, Ala., has elected three 
new vice-presidents: Alex V. Davies, 
manager of the Industrial Supply De 
partment; S. H. Johnson, Jr., 
issistant to the president; 
and W. P. Wilson, manager of the 
company’s Nashville Division. 

J. R. Nesbitt will continuc 
president and director of sales 

Mr. Davies started with the 
panv in the warehouse and was a 
salesman at the time he entered the 
Navy in 1944. After the war, he took 
charge of supplies buying, and since 
1950 has directed both sales and pur 
chasing of industrial supplies. 

In 1951 and 1952, he 
chairman of the Joint Industry Com 
mittee of the Southern and National 
Industrial Distributors Association. 
He was one of the original members 


secre 
tarv and 


as Vice 


com 


served as 


S. H. Johnson, Jr. 


of the Distributors Joint Advertising 
Committee which initiated the annual 
Advertising Award to manufacturers. 
Mr. Davies is presently serving on 
the Executive Committee of the 
Southern Association and as an ex 
officio member of the Joint Industry 
Committec 

Mr. Johnson, who started with the 
firm as an office boy, has worked in 
various departments on secretarial and 
financial duties. He is a graduate of 
the University of Wisconsin School 
of Credit and Financial Management. 
He served in the Army in World 
War II. Mr. Johnson is vice-president 
of the Wholesale Division, Birming 
ham Chamber of Commerce. 

Mr. Wilson strated with the firm 
as office boy and progressed through 
billing and quotations to outside sell- 


ing in northern Alabama. After a 


Norfolk House Moves To New Quarters 


PAXTON coms 
MARNE A COMPANY 
Serre 


New address of Paxton Company is at 407 Union Street, Norfolk, Va., a short way 


from quarters previously occupied, as headquarters 
ne story section were acquired to consolidate the company § facilities 


ind the « 


right 
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The four-story building at the 
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W. P. Wilson 


three-vear tour in the Army, he re- 
turned to become a salesman in East 
Alabama. In 1948, he went to Nash- 
ville as industrial sales manager and 
became manager of the division in 
1951. He is a member of the Whole- 
salers’ Council, Nashville Chamber 
of Commerce, and has been chairman 
of the Distinguished Service Award 
Council, Nashville Sales Executives 
Club. 

The three new vice-presidents will 
continue in their present posts in 
addition to their new duties 


Reports Record Sales 


Moore-Handley’s sales in 1953 were 
the highest in the firm’s history, 
W. W. French, Jr., president, told 
stockholders recently. He said sales 
had about tripled in the past ten 
years. 


Behn & Co. Appoints 
J. H. Behn Sales Manager 


H. J. Behn & Co., Fairfield, Conn., 
has named J. H. Behn as sales man- 
ager and Jack Ford assistant 
manager. 

S. R. Dodge, formerly vice-president 
in charge of sales, is now vice-president 
in charge of sales promotion. 

Mr. Behn said the changes were 
designed to effect a stronger program 
of sales direction combined with effec 
tive promotion for the benefit of the 
sales force. 


sales 


Masback Names Sales Head 


Leonard Goldkopf has been ap- 
pointed sales manager of the Indus- 
trial Division of Masback Inc., New 
York City. First connected with in- 
dustrial purchasing, he later became 
assistant sales manager. 











Burhans & Black, 
Now a Division, 
Changes Name 


Burhans & Black, Syracuse, N. Y., 
has changed its name to Burhans & 
Black Industrial Division of 
Kimball & Baxter Inc. 

Burhans & Black, Inc., was acquired 
last vear by Rose, Kimball & Baxter, 
of Elmira. The name change was 
postponed to give customers time to 
change their records. M. L. Bregande, 
Jr., is general manager of the Rose, 
Kimball & Baxter Industrial Division. 


Named by Business Group 


S. Roberts Rose, of Rose, Kimball | 


& Baxter, has been elected treasurer 
of the Wholesale 


Association of Commerce 


Division, 


PRESIDENT of Mill Supplies Corp., 
Norfolk. Va.. is W. J. Whit 


Mill Supplies Corp. 
Is Reorganized 
Mill Supplies Corp., 


formerly established at 1009 Liberty 
St., South Norfolk, Va., has been r 
organized after taking over the Krisé 
lool & Supply Co., of Norfolk, Va 
W. J. White, who operated the South 
Norfolk business, is president of the 
reorganized company. 

Mrs. Helen Bennett is 
dent, and Margaret B. Harrell is sec 
retary. 

[he company is now established in 
the building at 62 Commercial Place, 
Norfolk, formerly occupied by the 
Krise Tool & Supply Co. A. Knise, 
Jr.. former owner of Krise Tool & 
Supply, is a stockholder in the Mill 
Supplies Corp. 

Both Mr. White and 
were in business about 10 
the Norfolk territory. 


which was 


vice presi 


Mr. Krise 


years in 


Rose, 


Elmira | 





Detroit Ball Bearing Opens New Branch 


Office in the Van Dyke industrial 


Detroit Ball Bearing Co. of Michi 
gan recently opened its 12th branch 
office in a new building on Mound 
Road, in the Van Dyke 
industrial area. 

The brick and limestone 
contains 4,000 sq. ft. of 


structure 


space for 


stocking 30 makes of bearings and | 


bearing products. ‘The branch will be 
manned by a. staff of 
Thomas B. Moore, company 
dent, announced, and will offer both 
delivery and counter pick-up service. 

Other company branches are in 
Benton Harbor, Flint, Grand Rapids, 
Jackson, Kalamazoo, Lansing, Musk« 


presi 


gon, Pontiac, Port Huron, Saginaw and | 


l'oledo. 


Che firm, now in its 37th year, em- | 


ploys a staff of 175. 


specialists, | 


area is the company’s 12th branch 


New Supply Firm 
Serves Morristown 


suburban | 


Morristown Industrial Supply Co., 
| a new firm, has been organized in 
Morristown, N. J., as an outgrowth of 
the former industrial division of Glick 
Hardware Co. 

William Glick is president 
J. B. Pinckney is manager. The com 
| pany is still located at the Glick Hard 

ware building, 19-21 Speedwell Ave., 

but is being operated independently 
and officers said plans are being drawn 
| up for a new headquarters 

Mr. Pinckney was formerly with 
A. N. Nelson, Inc., Brooklyn, N. Y., 
as buyer and inside salesman at that 


Kearny, N. J., division 


and 


| firm’s 


Black & Decker Holds Ten-Day Sales Clinic 


S. H. Patterson, newly appointed sales training instructor at The Black & Decker Co 
mducts training session for field & administrative men W. J. Binnie, D. R. Porter, 


B. Puckett, D. G. Easter, W. P 


Slyne, 


W. D. Hernandez and J. H. Rowland 
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North Carolina-Virginia Distributors Discuss Problems 


Co-chairmen of the Richmond meeting, George Sydnor, 
Smith-Courtney Co., and Lloyd Mize, Industrial Supply 
Corp., flank the guest-moderator, Walker Wellford, Jr., The 
J. E. Dilworth Co., Memphis, Tenn 


onhardt, Gastonia (N. ¢ Mill Supply Co.; 
R. W. Hudgins & Son, Norfolk, Va., and 
Starn Gastonia Mill Supply, shared a corner 


Will D. Anderson, Gastonia Mill Supply Co.; Karl Fisher, 
Odell Mill Supply Co., Greensboro, N. C., and J. M. Hills- 
man of the Richmond branch of ‘Tidewater Supply Co., take 
notice of remarks 


Thirty-two executives of 24 indus 


Emest L. Shearin, Dillon Supply Co., Rocky Mount, N. C., 
and M. P. Thiem, Dillon Supply Co., Raleigh, N. C., sat in. 
Mr. Thiem will arrange the meeting to be held in Raleigh 
on June 4. 


F, W. Waller, The Henry Walke Co., Norfolk, Va., studies 
program while Ken Ferguson, sales manager, Kester Machin 
ery Co., Winston-Salem, N. C., jots down a few notes on 
what's being said 


ny 
W. W. Sale, Blue Ridge Hdwe. & Supply Co., Bassett, Va., 
watches as Lindsey Kester, Kester Machinery Co., Winston- 


Salem, N. C., and Tom Kern, Piedmont Mill Supply Co., 
Salisbury, N. C., takes notes 


mutual problems and voted to hold | been inaugurated at Greensboro, 


trial supply firms in North Carolina | another meeting on June 4 at the | N. C., back in October 1953. In 


ind Virginia attended a one-day ses- | Colonial Pines Inn, Raleigh, N. C. 


sion at the John Marshall Hotel, 


| deciding on the third meeting, all in 


The meeting was the second held | attendance agreed on a full-day ses 
Richmond, Va., on Feb. 18, to discuss | by the group, the initial one having 


(Continued on page 227 
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THE YALE MIDGET KING 
ELECTRIC HOIST 


works for less than 2 cents a day! 


Descriptive Data About 
The Yale Midget King 
Electric Hoist 
Capacity %, %, *s, 1, and 2 tons. 
Other Yale Hoists available in 
capacities from ‘¢ to 40 tons. 
Hook or trolley suspension. 
Load and motor brakes operate 
with power on or off. 
Totally enclosed, heavy-duty 
motor—A.C. or D.C. models. 
Upper and lower safety limit 
stops. 


Quality Control inspeciions at 
every stage of manufacture. 


+. eee 
yaaa 
¥ 


tall ; ** 
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You can find many good reasons for 
recommending YALE Hoists. They 
are years ahead in design and engi- 
neering . . . unequalled in quality, 
performance, and economy . . . tops 
for day in, day out dependability. 
Prospects will appreciate these 
money-saving advantages—so play 
them up ... as YALE does in its 
informative advertising in leading 
technical magazines. 

This advertising helps you sell the 
wide line of YALE Hand and Electric 
Hoists . . . tells prospects that you 
are the man to see for help with any 
handling problem. 


aS 


YALE 


INDUSTRIAL TRUCKS 
AND HOISTS 


*Reg. U. S. Pat. Off. 


i 


Gas, Electric, Diese! & LP-Gas Industrial Trucks * Worksavers * Hand Trucks * Hand & Electric Hoists * Pui-Lifts 


129 





Selling Is My Business” e ec ce Dol sell myself on 


a product before trying to sell others? . . Know the line, what it will do and its limitations. 


HENRY TUCKER: 


To Sell Others 
First Sell Yourself 


You just can’t sell effectively 
vith enthusiasm unless you, yourself, 
1 Id on the 
Henry ‘Tucker of 
Hardware Co., Charlotte, 
has been selling for 


If you are sold on the product, you 


and 


product.” So says 
Smith-Wadsworth 
N. C 


years 


who 
many 
others,” he says 
sell building 


general run 
, 


in generally sell 
Mr. ‘Tucker likes to 
hardware more than the 
of industrial supplies. He is a specia 
t who has studied the lines and 
know vhat is best for each type of 
building. He says that there are man 
type oO em used for 
each particular 


hould re 


which can be 
job, but a good sales 
man ommend the best one 

In selecting building hardware, the 
ilesman encounters many personal 
itic but in all 
considerate 
seem to be 


should be 
patient 
and 
turn 


Cases he 
ind 
an ornery 
likely to 
into a pleasant prospect, once the ice 
is broken. It is up to the salesman to 
develop the frendly atmospher 
Don’t allow the customer’s action to 
irritate you and thus develop an un 
friendly atmosphere. Be considerate 
ind win the customer to your side. 
This is especially true in 
where a customer is undecided on a 
product but purchases and may even 
before 


courteous, 
What may 


grouchy customer is 


cases 


use it returnmeg for an ex 
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change. One way to avoid the results 
of indecision is to present the merits 
of each product. Once the customer 
shows any tendency to one, hammer 
that one for a permanent sale. This 
will climinate possible returns 

But to be in a position to do that 
type of selling job, a salesman must 
know his product, how it is best used 
ind the results which can be obtained 

Mr. Tucker has gained additional 
product experience and knowledge by 
working with the products, even mak- 
ing repairs on them. In this manner, 
he learns more about the product and 
is in a better position to advise his 


customers 


JOE E. CRAWFORD: 


Know Your Line 
First Selling Requisite 


When you specialize in power 
transmission selling, the going gets 
rough unless you grasp every oppor- 
tunity for creative application and 
satisfactory service goals for the cus 
tomer. 

That is the way Joe E.. Crawford of 
Crawford and Garner, Inc., Spartan 
burg, S. C. feels about exploring this 
growing field of industrial merchandis- 
ing. He has been selling since 1930 
ind says he still enjoys completing a 
satisfying sale and pleasing the cus 


tome! 
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Mr. Crawford believes that special- 
ized selling offers many opportunities 
for creative designs and applications. 
‘here are more industrial problems to 
solve in this type than in many other 
lines. But these problems stimulate 
aggressive selling. 

There is a big field for bearings, 
requiring a great deal of product 
knowledge and application. Many 
users are not sufficiently versed in the 
type of bearings needed for particular 
applications. Here is where the 
trained specialist proves his merit, 
says Mr. Crawford. He believes that 
the first requisite is to know your line, 
what the product will do and its limi 
tations 

Mr. Crawford says that the prob 
lem of getting past the purchasing 
agent in a plant is still present for the 
industrial distributor salesman. This 
requires some quick thinking at times; 
it’s a real selling job to get into the 
plant and talk with the person who is 
to use the product. 

Personalities vary and 
must have many tools in the selling 
kit to accomplish the objective of 
winning the customer. Product merit 
still remains high as a selling tool, 
Mr. Crawford savs. 

In selling transmission equipment 
and bearings, Mr. Crawford believes 
that the first step in meeting a plant 
problem is a complete survey of 
needs. This should be followed by 
careful study and research, if neces 
sary. ‘Then, present a well-prepared 
plan showing the advantages and best 
applications. Cost savings, which can 
be effected, and better operating ef- 
ficiency remain real power tools in the 
selling kit. 

It is generally the mechanic or 
superintendent of a plant who starts 
the ball rolling toward operating 
changes. They are the ones who are 
receptive to sales presentations. 

Mr. Crawford cautions against pass 
ing up a job because it may be small 
If a salesman can do a real selling job 
and demonstrate the effectiveness of 
the equipment in operation, he can 
look for bigger jobs in the same plant. 
The small job offers an excellent op 
portunity for the salesman to prove 
his worth. It paves the way to dem 
onstrate real service and do a good 
job 


salesmen 





DUNMORE ANNOUNCES THE 


Vif Series UJ handgrinder 


- « » for heavy-duty production 
jobs such as cleaning casting and 
weld seams, spark testing steel, 
polishing and grinding heavy 
and irregular work. 


Voltage — 115V, 230V AC-DC 
Current — 3.1 amps. 
Horsepower — |) 
Speed, no load — 15,500 rpm 
Duty cycle — continuous 
Bearings — ball 


Winding connection — 
series 


Ventilation — internal fan 
Temperature rise — 40° C 
Finish — grey 
Weight of complete unit — 
6 lbs., 14 oz. with cord 
6 lbs., 8 oz. less cord 
Length including wheel guard 
— 16%", 17°94” with chuck 
Small dia. — 174," ave. 
Body dia. — 3', 


FFER your customers this compact, well bal- 
anced, new Series 9 powered by a % hp con- 
tinuous-duty-rated Universal motor which develops 
15,500 rpm. It’s available for 115V or 230V, DC 
or AC, 0-60 cycle operation. Weighs only 6 Ibs., 
14 oz., and features quality construction throughout 
Cash in on new sales with these three new 
Dumore handgrinders. Contact your Dumore rep 
resentative or write — 


DUMORE PRECISION TOOLS 


The Dumore Company 
1321 Seventeenth Street ° Racine, Wisconsin 
Builders of precision line of Grinders, Automatic Drill Heads, Tool 


Post Grinders, Drill Grinders, Light Drilling Equipment, Flexible 
Shaft Tools, Hand Grinders, Fractional hp Motors and Gear Motors, 


“See Us At The ASTE Show Booth 739” 


% Duty cycle — continuous 


Arbor extension, optional at nominal cost 


| 
a 


Std. Y,” collet chuck 


All-new Series 35 
Dumore Handgrinder 


“midget miller with speeds 
for use with tungsten I 


spec d cutters, mounted “= 
ints, abrasive bands, et 

Voltage — 115V, 230V AC-DC Bearings — bol! 

Current — 3.0 amps Winding connection — series 

Horsepower — '/, Weight—3 Ibs., 3 oz. with cord 

Speed, no load — 35,000 rpm Length — incl. chuck 10%” 

Duty cycle — continuous 


New! 


Small dia. — 1-5/16” 
Body dia. 2-7/16" 


The Dumore Super-10 
Precision Handgrinder 


eee for both tool and die work where acc 


racy is a must and production bench 


where full shift production is 
Voltage — 115V AC-DC Bearings — bol! 


Current — 1.4 amps Winding connection — series 


Horsepower — 1/10 Weight —3 ibs., 1 oz. with cord 
Speed, no load — 22,000 rpm Length — incl. chuck 10%” 
Smali dia. — 1-5/16” 

Body dia. — 2-7/16” 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





® 


- 
, 
- 
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Gear Drives 


Bevel Gears Substituted 
For Straight Tooth Gears 


Coniflex bevel 


tituted for straight tooth gears in the 
ANGL gears, 
recent announcement. 

It is claimed this change provides 
quieter, ind maxi 
standard 


gears have been sub 


maker's iccording to a 


operation 
mum service life in both 
models 


of Com 
smooth 


Che self-adjusting 
flex gears is said to result in 


running and distribute the load safely 


feature 


) 
to allow greater design margins 


Airborne Accessories Corporation, 


Hillside, N. ] 


Electric Band Saw 
Portable, 
Metal Cutting 


An electri 


id to be 


complete ly portable and 


metal-cutting band saw, 


light enough to be used free hand in 
iny position, has been announced. 
[he new Model 524 Porta-Band 
saw has a stock-cutting capacity up to 
in by 44-in, and is recommended 
non-ferrous 
problem 


31 
4 
y] and 

ther 


+ 
rf 


ferrous 
ind 


cutting 
metals, plastic 
materials 

The cutting power of the new saw 
is said to be due to the fact that 
the 4 hp motor turns over 94 times 
for every revolution of the drive pulley. 
"he band speed is 240 surface FPM 
under load. The continuous flexible 
blade is .020-in thick, 44%-in long and 
-in wide. Blades are available in a 
range of 6 to 32 teeth per inch for all 
types of cutting. 

[he entire machine is 74-in wide 
and 194-in long, and the housing is 
die-cast satin finished aluminum. 

Porter-Cable Machine Co., Syra- 
cuse, N. Y. 


Chain Couplings 
Nine Stock Sizes 
38 Stock Bores 


\ new line of chain couplings to 
take the place of the maker’s malleable 
split taper compression bushings, in 
a wide range of sizes with capacities 
up to and in excess of 150 hp, has 
been announced. 

[he new couplings are composed 
of American Standard roller chain and 
Pearlitic malleable sprockets with 
hardened teeth, and, accommodating 
the split taper compression bushing, 
there is a wide bore selection for each 
size, 

Available in nine stock sizes, with 
38 stock bores, the new chain cou 
plings are supplied individually boxed. 

Browning Manufacturing Com- 
pany, Maysville, Kentucky 
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Pump Unit 


High Pressure, 
Electric Hydraulic 


\ new high electric hy 
draulic pump package, called Series H 
Hi-Thrust pump, has been introduced. 

It is said to be capable of delivering 
2.04 gallons per minute at 8800 psi 
in intermittent operation. 

[he pump is a six-piston whobble 
plate type of operation in either direc 
tion. It is stated that operating speeds 
range from 900 to 2200 rpm displac- 
ing 57 cubic inches per revolution. 
Units are available with 2, 3, or 5 hp, 
220/440 volt, 3 phase, 60 cycle mo 
tors. 

Manco Meg. Co ’ 


pressure 


Bradley, Illinois 


Vise 
Quick Action, 
For Woodworking 
The development of a new dual 
purpose woodworking vise, known as 


Model No. 18-A, has been announced. 
Said to incorporate the advantages 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





of the quick action vise with the 
smooth operation of the continuous 
screw type, the vise jaw may be pushed 
up to the work and a turn of the han 
dle tightens the jaw against the work. 

Ihe vise screw which has a con 
tinuous buttress thread is made from 
extra heavy cold rolled stock. All cast 
ings are semi-stecl and machined to 
very close tolerances. 

Each vise is equipped with th« 
maker’s new type pipe handle; weight 
is approximately 25 pounds, packed in 
individual heavy cartons for easy stor 
ing and shipping. 

The jaws are 7-in wide, 4-in deep, 
and open to 9-in. 

Morgan Vise Company, Chicago, 
Illinois 


Tool Grinder 


Safety Cup Disc 
Prevents Hand Injuries 


\ new 6-in dry carbide tool grinder 
Model D-6, has been announced 

Features claimed by the manufa 
turer include: safety cup disc com 
pletely fills open cup of wheel an 
prevents hand injuries and 
tool into wheel cup; equipped with 
exhaust type wheel guards; tables ad 


dropping 


just in and out by screw feed to com- 
pensate for wheel wear; wheels are 
easily changed; two can 
grind tools at same time with freedom 
f movement and unobstructed vision. 

Hammond Machinery — Builders, 
Inc., Kalamazoo, Michigan 


operators 


Valve 


Alloy Steel, 
For Oil Drilling 


\ new alloy steel mudline valve foi 
the oil drilling industry, the Mud 
wonder, has been developed. 

Said to feature a self-aligning steel 
gate separate from the stem and a 

silient Buna-N seat insert, the mud 
line pressure rather than the 
pressure is responsible for the 
ypen center bonnet with a large 
gate opening is said to keep sand from 
iround 


seal 
seal. 
Che 
llecting or packing either 
gate or stem. 

At the moment, 3000 psi WP (6000 
valves with flanged or screwed 
ends are being produced in 2, 3, and 
t-in sizes. Future plans call for pro 
luction of 1000, 2000, 4000 and 
5000 psi WP valves 

Edward Valves, Inc 
| liana 


»S1 test 


, East Chicago, 


Cutters 


New Model, 
New Series 


['wo new shear-type tools for cut 
ting steel cable and wire rope have 
been developed. 

With passing jaws notched to lock 


the cable in during the cut, it is 
claimed these shears have proved effec 
tive for all cable including ACSR, 
soft and hard rope, stranded guy wir 
and improved plow steel up to Brinell 
$00 or Rockwell C 42 hardness 

The said to minimize 
crushing or deforming either coarse 01 
fine stranded cable in the rapid cut 
ting action. 

Ihe No. 1 cutter 
through @-in diameter, and the large1 
No. 3 cuts all cable through @-in di 
umeter. 

\ new series of heavy duty portabl« 
cutters of all-steel construction with 
heat-treated tubular steel handles has 
company 


design is 


cuts all ¢ able 


ilso been announced by the 

Said to be sufficiently rugged for 
continuous cutting of hard concrete 
reinforcing rods up to 4-in diameter 
ind wire rope and cable up to #-in 
diameter, the new No. 5 cutter is also 
available in models for cutting soft 
bolts, and medium hard rods. 

H.K. Porter, Inc., Somerville, Mass 


Tape 


Acetate Film 
Rayon Reinforced 


\ new self-sticking tape, known as 
No. 16 rayon reinforced acetate film 
tape, has been announced 

According to the manufacturer, 
rayon strands, to reinforce the cleat 
cellulose acetate film and provide high 

Continued on page 137) 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 
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or size END MILL 
your customer needs — 


—the chances are there’s a standard National 
End Mill available from stock. All have the 
famous National cutting edges. The National 


Line gives you the edge! 


NATIONAL TWIST DRILL 
AND TOOL COMPANY 


Rochester, Michigan, U.S.A. 


Distributors in principal cities. Fa-tory Branches: New York 
Detroit * Chicago * Dollas + Son Francisco. 
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Everybody knows 
where Mount Vernon 
can be found... but 


how many buyers of industrial products know 
where to find you and what equipment you 
handle? The quick, economical way to reach your 
prospects is to advertise in the convenient 
‘yellow pages’ of telephone directories. 


Surveys prove that purchasing agents turn to the 
Classified pages regularly in search for new suppliers, 
and for buying information about suppliers such as 
names, addresses, telephone numbers, etc. 


Don’t risk losing future customers and interested 
prospects. Call the Classified Directory Representative 
at your local telephone business office who will be glad 
to assist in planning your ‘yellow pages’ advertising. 
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On The Market Today 


(Starts on page 132) 





tensile strength coupled with good 
shock resistance, make it possible to 
withstand whipping and shock in 
packing such materials as mouldings 
and rod and bar stocks. 

The new tape is said to meet the 
requirements of Railroad Freight Clas- 


sification No. 2, Rule 41, and exceed 
General Services Administration Speci- 
fications PPP-T-97 Type 1, and U. S. 
\ir Force Specifications MIL-T-4522 
Class 11, Type B. 
Permacel Tape Corporation, New 
Brunswick, N. J. 





Gear Drives 
Airborne Accessories Corpo 
ration 132 
Electric Band Saw 
Porter-Cable Machine Co 132 
Chain Couplings 
Browning Manufacturing 
Company 
Pump Unit 
Manco Mfg. Co. 
Vise 
Morgan Vise Company 
Tool Grinder 
Hammond Machinery Build 
ers, Inc 
Valve 
Manning, Maxwell & 
Moore, Inc... 
Cutters 
H. K. Porter, Inc 
Tape 
Permace]l Tape Corporation 
Motors 
Westingheuse Electric Cor- 
poration 
Soldering Guns 
Weller Electric Corporation 
Electronic Scale 
Control Cells Corporation 
Magnetic Sweeper 
Eriez Manufacturing Com 
pany 
Control Valves 
A. W. Cash Valve 
Corp. 
Bulbs 
General Electric 
Clutch Units 
Morse Chain Company 
Pipe Threader 
Lawco Incorporated 
Disc Sanders 
The Skil Corporation 
Handgrinder 
The Dumore Company 
Orbital Sander 
Sundstrand Machine Tool 
Co. 
Wedge Vise 
Stanley ‘Tools 
Coupler 
Foster Manufacturing Con 
pany 
Power Saw 
Consolidated Machinery & 
Supply Company. . 15¢€ 





Index of Manufacturers’ Products 


Sharpening Device 
Waterborg Machinery Co. 
Air Coupler 
Lincoln Engineering Com- 
pany 
Pump 
The 
Co. 
Pumps 
Davton Pump & Mfg. Co. 
Speed Control 
Louis Allis Co... 
Tool Units 
Huot Manufacturing Co.. 
Air Vise 
Heinrich Tools, Inc 
Undercutter Bit 
Carboloy Department of 
General 
pany 
Vinyl Tape 
Van Cleef Bros. Inc., Di 
vision of Johns Manville. 
Solder 
American Solder and Flux 
Co. 
Precision Level 
The Lufkin Rule Company 
Live Center 
The Melin Tool Company. 
Striped Tape 
Westline Products Division, 
Western Lithograph Co. 
Drill 
The Aro Equipment Corp. 
Motor 
U. S. Electrical Motors Inc. 
Dial Indicators 
The L. S. Starrett Company 
Wrenches 
J. H. Williams & Co..... 
Titanium Bolts 
Standard Pressed Steel Co. 
Feeder 
The Detroit Power Screw- 
driver Company. 
Pinch Type Jaws 
The Cushman Chuck Com- 
pany 
Demagnetizer 
L-W Chuck Company... . 
Matting 
The Goodyear Tire & Rub- 
ber Co 
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NEW 


HORTON 


SHOW 
SELL 





Another Horton first, this sales aid 
gives you the lever to pry open the 
accounts that mean sales and 
repeat business. 

The Horton Demonstrators are 
exact in every detail and show the 
internal operation of the chuck. 
Now you can actually SHOW the 
built-in Horton Extras. 

Set up a date with your Horton 
Representative NOW while this 
new idea is hot! 


HORTON 
CHUCK 





Motors 


Better Insulation, 
Improved Ventilation 


A new induction motor—the Life 
Line A—said to feature improved ven- 
tilation, better insulation, a more efh- 
cient and better protected bearing, 


emonstrate and be quieter and smaller per horse 


power, has been announced. 


when you d ; 
, Conf to the : NEMA 
MITI-MITE Fs ae Bay Sg nage 


| of cast iron, and all finishes are corro- 
: Tools | , 
Magnetic Base 4 sion resistant. 

One of the many improvements 
claimed by the maker is that the sheet 
steel in the motors has been reduced 
by 15 percent but due to proper selec 
, tion of high grade silicon steels, elec 
magnetic base tools just show your customer how easily trical losses have been reduced by as 
much as 20 per cent for a given flux 
and he'll be n tellin i th | Miti . density. 

” | i Q *., : 
9 g you all the places Miti-Mites could be : Westinghouse Electric Corpora 
tion, Pittsburgh, Pa. 


There are hundreds of uses in every shop for Miti-Mite 


they can be positioned on any round or flat ferrous surface 


used in his shop. Then tell him about the complete Miti-Mite 


line . . . 4 different Indicator Holders, 2 different Handi-Lites, 


the 4-power Magnifier and the Portable De-magnetizer . . . and S : 
oldering Guns 


you'll find sales come easy. 
Increased Power 


BOOKLETS AND CATALOG PAGES to help you sell are avail- Up To 275 Watts 


able, and Lufkin's nation-wide advertising program is helping Completely restyled end improved 
soldering guns have been announced, 
and increased power up to 275 watts 
is one of the features claimed by the 
manufacturer. 

USE THIS FREE MITI-MITE A new heavy-duty model D-550 with 


DISPLAY TO INCREASE : eth ' a dual heat feature is said to afford 
COUNTER SALES = E extra capacity where high heat is re- 
quired, and provide a substantial in- 

We will furnish this attractive crease in tip life. 
Two new industrial models are avail- 


pre-sell your prospects. 


4-color all metal counter display 
free of charge to stocking dis- 
tributors of Lufkin Miti-Mites. 


SELL {UFKIN TAPES © RULES © PRECISION TOOLS 
THE LUFKIN RULE CO., Saginaw, Michigan 


132-138 Lafayette St., New York City + Barrie, Ontario 
300 


SOLD ONLY THROUGH DISTRIBUTORS Cintas! paar 
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Some 
IS FIRST TO YOUR 
INDUSTRIAL CUSTOMERS 


TO AID YOU 


MILWAUKEE SERVICE 
INCLUDES... 


* Full Cooperation with our Distributors 


* Industrial Brushes of the finest quality 


* Shipments Made with Promptness 


Regarding Yourself 


You can make MILWAUKEE your 
source of supply and give your 
customers the kind of service that 
builds business for you. Our or- 
ganization is keyed to COOPERA- 
TION, to QUALITY production, and 
to PROMPTNESS in handling or- 
ders whether large or small. In- 
cluded in our service and tied to 
quality is PRODUCT UNIFORM- 
ITY. Purchases made today, to- 
morrow, and for  re-orders— 
whether a few or many—of any 
type are always UNIFORM. Our 
department for special types is at 
your service. 


Regarding Your Customers 


Your customers today are making 
every effort to realize adequate 
profit margins. They have their 
problems because of high produc- 
tion costs and yet do their pricing 
to meet competition. To achieve 
fair profits your customers must 
find the answers to lower produc- 
tion costs in their various proc- 
esses. The right equipment is one 
sure answer. In this you have MIL- 
WAUKEE Power Driven Brushes 
to help your customers speed up 
work and assure quality results. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 


2212-36 NORTH 30th STREET 
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Another PL U S | ° 
for Carboloy, Distributors Quality Contr O 





h 









to pianos 





Carboloy Created-Metals 
are answering many design, 
production and cost problems § 











Today, more than ever, Carboloy Created-Metals are 
being applied across-the-board in industry. They are solv- g 
~ 






ing problems in the fields of woodworking, metalworking 





ceramics, chemicals, textiles, mining. transportation. elec- 






tronics, and petroleum. In these and in many other in- f { 
dustries, Carboloy engineers can bring to the applications / 




















of Created-Metals, the most advanced engineering and 
development facilities. What engineering problems do 
you have? Are you trying to increase production runs’ 
Improve performance’? Decrease costs’ Reduce wear’ 
Decrease product size? Eliminate parts? More closely 
control temperatures” Let Carboloy technicians assist you Tt brachere tn 


_ CARBOLOY. 
CREATED-METALS 





are applying Created- 


costs, Write on your com- 
any letterhead ‘for this 
Teoshare ‘Changing the 
Ghape of the Future with 
Carboloy Created- Metals.” 





‘Casbotoy the todemert for products of the } werens evra of 1 
Cartole, Deoertment of General Cle. Compory Eleciric pany 
a :. 11169 E. § Mile Road. 
Michigan 


ORS holy 
teuate tempereture 





switches, time - delay 
deviets, and in other 
controls, 








A 


\ comprehensive program 
Carboloy Distributors by inf 
+ cheng products and services. This is the second of 
Guring 1954, in Fortune, Newsweek, Busine W 

Modern Industry ry : = 


F ——a 


a series appearing 
, . 
Dun’s Review and 


» Factory Management & Maintenance and Mill & Factory 
gement & Maintenance —— Se actory. 
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means repeat sales 


Carboloy policy of rigid manufacturing controls 


helps create continuing customer confidence 


that makes the distributor's job easier 


HIs confidence that carbide users have 
: ee Carboloy quality results in con- 
fidence in Authorized Carboloy Distrib- 
utors — an all-important sales plus. 


Confidence in the dependable perform- 
ance of Carboloy products has grown 
constantly over the past 26 years. A large 
share of the credit goes to two long- 


standing Carboloy programs: 


Examining microstructure with metallograph 


1. Quality control. All Carboloy cemented 
carbides are subjected to 29 rigid quality 


control tests. These tests guarantee de- 


pendability and performance of the 


highest order. 


Analyzing carbide powders with Leco 
carbon determinator 


2. Continuing carbide development. De- 
velopment of new carbide grades is a 
continuous process. And each new im- 
provement is promptly passed on to in- 
dustry through the Authorized Carboloy 
Distributor. 


All this is but one part of an over-all 
program designed to offer every possible 
engineering, manufacturing and market- 
ing advantage to Carboloy Distributors. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


11131 E. 8 Mile Street, Detroit 32, Michigan 


“Carboloy” is the trademark for products of the Carboloy Department of General Electric Company 
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_ GREATER PROFITS 
CLIPPER 


*) v Constant Consumer Demand 


. 


N No Factory Sales to Users 
»V Nationally Advertised 


Firm Resale Price Policy f° 


." 
\ 
~ 
.) 


\ 
w 
WN 


is 
: 


3S) Sold ONLY oe 
wer Through Authorized Distributors AN 


Highest Uniform Quality . 


2 ee eee 











show your customers how much time they can save— 


WiltOmatic 


USING VISE X, CLAMPING TIME ) MINUTE X 


and you’ve sold them i, 1 N 








_ 
usinc WiltOmatic, CLAMPING TIME 3 secone 








WiltOmatic power vises operate both manually—like ordinary vises—and automatically, 
from compressed air lines or gas cylinders. On automatic, clamping is a split-second 
operation. Hydraulic booster cylinders provide instant firm grip, and foot-pedal control 
leaves the worker's hands free. WiltOmatic vises are real time savers on any repeat 


operation, 





only 
iltOmatic 
reduces clamping 
loa split-second 
operation... 
converts instantly 


‘‘naomas © WILTON TOOL MFG.CO.\Inc. 


automatic to . 
manual %25 Wrightwood Avenue Chicago 14, Ill. 





tear out this ad and send it to us for your free copy of the Wilton catalog. 
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able; the single heat 250 watt, or the 
dual-heat 200-275 watt model. 

The pistol grip has now been cen 
tered under the housing, and all 
models are equipped with dual spot- 
lights for accurate soldering even in 
dark corners. 

Weller Electric Corporation, Easton, 


Pa. 


Electronic Scale 


Weighs Up To 
40,000 Pounds 


A new scale or weight indicator, 
consisting essentially of a small plat 
form containing the electronic weight 
sensing element and a separate dial 
connected to the platform by an cle 
trical cable, has been developed 

According to the maker, the new 
equipment will weigh up to 40,000 
Ibs, and the platform weighs 35 Ibs 
with a handle for lifting and moving 
Ihe dial can be installed for remote 
control. Weighing is accomplished 
by plugging in the scale at the nearest 
110-volt outlet, or operation may be 
by battery. 

Claimed to be unaffected by 
weather, temperature or shock, it is 
recommended for outdoor use, and 
in such applications as materials han 
dling, processing and production. 

The electronic scale may be used as 
a platform scale, or one or more of the 
weight sensing elements may be built 
into other equipment, such as lifting 
forks, conveyors, assembly lines and 
wheels. 

Control Cells Corporation, Wichita, 
Kansas 


Magnetic Sweeper 


With Detachable 
Magnetic Element 


The Sweeperette, a rotary non-elec- 
tric magnetic sweeper with a detach- 
able magnetic element, has been 
introduced. 

When used as a_hand-propelled 
rolling sweeper, the Alnico V magnetic 
tube is said to pick up small metal 
chips, filings, nails, tacks which auto 
matically spread themselves over the 
rotating tube’s entire surface to a 
depth of 3-in. 


Unloading the 1-in diameter tube is 








This 1S Your ad Jacobs Chuck ads appear 


regularly in industrial magazines. They direct customers to you 
and help make your selling easier. You make your own selling 
easier, too, when you start off by talking Jacobs, the world’s 
most famous chuck. The Jacobs Manufacturing Company, West 


Hartford 10, Connecticut. 
IF IT’S A JACOBS 


IT HOLDS... Business for You 


Advertisements like 

this one appear 
regularly in 

MILL AND FACTORY 
MACHINERY 

AMERICAN MACHINIST 
CANADIAN MACHINERY 
MODERN MACHINE SHOP 
TOOL ENGINEER 








Jacobs and your 


local distributor 


... first in chucks 


first in service 





Every Jacobs Advertisement 
Features the Industrial Supply Distributor’s Service 
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scaninc GRINDERS 


CARBIDE TOOL GRINDER 


BALDOR builds a complete line of bench and pedes- 
tal type grinders (including the special Carbide 
Too! Grinder shown above). 6” to 12° wheels, bal- 
anced for smooth operation and precision grinding. 
Ball-bearings in dust-proof housing are lubricated for 


BALDOR ELECTRIC CO. 


accomplished by removing it from the 
4364 Duncon Ave. ST. LOUIS 10, MO. 


unit and clearing the accumulated 
metal with a neoprene wiper ring. 
According to the maker, the mag- 
netic element, used as a wand, can be 
employed to retrieve fine ferrous ma- 
terial, as a skimmer or coolant cleancr, 
an underwater recovery magnet, or a 
magnetic collector. The magnetic ac- 
tion of the tube is guaranteed forever. 
The Sweeperette comes in overall ey aaa 
" " ° eevee 
widths from 10%:-in to 34%-in; the mth Pests V: Deets Rest a’: Pa 
tube may be purchased separately in 
lengths from 8-in to 32- in. 
Eriez Manufacturing Company, 
Erie, Pennsylvania 


SOLD 
THRU 
DISTRIBU- 
TORS 


Ask for 
Bulletin 
321-H 


Control Valves 


Automatically Maintain 

Constant Back Pressure 

A new Type KD automatic back 
pressure control valve series has been 


announced. 
According to the maker, constant 


SHIM STOCK 


For further information, 
write 160 Canal Street 


CLARK Bros Bout (p 


MILLDALE, CONN 


Midland Ave. « Detroit 3. Mich. 


(Continued on page 148) See Us At The Tool Show, Booth 440, Precision Hall 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 





This salesman sells the whole line! 


Give your salesmen Armour Coated Abrasives— 
they sell faster because they're precision-made! 


Nearly every plant your salesmen call on uses coated abrasives 
—and every plant wants the sharpest, longest-lasting abrasives 
it can buy. Many of them have used Armour’s precision abra- 
sives for over fifty years—they like the high quality of Armour’s 
complete line. That acceptance, that volume is what your 
salesmen need to make more dollars per call! 

Armour pre-sells your prospects and customers. Direct mail 
and advertising explain how our electrocoating process makes 
Armour abrasives strong and firm and how a special heat- 
treating process makes the grains extra tough. Interesting 
booklets and pamphlets as well as “giveaways” help make 
the sale. From then on, your salesmen and a superior product 
take over for steady, continuing sales. 

You will be interested in the new Armour Technical Appli- 
cation Laboratory, full of the latest equipment to help solve 
problems for distributors’ customers. With backing like this, 
your salesmen can’t help but get more dollars per call. 

If you're interested in handling the Armour line of preci- 
sion coated abrasives, write us today! 


Coaled AMcasives 


Armour and Company «* North Benton Road + Alliance, Ohio 


~ 


\ G } 
= 
(ST T7711 LL 


* 
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THE ALLEN NEWSLETTER 


TO INDUSTRIAL DISTRIBUTORS 


FROM THE ALLEN MANUFACTURING CO. _ HARTFORD 3, CONNECTICUT 


Gentlemen: 


Many thanks for your favorable comments on our first Allen 
Newsletter. Here is the second of the series with more information 
that we think will help you, the Industrial Distributor. Each story 
in this series of letters has been selected and written with one ques-— 
tion in mind———-WILL THIS INTEREST AND HELP THE INDUSTRIAL DISTRIBUTOR? 
We need your comments and criticism, so, if we step off base, please 
feel free to complain. This is your letter. 


o 7. * 


Quality control came under a searching discussion at Allen 
through a series of meetings with setup men and key operators. The 
meetings, held for two hours a week for three consecutive weeks, 
opened with a panel of supervisors discussing: 

CUSTOMER RELATIONS AND IMPROVED QUALITY 


METHODS FOR IMPROVING QUALITY 
RESPONSIBILITY FOR IMPROVING QUALITY 


The program was designed to stimulate interest in improving 
quality, not as an abstract idea but as the personal responsibility of 
every employee of Allen. Supervisors brought to the attention of the 
men how one error in the plant can set off a chain reaction of trouble 


for the distributor and user. 


A new descriptive folder on 
the Allenpoint Set Screws and Leader 
Point Cap Screws is available to all 
Allen Distributors. Order copies for 
your next mailing to your customers. 
Form number is C 33 A (2-1-54). 


* * 


Handling a wide variety of industrial products as you do 
every day, you know that the true quality of a product shows up in the 
small details of manufacturing that are often overlooked. For ex- 
ample: compare the Allen Cap Screw against any other type. Note that 
the shoulder of the head has been carefully machined at right angles 
to the threaded body. Other types have a fillet of a size that 
prevents the head from drawing flush when the screw is tightened. 


Certainly a small detail but not an insignificant one. That 
extra manufacturing step is typical of the care that goes into every 
Allen product. The cost of this extra machining is absorbed by Allen 
to improve the appearance and efficiency of the Leader Point Cap 
Screws. 
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Your response to our offer of a 
technical bulletin and a sample envelope of 
Allen products has been tremendous. One 
hundred twenty-three Distributors ordered 
these sales aids for their salesmen and 
customers. Remember that these sales aids 
are yours. They don't do any good gathering 
2 dust on a shelf. Regular mailings to your 
EE customers are one of 
the best and cheapest ways to keep your name 
constantly in the customer's mind and at the 
time to increase your sale of Allen products. 


. * 


Any Allen Distributor who wants to 
feature Allen products for a month can have a 
loan of this display. Write to our advertising 
department for more details. 


* . * 


Meet Harland D. Cram 
(much better known as "EZ") 


SALESMAN—OF-—-THE-—MONTH 


In his job as Assistant Sales 
Manager, "Ez" Cram has built in twenty 
years an almost legendary reputation for 
getting orders through from the plant to 
the distributor. "Ez" is a specialist at 
expediting orders for anyone who needs 
Allen products "yesterday." An Allen Dis- 
tributor in a man can always get a helping 
hand from "Ez" Cram. 


. * 


M MANUFACTURING COMPANY 
AETTOES, COumTEeTI CET 





This month we have an interesting question for your com-— 
ments. We'd like to hear from you on: 


Should the manufacturer's advertising 
promote the industrial distributor's 
services — or would it do more for him 
if the manufacturer sticks to the 
advantages of his product and leaves 
the distributor to handle the job of 
selling the value of his own services 
to his own customers? 
For the best answer, postmarked 
before June 1, we will award a combination 
attache and brief case. In our August News— 
letter we will announce the winner and 
publish excerpts from the winning letter. No 
entries can be returned, the decision of the 
judges will be final. 
Cordially yours, 
W. D. Horner 


LOH 


Sales Manager 
Allen Manufacturing Company 
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back pressure is maintained on the in- 
let side, regardless of variation of pres- 
sure at the valve outlet, and regardless 


of changes in demand or flow. 

The new valves are said to give high 
capacity because of the multiple 
ported seat arrangement. They are 
available in pipe sizes ranging from 

' t-in to 2-in, screwed ends, with or 
5 PP without a hand wheel for manual 


pressure adjustment. 
A. W. Cash Valve Mfg. Corp., 
Decatur, Illinois 


ANTI-CORROSIVE 
we STAINLESS STEEL FASTENINGS 


LOWER PRICE! Superior production 
capacity and know-how means lower costs! 
Consistent top quality eliminates your 
rejection headaches, too! Anti-Corrosive 
is America’s oldest and largest firm dealing 


exclusively in stainless steel fastenings! 


AVAILABILITY! Anti-Corrosive’s IN B Ib 
STOCK inventory of more than 9,000 UIDS 
varieties and sizes of stainless steel fasten- 200-watt 


Size Reduced 


Reduction in the size, and improve- 
ment in the performance, of the 200- 
watt incandescent light bulb have been 
announced. 

The new size is said to permit in- 
SERVICE! Whether you want informa- dustrial users to increase the light out- 

put from fixtures now using 150-watt 


tion, quotations or shipments, you can bulbs. It is claimed to be more than 


ings means immediate delivery for your 
sales! Special orders are delivered faster, 
too, due to streamlined production sched- 


ules for these important items. 


count on Anti-Corrosive for faster service! 
You get the right product at the right 
time for the right price . . . a combination 


an inch shorter, and five-eighths of an 
inch smaller in diameter, than existing 
200-watt bulbs. 

New features are a coiled-coil fila- 


ment, said to maintain light output 
more effectively through the lamp’s 
life, and a heat-reflecting disk said to 
serve to hold down the operating tem 
perature of the base in all tvpes of 
sockets. 

General Electric, Cleveland, Ohio 


that means more sales for you! 


Write for FREE Catalog 
54L, the one complete ref- 
erence handbook to stain- 
less steel fastenings! Avail- 
ability of varieties, sizes 
. plus prices and dis- 
counts .. . at a glancel Clutch Units 
One-way, 

Cam-type 


\ new line of cam-type, one-way 
clutch units, designed to serve as back- 
stop (anti-rotation), indexing and 

VY METAL PRODUCTS CO., INC. overrunning clutches in a variety of 
‘. machines, has been announced 
Castleton-on-Hudson, Known as 200 Series cam clutches, 
New York these units are made with OD dimen- 
sions and tolerances corresponding to 
seven sizes of standard 200 Series ball 
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LOOK in this BOOKLET 
glad about Tool Maltdiiala! 


when you’re 








A-L OFFERS YOU 
Complete Service 
for Modern Tooling 


By “complete” is meant 
thar Allegheny Ludlum 
produces the full range 
of modern cutting tool 
materials, hence is in 
position to know and 
recommend the type best 
suited for any stated pur- 
pose. Unbiased content 
makes the 8%" x 11” 
booklet, shown, all the 
more valuable. Specify 
its title, “Cutting Tool 
Materials.” 


ADDRESS DEPT. ID-52 








You should have a personal copy of 
this 36-page booklet close at hand, if 
you are continually running into new 
cutting problems. Use it as a guide to 
quick answers to scores of possible 
questions such as: 

“Should we use Carbide on this job? 
What grade?” .. . or, “How about tool- 
ing up with Cast Alloy for that other 
run?” ... or, “Can we cut this extra- 
tough stock fast enough with our usual 
grade of High Speed Steel?” 





This booklet in no way replaces, but 
does supplement, what you can learn 


by practical experience or what you can 
gain by calling in an A-L tool engineer. 
In compact form and quite impartially, 
the booklet presents the basic facts that 
enable you to speedily compare the 
suitability of various tool materials for 
specific uses. Send today for your free 
copy. There is no obligation involved. 
@ Allegheny Ludlum Steel Corporation, 
Henry W. Oliver Bldg., Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny Ludlum 


FINE too. Tee 
Since 1854 


weo 3703 
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LATE FASTENERS FOR CONVEYOR BELTS 


PLATEGRIP 








Make strong dust-tight 


joints in belts of any width. 


Special design spreads tension 


across belt, allow natural bearings. The new clutches have no 

inner race; the full complement of 

assures smooth cams bear directly on a hardened shaft 

surface. Thus, it is pointed out by 

the maker, individual clutch units can 

be mounted in a machine housing 

bore adjacent to the ball bearing sup- 

porting the shaft on which the clutch 
acts. 

When applied as a backstop or 
anti-rotation unit in a machine drive, 
the outer race of the clutch is keyed 

| to the housing bore. 

As an indexing unit, the cam 
clutches act as self-contained ratchets 
with an infinite number of teeth. 
The cam clutches are said to be ideal 

| units for general overrunning applica- 
tions since they engage instantly when 
torque is applied and disengage in- 
stantly when torque ceases. 

Morse Chain Company, Detroit, 
Michigan 


* (ISTYLE 800D STACKING BOX § pipe Threader 


* Reinforced : 
COMPLETE Gaon | Weighs 20 Ibs., 
Threads Up To 4-in. 


: ‘i * Drop Handle 
SHOP 2 Each End 
— ’ A new portable power pipe threader, 

BOX - oqgeousties said to weigh 20 Ibs. and thread up to 
a. : onstruction 4-in pipe, has been announced. 

, a! * Four Rivets for Complete operation is done with 
SHOP Extra Strength one hand, and the compact threader 
* Continuous is powered with a ? hp Sioux motor, 
EQUIPMENT a 110 AC or DC. The maker also states 
CATALOG — the threader will not break or fracture. 
OTHER SIZES AND STYLES AVAILABLE The new threader is 27-in long, 44-in 
AND ride, 74-in hi 
Width Length Height Stel” Pisin Green a lS "| a Hutchins 
DISCOUNTS i. ame. $3.58 k *P — 
7 ¥ 3 2% : Kansas 


ON iv a is 248 
10° x | a * ”} 
1e 6° 18 2.42 


REQUEST 
- - es | Disc Sanders 


iv 
PHONE @ WIRE @ WRITE | New Front 
BAidwin 9-1805 Handle Location 


Two new disc sanders, a 7-in stand- 
BAY PRODUCTS INC. cad «ten hampiepream taeee 
Model 852, have been introduced. 


1577 W. INDIANA AVE., PHILA., 32, PA. Special features claimed by the 








Reesae 
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Seep se. ¥. 


Sia. 
I 


Feed water heater and main steam line insulated with 
“Featherweight” 85% Magnesia. Rice Hotel, Houston, Tex 


ANOTHER PROFITABLE APPLICATION OF 


\ 
4 a 
Teathorweighit- 85% MAGNESIA INSULATION 





““Featherweight’’ 85% Magnesia is a durable, 
efficient insulation designed to serve a wide variety 
of applications. By itself it is effective at insulating 
piping and equipment with temperatures up to 
600°F. In combination with K&M Hy-Temp 
Insulation (diatomaceous silica) its range is ex- 
tended to 1900°F 


To simplify your handling, ordering, and inven- 
tory, “Featherweight” is made in ‘Simplified 


Thicknesses”’—that is, every size and thickness 


will fit over or within another size and thickness. 


In addition to “Featherweight”, K&M makes 
many dependable low pressure insulations. Thus, 
as a K&M distributor, you can profitably offer 
your customers a complete line of high-quality 
products to meet practically any insulating need. 
Write for details today. 


iM. 
KEASBEY & MATTISON company «+ AMBLER + PENNSYLVANIA 


Nature made asbestos... Keasbey & Mattison has made it serve mankind since 1873 
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YOU CAN'T HANDLE 


A BETTER LINE FOR 
STEADY PROFITS 
ite, 


CUB 


Widely used throughout all industries. Exclu- 
sive features which mean longer life and 
greater efficiency help to keep STANDARD 
Transmissions in steady demand... your assur- 
ance of steady profits. 


FEATURES 


THOUSANDS OF SPEEDS INSTANTLY 
SPEED RANGE WITH “A” BELTS UP TO 10-1 
AUTOMATIC, POSITIVE BELT ALIGNMENT 
SMOOTH, LONG WEARING PULLEYS 
MACHINED CAST IRON CONSTRUCTION 
PRECISION BALL BEARINGS 

HARDENED — GROUND SHAFT 

BRONZE SLEEVES FOR CENTER PULLEY 
COMPACT — EASILY INSTALLED 











BENCH MODEL NO. 2 
FLOOR MODEL NO. 3 (NOT SHOWN) 


Available in dry-cut or wet-cut models — bench 
or floor type 

* LIFTS ON RETURN STROKE + BALL BEARING 
GUIDE + AUTOMATIC CUT-OFF SWITCH + ANGLE 
CUTTING BY TURNING SAW (SAW TURNS INSTEAD 
OF WORK) 





MULTIPLE CARRIAGE LATHE STOPS — to fit most 
populor engine lothes 





Send coupon for literature and distribyter plen 





o°W. UNION STREET 
SADENA 1, CALIF. 


Send me complete literature and distributor 
proposition 
TRANSMISSION [) 


Name 





J 





saAwo stor 


®eaeeeee ee 


Compeny 
Address . —_ 


etteeneeceane 
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maker are: a new front handle location 
which takes weight off user’s hands 
and puts it on work; shorter length 
and lighter weight to minimize worker 
fatigue, and low maintenance cost. 
A new, higher speed of 4,500 rpm is 
said to give peak efficiency and faster 
results. 

Standard equipment includes a 7-in 
molded rubber backing pad, backing 
pad nut, flange for grinding wheel, 
three assorted sanding discs, detach- 
able front handle for right or left 
hand use, tool rest, wrench and a 
3-wire cord and connector. 

I'he Skil Corporation, Chicago, Il. 


Handgrinder 
New Heavy-duty Series, 
For Grinding & Milling 


Designed for grinding and milling,| 
a new Series 35 handgrinder, has been} 
announced. 

Features claimed by the maker in-| 
clude: 4 hp  continuous-duty-rated 
universal motor delivers speeds up to| 
35,000 rpm; available for 115V or 
230 V DC or AC, 0-60 cycle opera 
tion with 4-in or 4-in collet chuck; 
can be used with tungsten carbide 
mills, high-speed cutters, mounted 
wheels and points, and abrasive bands, 
for grinding, milling, finishing, and 
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It's easy to see 


@ ee what CARBORUNDUM is doing for 
Distributors in '54. Just look at this 
compelling, full-color ‘stopper’ 
read the thought-provoking story. 


Your customers, too, 
will find 


It's hard to miss 


@eeas they see this powerful mes- 
sage—and many others like it— 
in their favorite metal-working 
magazines throughout the year. 


eeea hard-working tool to help you 
sell more quality abrasive products 
to customers and prospects... 


abrasive products by 


CARBORUNDUM 


REGISTERED TRADE MARK 


THe CARBORUNDUM COMPANY, Niagara Falls, N. Y 














PNM feo) Ge lale mete) eal —me elk" 3 
makes this a smart buy 


6,000-r.p.m. wheel speed is 


Watch rough grinding problems 
melt away fast, safe/y...when a 
CARBOFLEX Depressed Center 
Wheel goes to work. Undercut and 
reduce heavy welds, rough off fins 
and sharp edges, notch and cut off 
gates and risers, remove surface 


stopped 


defects. Breeze through any general 
purpose roughing, slotting or cut-off 
operation in record time...with 
maximum safety. CARBOFLEX Wheels 
by CARBORUNDUM combine extreme 
high strength and resistance to 
cracking with maximum cutting abil- 


Through application “know-how” and product quality 


by 1/10,000 sec. stroboscopic exposure. (Whee 





| guard removed to show detail.) 


ity give you more production at 
less abrasive cost. Both sides of these 
strong, fabric-reinforced wheels are 
knurled. Cut with either side plus the 
edge. Call your CARBORUNDUM Dis 
tributor or Salesman today fora dem 
onstration of this new cost-cutter 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more in your abrasive 


C—O — 








A NEW MARKETING OPPORTUNITY 
FOR INDUSTRIAL DISTRIBUTORS 


No bigger than a brief case! 


Carries anywhere, weighs large loads 
faster and easier 


Here’s a completely new industrial tool — with virtually 

limitless possibilities. Your market is everywhere — in every 
industry — wherever there are processing or materials handling 
operations. It’s a big-volume market. Dramatic time and cost savings 
are possible in many instances. Simple to operate, with electronic 
speed and accuracy, and amazingly high capacity and convenience. 
Rugged, safe, trouble-free construction. No complicated 
installation — just place it, plug it in, and weigh! May be used 
singly or in combinations — or may be engineered into permanent 
equipment. Priced at a fraction of the cost of platform scales of 
similar capacity. Easily carried in car for demonstration. 





Attractive distributor 
franchises are now being 
allocated. For literature 
and complete information, 


write: 








CONTROL CELLS CORPORATION 


511 North Hillside . Wichita 6, Kansas 
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STANDARD for 
ough fots auue (881" 


* 





- Red Shield says: 


Sy [elitololgo Myla dia-M-lule lll -islle md s\-talel tt Mela-Meh Zell lel) | Micla Zell mattiielulemialele 
Vi vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pré- 
ferred and promoted. Standardize with Standard. It is a good line to represent. 





STANDARD OOL (60. 


* 3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK « DETROIT © CHICAGO + DALLAS «© SAN FRANCISCO 





THE STANDARD LINE: [/wist Drills « Reamers - Taps - Dies - Milling Cutters - End Mills « Hobs - Counterbores - Special Tools 





You profit 4 ways 
handling the Sarco line 





You make easier sales 
because Sarco pre-sells 
the men who write the 
orders. Month after 
month over a million 


You lower fixed costs 
because Sarco makes all 
5 types of traps. You 
handle one line to meet 
all your customers’ trap- 
ping needs. That means hard-selling advertise- 
more simplified handling ments and direct mail 
and bookkeeping, more time saved for your pieces reach your customers and prospects 
— open doors to easier sales for you. 





buyers and salesmen. 





You make extra sales : be) : You get repeat business 
because along witha +O, Oe because Sarco depend- 
complete line of traps, <= : ability means satisfied 
Sarco offers a compre- customers. . . and sat- 
hensive line of allied —< isfied customers mean 
heating specialties, tem- repeat orders. The big- 
perature controllers, and gest names in industry 
strainers. Sell a trap and you can also sell ... Ford, U. S. Steel, Pratt & Whitney Air- 
use Sarco time and time again. 





a number of related items. craft... 


Interested? Let us tell you more 
about how profitable it is to handle 
Sarco. Call your local Sarco repre- 


sentative, or write to Sarco Company, A Complete Line of Steam Traps - 
Inc., Empire State Building, New Heating Specialties ~ Strainers ~ 


York 1, N. ¥. 
i Temperature Controllers 














| | S/ |e 


Thermostatic Float- Camlift Bucket Liquid Therm jc iator Electric Valves 
Steam Traps Thermostatic Steam Traps Expansion —. (solenoid) 
Steam Traps Steam Traps 
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polishing materials ranging from wood 
to hard alloy steel. 

Overall length including chuck is 
103-in. Body diameter is 21%-in, while 
small diameter is l*s-in. The new 
handgrinder weighs slightly over 3 Ibs. 

The Dumore Company, Racine, 
Wisconsin 


Orbital Sander 


Speeds Rough 
Sanding Jobs 


Development of a new orbital-type 
sander for fast material removal has 
been announced. 

The speed of operation up to 6VU0U 
cycles per minute) is said to make the 
new sander ideal for rough sanding 
and preliminary operations by provid 
ing quick, economical “make-ready” 
for finer finishing where needed 

Said to feature built-in water attach 
ment for wet sanding, the new unit 
weighs 44 Ibs, and air consumption rc 
quired is 54 to 7 cubic feet per minute 

Sundstrand Machine Tool Co., 
Pneumatic Division, Rockford, Illinois 


Wedge Vise 


Low Cost 
Holding Power 


A new wedge vise, No. 1240, said 
to fasten quickly to any bench by 
means of three screws, has been an 
nounced. 

The new vise consists of a heavy 
gage steel wedge-shaped base and a 
































J IUUL 


Advertising and Sales Material 
Helps You Sell More 


Each month, thousands of your customers are told about the 
advantages of Flex-O-Tube hose, reusable fittings and hose assem- 
blies in leading trade journals. 


Are they interested? You bet they are . . . we have the inquiries 
to prove it. This kind of consistent, effective advertising helps you 
sell your present customers more easily and opens important new 
doors for these and your other lines. 


But that’s not all; Flex-O-Tube also provides you with effective 
selling tools. Catalogs are easy to use and contain complete tech- 
nical information—price lists and other material are simple and 
clear cut. 


If you are an established supply or 
engineering specialty house, we will 


be happy to discuss our industrial dis- 
tribution program with you in detail. 


VAT 
U | 





DIVISION OF MERIDAN CORPORATION 


756 FOURTEENTH DETROIT 16, MICHIGAN 
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SOLD ONLY 
THROUGH 
F DISTRIBUTORS 





ATHOL PROTECTS 
ITS DISTRIBUTORS 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steamfitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 
stone Frames. 


ATHOL builds the complete vise in its own foundry and machine shop. 


Athol Machine & Foundry Co. Athol, Massachusetts 











For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from ¥4-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities ¥2-ton 
and 1I-ton. Request bulletin 1520. 





CONCO I-BEAM TROLLEYS 
Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 


Request bulletin 1510. 
CRANE: WUSTS 


f 
rs =F 
CONCO ENGINEERING WORKS PLONE 


Division of H. D. Conkey & Co., Division Street, Mendota, Illinois 
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hard maple block with a hooked end 


| for wedging stock into working posi- 


tion. 

Another new product announced by 
the company is a butt marker designed 
to cut perfect mortises. 

The new butt marker has three cut- 
ting edges; door and jamb are marked 
for the top of the hinge leaf. It is 
available in three sizes for standard 
butts: Nos. 373—3-in, 373—34, and 
374—+4-in, individually packed in a 
red plastic carrying case. 

Stanley Tools, New Britain, Conn. 


“ay BM) 
Lf 


a 


Coupler 


Automatic, 
Detachable 


A new, automatic, quick detachable 
coupler identified as the Foster-matic 
and recommended for air reciprocating 
tools is now available. 

According to the maker, the new 
coupler cannot be hammered to pieces; 
will not fall apart or blow apart; holds 
tighter yet swivels freely; 1s light in 
weight; and can be attached directly to 
the tool without the use of lead hoses. 
The half moon “dogs” are said to offer 
long bands of gripping contact. 

Foster Manufacturing Company, St. 
Louis, Missouri 


Power Saw 


Radial Arm With 
Ground Tracks 


An addition to their Comet line of 
radial power saws, the Utility, has been 
announced by the manufacturer. 

Built on the retractable arm princi- 
ple, the hardened steel bar with 














Just Push 
Tube Into 
Fitting 
Without 
Removing Nut 


The sleeve 

on Hi-Duty 

Fittings shears off 

during assembly and 

becomes permanently 

attached to tube. Fitting 

will make repeated tight 
reconnections. 


For Tubing %" to %" O.D. 
Ask for Bulletin No. 3002 


Average Time Required to Assemble Fittings 


Joints 
per Hour 


Average Time 
Each Joint 


Type of 
Fitting 


for Your Customers 
on Installation Time 
and Cost 


with IMPERIA 
FL Dura’ 
TUBE FITTINGS 


Furnished in Brass, 
Aluminum, Steel 
and Stainless Steel 


Compared to COMPRESSION FITTINGS 


Repeated, thorough tests under field conditions reveal that 
Imperial Hi-Duty Fittings can be assembled in an average 
time of 13.2 seconds . . . whereas regular compression type 
fittings take an average of 20.8 seconds. This is a 36% 
saving in time . . . and precious labor. 


Compared to FLARED FITTINGS 
Here the savings in time are even more striking since it 
takes 45 seconds on the average to install a flare fitting 
compared to 13.2 for Hi-Duty . . . a saving of 71% in time. 
A man can assemble better than 3 Hi-Duty Fittings in the 
time it takes to assemble 1 flare fitting. 


Why is the HI-DUTY FITTING so much Easier and Quicker 
to Assemble? 

Fitting furnished with integrated nut and sleeve 

To get a tight joint, simply insert tube into fitting and 
tighten nut. No loose sleeve to drop .. . no flaring re- 
quired. Makes repeated tight reconnections. 


MAKES STRONGER JOINTS 


Because sleeve is always in perfect alignment when joint 
is made and because its design minimizes deformation of 
tubing, Hi-Duty Fittings assure stronger joints that remain 


leakproof even under severe service. Tests show Hi-Duty 
joints will stand over 5 times as much vibration as joints 
made with ordinary compression or flare fittings. 


HI-DUTY 13.2 sec. 274 
Regular 


Compression 20.8 sec. 











Flare 45 sec. 





THE IMPERIAL BRASS MANUFACTURING COMPANY 


I AL 511 South Racine Ave., Chicago 7, Ill. 


In Canada: 334 Lauder Ave., Toronto, Ontario 
Pioneers in Tube Fittings and Tube Working Tools 
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| ground tracks for smooth operation is 
said to ride on a set of eight perma- 
nently-sealed ball bearings, and the 
arm housing has felt wipers that pre- 
vent sawdust, etc., from entering the 
bearings. 

Other features claimed include: mo- 
tor with overload capacity ample to 
allow continuous use of full rating of 
1 hp; push button control switch 
mounted near operator handle; self- 
aligning vertical column lock; easy-to- 
read name plates with degree markings 
for miter or bevel cutting; raising and 
lowering crank at front of table; safety 
provided by new 10-in blade guard. 

Consolidated Machinery & Supply 
Company, Los Angeles, California. 


Yes, you can make one false 
note and be all washed up... 
with the name you've spent years 
building,quickly consigned to 
oblivion. We at Kester know the 





importance of consistency ... 
make sure that the solder 
alloy and especially the flux 
formula never varies, never 
changes. Kester never ex- 
periments at the expense 

of the solder user! 


Sharpening Device 


For End Mills 


the Solder you require ... 8 Fluxes in Core Solder with 5 different core- On Drill Presses 
openings to select from, which provides the exact flux content needed. 
Also Solid Wire and Bar Solder and “Solderforms” (preformed Solder). 


Remember that Kester, the engineered Solder, can give you 


End mills can now be sharpened 
on drill presses equipped with a re- 
cently developed milling attachment 

According to the maker, the only 


extras needed are an emery wheel 
mounted in the dnll chuck and an ad- 
justable guide finger fastened on the 
spindle support bracket. 

Cutters to be sharpened are placed 
in the milling spindle, which with the 
spindle bearing, is placed in a horizon- 


SEE tal position. The guide finger is then 
KESTER ‘yy adjusted to support the cutter on the 
s Lux \9 |) core ) flute just below the cutting edge, with 


telae) +: aes the cutting edge far enough ahead of 
= center to provide the desired degree 
. YZ 


of clearance. 


SOLDER COMPANY 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY; BRANTFORD, CANADA SSS he grinding wheel is brought down 
: to contact the cutter directly above 
the guide finger and the grinding is 
done while the cutter is being guided 
along the guide finger, with the drill 
press spindle stop regulating the depth 
of each cut. 

Waterborg Machinery Co., Racine, 

Wisconsin. 
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All right, we'll skip the arguments about which of 
these two cap screws is the best... . though we can 
prove that one is better because of the Kaufman 
double-extrusion Process and many other factors. 
The BIG DIFFERENCE, if you ask long-time Clecap 
distributors, is the Clecap organization that cheer- 
fully “breaks its neck” to get you what you want 
exactly when you want it. An astonishing record 
over the years! 

Why not enjoy the comfortable worryless feeling a 
lot of wholesalers get by standardizing on Cleveland 
Fasteners? ... and put the cap screw problems of 
your Customers up to Clecap? 


The Cleveland Cap Screw Co. 


2931 EAST 79TH STREET + CLEVELAND 4, OHIO 
VUlcan 3-3700 TWX CV42 


WAREHOUSES: CHICAGO + PHILADELPHIA + NEW YORK 
PROVIDENCE + LOS ANGELES 


TV OUBLE 
Originators of the Kaufman Process 
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NATION’S 


FASTEST 
SELLING 
WINCH-HOIST 


— today, the Lug-All Winch-Hoist is the 
pet of profit-minded, mine, marine, mill, indus- 
trial, and contractor's supply distributors. So 
ruggedly built... so sensibly designed. . . 
the buyer is interested at once! Hundreds of 
time saving uses. A Penna. steel company has 
reordered twenty-eight times! A large alumi- 


num producer uses 52 Lug-Alls in one pliant | 


alone! Here's what users like about the Lug-All 
WinchHoist .... 


Y ’ ry ‘ ’ 
LIGHT WEIGHT 
Weighs only 8% pounds, yet withstands 5 ton 
load on aluminum alley frame. Stainless steel 
springs, oiled-for-life bearings. The load is 
litted with highly flexible 133 strand pre-formed 
aircraft cable. 


aj T ‘ > ’ , 
1% TON CAPACITY 
Lifts, lowers, pulls or stretches up to 11% 
tons, even around corners. Unskilled workers 
pick up the use of a Lug-All on sight. Saves 
work of five men on double pulley rope-block. 
Guaranteed for one year by factory. 


LOW COST 


The Lug-All Heavy Duty Model (#3000 HD) 
retails at $35.25, F O B. Repeat business comes 
»-a-s-y. Write for distributor's discount list and 
tact sheet TODAY. Ne obligation. Collect 
telegrams accepted from rated distributors. 


Write for literature and facts about our dis- 
tributor policy. 


THE LUG-ALL COMPANY 


WYNNEWOOD, 11, PENNA. 


Air Coupler 
High Volume, 
Light Weight 


A light weight, quick-detachable air 
coupler, weighing 44 ounces, has been 
announced. 

The manufacturer states that the 
extra large air passage permits flow of 
70 cu. ft. of free air per minute at 
150 psi. Instant coupling action is 
said to eliminate twisting or turning. 
Automatic air check valve is said to 
shut off the flow of air instantly when 
the coupler is detached from 
nipple. Free swiveling of the coupler 
on the nipple prevents kinking of the 
air hose, and the coupler cannot be 
detached accidentally. 

Lincoln Engineering Company, St 
Louis, Missouri 


Pump 
New Series, 
Submersible 


A new series of submersible pumps 
in 4, 1, 14, 2 and 3 hp sizes for wells 
as deep as 275 feet to the low wate 
level have been announced 

Ihe new series is said to have ca 
pacities to 2950 gallons an hour. The 
submersible wate! is attached 
to a single pipe, and lowered into the 
well at a required depth. The mult. 
stage centrifugal pump then pushes 
water to the surface through the same 
pipe that holds it. The pump can be 
lowered into a well casing with a mini 
mum diameter of four inches 
of the features claimed are 


system 


Some 
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the | 


THE BOSTON MAN 
IN 1954 


IN CLEVELAND, OHIO... 
William H. Summers, The W. H. Summers Co. 


IN HOUSTON, TEXAS... 
George T. Morse, Jr., Peden iron & Steel Co, 


IN INDIANAPOLIS, INDIANA .. . 
George L. Stalker, W. J. Holliday & Co. 


* William H. Summers, The W. H. Summers 
Co., 400 Lakeside Ave., N.W. (Phone 
Superior 1-1745) keeps industries in and 
around Cleveland well supplied with Boston 
products. More than 25 years of experience 

assure expert handling of customers’ re- 


quirements. 


George T. Morse, Jr., Peden lron & Steel 
Co., P. O. Box 1891 (Phone Capital 2131) 
serves oil, chemical, construction, steel 
and sand and gravel industries of Fast 
Texas. This large, active organization has 
represented Boston since 1911, was Boston 


Man” who handled job at right.3 


George L. Stalker, W. J. Holliday & Co., 
545 West McCarty St. (Phone Plaza 2422) 
has distributed Boston products to indus- 
tries of the Indianapolis area for the lasi 
quarter century. An experienced sales 
force offers a complete line of Boston 


mechanical rubber products. 


See the Boston Man in your area. Check 
your Classified Directory or write Boston 
Woven Hose & Rubber Co, > 








THE BOSTON MAN 


READ WHY W@W 
THE BOSTON MAN'S 
RUBBER PRODUCTS 
STAY ON THE 


JOB! 


Nib, 
~<a 


HOW OFTEN WOULD YOU SHUT DOWN 
AND REPAIR THIS CONVEYOR BELT? 


At this Texas gravel deposit, a 1795-ft. Boston conveyor belt has moved 508 tons of 
coarse material per hour of operation during the last three and a half years. Yet work never 


halted for repairs on the belt! It looks and performs today like the day it was installed, 


Boston products stay on the job. The Boston organization offers the advantages of mass production 
without the penalties. It’s big enough to have complete research and production facilities, yet at 
Boston, the era of the craftsman still exists. Fine rubber products from steam hose and V-belts 

to tape and packing are made with the care of custom-built materials by skilled New England 


rubber specialists. Don’t your requirements deserve this kind of care? 


H ur “Bost Man.” 


Fe @) & © he BOSTON WOVEN HOSE & RUBBER CO., Box 1071, Boston 3, Mass 
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it . 
, ere j 1S é | easy to install; balanced pressure sys- 


tem; drain back system for supplying 
lir to the pressure tank; all parts of 
pump and motor of bronze or other 


Hook ond heel jows triple-heat corrosion resistant metals; motor in- 
Pe ae ee ane stalled with pump and thoroughly 


sealed against moisture. 
I'he F. E. Myers & Bro. Co., Ash- 
land, Ohio 


Newly designed spring insures 
instant grip and release ...remains 
in handle when hook jaw is 


—— removed...easily snapped out 
nS _, for cleaning. 


: \s 


rear Vat 
Teeth ined To corre 
shape arid pitehitor positive 


ARMSTRONG 
BRIDGEPOAY 


Brass-Built, 
Multi-Stage 


A new group of multi-stage brass 


Electrically heat treated handle for All parts (except’newly pumps, known as Rapidayton Super 
__ designed spring) Champ Multi-Stage Brass-Built pumps, 
interchangestlo with has been announced. 


OF 
< a a 

t r en Designed for both deep and shallow 

WH) wells, they are said to employ the new 

e axial flow principle developed by the 

manufacturer. All pumping parts, in 


ih 
\ L} cluding the ejector body in the deep 
aL well models, are made entirely of 


Y 
: brass. 


H The new pumps are available in 
h : 


two or three stages and in 4, 3, 1, 14 
and 2 hp models, equipped with heavy 
duty capacitor start NEMA standard 
| motors 
1881 Dayton Pump & Mfg. Co., Dayton, 
[<s Ohio 
YS i ae 
specifications. Uncondi- i) Speed Control 


\\: 
ionall , Wh Ss 
tio Y guaranteed : he x Stepless, 
» URN t. ; 


, Electronic 


maximum tensile strength, 


Exceeds all government ; 
i 


4a .¢ 

Mh, . SET 26CAS3A ; 
ee a enetilinientiicstiitcetta a a ee \ new stepless, adjustable-speed 
drive, known as Electronic Select-A 


THE CAPEWELL MANUFACTURING COMPANY S , ¢ 
Spede, designed for operation from 


62 Go Street Hartf , . 
a Rena oe AC power lines and available with 


Yes, send me your new wrench bulletin. DC drive motors in standard NEMA 
frame sizes, 3 to 15 hp, has been an- 
nounced. 

Advantages claimed by the manu 


Address 
City 











Deol ehe)l- ts eol-taa-ii-ten 


M MO 


: t with 
tink the product 
a distributor service 


o 
quality oo 


1. They sell 3&1 
steel piPe- 
1s€ 


9. They tell v 
a. eeoen 2? J& 


pipe to buy 


ars of steel 

L Pistributer- 
read by your 

publications 


J&L’s close quality control 
practices—all the way from the 
ore mines, through the blast furnaces, 
rolling mills, and finishing mills 
assure the superiority of J&L Steel Pipe. 
In plumbing and heating applications, 
J&L steel pipe contributes to good workmanship and ensures 
a long-lasting trouble-free installation. 
J&L distributors are located in all principal industrial 
communities. Just call the one near you and you'll benefit from: 
1. Quick service. 
2. Complete stocks near at hand. 


3. The right pipe for every job. 
pny nay 4. Technical service by steel pipe specialists. 


Sones ¢ Laughlin 


SEAMLESS PIFE 
STEEL CORPORATION — Pittsburgh 


400 LEADING DISTRIBUTORS CARRY J&L STEEL PIPE LET THEM SERVE YOU 
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MAGIC-TYPE CHUCKS 


save operating time 





facturer are: precision speed control; 
wide speed range where required; 
adaptability to a variety of optional 
Reduce production costs with Collis Magic Chucks. Now tools can be changed electrical and mechanical modifica- 
without stopping or slowing down the spindle. Boring. counter boring, drill- tions; and use of simple electronic cir- 


ing. reaming. tapping, etc.. can be performed practically continuously. cuits. 
The new unit is built with speed 


ranges of 5:1, 20:1, or 50:1, with 
100:1 available for some applications. 
Ihe complete unit consists of an 


MAGIC-TYPE CHUCKS 


Let our 40 years of manufacturing experience help your customers select 


the proper equipment for the job. 
anode transformer, electronic panel, 


"Call COLLIS For Service” 
commen THE COLLIS COMPANY timmmmmum) | fence sajastatiespeca’ Be asx 


motor. 
Dept. A, CLINTON, IOWA 








Louis Allis Co., Milwaukee, Wis 


consin. 


Tool Units 
LIGHT AS YOU WANT IT 


for Machine Tools, Assembly 
and Inspection Benches 


FOSTORIA 


"LOCALITES 


LOCAL LIGHTING 


Two New Models 
Added To Line 


Model 270 Porta-Cab tool unit with 
overall size 27 x 18 x 32}4-in. has been 
introduced by the manufacturer. 

Features claimed are: user may add 
drawers as necessary; can be set up 
quickly with screwdriver; three way 
construction insures rigidity; hammer 
lin finish is baked enamel; “flying 
saucer” type casters are optional. 

Model 106 chest, the other new 
model announced, is built with inter- 


NEW 
1954 


MODELS 


MODEL 2-MH-700 $ 


Overall length 35°’ in std 


Directs 
Light 
Exactly 

as Needed 


WRITE for complete catalog of 


Each pkg. of 8 
Less $8.80 ec. 
Reflector—-5” long x 37%" wide x 3” deep. Rotates 
460 Accommodates 100 watt A-21 or 60 watt 
A-19 lamp 
Arm Joints——New patented tension disc design 
Easy, smooth action with only one hand. Available 
with 1, 2 of 3 arms 
Bese—Universal for vertical or horizontal mount- 
ing. Also adaptable to outlet boxes. Collet revolves 
460 
Wiring McGill industrial socket 4101-FL with 
Levolier switch. 8 fe. POT-32 18-2 heavily insulated 
oil resistant wiring with molded plug 
Finish—Gray baked enamel. Reflector interior, high 


temperature White. 
hl 


Localite models for every indus- “e 


trial use 


THE FOSTORIA PRESSED 
STEEL CORPORATION 
Festoria, Ohio 


toria 


Localites available through 
wholesalers everywhere 
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locking tabs on the “add-a<leck” prin- 
ciple. Overall size is 94 x 264 x 12-in; 
each of the two drawers is 2}? x 23 x 
103-in. 

Huot Manufacturing Co., St. Paul, 
\Vfinn. 


Air Vise 
Infinitely Adjustable 
To 3%-in Opening 


\ new air vise, said to grip with a 
force 15 times air line pressure, has 
been announced. 

According to the maker, the 3-in 
width vise jaw is infinitely adjustable 





To Get NEW Sales in Unsuspected Places... 
Help your customers solve problems in 





“SKIL has the Answer” with 9 SKIL 
Saws, 3 Builders Saws, 98 SKIL 
Blades and Abrasive Wheels... 
plus 27 time and money-saving 
metal grinding and finishing tools! 


“SKIL Has the Answer!""—Ir's your power tool 

srogram with a complete advertising campaign for 
f i f g 

both the construction and industrial markets. 


Here's What SKIL Does to Help You Get New 
Sales in Unsuspected Places. SKIL salesmen help 
your salesmen make demonstrations. SKIL helps 
you hold sales clinics with your customers and 
prospects. SKIL furnishes direct mail and counter 
literature designed for this program. SKIL backs 
you with the greatest production schedule to date 
to msure your deliveries 

Backed by Complete Advertising and Promotion. 
During March, April, May every leading industrial 
magazine and The Saturday Evening Post is carry- 


9 . 
SKIL’s Big FREE Offer Opens the ing “SKIL Has the Answer" ads. Every ad has a 
Door to New Sales for You! coupon to develop prospects for you. Complete 


point-of-sale material will be supplied to help you 


FREE! New SKIL Blade Selector « — 
your customers solve cutting 5 Here’s What You Do to Get Volume. Hold sales- 


lems in their plants 4 . meetings with your organization. Use SKIL litera- 
ture in your direct mail. Keep pounding away at 
demonstrations and free trials. Keep customers 
branches or the fact test i coming to SKIL tool clinics. Use the cooperation 
department will help you lick your SKUL ; of your SKIL representative in every way! 


customers’ problems in cutting nev saw & stace ij 
and unusual materials. Y popes! s SEND COUPON AND GET YOUR SHARE OF PROFITS 


them time and money; close mor . FROM THE "SKIL HAS THE ANSWER" CAMPAIGN 
SKIL Saw sales 


FREE! Test Cutting Service 
materials. Any of the 34 SKIL f 


Free Trial Program on Sander 
Grinders—completely worked « 
you. A tested and proven met! 


new sales in unsuspected places. , 
trial program using spectacular nev 
models of SKIL Sanders and Grinders 


Every one of your metal workir 
PORTABLE TOOLS 


tomers is a prospect 


SKIL Corporation, 1D-44 

5033 Elston Avenve, Chicago 30, Iilineis 

Please send me sample SKIL Blade Selector, of ads, com- 
a eo Oe ee ever to sell 

power s. 











5033 Elston Avenue, Chicago 30, Iilin 
3601 Dundas Street West, Toronto 9. Ontar = wh ny So _ 
Factory Branches in All Leading Cities rom 


: 
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CAMPBELL 
CHAIN 


Wherever 
you need chain, 


in any size 


or grade, 


to any 
desired 


specification .. . 


CAMPBELL CHAIN 
Company 


Main Office: York, Pa. 
West Burlington, lowa 
Portland, Oregon 


Sacramento, California 
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to a maximum opening of 34-in, with 
maximum travel g-in. It operates from 
either air line or compressor at a maxi- 
mum operating pressure of 150 psi. 
An air regulator (available as an ac- 
cessory) is said to permit grips rang- 
ing from a feather light touch to a 
rugged squeeze. 

Model 33 vise is equipped with one 
set of removable soft steel recessed 
parallel false jaws. Straight jaws are 
also available. It is furnished complete 
with foot pedal, all fittings, and two 
5 foot lengths of air hose. 

Heinrich Tools, Inc., Racine, Wis- 


consin 


Undercutter Bit 


Designed For 
Continuous Miners 


A new undercutter bit with stop, 
the CCS-2, designed especially for con- 
tinuous miners, has been announced. 

According to the manufacturer, the 
new bit can be used on all cutting ma- 
chines that employ 4 x 1-in bits. The 
addition of a stop on the new bit is 
said to keep it from slipping through 
the chain and into the sprocket of the 
machine when biting in to tough coal 
formations. 

Carboloy Department of General 
Electric Company, Detroit, Michigan 


Vinyl Tape 


Available In 
Eight Colors 


Dutch Brand vinyl color tapes, avail 
able in eight colors, with UL listing, 
have been introduced. 

Available in four widths—#3, 4, 3 
and l-in—in red, green, blue, yellow, 
white, black, gold, silver with adhesive 
value 28 oz. per inch width, the new 
tape is said to have a breaking strength 

(Continued on page 170) 





PROOF OF 


In the OEM field Durkee-Atwood V-Belts have been 
selected by a variety of industries—are factory-installed 
components for farm implements, appliances, machine 
tools, air conditioning and refrigeration, power lawn 
mowers, and other applications. These outstanding 
manufacturers are demanding in their requirements. 
They impose critical tests and conduct exacting inspec- 
tions to assure the same high quality in parts and equip- 
ment from their suppliers that they insist upon in their 
own manufacture. 


Selection of Durkee-Atwood V-Belts as original 
equipment for power transmission by these leading 
manufacturers is significant of D-A quality. This proof 
of quality by original equipment manufacturers is proof 
of quality for the distributor, also—for all industrial 
users of V-belts. 

Investigate what’s in it for you with a Durkee-Atwood 
Industrial V-Belt franchise—write today for detailed 
proposal! 


Factory Warehouse Stocks: 
Atlanta, Chicago, Cleveland, Dallas, 
Jersey City, Minneapolis, Oakland 


DURKEE-ATWOOD V-BELTS 
SELECTED FOR ORIGINAL 
EQUIPMENT BY THESE 
LEADING MANUFACTURERS 


AGRICULTURAL EQUIPMENT 
Blackwelder Mfg. Co. 
Bolens Products Division, 
Food Machinery & Chemical Corp. 
J. l. Case Co. 
Dearborn Motors Corp. 
Detroit Harvester Co., Implement Division 
Dobbins Mfg. Co. 
Harry Ferguson Inc. 
Hart-Carter Co. 
H. D. Hudson Mfg. Co. 
International Harvester Co. 
Jari Products, Inc. 
Minneapolis-Moline Co. 
Oliver Corp. 
AIR CONDITIONING— 
AIR COMPRESSORS 
Electric Sprayit Co. 
Hussman Refrigerator Co. 
Kellogg Division, American Brake Shoe Co. 
Quincy Compressor Co. 
Reed Unit-Fans, Inc. 
U. S. Air Conditioning Corp. 


APPLIANCES 

Beam Mfg. Co. 

Borg-Warner Corp., Norge Division 
Speed Queen Corp. 

Thor Corp. 


MISCELLANEOUS MACHINERY 

Atlas Press Co. 

Delco Appliance Division, 
General Motors Corp. 

The Hoover Company 
Kingston-Conley Division 

The Buda Company 

OFFICE EQUIPMENT 

A. B. Dick Co. 

Ditto, Inc. 

International Business Machines Corp. 


POWER LAWN MOWERS 
Jacobsen Mfg. Co. 

Toro Mfg. Co. 

Heineke & Co. 

ROCK CRUSHERS 

Diamond Iron Works, Inc. 
Pioneer Engineering Works, Inc. 


DURKEE 
ATWOOD 2, 
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WYTEFACE’ sells on sight! 
because it’s BLACK and 


WHITE and every inch 


telat.) 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J 
. t . etroit + Sea F 


FAVORITE} WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. t® 


BOSS* WYTEFACE: Rugged, 
“he-mon", aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume soles . . . in 50’ 


ond 100’ lengths. 
“TRADE MARK 


ie AR 


HANDY{ WYTEFACE: Tape 
Rule is available in 6’, 8 
and 10° lengths 
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The World's Most Accurate 


@ Besly can help you to help your customers 
get better threaded parts, longer tap life and lower 
tapping costs. And, Besly’s specialized help in 
selling and servicing the “big volume” users means 
better cutting tool profits for Distributors. 

Ask how we might work together to get you more 


of this worth-while “big volume” business. 


BESLY-WELLES 
CORPORATION 


Established as Charles H. Besly and Company in 1875 
106 DEARBORN AVE, * BELOIT, WISCONSIN 
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UNSURPASSED ACCURACY 
AT All VITAL POINTS 


(i 
- | Microcentric CHAMFER 
- ’ 
‘ Solid-Ground THREAD FORM 


— 


(&) Accurate RAKE ANGLE 


4, 


we. Mirror-finish FLUTES 


Tru-Square DRIVER 


~ 
Taps 
=. S$ 
BESLY DRILLS, REAMERS SSS 
AND END MiLLS— 


High-Speed Cutting Tools in @ com- 
plete range of types ond ‘sizes. 








the BROAD LINE 


EASY TO SELL % 
MARLOW PUMPS 


Excellent engineering — dependable 
design—modern manufacturing methods 
have gained wide customer acceptance 


for Marlow Pumps. 
“Day-in and day-out”’ 


performance of 


Marlows, with their low maintenance and 
high efficiencies, has further broadened 


this acceptance. 


These factors—plus progressive head- 
quarters sales organization and aggres- 
sive advertising and merchandising 
programs—make Marlow Pumps mighty 


easy to sell. 

There are many other advan- 
tages in selling the Marlow line. 
Marlow district engineers, each 
one a pump specialist, help 
dealers maintain inventories at 
balanced levels . . . help train 
dealer salesmen and help on 
tough application engineering 
problems. 


The Marlow line is complete. 
Marlow builds pumps 
exclusively for: 


Write today for information on this easy-to-seil, 
broad line of Marlow Pumps — 


MARLOW PUMPS ene 6 a xpexea 
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of 15 Ibs. per inch width, dielectric 
strength 1000 V per mil. 

Other features of the 
which is supplied in 0.006-in thick 
adhesion to steel, 28 oz, after 
resistance to 


new tape 
ness are: 
accelerated < 
creep less than 0.25-in; moisture vapo 
transmission rate less than 3; resistance 
to salt water, good at 96 hours. 

Van Cleef Bros. Inc., Division of 
Johns Manville, Chicago, III 


ging 30 
iging OZ.; 


Solder 
Can Be Brushed On 


Eliminates Pre-cleaning 


An improved solder in paste form, 
Tinol, has been introduced. 

According to the manufacturer, 
since no binder is required, there is 
less objectionable residue, and in- 
creased fluxing activity eliminates the 
need for pre-cleaning and enables the 
paste to tin all metals except alu- 
minum. 

It is claimed that the 
of the impreved sokler in paste form 
permits it to be brushed smoothly onto 
the metal surface 

American Solder and 


Philadelphia, Pa 


consistency 


Flux Co., 


Precision Level 


For Machinery, 
Surface Plates 


A new precision level, Number 59, 
said to have wide application in the 
metal working industry, has been an- 
nounced. 

Che ground and graduated vial is of 
ten second accuracy, with one division 
equaling .0005 of an inch per foot 


The special alloy base is said to be less 


affected by temperature changes and 
Continued on page 174 





for 


fabulovr= 








Ts 


apeasive 
ea oouc vs, we 


Eye-catching, easy-to-remember advertisements 
like these . . . appearing each month in leading 
industrial publications ... keep JEWEL BRAND 
uppermost in the minds of the nation’s 

biggest buyers and users of abrasive products 
... help sell Jewel Brand Coated Abrasive Belts 
first for every finishing operation. Watch for 
them ... and profit by them! Send now for 
complete details on a profitable Jewel Brand 
franchise .. . see for yourself why more and 
more leading Industrial Distributors call Jewel 
Brand “the best brand.” Abrasive Products, Inc., 
Pearl Street, South Braintree 85, Mass, 


oe 

«“ ¥ hep t 

Pests teeters .* 

. eS een so | oe 
itt De. te oe oe 
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“Tripled our V-Belt sales in 





Mr. A. M. Roper, Sr., Bearing Chain and Supply Co., Dallas, 
f the success they have enjoved in the 
cod 


Texas attributes 1 


industria juality 


V-Bele dri 





From these ultra-modern quarters experien informed repre- 
sentatives of Bearing Chain and Supply Co. serve the industrial 
needs of their customers with Dayton V-Belts and Cog-Belts 
Assisted by Dayton Industria! Sales Engineers they solve techni 


cal V-power problems, institute Plant Surveys and check Dayton 


drive installation 


Says Mr. A. M. Roper, Sr. 


Bearing Chain and Supply Co., 
Dallas, Texas 


“We didn’t know what the V-Belt drive business was until we 
took on the Dayton line of Thorobred V-Belts and Cog-Belts*. 
We actually tripled our V-Belt drive volume in one year 

‘To what do we attribute this phenomenal growth in V-Belt 
drive sales? A combination of a lot of things, I guess. Hard 
selling with new enthusiasm, for one. Enthusiasm generated 
by the knowledge that you have the best V-Belts on the 
market to offer your customers. No doubt about it, cither. 
Everywhere we go we find Dayton V-Belt quality the accepted 
standard of the industry. And, for the tough drives—well, 
there's just nothing like the Dayton Cog 

‘Then, too, there's always the incentive to sell harder when 
you get the kind of backing Dayton offers. Sales support that 
includes direct assistance from factory representatives in mak- 
ing customer calls with our men in the field, Dayton supervised 


all bac ked by 


accurate, dependable factory service that builds customer good- 


sales meetings, and detailed plant surveys 


will with every sale 
‘Add to all this, the advantages of Dayton’'s selective 


franchise policy, realistic Preventive Maintenance Program, 
aggressive advertising and promotion support, and you have 
quite a selling combination 

“When you realize all the ‘extras’ the Dayton program 
offers, it’s really not surprising at all that we tripled our V-Belt 


business in a year with the Dayton V-Belt Drive franchise 


*T.M. 


TT CHAIN AND SUPPLY co. 


== 
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a year with the Dayton li 


Factory Service. Dayton V-Belts are all pre-matched prior to shipment. Factory Preventive Maintenance. Bill Wood, Bearing Chain, (kneel- 
Here Major Summerlin, Bearing Chain, matches set for customer from ing) shows W. A. Alderfer, Plant Engineer, Fleming & Sons (right), 
hine is same type and M. E. Runner, Dayton (back to camera), how Dayton Preventive 


belts that outlived sets in service. Belt matching mac 
Maintenance Program at Fleming and Sons cuts down-time, saves costs 


used by factory. Bil! Roper, Bearing Chain, selects belts to complete set 


Factory Sales Assistance. M. E. Runner, Dayton Rubber Co., (center Factory Technical Aid. M. E. Runner, Regional Sales Manager, Day- 
tells why Dayton V-Belts serve a multitude of power plant uses. W. M ton Rubber Co. (left), covers technical aspects of multiple Dayton 
Tennison, Linde Air Products, Drew Langford, Oak Farms Dairy (front V-Belt drive installation at Fleming & Sons’ plant with Bill Wood 
of counter); Bill Roper, A. M. Roper, Jr., and Jim White (left to right center), Bearing Chain, and W. A. Alderfer (right), Fleming & Sons 


hair ok of Plant Engineer 


For complete details on Dayton Selective Franchise write to Industrial Division, Dept. 773 
Dayton hulbber 
Since /905 


World’s Largest Manufacturer of V-Belts 
Dayton Rubber Co., Industrial Division, Dayton 1, Ohio 
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Get Top Profits 


Taytor M 


Nationally 
advertised! 





You'll make fast volume sales and 
substantial profits with the com- 
plete line of Taylor Made Chain. 
It's nationally famous and it's 
nationally advertised in the 
Saturday Evening Post and 
Collier's plus a complete schedule 
of leading industrial magazines. 


Backed by 
effective 
Sales Helps! 





Taylor Chain’s complete and 
effective assortment of sales helps 
includes a brand new catalog... 
attractive, fact-filled bulletins on 
every item, envelope enclosures 
. newspaper mats... telephone 
directory ads and factory sales 
assistance when needed. 


«+ Hammond, Indiana 


| 5. G. Taylor Chain Co 
Dept. 6, Hammond, indiana 
Rush details on the complete Taylor Made Line! 


Firm Nome » < Send Coupon 


i cients ae for Details! 
City S 
i By 
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the top plate is made of non-condu 
tive insulating material 

Other features claimed include: sen- 
sitive screws have 64 threads per inch 
for positive adjustment; auxiliary level 
shows laterial position; machined sur- 
face scraped, non-machined surfaces 
have durable black crackle finish. 

The new level is 15-in long, 3-in 
high, and 14-in wide, and weighs ap 
proximately 6 Ibs. It is packed in a 
finished wooden box with hinged 
cover. 

I'he Lufkin Rule Company, Sagi- 
naw, Michigan. 


Live Center 


Back Up Ring 
Assures Rigidity 


4 Howard live center, said to fea- 
ture a back up ring that assures posi- 
tive rigidity, has been announced. 

According to the maker, the ring 
backs up against the face of the quill, 
transferring rigidity of the quill to the 
head of the center. Back up ring is 
claimed to reduce the spring in 
body of the center at a ratio of four 
to one. 

Matched ball bearings, mounted in 





An introduction 
that wont be 
forgotten 


When a customer uses a Heller file. he’s 
introduced to Heller quality. He'll ask 


again for Heller and there will be a file in 


our complete line to complete the sale. Our 


selective sales policy, cooperative service 
and aggressive advertising mean more sales 


and profit to you. 


AMERICAN PATTERN FILES SWISS PATTERN FILES 


4 
= MILLED CURVED TOOTH FILES ROTARY FILES 
CARBIDE BURRS CHATTERLESS COUNTERSINKS 
INTERNAL GRINDING BURRS CENTERLAPS 


oe oldest | BALL PEIN and MACHINIST'S HAMMERS 


file manufacturer 
... and still pioneering 


HELLER BROTHERS CO. 


THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


A New Jersey Corporation 
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WITT CANS 


..-Last Longer 
... Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT. . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers 


ASH AND 
GARBAGE CANS 
AND PAILS: 


5 Con Sizes—12 4, 16, 
20, 27 and 33 gal. ca- 
pacity. 4 Pail Sizes— 
5, 6-3/5, 8% and 10 
gal 


ONY WASTE CANS: 

7 Sizes, 5 to 30% gal. capacity. 
Hand or foot-operated 
Approved and labeled by Under- 
Laboratories, Inc., and 
Associated Factory Mutual Fire 
Insurance Companies. 


covers. 


writers’ 


ROLLER CANS: 

ideal for storage and handling 
of liquids end solids. 20, 27 and 
33 gal. copecity. Plein or corru- 
gated bodies. tron or rubber 
wheel casters. Reguler or flat 
covers. 


OTHER WITT PRODUCTS: 


Underground Gerbege Receivers, Hooded Cans, Hoist- 
ing Cons, Mopping Poils, Extra Large Refuse Cons, Con 
Dollies and specially designed Cons 


WITT CANS AND PAILS 


HAVE THE “RIGHT > a 


Ans 


“Originators of the Corrugoted Can” 


THE WITT CORNICE COMPANY 
| 2111 WINCHELL AVE, CINCINNATI 14, OHIO 


= 


Please send me your FREE Cotolog 


ae ce a a ee ee ee ee ee ee od 


| tandem in the head and oil impreg- | 


nated bronze bearing in the tail of the | 
shank, is said to permit greater thrust | 
and radial loads at higher speed. 

All models and sizes have full length 
solid spindles. 

The Melin Tool Company, Cleve- | 
land, Ohio 


Striped Tape 


For Marking 
Industrial Hazards 


Made for temporary or permanent | 
marking of an industrial hazard, a new 
self-adhesive tape named “Hazard 
stripe” has been introduced. 

Designed to eliminate painting or 
stencilling of hazards, the new tape is 
said to be applied by fingertip pres- 
sure and is removed without scraping 
or scrubbing. 

The tape is a bright yellow and 
black and comes in rolls 2-in wide, 
stripe widths are 14-in for normal use 
and 3-in where larger areas are to be 
covered. 

It is available in three different ma- 
terials, a cloth backing for indoor use, 
a vinyl backing for outdoor use where 
oil, gasoline, etc. are present, and a 
bright reflective backing for marking 
the backs of all types of vehicles. 

Westline Products Division,, West- 
ern Lithograph Co., Los Angeles, Cali 
fornia. 


Drill 


Flat Angle, 
Air-powered 


A new flat angle drill, featuring 
new and different design of gears and 
housing for drilling in close quarters, 
has been developed. 

Model 7438 has a head height of 
4i-in, a *-in spindle off-set, and an | 
overall length of 10+-in. 

By re-locating the bevel gears to the 
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Stainless Steel 

= BOLTS 

I) SCREWS 
NUTS 


Line 
NY foled 


piete 


rom 


STAINLESS STEEL 
BOLTS SCREWS 


Machine chine 
mwrage . 
Lag 

WASHERS 
All Types RIVETS 
All Types FITTINGS “—™ 


All Types 


stainless 
SCREW & BOLT. CORP. 


Church St New York 7, N.Y 
co 7-0675 


Carry oft & 


for the handy 

HUOT 

MACHINISTS CHEST 
J 





MODEL 104. Cork lined protective drawers . 
one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, stream- 
lined, easy-to-keep clean . . . holds a full 18” 
scale. 193%" long, 1334” high, 834” deep. 
MODEL 105. A “king-size” chest for tools up 
to 24". 9 drawers. Size 2614°x14\4"x12\4". 
By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 


HUOT MANUFACTURING CO. 





551 North Wheeler St., St. Pavi 4, Minn. 





You can profit 


from this One-Two Punch 
for Gauge Glasses 


Now you can get bigger profits through bigger gauge glass orders 


In Corning’s advertising, we're 
telling your customers and pros- 
pects to buy “1 for the gauge, 
and 2 for the shelf’—which 
means larger unit sales for you. 

Whenever you get a gauge 
glass order, be sure to recom- 
mend 2 spares for every glass in 
use. This practice will pay off in 
added maintenance efficiency for 
your customer, and more profits 


for you! 


The profits are there. Your 
products—PyREx brand gauge 
and sight glasses—are the finest 
on the market. Their sturdy con- 
struction, high heat and chemical 
resistance give the user easy read- 
ing and long, useful life. 

It’s up to you. A little hustle 
can go a long way to building a 
good business in this replacement 


item. 


‘| for the gauge and 2 for the shelf 


Here’s why: Your customer needs 
ONE SPARE for replacement 
whenever he dismantles a gauge. 
It is NOT recommended practice 
to replace the same gauge glass 


after it has once been removed. 

He needs a SECOND SPARE 
for emergency use, in case of ac- 
cidental breakage. This prevents 
costly shut-down. 


CORNING INDUSTRIAL GLASSWARE 
FOR EVERY J08 


Application 


Recommended Product 





Normal Conditions 
(Up to 100 psi) 


Corning brand standard 
gauge glasses 





Higher temperatures 


Pyrex brand high- 
pressure gauge glasses 





Higher pressures 


Pvaex brand heavy-wall 
gauge glasses 





Extra visibility 


Pyrex brand red-line 
gauge glasses 





Viewing inside 
furnaces, reactors, 


pressure vessels, etc. 


Praecx brand 
sight glasses 





Lubrication 
inspection 


Pyeex brand ‘ubricator 
glasses 





Visible discharge 
devices 


CORNING GLASS WORKS Corning, New York 





Pyrex brand oll cup 
glasses 
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FORA 

FULL MEASURE 
OF CUSTOMER 
SATISFACTION 


When you handle the famous 
Rawiplug Line you can FULLY 
meet every anchoring need of 
your customers with 
lower installation costs and 
positive, permanent hold- 
ing power. That means 
more satisfied custom- 
ers—which means more 
sales and more stead- 
ily continuing and 
growing business. 


THE 


LINE OF 
RAWL PRODUCTS 


Best for Sales 
because 
Best for Service 


Remember, there is nothing “just 
as good” as Raw! products. Imita- 
tions develop faults that's 
mighty expensive for your customers 
and not so good for you, either. So 
recommend the genuine original 
Rawlplug Line, time-tested and 
service proven, for a full measure 
of customer satisfaction. 


271 Church $%, New York 13, N.Y. 
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rear end of the housing, the size was 


| decreased where needed, at the drill- 


ing end. 

Tool components are interchange- 
able for speed conversion. Models are 
available with speeds of 1450, 2100, 
2500 and 4000 rpm. Other features 
include: adjustabie exhaust deflector, 
built-in speed regulator, grease fittings 
for lubrication of gear system. 

The Aro Equipment Corp., Bryan, 
Ohio 


Motor 


Drip-proof Design, 
One-Piece Frame 


\ new motor, designated as Uni- 
closed, Type H, and conforming with 
NEMA specifications, has been intr 
duced. 

One outstanding feature, according 
to the maker, is its complete drip 
proof design without increased cost 

[he frame is solid, one-piece cast 
iron and the stator is pre-wound 
Frame 182-184 are now avail 
able. 

U. S. Electrical Motors Inc., Los 
Angeles, California 


SIZES 


Dial Indicators 


Low Friction, 
Simplified Design 


\ new line of dial indicators, offe1 
ing 140 models including regular and 
nonshock types with balanced or con 
tinuous dials, jeweled or plain (in 
setted bronze) bearings, English o1 
metric graduations—in all four stand 
ard A. G. D. groups plus a series of 
long models, has been an 
nounced. 

According to the maker, the new 
nonshock mechanisms on all indi- 


range 


| cators (except .020-in., .400-in and 





Model 14 
Copyflex Machine 


Type Back Orders and Their Invoices? 


.. I'll Say Not! 


Today many modern businesses are sav- 
ing thousands of dollars and eliminating 
confusion and delay by not typing back 
orders and their invoices. 

These businesses have installed Bruning 
Copy flex order-invoice systems espec ially 
tailored to meet their individual needs. 
Under such systems the original order is 
all that is required for back orders and 
their invoices as well as for the first ship- 
ment and its invoice. 

Copyflex provides two separate methods 
for eliminating back order and invoice 
writing; by using reproducible copies of 
the original order or by providing multiple 
shipping and billing columns on the orig- 
inal form. 


The result? Savings of thousands of 


expensive man-hours due to the elimina- 
tion of unnecessary typing and of human 
errors. 


What Copyflex Is 


The basis of the Bruning Copyflex order- 
invoice systems is the Copyflex machine 
itself. This amazing machine turns out 
ready-to-use black on white copies of any- 
thing typed, written, printed or drawn on 
ordinary translucent paper. It does this 
without fuss, mess or bother rapidly 
and ec onomically. 

If you are interested in the Bruning 
Copyflex order-invoice systems or if you 
have any problems involving the speedy, 
economical, accurate duplication of rec- 
ords, mail us the coupon below for free 


booklet. 





Charles Bruning Company, Inc. 


4700 Montrose Avenue, 
Please send me free booklet on Copyfiex and 





(BRUN 


Name 


cago 41, Ill., Dept. 203 


full particulars about how Copyflex solves any 
copying problems. 


aeen te tf 





NG ) 





Copies anything typed, written, 
printed or drawn on ordinary 
translucent paper in seconds 


Company—__ 
Address 








/ 
ChpyHlex 


City 


Zone__State_.£. 
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Fast Seller 
for safer i | 
quicker i 
assembl 
work. 


new enclosed 
Greenlee Spiral 
Screw Driver 


Here's the Spiral Screw Driver 
especially designed for fast as- 
sembly line work. Completely 
wclosed so that fingers can't get 
pinched! And, since it is enclosed, 
it stays dirt and grit free for 
long years of service. Husky 
and dependable, the Gresnies 
helps workers do the job swiftly, 
accurately! Highest quality 
throughout . . . spring return 
stainiess steel body. 
Quick-action shift button 
durable Hard-Wear handle 
of attractive green plastic. 
Two sizes: small and medium. 
Get details today on this 
volume sales-maker 
Greenlee Tool Co., 1924 


Herbert Ave., Rockford, Ill. 


timeseving maintenance tools 


— 


One-man- operated Greentes Hydraulic Pipe 
Bender, above ieft, for fast, accurate bending of 
conduit and pipe up to 5”. Compact, portable. 
Greentas Hydraulic Pipe Pusher, above right, 
for pushing pipe under streets, walks, floors, etc. 
Eliminates costly tearing up and extensive ditch- 
ing Other Green.es timesaving tools for 
industry include Hand Benders for Tubing; Elec- 
tricians’ Knockout Punches; Automatic Push 
Drills; Auger Bits; Chisels and Gouges and Many 
More. Write for complete sales data. 


orange 


1,000-in ranges) completely 
and shock. The 
the new movement with 
construction and fewe1 
to insure less friction and 
minimum maintenance 

rhe L. S. Starrett Company, 
Mass 


‘ 


simplicity of 
simple unit 
parts is said 


impact 


wear and 


Athol, 


Wrenches 


Open End-box, 
Redesigned Line 


Superrenches”, the maker’s line of 
open end-box wrenches, has been re 
designed with a redistribution of 
weight said to create exceptional bal- 
ance through slimmer heads, and 
longer and narrower handles. 

Ihe improvements, according to 
the manufacturer, make the wrenches 
more comfortable to work with and 
permit nut rotation in more difficult 
ind confined quarters. 

Both heads have same size 
ings in a range of sizes from 


» 


g-1In 
J. H 
N. Y. 


open 
Lin to 


Williams € Co., Buffalo, 


Titanium Bolts 


Light-weight, 
High-strength 


Titanium bolts of six types, pri- 
marily for use in airframe and aircraft 
engines, have been developed. 


Because of titanium’s high corro- 
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ibsor] 


sion resistance, in addition to its light 
weight, such fasteners, according to 
the maker, are expected to find uses 
in other industries such as the chem- 
ical industry. 

The new bolts are in two lines of 
flush head shear bolts, two lines of in- 
ternal wrenching tension bolts, a line 
of external hexagon shear bolts and 
one of external wrenching tension 
bolts. Sizes are No. 104, *, 2, x, 4 
ind @-in. 

Standard Pressed Steel Co 
town, Pa. 


. Jenkin 


Feeder 


Single Line Feeding 
Finished Ground Parts 


A new bowl feeder, said to provide 
fully automatic, oriented, single line 
feeding to grinding, packaging, in- 
specting and other automatic ma- 
chines and operations, has been an- 
nounced. 

Designed to handle parts that nor- 
mally could not stand tumbling, 
namely, finished ground parts, fragile 
pieces, etc, the new bowl 
based on the vibrating principle 

The Detroit Power Screwdriver 
Company, Detroit, Michigan 


feeder is 


Pinch Type Jaws 


For Centering, 
Positioning 


A new pinch type chuck and face 
plate jaw has been announced 
According to the maker, it can be 





>, 
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? 


& 
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- 
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». 

“4 
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You can put your confidence in— 


GENERAL @@ ELECTRIC 
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New twist on 
old idea 
makes G-E 
fluorescent lamps 
last longer 


NE of the most important 
() materials in a fluorescent lamp 
is the little bit of chemical at each 
end of the tube. The current flows 
through it, electrons flow out, and 


the lamp starts to glow. 


The old idea was to hold the 
chemical on a double-twisted wire 
coil, General Electric’s new idea 
was to go that one better: give the 
wire a triple twist. This not only 
holds more chemical, it also holds 
it longer. 


The result of course is longer lamp 
life and more light for your money. 

General Electric’s triple coil is 
used in G-E slimline and other G-E 
instant-start lamps. Just one more 
example of why... 


You can expect 
the best value from 
General Electric 


fluorescent lamps 





Mecoage to Coffing Steamers: mounted on face plates, milling ma- 


chine or jig boring machine tables, 
~ S ~ and because of the two-piece jaw con- 
Ld the Coffing Line is struction, it may be used with soft 


blank top jaws machined as required 
for special work-holding applications. 


E | G F R a] Ps F TT e g The new pinch type jaws are said to 
qd 4 permit work to be accurately posi- 


tioned and centered without danger of 
distortion and then firmly gripped for 
than ever machining without either distortion 

or change of position. 

With the large and expanding — Coffing Hoist line, you The Cushman Chuck Company, 

are able to offer your customer the most efficient and eco- Hartford, Conn. 

nomical unit for his job. More than that, you can sell with 

confidence, for every Coffing model is built to meet today’s 

demands for efficient production. Every hoist is factory-test- 

ed and guaranteed. Cash in on better customer satisfaction 

with Coffing’s pace-setting line. 


NEW PRODUCTS WiTH A BIG FUTURE 


CHALLENGER SPUR-GEAR HOIST Shock-resistant, 
formed-steel housing, coil chain, mechanism 
sealed in lubricant. Can be completely dis- 
assembled in only 5 minutes. Three sizes, 2- 
and 1- and 2-ton capacities. One-ton size 
weighs only 39% Ib 


Demagnetizer 


Round Coil-type, 
Pushbutton Control 


MODEL RG SAFETY-PULL HOIST-BINDER Ratch- 
HOIST Popular, ratchet- et hoist principle per- 
pawlconstruction, now mits continuous take- 
with coil chain for ex- up on load chain with 

‘ flexibility. Can be half or full strokes 
ra ad estes no need to re-set 
4 completely disassem- hooks. Handle is re- 
bled in seconds with movable, and when 
only a screwdriver removed, binder be- have become demagnetized through 
Two sizes—1,500- and comes a tamper- induction by using a recently devel- 
3,000-lb. capacities. ory apac- oped, round, coil-type demagnetizer. 

iILY, o, ) ea > ,* 

a” ' Ihe opening is 33-in in diameter. 
Features claimed by the maker in 
clude: pushbutton control; designed 
to operate on 110 volt, 60 cycle, A. C.; 
no moving parts; instruction plate 
permanently affixed to the unit; cord 
and plug furnished with demagnetizer. 
L-W Chuck Company, Toledo, 


YOU ALREADY KNOW THESE Ohio 


QUIK-LIFT ELECTRIC HOISTS — Seventeen models — 500- to 4,000-Ib. 


capacities Matting 
SAFETY-PULL RATCHET LEVER HOISTS, roller chain — Nine models — 
1,500- to 30,000-lb. capacities 


HOIST-ALLS — Two sizes — 2,000- and 4,000-lb. capacities. 

SAFETY LOAD BINDERS, roller chain — Two models — 3,000- and 
6,000-Ib. capacities \ new line of corrugated rubber 

SPUR-GEAR HOISTS — Twenty-two models — \%4- to 25-ton capacities. matting, made in cocoa brown, ebony 

MIGHTY-MIDGET PULLERS — Two sizes —- 500- and 1,000-lb. capacities. black and burgundy, has been an 

DIFFERENTIAL CHAIN HOISTS — Two sizes — '- and I-ton capacities nounced. 

1-BEAM TROLLEYS — Plain or geared types, capacities up to 25 tons. Said to be designed for clubs, hos 


MORE NEW PRODUCTS COMING pitals and other locations where a 


durable, non-skid surface is required, 


Magnetism may be removed from 
tools, such as drills and reamers, which 


’ 
‘ 
; 
: 
‘ 
; 
j 
‘ 





Increased Wear, 
Scuff Resistant 


Many new products are now in preparation. Some are in the pilot the new matting is available m all- 
stage, others are on the drawing board. Watch for them... they'll rubber construction in }-in thickness 
be coming your way, bringing with them the most advanced think- : 
ing in modern hoist design. For full information, write Dept. A-4 or with cloth reinforcement in both 
t-in and ¥-in gage. Both construc- 
tions are available in full rolls or half 
rolls in standard widths from 24-in to 
72-in. 
The Goodyear Tire & Rubber Co.., 
Inc., Akron, Ohio 
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DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative ... discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy inverting 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemicai Type Fire Extinguishers 
Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting 


G 


TOP QUALITY | 
C-O-TWO FIRE EXTINGUISHERS 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas. . 
smothers fire in seconds, leaves no after fire mess . . . highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for compiete free information 
on these top quality, “stay sold” fire extinguishers ... it will be worth your while 
to get all the facts. 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 





AFFILIATED WITH PYRENE MANUFACTURING COMPANY 


Systems 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 





Sales Helps from Manufacturers 





Direct Mail Program Comes in Package 


\ bright, glossy portfolio containing 
10 sample direct mail pieces has been 
sent by New York Belting & Packag 
ing Co., Passaic, N. J., to its distribu 
tors. Announcing “Here is your own 
NYB&P direct mail program for 
1954,” the message on the portfolio 
tells distributors that each of the fold 
ers can be mailed on a monthly sched 
ule to the distributor's list for 
the postage cost alone 

The first folder in the series, serves 
to introduce NYB&P’s belting, pack 
ing, and hose products. The remaining 
nine, one to be mailed each succeeding 
month, cover specific items—air hose, 
V-belts, transmission belting, conveyor 
timing’ belts, pack 


own 


belting, Gilmer 


ing 


~ 


rhe folder 
in illustration and headline 
to arouse the recipient's curiosity to 
look inside. For example, the cover 
featuring “Resistorbelt” has a draw 
ing of an animal-that-never-was accom 
panied by the What is as 
tough as a Rhinocrocephant?” Each 
folder contains photographs illustrat 
ing typical applications, and cutaway 
drawings showing structural character 


contains 
intended 


cover of each 


he idling 


istics 

On the back cover of the portfolio, 
NYB&P sets forth the various adver 
tising media it employs to assist dis- 
tributors in performing their overall 
selling job 


184 





Behr-Manning Adopts 
Colorful Package 


Sharpening stones manufactured by 
Behr-Manning’s Norton-Pike Div. now 
come in a new blue-and-yellow pack 
iges. Besides providing a more attrac 
tive package, the redesigning has, by 
the use of color, served to definitely 
identify the product with the Behr- 
Manning family. 

Large block letters on the lid of 
each box identifies the product it con 
tains. When stacked on shelves, the 
packages can be quickly identified be- 
cause all matter except size and type 
data has been eliminated from the 
ends. Color coding is emploved to in 
dicate the tvpe of sharpening stone in 
the box 

New Catalog 


line 


Behr-Manning’s 
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of newly-packaged sharpening stones 
(see picture) are illustrated and de 
scribed in a new two-part catalog. A 
17-page “individual stones” 
covers over 500 shapes, specifications, 
sizes, and densities of oilstones used 
by manufacturing and maintenance 
trades. A 10-page “‘stones with display” 
section includes knife sharpeners, 
scythestones, rubbing and_ griddle 
bricks, pocket stones, and other items 
used in homes, on farms, in restau 
rants. 

Products included in catalog are in 
dexed by class. Prices are available on 
separate schedule. 


section 


Binks Launches 
Series of Courses 


Binks Manufacturing Co., Chicago, 
has begun a new series of spray paint 
ing schools at its Chicago plant. The 
dates announced are: April 5, May 3 
and June Each school lasts five 
days, and is held in quarters special, 
equipped for the purpose. The Binks 
company is inviting registrants from all 
firms interested in giving their men a 
refresher course in the principal phases 
of spray painting. 

Binks Mfg. is limiting the attend 
ance of any one class to 40, and is urg 
ing early registration. It emphasizes 
that previous experience in spray paint 
ing is not a requisite for enrollment in 
the course. 


Beaver Pipe Tools 
Publishes Catalog 


Beaver Pipe Tools, Inc., Warren 
Ohio, has produced a 16-page power 
machine catalog covering selling fea 
tures, dimensions, operating capaci 
ties, users, ordering specifications, dies 
wailable and accessories for five pipe 
power drives, plus 


Universal Nippk 


machines and 
Beaver’s new “55” 
Chuck. 

The catalog is printed in green and 
white. The company’s Models “A”, 
“B”, and “E” Pipe and Bolt Machines 
and Models “D” and “C-1” Portable 
Power Drives are fully described and 
shown in color. A large number of 
pen-and-ink sketches show various fea- 
tures and adaptations of the equip 
ment. 





Literature ¢ Training Courses 
Displays « Packaging e Films— 











Display Room Hits the Road 





a 


Pi lll 
t 


‘ “elec er "i 
STEPHENS-ADAMSON Mfc. Co. 


year has been travelling an auto trailer c 


of its loaders, car pullers | 


Aurora 


since late last 
ntaining a display 


ther units The 


of hrm 


company reports the unit is booked for appearances in the 
East and Midwest until 1955 
; Standard Products Div 


lhe trailer exhibits products 





TOOLS FOR 
MORTISING --BORING 
ROUTING 


Greenlee Issues 
New Tool Catalog 


A new 20-page catalog of t for 
mortising, boring, and has 
been announced by Greenlee Tool 
Co., Rockford, Ill. The catalog illu 
strates and describes a complete lin« 
of hollow and bits, machine 
bits and drills, router bits, dowel bits, 
plug cutters, and countersink bits and 
drills. It also includes sharpening in 
structions and a boring chart for wood 


routing 


chisels 


screws 


Crucible Steel Co. Offers Steel Chart 


\ chart designed on the slide-rule 
principle is being offered by Crucible 
Steel Company of America, for fabri 
cators, designers, purchasing agents, 
ind others wanting answers on stain 
less steel selection 

Measuring 84x11”, the 


selector is 


made of stout paperboard. The front 
gives a comparison of stainless steel 
physical and mechanical properties 
together with elevated temperature 
properties. The reverse side gives a 
large number of important stainless 
characteristics. 





Simonds Holds Another Training Course 


SIMONDS Abrasive Co. chalked up a near-record attendance for one of its recent 


sales training courses held in Philadelphia 


Twenty-one representatives of industrial 


distnbutors from Canada to Florida attended the three-day meeting 
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All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


Complete Line Industrial Rubber Products 


as ADVERTISING AND SALES HELPS 





Factory-Field Engineering Service 
o 


Progressive Product Development 


- 


Advertisements in 50 trade and business publications 
reaching all industries tell the advantages of Raybestos- 
Manhattan industrial rubber products and services. Tech- 
nical data, books, catalogs and bulletins keep R/M Distrib- 
utors’ salesmen and their customers up-to-date on product 
information, application, and maintenance. 


Advertising and Sales Helps 


Effective sales aids and direct mail-material are supplied 
to help distributors keep their customers informed about 
new engineered developments in R/M Hose, V-Belts, Flat 


Belts, and Conveyor Belts. 


Raybestos-Manhattan welcomes the opportunity to discuss 
with you other benefits that will bring you more sales from 
every dollar of selling effort . .. and to your customers 


; “More Use per Dollar” with R/M Industrial Rubber Products. 
Strategic Warehousing, Dependable Delivery 


MANHATTAN RUBBER DIVISION—PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


@ZDhH Fey i 


Flot Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber * Fon Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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SCREWDRIVERS— Xcelite In 
chard Park, N. Y. has brought 
new 


} 
| 


nts 
HLS 


drivers, nut drivers 
trated 
ible, and nut driv 


lengths 


ind p 
ill screwdriver 
ket and 


T SOCAC 


the 


irc 


In addition 
duces new tools and to 
11 lude 
Xcelite 
inv round-bladed screwdriver 
tachable 
I'V focalizer 
pliers for opening 


standoff msulators 


These 1 description 


new screwholder whi 
spiral-fluted reamer; ¢ 
adjusters; and 


ind 


DIESELS-— National Supply ¢ 
gine Div., Springfield, O. has 
1 new bulletin 5305 describing 
stationary diesel engines in five 
to 54 bhp, with 
vlinders—3.75 x 4.5 in 

publication: design feature 


nine OnC 


Incluc 


tions, dimensional diagrams 


Fairbanks Co. Catalog 
Features Hand Trucks 


he Fairbanks Co., New 
issued catalog No. ‘T-54 
two-color photographs, st 
tails, ind ot! 
tion on ove! of 
trucks —including two-whec« 
trucks, platform trucks, lift jack 
form trucks, wagon trucks, and d 
of the catalog is tl 


+ 


tng 


rouctiu 
incations, T 


50 model 


Spc 


leature 


ize load ra recommendati 
showing the best loading fr 
4,000 Ibs. for all types of truck 
the front 


for the 


COVCT a pocket 


latest 


side 
vided 
list 


Fairbanks 


VISES—Columbian Vise & Mfg 
Cleveland, has issued a new lo 
catalog page describing the new 
Vise No. 724. Price data, 
tions, and applications of 
product are listed. Photog 
several applications 


RETAINING RINGS~—In 
taining Ring Ci Mount 


catalog showing its line of s 


of the 
the 


Ni 


closing 
U., | 1} 


ll 


to 


1 
1uSstTia 


Or 
out a ' 


rcw 


hu 


A a 


fm SLEDGE 
TESTED 


» COMMBIAN VISES 


h fits 
cle 
opper 
64 
I'\ 


ISSUC d 
Lister 
iodels 
SIX 
ill 


led 








» 


h = 
plat ‘ } 
llies : ‘ Machinists’ Vises Pipe Vises 

Hydraulic Vises Bench Vises 


Woodworkers’ Vises 


complete line means more sales 


Gy! 


CLEVELAND 4, OHED 


SLEDGE-TESTED 


Sold only through industrial distributors! 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 











THEY SATISFY 


IN ANY COMPETITION! 


The line is complete For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 


VIGATo, extra fine files are 


in sizes, shapes and cuts 


needed. 


b BRAND CARSON NEWTON Alli- 


gator Brand Swiss Pattern 


F L E 4 Files are made to exacting 


standards. Points smaller, 
tapers are longer and cuts 


SWISS P ATTERN ieee —" in Cuts 





im, 
Wy 








cell 
i] 
Ty 











ene a BIG ORANGE 
Mover - Shackles Have It! | 








| 


More push 
per stroke 





: D 
Only 16 Ibs. light, including rugged . 
5344" hickory handle. Its special Forged of Hi-STRENGTH STEEL 
heat-treated steel spurs grip securely 
on the edges of the rail to prevent Extra Strong 
dangerous slipping. Ask us more 
about this top performing Swaco Extra Tough 





Car Mover. ANCHOR Screw Pin SHACKLES 
and 
CHAIN Screw 
Lowell Wrench Co. stew corey Fa SUAERLES 
oe to 


WORCESTER, MASS. _ 











¥% 
SELF COLORED or GALVANIZED 
Write for Literature and Prices 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 
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N. Y. amnounces a new four-page 
bulletin describing applications of its 
stacked open-type retaining rings. A 
series of sketches shows the advan 
tages of the stacked rings when dis- 
pensed from a “one-at-a-time” unit 
which can be affixed to the work 
bench or machine. 





Ladish Co. Issues 
Fittings Catalog 


Ladish Co., Cudahy, Wisc. has re 
leased a new 304-page general catalog 
on its scamless welding fittings, forged 
flanges, and forged steel fittings 

Devoting nearly 200 pages to di 
mensions and specifications on its 
lines of fittings, the publication pre 
sents also up-to-date data on piping 
codes and standards. There is also an 
enginecring section featuring techni 
cal data tables, including data on al- 
lowable stress, P/S values, and maxi 
mum working pressures, in addition to 
tables covering flow through orifices, 
friction loss, etc. 

Catalog is indexed; all seven of its 
major sections are equipped with 
plastic index tabs. Also included in 
catalog are many illustrations 


HAND TOOLS Owatonna Tool 
Co., Owatonna, Minn., has issued a 
manual illustrating methods for per 
forming operations normally encoun- 
tered in servicing and repairing Inter 
national Harvester farm tractors 


GAGES—Yamall-Waring Co., Phila 
delphia, is offering a reprint from 
Power Engineering entitled “Are You 
Sure Your Boiler Water Indication is 
Correct,” by Yarnall-Waring’s _ re 
search director, W. J. Kinderman. It 
tells how boiler pressures and temper 
atures affect overhead water gages and 





The simple, 
scientific fastener 
(accepted for years 
by engineers) keeps 
bolted assemblies 
PERMANENTLY 
TIGHT 


BEAL! 


SPRING 
WASHERS 


BEALL Helical 
Spring washers com- 
pensate for all 4 causes 
of looseness—vibration, bolt 
stretch, wear under bolt and 
nut head, and pulverizing of 
paint, rust or scale. 


Sold by Industrial Distributors 
BEALL TOOL DIVISION 


of Hubbard & Company 
East Alton, Ill. 
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HERE’S WHAT A 


DEALERSHIP 
CAN MEAN TO YOU 


There are no two ways about 
it. The power tool market is a 
rich one. Plants all over the 
country are buying portable 
power tools in ever increasing 
quantities. MALL offers men 
who sell to industry a direct 
FACTORY-TO-DEALER 
plan ...a plan that puts more 
money in the dealer’s ket 
with every sale. MALL is a 
name your customers know. It 
is a name that has long stood 
for superb quality and com- 
plete satisfaction. Mail this 
coupon today and learn how 
rou can MAKE MORE 

ONEY SELLING MALL 


the finest most 

complete line of 
portable power tools 

on the market! 


40 Factor y-Owned Service Warehouses, Coast to 
Coast, To Give You Fast, Dependable Service. 


MALL TOOL COMPANY (issn alee” 


I want more information about MALL Deal- 
ership possibilities. 


Name 





Company. 





; 





Vee eee eee eennn= 





| eye-level indicators, and how to com- 


pensate for their effects 


CAM FOLLOWER-Smith Bearing 


Co., Trenton, N. J., has published a 
new two-color six-page folder describ 
ing their new high capacity stud cam 
follower. The folder gives load and 
life ratings, includes specifications for 
both the HCS cam follower and the 
regular type. 


MOUNTINGS~—Barry Corp., Water 
town, Mass., have issued a brochure 
describing the advantages of using 
their new Levelling-Barrymounts in 
the installation and leveling of heavy 
machines without bolting or shims 
VALVFS-—Steam-jacketed valves ax 
the subject of an illustrated bulletin 
issued by the Everlasting Valve Co., 
Jersey Citv, N. J. Explained are the 
design, operating and 
typical applications of the valves to 
the handling of viscous materials 


mechanism, 


Punch-Lok Puts 
Clamp Ideas in Print 


Punch-Lok Co., Chicago, Ill. has 
published a 24-page booklet entitled 
“Clampways Ideas,” based on the re 
sults of a contest directed to the com 
pany’s jobber organization for the pur 
pose of gathering interesting case 
histories of the most unusual uses for 
Punch-Lok hose clamps. The best of 
these applications, according to the 
company, have been included in the 
booklet. 


HOISTS—Coffing Hoist Co., Danville, 
Ill. has published a new six-page bulle 
tin on its Quik-Lift electric hoists. In 
cluded in the two-color bulletin are 
performance and safety features, cut 
awav drawings showing construction 
detail, together with complete specifi 
(Continued on page 194 
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JAW-HEAD 


The best 'soft 


hammer your 


money can buy! 


Safety-Flare | 

you non-slir 

goes better with 
RAWHIDE Jaw-Head 


for yourself 


CHANGE FACES 
IN SECONDS 


Available from leading in- 
dustrial suppliers. Also 
C/R Rawhide mallets and 
Rawhide mauls. For further 
information write Dept. 22. 


cnicaco (rawhide MFG.CO. 


1301 Elston Ave., Chicago 22, Hl. 
» Canodea: Super Oil Seal Mfg. Co., lid 


Hamilton, Ontario 





GUARD AGAINST 
DOWN TIME 
WHEN PRESSURES ARE UP 


With Watson-Stillman 
Forged Steel Fittings... 


The high cost of down time in today’s high pressure processing 
and power plants demands careful selection of piping materials. 
This goes double for the fittings. 

WATSON-STILLMAN FORGED STEEL FITTINGS give you maximum. pro,, 
tection against high pressure, heat, corrosion, shock and vfbration 
—elements often responsible for piping failures. 

All W-S Carbon Steel Fittings are drop forged to produce the 
well-known forged-fiber structure with exceptionally high tensile 
and impact strength. They're designed for high strength, too, with 
extra heavy walls where you need them. And theyre precision 
machined for perfect alignment. 

Watson-Stillman Fittings are also available in forged stainless 
and alloy steels for exceptional-service at high and low tempera- 
tures and for maximum resistance to corrosion. 

For strong, tough, trouble-free joints—for safe, dependable 
operation of your piping system—specify W-S Forged Steel Fit- 
tings. Available in sizes %” to 4” in both SCREW-END and 
SOCKET-WELDING types. Write for information today. 


Sold Through Leading Distributors 


H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 


we WATSON-STILLMAN FITTINGS DIVISION 
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FEATURE 
DOUBLE -CIRCLE 
DRILLS... 


THEY PAY OFF | qa 








mee §=CHICAGO-LATROBE’S 
complete line of 


DOUBLE-CIRCLE TOOLS 


gives greater cutting mileage 


SELBSEESEASBEASAAEESESESESESEEREEEEEEREER EEE EE EEE EE EE 
Double-Circle Drills run all the way from watch- 
maker's .0059 diameter (too small to illustrate in 
its true size) to a giant 3/2” or larger, diameter 
drill. These are the extremes. In between are 
literally hundreds of the more commonly called 
for sizes in the exact design you require. 


Each one is the finest possible tool of its type. 
Starting with top-quality pre-tested steels, they are 
produced under a precision control system that 
insures a perfect drill every time. Order Double- 
Circle and watch their fine quality give you “greater 
cutting mileage”. . . keep your tool costs down. 
Your distributor can supply you. 
yYou’tl GET 


€ QUICK SERVICE -& 
FROM A 


CHICAGO-LATROBE DISTRIBUTOR 


tite Ucleli Wa fe) :] 


DOUBLE CIRCLE 
TOOLS 


DRILLS ¢ REAMERS ¢ COUNTERSINKS ¢ COUNTERBORES ¢ CARBIDE TOOLS « SPECIAL TOOL 
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ACCO Registered" Sling Chains 


a 
a 
: , 


ai 


“ACCO REGISTERED” 
MEANS... 
1 The best material 
2 Unit safety factor (on bodies, 
rings, links, hooks) 


3 Proof test of complete sling 
to twice the working 
load limit 


4 Actual field service test 
of each design 


5 Metal identification ring 
on each sling 


6 Signed Registry Certificate 
with each sling 


in 


You sell more than chain 
when you sell ACCO Registered Sling Chains 


e This 125,000 psi acco Registered alloy sling 
chain has great strength, yet it’s lightweight 
and easy for men to handle. It will lift a 
variety of expensive loads safely over costly 
machines. You can be sure of that because 
it’s acco Registered. 

ACCO Registered is more than a name. It’s 
more than a registered trade mark of Amer- 
ican Chain & Cable. It is the standard by 


*Trade Mark Registered 


which all other slings are judged. It means 
that you can equip your customers’ shops 
with dependable “‘lifting tools” specifically 
designed for highest efficiency and long life 
by trained engineers who spend all their time 
designing and testing slings. 

For full information on acco Registered 
Sling Chains and distributorship details, write 
our York, Pa., office today. 


American Chain Division 


AMERICAN CHAIN & CABLE 





York, Pa., Atlanta, Chicago, Denver, Detroit, 


Los Angeles, New York, Philadelphia, Pittsburgh, 


Portland, San Francisco, Bridgeport, Conn, 
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Made of 
Super-Lasting NUPLAFLEX 


Nupla Mallets are extremely eco- 
nomical for use in all industries. 
Four hardnesses — hard, tough, 
medium and soft — make these 
mallets the ideal replacements 
for old fashioned soft-faced 
types. Minimum sting and re- 
bound reduces user fatigue and 
provides more accurate and safer 
blows. Elimination of all project- 
ing parts prevents sparking for 
safety with inflammables and 
also makes all head surfaces us- 
able. Why not reduce your mallet 
inventories by stocking Nupla, 
the one high-turnover line that 
meets all your customers’ needs? 
Write for catalog information. 


CHECK THESE QUALITY FEATURES 
Massive, Powerful Heads 


Conventional Weights, € oz. to 1 1/2 Ibs. 
Four Sizes * Perfect Balance 


GUARANTEED 


<> NEW PLASTIC Corporation 


1026 No. Sycamore, Los Angeles 38, Calif. 





cations and dimensions of all 17 
Quik-Lift models from 500 to 4,000 
Ibs. capacity. 


MOTOR CONTROLS — Arrow-Hart 
& Hegeman Electric Co., Hartford, 
Conn. has brought out a 12-page 
bulletin illustrating and describing its 
centralized magnetic controls for elec- 
trically-operated machines and equip- 
ment. Set out in the bulletin are the 
electrical and constructional details of 
Arrow-Hart control centers, together 
with data on sizes, rating, and order- 
ing information. 


CLUTCHES—Warer Electric Brake 
& Clutch Co., Beloit, Wisc. has is- 
sued a catalog describing a new line of 
small electric brakes and clutches. 
The publication includes detailed 
mechanical drawings and photographs 
of the products. 


BAND SAWS-—W. O. Barnes Co., 
Inc., Detroit, has issued a folder illus- 
trating and describing its raker set, 
wavy set, and skip tooth band saws. 
The folder also contains tables show- 
ing band saw specifications and a de 
scription of three types of packaging. 


Minnesota Rubber Issues 
New Ring Literature 


Minnesota Rubber & Gasket Co., 
Minneapolis, has issued new literature 
describing its “Quad Ring,” a four 
lipped rubber seal that has been de 
signed to resist spiral twist. Presented 
in-the literature are applications, engi- 
neering features, and characteristics of 
the Quad Ring. Cross-section draw- 
ings show behavior of the product un- 
der various pressures. Complete list 
ings of all available sizes, with dash 
numbers and tolerance variables are 
shown. 


CHAIN HOISTS - Harnischfeger 
Corp., Hoist Div., Milwaukee, has is- 
sued a H-32 bulletin covering the full 
line of its P&H chain hoists. Printed 
in two colors and illustrating each 
type of hoist, the bulletin includes de- 


MANUFACTURERS OF NUPLA SOFT-FACED HAMMERS scriptions as well as condensed specifi- 
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Ads like this are telling industry that... 


U.S. RAINBOW is first in Red Sheet Packings 


The first Red Sheet Packing ever 
made—and always the first choice of 
industry ever since! 
Here’s why Rainbow has never been 
matched: 
(1) Will not blow or squeeze out 
in service. 
(2) Is pliable enough to fill up 


any irregularities in the 
flange—is highly resilient. 


UNITED 


Hose «+ Belting + Expansion Joints + Rubber-to-metal Products « Oil Field Specialties « Plustic Pipe and Fittings « ¢ 


(3) Has the proper firmness to 
make a tight joint. 


U.S. Rainbow® is designed for pack- 
ing flanges and other parallel sur- 
faces against hot or cold water, air, 
saturated steam pressures up to 150 
pounds, and all hydraulic conditions. 


“U.S.” Research perfects it 


“U.S.” Production builds it 


U.S. Industry depends on it 


STATES 


RUBBER 


You get instont delivery from 
United Stotes Rubber Company's 
transcontinental choin of waoare- 
houses. Call omy of our 25 District 
Sales Offices for ao complete line 
of packings, plus selling aids and 
catalogs. Or write to address 
below. 


Mr. Distributor! 


COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


srinding Wheels « Packings « Tapes 


Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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Manco Steel Strapping Cut- 
ter. Weight—1 Ib. Length— 
9”. Capacity 4%" x .035 
strapping. 


MANCO STEEL STRAPPING 
CUTTER 


Patent Number 2648901 





The lightweight Manco Strap Cutter is a 
real time and effort saver for shipping and 
receiving rooms, warehouses, freight trans- 
portation companies, etc. Wedge-shaped 
bottom jaw easily slips under the tightest 
bound strap. Entire tool made of tool steel 
forgings with special heat treatment on cut- 
ting edges. 

Mailing stuffers available free of charge. 

Write for Complete Information 


Dept. 1D-4 








1,175,310 Readers 
Per Month... 





* More leads 
* More prospects 
* More business 


Dramatic, action-provoking ads are being seen by mil 
lions of prospects in the industrial field as a result of a 
most extensive and consistent advertising program. Pre 
tested appeals, in “proven best’ maqazines are only 2 
of the many factors responsible for the ever increasing 
demand for Procunier Tapping Attachments. Alert Dis 
tributors who stock and recommend Procunier to quality 
and cost conscious users are cashing in on the current 
accelerated demand for “Procunier”. Versatile Procunier 
Tappers have been aptly called “the line that sells auto 
matically’’—here's why: 


They're built to rigid standards of accuracy and depend 
ability; they provide longer hours of efficient tapping 
with fewer costly shutdowns, less parts spoilage and 
broken taps; they enable operators to handle more work 
with greater ease; they offer faster, smoother action, 


Visit Our Booth longer life, less wear, with a minimum of maintenance. 
#1621 at the 
ASTE Show Find out how you too can get on this bandwagon of 


sales profits by stocking and selling Procunier Tapping 
Attachments—write today for details. Dept. 4 


PROCUNIER Safety Chuck Co. 


12-16 S. Clinton St. Dept. 4 Chicago, Ill. 
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cations. It covers all types of hoists 
from the }-ton to 25-ton capacity. 


| HOSE—Quaker Rubber Corp., divi- 
|, sion of H. K. Porter Co., Philadelphia 


has brought out a new bulletin de- 
scribing the company’s complete line 
of steam hose. The four-page publica 
tion presents cross-section and cut- 
away illustrations accompanied by text 
to explain features and uses of hose. 
Included also are performance data, 
sizes, weights, and working pressures. 
There is also information on _ best 
suited couplings for specific uses. 


STEEL—Firth Sterling Inc., Pitts- 
burgh, announces two bulletins cov 
ering its “Extra” (water-hardening car- 
bon tool steel) and “Sterling V” 
(water-hardening carbon - vanadium 
tool steel). Both publications give 
complete information on analysis, 
characteristics, applications, forging, 
general heat treatment, annealing, and 
tempering. 


SOLDERING IRONS -— Hexacon 
Electric Co., Roselle Park, N. J. an 
nounces a new catalog No. 106 de 
scribing the firm’s line of electric 
soldering irons. Included in the pub- 
lication are illustrations, data, and 
prices on 40 different soldering iron 
models in seven distinct types, 25 to 
700 watts, and 4” to 13” tips. Several 
new models are discussed in the cata 


log. 


BEARINGS — Amplex Division of 
Chrysler Corp., Detroit, has issued a 
new catalog listing more than 700 
‘standard”” bearings, cores, bars, and 
plates, and furnishing in addition spe 
cification data 


CARBIDE DIES—Carboloy Dept. of 
General Electric Co., Detroit, has re 
leased bulletin D-134 containing spe 
cifications and prices on round hole 
dies, rough-cored and finished, braze 
type rough mandrel nibs, finished 
tube-drawing mandrels, square and 
hexagon shape dies, nail gripper and 
header die nibs, guide rings and wire 
guide bushings 


DRILLS—Ready Tool Co., Bridge 
port, Conn., has released a new chart 
to guide engineers in determining 
center hole sizes. According to the 
company, the chart, by showing 
proper center hole design, helps to 
avoid inaccuracies in turning and 
grinding. 

The chart lists the maximum load 
on centers in pounds, ranging from 
100 to 30,000 Ibs., gives the mini 
mum shaft diameter required, and 





“We like the way the B18 line 
is being constantly improved 


in design and breadth,” 


says MR. J. H, RUDDELL, President 
Central Rubber & Supply Co., Indianapolis, Ind. 


“Twenty years ago, I personally looked over 
various valve manufacturers’ plants and picked 
OIC as looking the best. And our valve sales 


have been constantly growing,” says Mr. Ruddell. 


Today, just as 20 years ago, OIC places con- 
stant emphasis on sound design. Progressive 
engineering and modern manufacturing tech- 
niques combine to make the OIC long line of 


valves second to none. 


Couple these production advantages to the 
additional service and cooperative benefits OIC 
provides, and you'll understand why an OIC 


distributor franchise is so valuable. 


THE OHIO INJECTOR CO, 
WADSWORTH, OHIO 


() | C THE LONG LINE OF VALVES 


FOUNDED 1883 


LUBRICATED PLUG VALVES 


BRONZE & IRON, 
Va LVES |rorcep « casr steel, 
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NOW science peRrects. 


IDEAL “V" LINK BELTS! 


























ave 


At last . . development research and on-the-job testing have 
perfected the “V” Link Belting everyone has demanded. The new 
special rubber compound, combined with the high tenacity fabric 
offers a “made to order” “V” Link Belting that gives you all 
these advantages: 


% GREATER STRETCH RESISTANCE! 


*® MORE PLIES IN EACH SIZE GIVES 
HIGHER POWER CAPACITY! 


% IMPROVED FLEXIBILITY! 


*® GREATER RESISTANCE TO SHOCK, 
FATIGUE, AND ABRASION! 


* MUCH LONGER LIFE! 
ALL AT NO INCREASE IN COST! 


FOR YOUR FREE 
SAMPLE AND 
LITERATURE 


t 
y refunded 
d accurate. 
POnan.. 
Oo 8 Pee A FT 


684 BROADWAY, NEW YORK 


's nor foun 
Write to: 


BRAMMER 


WAREHOUSES: Atlanta 
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Birmingham Kansas City Los Angeles San Francisco Seattle 


the subsequent center hole diameters 
that should be used based on the pre 
determined factors. 


ABRASIVES—Cratex Manufacturing 
Co., San Francisco, has issued a new 
catalog No. 53, describing and illus 
trating the company’s line of rubber 
ized abrasives. A feature of the catalog 
is the data on the four standard grit 
types, ranging from relatively coarse 
to extremely fine textures, and the ap 
plication of each type for burring, 
smoothing, and polishing hard or soft 
metals and other materials. 


BELTING—Hamilton Rubber Mfg 
Corp., Trenton, N. J. has published a 
30-page catalog dealing with industrial 
rubber conveyor belting. Catalog il 
lustrates and explains many belting 
installations; also illustrated and de 
scribed are belt covers, breaker fabric, 
rubber frictions, skim coat, and rein 
forced rubber edges. 


FLOORING-—Flash-Stone Co., Phila- 
delphia, Pa. has brought out a folder 
describing its new industrial flooring 
process called Metal-Seeded Dynapakt 
The folder points out how this floor 
ing material, applied with special 
power equipment to insure compac 
tion, features an 8-inch veneer of iron 
chip aggregate to withstand wea 


PAINT—Enterprise Paint Mfg. Co., 
Chicago, has issued a bulletin describ- 
ing its new patented “dirt-repellant”’ 
paint. The bulletin explains features 
of the paint which, it claims, stays 
clean from 70 to 90% longer than 
ordinary paints. 


LIGHT—Electric Cord Co., New 
York, has issued a folder describing 
its “Light Warden,” an automatic 
emergency lighting unit for use in 
plants and commercial premises. The 
folder presents specifications, and fea- 
tures of the light. 


VACUUM CLEANERS-—Air Appli 
ance Div., U.S. Hoffman Machinery 
Corp., New York, has brought out 
bulletin A-939 analyzing the problem 
of industria] dust and describing how 
its line of vacuum-cleaning equipment 
is designed to combat it. Portable 
separators, water traps, material in 
take valves, electric bag shakers, and 
rotary discharge valves of the com- 
pany's permanently-installed vacuum 
system are all described and _ illus 
trated. 


COUPLINGS-—Browning Mfg. Co. 
Maysville, Ky., has issued a specifica- 
tion sheet describing and illustrating 
its new line of chain couplings de 








DON'T DESPAIR! 


Ask Your 
LYON Dealer! 


@ Finding the best source of supply for 
steel equipment isn’t as frustrating as you 
may think. 

Your Lyon Dealer offers the world’s most 
diversified line of quality steel equipment. 
(A few of Lyon’s 1500 standard items are 
shown below.) Equally important, he can 
show you how to get the most out of steel 
equipment in terms of saved time, space 
and money. Why not ask him to stop in? 
He’ll bring along a 76-page catalog full of 
Lyon equipment and a head full of practical 
ideas. 

LYON METAL Propucts, INC / . . . . 
General Offices: 453 Monroe Ave., Aurora, Ill. - Ads like this “a m ae _ and b 
eading trade publications every mont 


Factories in Aurora, Ill. and York, Pa. 











Lyon also has complete facilities for manufacturing special items to your specifications 


‘ ea 
a | @ 
STEEL EQUIPMENT 


eo 3 
- ees 


nod ; ay 


for BUSINESS- INDUSTRY: INS 
, STEEL KITCHENS for THE HOME — 
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Too! Boxes 
Ports Cases 
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ABRASIVE CO. | 
— 


_— 


Plate Mounted Wheels 
Sav money for 
Your Customers 











signed to take the Browning split 
taper compression bushing. The sheet 
is numbered Form 2017. 


CARBIDES—A new edition of the 
Carmet Methods Manual on 
mented carbides has been issued bi 
the Carmet Div., Allegheny Ludlum 
Steel Corp., Pittsburgh. It is the 7th 
edition of the publication, and 
cludes information on tool desig 
brazing, grinding, chip breakers, 
ups, coolants, cutting speeds, and 
reference data. All grades of Carmet 
carbides are listed 


PRICE CHANGES-—Price-cuts on 
75% of its Waldes Truarc retaining 
rings have been announced by Waldes 
Kohinoor, Inc., Long Island City, 
N. Y. The reduced prices are limited 
for the most part to the large-quantity 
brackets, particularly for steel, bery! 
lium copper, and phosphor bronze 
rings, actual price increases occur in 
the ease of small orders. In the cas 
of stainless steel rings, prices have been 
increased 


Wendt-Sonis Offers 
Machining Calculator 


Wendt-Sonis Co., Hannibal, M« 
is Offering a feed and speed calculator 
suitable for all carbide machining op 
erations. It has a wide range of feed 
speeds and depth of cut, and also 


carbide grade chart 


CHAIN—Chain Belt Co., Milwaukee, 


has released a bulletin describing it 
line of Rex Z-Metal chain, a heat 
treated product which i tant t 
corrosion and abrasion 

Che bulletin sets forth variou 
fits of Z-Metal chain, together: 
laboratory and field test report 
llustrations depict application 


un 





PLANE COST IN BUSHELS 


One fighter plane costs as much as 
half a million bushels of wheat, Food 
Engineering, McGraw-Hiil publication 
reports 











THREE BIG REASONS WHY 


Industrial distributors and their salesmen like to handle 
Bristol’s Hex Socket Cap Screws. 


Bristol's Hex Socket Cap Screws are quality products . . . 
at standard prices. Precision-made, with features that put 
them at the top of the market, Bristol’s screws are easy 
to sell. 

Bristol's strong distributor policy helps the distributor, 
directs business through him, protects his franchise, Dis- 
tributors get support from national advertising and hard- 
hitting direct mail programs. 

There’s no delivery problem with Bristol's Hex Socket 
Cap Screws. Adequate stocks are on hand to fill orders 
without delay—and the Bristol distributor can meet every 
demand for socket screws. 


No wonder it pays to be a Bristol distributor! 


BRISTOLS “gs 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 
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“*‘NATIONAL’”’ 


p most O ular 
block sander 


MODEL 400 
Mity-Midget 


MODEL 500 
Electric 


MODEL 600 


ee S21 Neations/é Comolete Line 


National has a complete line of portable 
Sanders . . . air or electric driven with 

_ either straight-line or orbital action. Thou- 

+ _ sands of these machines are now being used 
| im manufacturing and maintenance work. 


a 


' They have a proven record of reliable and 
_ efficient service, long life, ease of operation, 
and for giving the best sanded surface in 


thes possible time. See*-how you can 
t miitouar'sdhsibetioa side tn 


‘ ‘ 
CAG a 
TER ERE eine, Bem 
.. i a hd <5 a” See 2 
the » ‘ Tie we ee ot <4 


és 


NATIONAL AIR SANDER, INC., ROCKFORD, ILL. 
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| You and 
| Your Selling Job 


(Starts on page 97) 





fail to select “‘push’’ items appropriat 
to specific accounts. 

Then, too, you may be failing to 
reach excellence in your selling efforts 


| not because you don’t know your prod 


ucts, but because you don’t know how 
to explain their features in language 


| which will be understandable to your 


prospects. Being an expert on out 


| standing features of a product is not 


enough; you have to be able to tell 
the prospect what such features mean 
to him as a buyer. 


You and Your Customers 


What is your C.R Cus 
tomer relationships should be reviewed 
periodically. Friendships must be es 
tablished with customers, but must 
not be imposed upon. 

Friendship alone is not going to 
hold a customer indefinitely in the 
competitive market ahead. The trend 
is for buyers to look to distributor 
salesmen for more and more help. 
If you don’t supply such help, some 
energetic salesman is going to come 
along with less experience and basic- 
ally less to offer, who will look on his 
customer relationships as joint partner- 


rating? 


ships. 

In fact, a salesman who is long on 
product information and an expert at 
using selling techniques may very 
often lose out to the salesman who 
is taking care to provide exceptional 
service. 


Editor's Note: This is the first of 
series of three articles by Dr. Lapp 
Next month, Dr. Lapp will discuss sales 
techniques. 


A BUS IS A BUS 


Buses resembling loaves of bread, 
cartons of milk, etc. are perfectly 
legal in Louisville, Ky., but it took o 
ruling by the city’s law department 
to establish that fact. A transit com- 
pany there has been painting its buses 
to resemble an advertiser's product 
and the question arose as to whether 
a bus so decorated was a bus or an 
advertising sign, subject to the city 
tax on signs and displays. Legal minds 
ruled that it’s still just a bus, Bus 
Transportation, McGraw-Hill publica- 
tion, reports. 

















WELLER SOLDERING 


GUN 


PATENT UPHELD BY 
U. S. DISTRICT COURT! 


Recent decision in infringement action brought by Weller 


sustains validity of Weller patent 





In a decision handed down 
January 19, 1954, by Judge John P. Barnes, 
the U. S. District Court in Chicago has 
granted an injunction against the further 
manufacture of soldering guns infringing the 
basic Weller patent. Weller’s suit charged 
infringement of the eleven claims of its 
patent pertaining to the arrangement and 
construction of Weller pistol-type soldering 


guns, all of which were upheld. The Federal 


Court’s decision firmly establishes Weller 
Manufacturing Company's claim to the dis- 
tinctive arrangement of the transformer and 


small quick-heating tip patented by Weller. 


WELLER MANUFACTURING COMPANY 


Easton, 


Pa. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Republic Supply Co. of California has 
been appointed exclusive California 
distributor for the “‘Penflex”’ lines of 
he Pennsylvania Flexible Metallic 


Tubing Co, SELL these features 


George M. Philpott Co., San Fran- i 
cisco, has been appointed distribu- Des 
tor for Cullman Wheel Co. of Good ign mn 
Boice-Crane Co. has appointed the 
following distributors: jl 
@ Carolina Rubber & Supply Co. s0 
New Bern, N. C. er’ 
@ Nashville Machine & Supply Co. 
Nashville, Tenn. 
eR. W. Hudgins & Son, Inc. 
Norfolk, Va. 
Firth Sterling Inc. has appointed the 
following distributors for its steel U N | ON ‘5 


and carbide products 


@ The Mau-Sherwood Supply Co. which mean BETTER 
Cleveland 
e Standard Shannon Supply Co. SERVICE for your 
Philadelphia. 
James Supply Co., Quincy, Ill.. has customers 

been appointed distributor for getter service in terms of easier set up, per- 

V-belts and sheaves lines of Maurey manent leak-proofness, and the maximum in 

Mfg. Co., Chicago. economical, carefree performance . . . is 
r assured through the use of Jefferson Unions 
because: 

... they are made of air furnace 
malleable iron having a_ tensile 
strength of 55,000 p.s.i. 

; . .. they are air tested before ship- 
amous vry ment. 

id comppay noted for its production . . . they are made with a ball joint 
vaccurs now they are selling | The Bi er Looks of true spherical contour. 
equipment t ’ | stand the 3aff | * y 

t will be | . . . the seat is recessed (an exclusive 


er ee Jefferson feature) and locoted in the 


I'he Satterlee Co., Minneapolis, has 
been appointed distributor for De- 
VW alt Inc. 





| Distribute 


mode by @ 


sdvantageouvs for you to 


the Harrisburg franchis raceway so that pipe ends cannot come 


« 
at Business in contact with it. 
ee ee — | . . . Seat rings are of seamless brass 


OR WRITE FOR DETAIL : 
tubing; they cannot rock loose because 
they are press-fitted into machined 


Following is the report of pur- 


chasing agents who comprise the A Complete Source of Supply 
N.A.P.A. Business Survey Com- Here it is: Unions, Union Elbows and Union 
. Tees in Jefferson 300%, Excel 250% and 
Master 150%; also Flanges in Jefferson 
. “ 300% and Unions in Enduro 300%. All lines 
New Orders Are Bright Spot are also available with all iron seats. Under- 
writers approved. 





Harrisburg Steel Corp., 

Herrisburg 18, Po 

We ore interested in selling Herrisburg Coup- 
lings ond Flenges in ovr territory. Please 
send us your Cetologs. mittee: 


Neme 
Compeny ; 
All but one of the important indus 
4 pes trial business factors reported on by 
‘ te . 
"Y the N.A.P.A. Business Survey Com 


Lee eee eee eee md mittee continued down in February JEFFERSON 


ewe Production, prices, inventories and 
(im) 101 Years in Pennsylvania's Capital / employment are off at about the same UNION co. 
I rates as reported in January. The 671 West 26th St., New York 1, N. Y. 
iy y Ss. urg ee bright spot is in new orders. While 9 Green St., Lockport, N. Y. 


corroraTiOon on ntl not of boom proportions, the number 49 Fletcher Ave., Lexington 73, Mass. 


Get full details concerning the 
Jefferson line 


Address 
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reporting increases (30 exactly bal- 
ances the number of decreases, a con- | S$ FL [ T oe b 
dition that has not existed in the re- 


ports since last March. Also, the 
number showing increases is the high- 


est since January, 1953. Production 

cutbacks and increased orders have ( ) ee 

closed the gap between falling orders ereblilere 
and production, to two points in Feb 

ruary. The widest gap in 1953 was 


! 
> 


15 points, in September—indicat 

that much of the adjustment between 

production and orders has been made. 
Price changes, though more numer- 

ous, have been moderate, reflecting COMBINATION 

overstocks and stiff competition. Un- 

worked material inventories show the 

sharpest drop since last June. Mam BLOWER-SUCTION CLEANER 


are reported down to rock bottom. 


Employment is down—not quite as 
much as in January. Productivity is 


PORTABLE ELECTRIC 





on the rise. Buying policy is predomi Adv 

nantly 60 days and under. The ma ‘ ertised in 
jority opinion is that Easter, Spring 

and early Summer products are be ‘leadin industrial ta 
coming active, and March ma 10 g 

a leveling-off to upward mover : 


} ( \ 
industrial business. . magazines 
™~ 


Cash Discounts Returning 


Prices of purchased industrial 1 
rials continued to show weakn 


February. Metals predominate in the PLANT 


li fF oO r1ais witl DI 
slide-off of raw materials, with OPERATORS MADE IN 5 MODELS 


cated items running a close secon 

° ILLUSTRATED: 1 HP. 
> s} aisct 18S y Sine h im 
Cash discounts, missing since t EVERYWHERE 9 penne 


position of price controls, are coming READ ABOUT THIS FASTER 
back. Freight absorption and d BLOWS 

ered price changes help to lowe ; BETTER, EASIER, LOW-COST . 
With ti SUCTION 
CLEANING METHOD CLEANS 

* 





net cost to the consumer 
to negotiate and current] KCESS 
pacities to negotiate with, bun I SPRAYS 
y ; ing healthy omnpetiti 

yo A giTE health 7 Profitable sales come easy and often Removes 
aqinmons o 

when you catalog and demonstrate the damaging dust, 

’ dirt and grit 


Purcl names versatile CLEMENTS-CADILLAC ros 
urchasing Agents repor 


ries of the materials they buy wer blower-suction cleaner. 
lower again in February. Som« 

report reduction of stocks, tl t 

number so reporting in any o Available with numerous attach- 
month since the inventory ager an ments, this blower can be quickly 
started last June. Many are in bala 
with current requirements. Th¢ 

justment appears to be about cor ety of maintenance and production 
pleted for many others. General : 
ment is that this part of indust: 
ventory is in a much healthier condi and suction cleaning, spraying— 
tion than it has been for month 


Inventory Situation Healthy 


converted to handle a broad vari- 





jobs. It’s widely used for blowing 


also for preheating, bending, an- 


Slight Increase in Hirings nealing and soldering operations. 
Pay rolls were down again, thi 


it a slightly lower pace than in lan ‘ . s 
my gill Chase ene & hah incseoe Write for complete information 


those reporting new hirings. Outdoor To. / r 
work was expected to pick up i é ESTOCK BINS? 


March. Productivity is impro 


the incentive workers strive to make eM 


OmmaHZpPpwapca mrwapowzmumo 


» f atin mi All temas @ ' ms 
up for lost overtime pay. All types of CLEMENTS MFG. CO., 6624 S. NARRAGANSETT AVE., CHICAGO 38, ILL. 
labor are reported available in most 

reas . Ds and : TRY whee aed 
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/ 
eh New 


EQUIPTO BOOKLET 


Helps lick toughest storage problems! 


/ 


These and many more valuable facts 
are yours in this fully illustrated new 
Equipto booklet. Send for your free 
copy today. 


Here's “must” reading for anyone who 
plans, buys, or uses storage equipment. 
Shows how you can have custom-arranged 
facilities, yet pay only the price of stand- 
ardized units. Learn how to survey, make 
floor plans and elevations of your own 
particular requirements. Change arrange- 
ment of components anytime. Buy only 
what you need; expand as you go. 


Division of Avrora Equipment Company 
825 Prairie Avenve, Avrora, Illinois 


AASTER, 
ar 


acts. 


USE THEM TODAY FOR VISE ORDERS 


Our Jaws GRIP 


Qur Hanoves 
STAY PUT 7 — - 
( Toot. Svee.-) 


e. P/NNED ON-—>7 


THEY CAN 7 3 
norway * 


OuR TOOL STEEL (LOOK ar our >) 


‘x! JAWS COVER THE | | SOLID STEEL 

ENTIRE TOP OF BAR Stine. 

THE VISE and ARE| | STRENGTHENER 

\ RENEWABLE (SUPER OR ) ) 

—  _SseRies) L 
‘WEGOT EXTRA) 
STRONG SCREW) 
AND nuT/ 


WITH THE 
— STRENGTH 
OF A SOLID 


BACK Jaw 
} 


UNDER PORT Ow U 
ne = te 


Machinists © © Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 
Woodworkers © Utility 

THE CHARLES PARKER CO. 


PARKER VISES 


Anierica's First Vise Maker 


The Sales Policy is 
100% through Distributors 
MERIDEN, CONN. 
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Buying is 60 and Under 


Sixty days and under is still the 
majority purchasing policy. Living off 
inventory, short orders, availability, 
and price weakness are influencing this 
short view of the markets. General 
assurance that vendors will meet de- 
liverv schedules, plus the improvement 
of supplier services, are making un 
necessary the long-range or multiple 
commitments so prevalent during con 
trols and scarcities. 


Price Declines Moderate 


Moderate price declines increased in 
Februarv—zinc and lead taking the 
sharpest cuts. 

Reported up were Fatty acids, cad- 
mium sulphide, sovbean products, 
grains, cocoa, coffee, some West 
Coast lumber, mercury, kraft, ink, 
soap, tallow. 

Down: Heavy acids, secondary alu- 
minum, aluminum powder, brass and 
bronze ingot, brass rod, scrap, cad- 
mium, castings, benzol, coal, cotton, 
shortenings, beef, eggs, hemp, indus- 
trial diamonds, lead, some lumber, 
mono- and tri-ethanolamine, some 
vegetable oils, wastepaper, gummed 
tape, polyethylene, synthetic resins, 
fabricated rubber goods, steel, steel 
scrap, textiles, steel valves, clectric 
wire, zinc, zinc products. 

Hard to get: Happy days for buyers 
are here again, as no materials are re- 
ported critically short. Only a few are 
in tight supply: magnesium, nickel, 
some sizes of structural steel. 


Canada Business Spotty 


Canadian Purchasing Agents report 
business rather spotty. Production and 
orders were sharply down from Decem- 
ber and January. Commodity prices, 
which had held up better than in the 
States for the previous three months, 
turned down in February. Inventories 
were sharply reduced in February. 
Employment, which also has been bet- 
ter than in the States, took a sharp de- 
cline, much of it seasonal. Buying 
policy is now in line with the United 
States. Canadians looked to March for 
1 brisk pickup, with increased outdoor 
ictivity reflected in demand 





NEED FOR COAL 


Based on the amount of steel and 
iron used in the following products, 
it takes 4,609 pounds of coal to pro- 
duce an automobile, 90 pounds for 
a man’s bicycle, 11,027 for a six-room 
house and 49 pounds for a washing 
machine, according to Coal Age, Mc- 
Graw-Hill publication. 

















Now HERE'S a SENSATIONAL Expansion! 
yew! Brightboy 








NOW, wherever customers’ requirements dictate, 
you can sell them a new rubber-cushioned Bright- 
boy compounded with silicon carbide abrasives, 
for countless time-saving applications. This new 
Brightboy grouping is the answer to the rapidly 
growing demand from finishing experts who appre- 
ciate and want Brightboy textures which incorpor- 
ate the working characteristics of silicon carbides. 
Accordingly .. . 


THE COMPLETE BRIGHTBOY LINE IS NOW COMPOUNDED WITH 
EITHER ALUMINUM OXIDE OR SILICON CARBIDE GRAIN 


AND Brightboy is now available in a wide variety oi grain 
sizes ranging from extra coarse to extra fine, in seit, firm Wheels. Sticks 
and tough rubber binders! Rods, Blocks. 


Thus Brightboy widens your customers’ finishing horizons almost unbe- for machine and 


lievably . . . cuts finishing costs substantially! Rubber cushioning renders 
the complete Brightboy line extensive in its adaptability—creates time-and- 
work-saving applications far beyond the scope of other finishing methods. 
Your customers can beat competition with Brightboy’s broader, better meth- 
ods that really count—with finer, faster BURRING, CLEANING, FINISH- 
ING, POLISHING, IN ONE OPERATION! They can profit by finishing 


’ 


savings of as much as 50%! 


manual 
operations 


LET MODERN BRIGHTBOY FINISHING 
MULTIPLY YOUR PROFITS! 


Brightboy takes up where other abrasives leave off. You 
need it to round out your complete customer-service in 
abrasives. You'll want it to bring in the substantial extra 
sales which only its adaptability and versatility produce. 
You'll appreciate it because it is a tie-in “natural” with 
your sales of cutting tools and cutting abrasives. 


GOOD DEALERSHIPS AVAILABLE 
a ‘eo WRITE FOR INVITING PARTICULARS! 


ez 
= ROBERTS 
BRIGHTBOY INDUSTRIAL DIVISION 
PElichor WELDON ROBERTS RUBBER CO. 
DON, 95 No. 13th Street Newark 7, N. J. 


RUBBER CUSHIONED ABRASIVES 


bs America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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FROM THE 


ove FILES 


25 YEARS AGO 





Knight & Wall C 
tarted selling Its servi 
ies. The firm had a 1,2 
film made showing a customer | 


taken on a tour of its | 


Ihe Hardware & Supply ¢ 
Ohio, announced plans for 
ranch in Massillon 


Marshall Newell Supply Co., San 
Francisco; The Canton Supply Co., 
Canton, Ohio; and John E. Larra- 
bee Co., Amsterdam, N. Y., 
idmitted to the National As 


tion 


The Ge ) 


Worthington Co., Cl 
land was ce hundred 


lebrating it 
inniversar\ 


Gui WW Donahue 





Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in lie 

uid and paste 
Customers like its 
advantages, come 
back for more 
Rubyfulid will 
make friends and 
build business for 
you, too. 

For steiniess 
steel, sel) Nuby’s 
Stainless Stee! 
Flux perfected 
for that metal 


RUBY 


CHEMICAL CO. 
76 S$. McDowell St 
Columbus 8, Ohio 


40 


of how 


oR 


6 typical examples 
Millers Falls “Adjustomatic 
Clutch Electric Screw Drivers 
are saving time and money on 
thousands of assembly lines 


EYE GLASS FRAMES. Driving tiny op- 
tical screws traditionally an “impossi- 
ble" job for a power driver. Yet Millers 
Falls drivers are doing it ond cutting 
labor costs 64%. 


TV TUNERS. High power combined with hair-fine 
torque control those are the qualities that won 
Millers Falls the nod over competing drivers on this 
exacting application. 


WINDSHIELD WIPERS. 
tiple-driver installations like this ore one 
secret of the success of a leading manvu- 
facturer in this highly competitive field. 


Ingenious, mul- 


TRAVERSE TRACKS. Drive screws too tight 
and tracks crush. Not tight enough — and stops 
loosen. Millers Falls’ record on this job: Rejects, 
nil — speed, up 400%. 


MINIATURE MOTORS. Problem: To drive tiny > 
self-tapping screws without stripping or splitting a 
thin plastic housing. Selution: Millers Falls No. 
52's. Result: Production up 110%. 


q HEATING CONTROLS. Speed, occu- 
racy, economy — on oll three counts, this 
manufacturer chose Millers Falls ofter 
extensive tests with other electric and 
pneumatic drivers. 


There’s a Millers Falls Driver that’s Right 
for Practically Every Driving Problem 


Write for full information on the profit pos- 
sibilities offered by Millers Falls drivers and 
many other high-performance electric tools 
for production and maintenance. yy” ( 
MILLERS FALLS COMPANY if, , ; 
Greenfield, Mass. She Mark of yporiniy 
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25 Years Ago (Cont'd) 





Charles E. Tenney bought control- 


ling interest in E. S. Stacy Suppl) 
Co., Springfield, Mass., and Brierly- 
Lombard Co., Worcester, Mass., 
from Standard Supply & Equipment 


Co. of Delaware. Connection be 
tween the two New England supply 
houses and the parent firm were 


severed. 

Whitman Barnes - Detroit Corp 
changed its name to Whitman & 
Barnes, Inc. 


Aviation enthusiasts awaited the a1 


. eo * 
in welding-equipment sales! rival of Britain’s lighter-than-air 
ship, the R. 100, scheduled to cross 
A PzH FRANCHISE 


the Atlantic sometime in May. It 
on the line that’s a top profit-maker 


was reported that 22 miles of wire 
rope had gone into its construction. 
for aggressive distributors everywhere! 


Chain and mail order businesses were 
| 
making great strides in the retail 








The Most Complete Line! You've got something to 
sell — something that meets a real need — in almost 
every plant or shop — any place there’s a job of fab- 
ricating or maintenance. 


Exclusive Features! Only P&H welders have Dial- 
lectric Instantaneous Remote Control that lets the 
operator adjust heat right at the work, as easily as 
tuning a radio. No hard-working cranks to turn, no 
moving parts to wear out and cause delays and 
maintenance expense. 


Powerful Advertising! As many as a million sales 
messages a month in 17 leading trade journals talk 
P&H advantages to the purchasing agents, the pro- 
duction engineers, the welding superintendents — 
all the men you've got to sell first to make a sale. 


Profits and Prestige! If you can see that your name 
plus PaH, one of the big names in industry, can 
add up to real success in welding-equipment sales, 
write us for information regarding a franchise in 
your territory. 


pH WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 


4683 West National Ave., Milwaukee 46, Wis. 


Engine-Driven DC 


field. Statistics for 1928 showed 
their volume at over two billion dol 
lars 


Twin Cities distributors, in a special 
survey, predicted a good year in 
1929. They felt price cutting was 
the major problem of 1928. 


The Ross-Willoughby Co., Columbus, 
Ohio, elected W. C. Hunter as pres- 
ident and E. S. Bolen and R. W. 


Martin as vice-presidents. 


10 YEARS AGO 


Fire of undetermined origin swept 
through the tractor division of 
Great Lakes Supply Co., Chicago, 
doing an estimated $50,000 worth 
of damage. 


Mideke Supply Co., Oklahoma City, 
established an aviation supply de- 
partment under Dan O'Shea and 
Jack Nelson. 


Roland J. Ahern succeeded William A 
Purtell as president of the Billings 
& Spencer Co. Mr. Purtell wanted 
more time to devote to Holo-Krome 
Screw Corp., of which he was also 
president. 


’. H. Tiebout & Sons, Brooklyn, was 
appointed distributor for Carborun- 
dum Co. 


Perth Amboy Hardware Co., Perth 
Amboy, N. J., celebrated its 35th 
anniversary. R. D. Howell was pres 
ident and J. E. Madsen, vice-presi- 
dents. 


Arc Welder Positioners 


2587 : 
W. E. Hansen retired as president of 
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10 Years Ago (Cont'd) 





Hausen & Yorke Co., New York 
City. Arthur Yorke assumed full 


whership and control of the firm 


War conditions had strengthened d 
tributors, Industrial Marketing mag 
azine concluded in a survey he 
main reason: shortage of manpower 
in manufacturers’ sales organiza 
tions, and war industries’ depend 
ence on immediate delivery. How 
ever, direct selling by manufacturers 
increased in the war period 


Stauss & Haas, Inc., was founded in 
New Orleans by Edward F. Stauss 


and Edgar J. Haas 


Alex Krueger was named manager of 
the Corpus Christi branch of San 
Antonio Machine & Supply Co 


A Midwestern distributor was among 
the first to forecast trouble with the 
Russians. After furnishing part of a 
$50,000 grinding wheel order for the 
Soviet, he found himself stuck with 
it. The wheels were. not the same 
as specified and even though the dis 
tributor’s specialist demonstrated 
that the wheels furnished would do 
the job well, and save the time of re 
ordering, the Russians were ada 
mant. They wouldn’t even wire 
Moscow for instructions 


There was no talk of a postwar slump 
in Texas. Almost all distributors 
there were getting ready to increas¢ 
their sales staffs, reduce the size of Z 


individual territories and intensify 


7 
sales training. Peden Iron & Steel This True Ball Joint Makes the Difference 


Co., Houston, for examplk 
launched a program to departmenta 
lize its lines, make each of its 40 Darts give a snug, drop-tight fit easily — without fussing or excessive 


wees ’ 1; : : - : . Paige 

— nae a specialist in ceitain wrenching — there's no lost time in installation. Yes, and you can 

sroducts , , : 

I use Darts over and over again on many different installations for 
real economy! 


QUICK FACTS @ Shoulders are heavy — with- 
stand abuse 





© Leakproof because precision- 

AFTER THE GAME machined to a true ball joint and @ Practically indestructible Nut 
hericall heen ir- i 
Siccatece eho Calta: Gites spherically ground and Body of air refined, high 

test malleable iron 


have solved the problem of handling ®@ Bronze alloy seats ‘ 
empty beer cans picked up after each are extra wide, resist gr He Tell your customers Darts 


game through the puchase of a small- pitting and corrosion = = are a real quality invest- 
size rock crusher, according to Ameri- = = ment and why. It pays! 
can Machinist, McGraw-Hill publica- > ¥ Z 

tion. It took several trucks to cart 
away the empties because they had 
considerable bulk but little weight 
Now the cans are put through the 
crusher, and one truck can handle UNIONS 

them easly in ene leod. DART UNION COMPANY . PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distributors: Boston » New York » Pittsburgh « Rome, Ga. 
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CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 


WRITE FOR CATALOG 


Standard thrufeed and infeed work support 
blades available from stock. Prices on special 
blades quoted on receipt of prints. Worn blades 
salvaged—retipped and reground. 


SEE US AT PHILADELPHIA 


We will demonstrate Willey’s diamond hand lapping 
machine, showing mirror finishing of tungsten carbide 
cutting tools. 


BOOTH 1455—-ASTE SHOW 














a 
~ Ce "Ft 


Waren your profits soar when you stock and feature the 

complete Champion DeArment-Channellock line. Get your 

dispiay boards ovt front where your customers can buy from the 

wide Channellock selection. Millions of reeders every month 

ore being told about the Channeliock line! There are real profit possi- 

bilities for you in the plete Ch Hock line of highest quality tools. 
Check your stock today . . . be sure it’s complete! 





“wo ters, . 


THE PLIER DESIGN THAT OBSUWLETES ALL OTHERS 





CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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Answers 


(To Quiz on page 208) 





W. S. (Red) Gardner and A. L. (Al) 
Meredith first teamed up in 1923. Now 
they operate Gardner & Meredith, 
manufacturers’ agents, in Chattanooga. 
Al has been in the business since 1914. 
Both once worked for Faucett-Huston 
Co., Chattanooga. 


Powell & Maddock is now Maddock & 
Co., 42 North 6 St., Philadelphia. The 
gentleman in the center is Alfred M. 
Maddock, founder of the firm. 


Reichle Supply Co., Saginaw, Mich., 
has always had plenty of bowling en- 
thusiasts. These six won the company 
championship for the 1945 season. 
They are Abner C. Sager, Henry W. 
Graebner, Joseph S. Gerhart, Earl Sad- 
enwater, Norman E. Sturm and Wil- 
liam Abbs. 





Have You Heard This? 





Those Telephone Quizzes 


“Business has grown up to a man’s 
stature. The very top men never did 
cower behind the skirts of their secre- 
taries or bury themselves away from 
phone calls. ‘They were always accessi 
ble to any one, but the little shots too 
often had to be wooed and won to 
spare a moment of their precious time 

“In the new spirit that pervades 
business there still remains, however, 
one last link to the discourteous past 
“Who's calling?’ 

“Why, in all fairness to the two pat 
ties concerned in a business telephon« 
conversation, should the caller be sub 
jected to the necessity of furnishing 
an autobiography in order to be able 
to talk to the other man? . . . The 
man who will talk to any one without 
first having a blueprint builds friend- 
liness for his company and himself.” 
E. Wesley Henver in an article in 
Printers’ Ink. 


Doing Away with Sales Managers 


“A recent survey revealing that the 
average time spent by salesmen in ac- 
tual selling is somewhere between 20 
and 30 percent points up the impor- 
tance of saving the salesman’s time. 
If all salesmen coukd be made to real 











ize that they will make more money by 
saving their own time—in other words, 
by acting as their own sales managers ’ . 
there would be no problem at all.” Here s Proof that SMITH Is 
Marketing, Nov., 1953. 


Who Is Saturated? Developing More Business 


“Why do people seem relatively op Over 63,000 
timistic, despite published downturns like 
in business indexes and the widespread this directed 
forecasts of moderate recession? .. . ; oO to your prospects 
Possibly the answer is that people e NS) and customers 
know that their desires and buying last month 
inclinations are unimpaired. Manu 
facturers and business analysts may 
think in terms of saturated markets, 
but consumers seldom do. They know 
the truth of the statement that human 
wants are unlimited.”—monthly let 
ter of The National City Bank. 


Why Worry? 


“Worry is a realization of inade 
quacy which in itself is a by-product 
of lack of time to think through con 
fidently to sound objectives and a 
good plan. Hurry is a parallel evi 
dence of mismanagement of the lim 
ited time available to the manager 
It requires deliberate delegation of 
everything possible to others, so that 
he mav best devote his time to the 
important things to leave proper Vs our 
hours for his family for recreation and RN st ee HS neem smith 
for rest. . . . Take it easy and you will OT Mexclusi 
last longer’—Harold A. Berry, Inger- 
soll Products Division, Borg-Warner 
Corp., writing in The Hoosier Pur 


chaser, Feb. 1954. 


New Products 


“It has been estimated that half 
our present national working force 
is engaged in the production and the 
sale of things unheard of generally 


fifty vears ago. . . . Should this trend oa , . 
wang nen peapront er Read the above ad carefully. Our advertising brings us a continual flow 


continue, half our working population tale / at . ; 
is ton eee ae inaw he aioe oe of inquiries which we refer to our distributors, many of which result in 


selling things as yet unknown. What orders. 

products these will be we do not We can supply you with attractive literature which gives a detailed 
know, but we can be sure that their description of the SMITH CAM FOLLOWER and which, if you use it, 
contribution to our social progress will also help you sell. 

will be immense” — Crawford H. 


Greenwalt, president, E. I. duPont 
The HIGH CAPACITY STUD is exclusive with Smith. It 


Co., in a recent talk 
will give you a great sales advantage, and you can make 
a profit. Write for folder. 

















POWER IN Write us about our Distributor Plans 
CENTRAL AMERICA 


Central America’s largest single 
hydroelectric project is scheduled to 
go on the line next month in El Salva- 
dor, making the republic the only 
country in the area with a power sur- 
plus, according to Electrical World, 


McGrow-Hil blication. ~ 
cGraw-Hill publicatio STATION I 




















INDUSTRIAL DISTRIBUTION © APRIL, 1954 











Sarno erARROS— 


| DeA-TeE-S 
aKea Closerlook \ = 10 REMEMBER 


at any of the products carrying the 
Arro Trademark and you will find that April 1-3—Industrial Electrical Show, 
the quality of the material and work- ’ Shrine Hall, Los Angeles. 
manship is “tops” . . . so solve your April 11-15—Southern Hardware Con- 
drilling and anchoring problems by vention, Hote] Roosevelt, New Or- 
specifying Arro. ." leans. 
April 26-30—Industrial Exposition and 
Convention, American Society of 
Tool Engineers, Convention Cen- 
ter, Philadelphia. 
April 26-May 1—American Textile Ma- 
chinery Exhibition, Atlantic City. 
May 4-7—National Spring Technical 
Meeting, American Welding So- 
ciety, Hotel Statler, Buffalo, N. Y. 
May 5-7—Welding & Allied Industry 
Exposition, Memorial Auditorium, 
Buffalo, N. Y. 
May 10-12—Sales Aids Show, Adver- 
tising Trades Institute, Biltmore 


ARROFLUTE CARBIDE MASONRY DRILL 7 2) Hotel, New York City. 


; May 17, 18, 19—Triple Industrial 
3 Supply Convention, Waldorf As- 
toria Hotel and Madison Square 


LAG SCREW EXPANSION SHIELD TWO WING Mi oP hewn 
SPRING-TYPE Garden, New York City. 


"TOGGLE BOLT . May 17-20—Basic Materials Exposi- 
i tion & Conference, International 
Amphitheatre, Chicago. 


A-C-E EXPANSION SHIELD June 2-4—National Sales Executives 





Braraeoe> 


rARROs— = arrod 


SPRING HEAD Convention and Sales Equipment 


sl 
STEEL TOGGLE BOLT Fair. Conrad Hilton Hotel, Chi- 
cago 
ae Sept. 28-30—Ninth National Indus- 
RIVETED HEAD 


DOUBLE EXPANSION SHIELD : 
trial Packaging and Materials Han- 


Siva Ps dling Exposition, Coliseum, Chi- 
TOGGLE BOLT 
cago. 
OagQ 


O-E EXPANSION SHIELD 





LITTLE MAJOR TURNBUCKLE 


= Operations Ideas— 


FOUR-POINT HAND STAR DRILL 


MACHIN CREW ANCHOR = 
samen ~ Can You Use Any? 


: 
f 
3 
i 





THREE-POINT ORILL POINT 


STUD BOLT ANCHOR SS | i 
Containers 


FOUR-POINT DRILL POINT 


SSE SS 


LEAD SCREW ANCHOR TWIST DRILL POINT Waterproofing 


In-and-Out Board 


Pallet-Stacking System 


RUBBERGRIP : 
DRILL POINT HOLDER ; Containers 


MAL-LEAD BOLT ANCHOR 
A 


. 
new single face corrugated 


= See your industrial, hardware or electrical supplier % | “pouch-type” container called the 


< ose eal is available to speed and 
; ARRO EXPANSION BOLT COMPANY \y simplify packaging of items requiring 


Be 1230 Boone Ave., Marion, Ohio ’ the protection of corrugated material 
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THIS “SELLING-PACKAGE” | 


MEANS MORE SALES 
FOR YOU 


idvertising: Ads like this, ap 
pearing consistently in numerous 
business magazines, pre-sell your 
customers on the American 
Pulley line 


Delivery: Fast deliveries are 
more than just a claim. Over 
90° of standard items are ce 
livered from stock 


Technical Service: On-the-spot 
engineering aid when you need 
it, is available to help you solve 
customers’ transmission 
problems and make extra 


sales. 


Full Product Line: American 
Pulley’s broad line of power 
transmission equipment offers 
one source of supply for your 


customers’ needs 


x 
* 


Adjust speed with this low-cost Drive 
ina hurry... to a split R.P.M. 


The day we announced the American 
Adjustable-Speed Drive marked the 
beginning of a new era for V-Belt- 
driven equipment 

The realization that driven speeds 
could be changed as much as 100% 
without switching pulleys or adding 
relatively expensive variable-speed 
transmissions has won many friends 
in the textile, food-processing, chem- 
ical, air-conditioning, conveying, 
packaging, mining, and other indus- 
tries from A to Izzard. 

This low-cost American Drive has 
gained acceptance because its 
basis is obvious, simple, logical 7-2 + @ 


sheave whose effective pitch diam- 
eter you can change by a simple 
screw adjustment on the sheave. 

With the American Adjustable- 
Speed Drive you can quickly obtain 
the optimum driving speed for any 
manufacturing process or operation. 
You can synchronize production 
lines; compensate for variations from 
rated motor speeds or calculated 
speeds of belt drives. 

Ask your distributor to show you 
American Adjustable-Speed Drives 
or write for a free catalog. American 
Pulley Company, 4202 Wissahickon 
Ave., Philadelphia 29, Pa. 





offers stepless speed v 
Patented Double-Taper hut 


aft, flanges to hut w 


«, 
° 4 ‘ simultoneous!y —for perfect 
‘ diustable-Speed Sheoves and 
al ves ore avo ble f stock 


belts 


At the PROFIT End of the Machine 


Power Transmission by 


MERICAN 


PULLEY COMPANY 


Wedg-Tite Companion Sheoves. are 
recommended for use with Adjustable- 
Speed Drives. Their groove spacing is 
exactly matched to grooves in the 
Adjustable-Speed Sheoves to assure 
perfect belt alignment over the entire 
speed range. 















ner 





A PET a SS SE 
oe 








The container is claimed to be ideal 
The “Bull in industrial packaging, to separate in- 
dividual parts while giving them pro- 
tection against shock. It features 
highly unusual loading and opening 
techniques—which, the manufacturer 
claims, saves considerable shipping 
room time and simplifies opening by 
the customer. Stock sizes are available 
and special sizes can be made to order 
The container may be imprinted in 
color at no extra cost. The entire 
unit may be ordered in special colors, 
enabling the user to take advantage of 
special color, color combinations and 
logotype. 


In-And-Out Board 


The absence, expected return or 
presence of salesmen and company 
officials can be indicated on a com- 
pact and practical device called the 
Lit-Ning in-and-out board. It has a 
total capacity of 12 _ individuals’ 
names. Six rails, each with a capacity 
of two names have one red and one 
blue movable plastic signal extruded 


MACHINISTS @ TOP SWIVEL JAW © COMBINATION PIPE to match the two-colored name cards 
HINGE PIPE e WOOD WORKERS e UTILITY at each end of the rail. One model 


can be operated and seen from both 
The Sales Policy is 100% through Distributors sides; thus, for example, when hung 
near the telephone operator’s window, 
PRENTISS VISE DIVISION, MERIDEN, CONN. either the salesmen or the operator 
OF THE CHARLES PARKER CO. has access to the board. The two sides 
have their time strip corresponding 
with each other. By slipping a suit- 
ably marked paper strip over the time 
strip, the board can be used for many 
other purposes—production scheduling 
for machine tools and small manu 
facturing establishments, inventory 
control and _ scheduling, reminder 
board, route scheduling and others. 
\dditional signals may be obtained for 
these applications. 











Waterproofing 


A new process for repairing and 
waterproofing _ sidewalks, _—loading 
docks, stairwavs, ramps, driveways, 
window wells and other outdoor sur- 
faces, said to be easily applied by any 
maintenance man, is on the market 
today. The maker claims it will solve 
the long-existent problems of water 
leakage into basements or buildings 
adjacent to or below sidewalks or 
other trafic areas. It is used for re- 
lining swimming pools. Basis of the 
process is a recently introduced ma- 
terial known as the “Victory Re- 
surfacer”. Scientifically factory-pro- 
portioned, the unit is ready for im 
mediate application by the addition of 

Got complete fects frem your nearest . water. No guesswork or formulating 

Viking distributor or send for bulletin e is required. It can be used without 

545MM today. Sw removing or chjpping the old sidewalk 

or surface and laid in sections without 

stopping normal operations. It is said 

VIKING PUMP COMPANY cedar Falls, lowa to “4 ready for tes 24 to 36 hours 


' 
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"Racing cars require the \ qm cs ce omy, 


| — finest precision 
| maintenance 


\equi pment... f 


, 


WINNER 
Bill Vukovich 
Indianapolis 
Motor Speedway 
1953 


vss SIOUX 


ALL THE WAY THROUGH! 


Electric Drills, Sanders, 
Polishers, Bench Grinders, 
Abrasive Discs, Portable 
Grinders, Valve Seat 

and Face Grinders, 
Electric Hand Saws, 
Flexible Shafts. 











When a lifetime of effort, a small fortune, and perhaps 
your life itself, are at stake, you don’t compromise with 
quality. Winners like Bill Vukovich must know that they 
have the very finest maintenance equipment. To be sure, 
he compared competitive equipment. After comparison 
he chose a SIOUX Precision Engineered Valve Face 
Grinding Machine and a SIOUX Valve Seat Grinder Set! 
In your shop too, you will appreciate the speed, the 
precision, the dependability of SIOUX Valve Servic- 

ing Equipment. And, taking the quality in to con- 
sideration you'll be surprised how little it costs. 


Sold only through authorized 
SIOUX distributors 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 
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That's what B-Right-On 
distributors are saying, proof 
that Brighton’s fair play policy 
is giving distributors extra 
profit, creating extra customer 
good will, Here are the three 
important parts of Brighton's 
distributor program: 


PRODUCT — Consistent high quality 
to win the approval of men on both 
the assembly and the buying line! 


PROMOTION — Persistent advertis- 
ing supports the distributors, re- 
minds users they can count on their 


Brighton distributor! 


POLICY —B-Right-On's business is 
based on selling through the dis- 
tributor, backing up bis salesmen 
with factory experts, and bis stock 
with centrally located factory re- 


serves! 


Think about it for a moment. If 


you are considering a line of socket 


screws, you owe it to yourself to get 
complete details. Write for the 
B-Right-On Distributor Profit Plan. 





The BRIGHTON 


SCREW & MANUFACTURING Cc. 
1827 Reading Road Cincinnati 2, Ohio 
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B-RIGHT-ON 


SOCKET 


SCREW PRODUCTS 
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after application and to withstand the 
heaviest trafic. The material is re- 
puted to be slip-proof whether wet or 
dry and to have unusually long service 
life. It will not soften in sunlight 


Pallet-Stacking System 


Handling time can be cut in half 
and storage space doubled by means 
of a new pallet-stacking system that 
allows materials of almost any size or 
shape to be stacked in tiers, By means 
of vertical supports and a self-aligning 
system, even crushable and irregularly 
shaped items can be stored on pallets 
two or more tiers high, thus utilizing 
wasted air space in storage areas. A 
single fork-truck operator can quickly 
remove and relocate whole tiers. A 
centering device, by which vertical 
steel supports fit into inverted cones 
in the pallet make the device self 
aligning. The pallet, tailored to cus 
tomer specifications and shipped 
complete, is made of seasoned oak, 
end-treated with wood preservative 
fasted by staggered, cement 
coated drive screw nails. The vertical 
supports are four 1.660 in. O. D. steel 
supports and are available in any 
length. A top plate of heavy stcel 
gives them perfect rigidity. 


For information on where to 
obtain these items, write “Oper- 
ation Ideas”, Industrial Distribu 
tion, 330 W. 42 St., New York 
36, N. Y. 





Book Reviews 





HOW TO GET MORE BUSINESS 
BY TELEPHONE, by Jack Schwartz, 
The Business Bourse, 80 West 40th 
St., New York, N. Y. $4.85.—In the 
selling fraternity, insurance men ap 
pear to be the most prolific authors. 
Mr. Schwartz has been especially suc 
cessful in selling prospects contacted 
solely by telephone, and devotes a 
good part of his book to explaining 
why he believes basically the same 
techniques can be used to sell other 
commodities besides insurance, oil 
leases and fresh fruits and vegetables 
Though many of the chapters cite ex 
amples too far afield to hold the dis 
tributor salesman’s interest, the sec- 
tions dealing with actual telephone 
techniques such as voice control, per 
sonality expression, planning of con 
versation, etc., are good reading for 
any one anxious to get the most from 
inside sales. Mr. Schwartz maintains 
that telephone selling requires as much 








NOW. 


Dick ROPE 
QD SHEAVES in 
802 stock sizes! 


ais 
ii 


Gives Your Customers Faster 
Deliveries...Greater Savings 


Dick now lists 802 stock sizes of heavy duty QD 
sheaves that will satisfy more than 25,000 different stock 
drive combinations in a power range from % to 600 horse- 
power. 

You can confidently recommend these new “Quick- 
Demountable” sheaves to your customers as the ideal 


choice for new installations or to modernize old equip- 


ment. QD sheaves go on or off the shaft in a matter of 
minutes without driving or pulling... and stay tight over 
the entire length of the shaft without wobble, loss of con- 
centricity or balance. Because of these advantages, your 
customers can make positive savings in reduced mainte- 
nance and inventory costs. And because Dick Rope QD 
sheaves are made in such a wide range of standardized 
stock sizes, your inventory problems become simpler. . . 
and you can assure your customers of the promptest 
possible service. 

For years, manufacturers who need dependable power 
transmission equipment have relied on Dick products. 
QD sheaves are one more reason why you should carry the 
entire Dick line . . . help your customers to help them- 
selves by handling the line that serves them and you best. 
DISTRIBUTORSHIP INFORMATION GLADLY 
SENT ON REQUEST. 


SPECIAL SHEAVES 


Dick also makes available a complete line of ‘‘special"’ sheaves for every 
application: A, B, C, Dand E section OD sheaves using stock OD hubs... 
split sheaves . . . clamp or split hub sheaves . . . step sheaves. Normal 
rim speeds, 5000 feet per minute; sheaves also made for higher speeds. 
Special grooving, dynamic balance, taper bores and special painting 
are optional. 

















COMPANY, 


FRANCISC 


* 
ry 


esereereeeeeeeeeeeeeeeeeeeeeeeeeseeeeeeeeeeeeeeeeeeeeeeeeeeeees 


FOR RUGGED, EFFICIENT POWER TRANSMISSION 
AND CONVEYING EQUIPMENT .. . GIVE YOUR 
CUSTOMERS DEPENDABLE DICK PRODUCTS. 


BARRY STEEL SPLIT PULLEYS 
Scientifically designed. Electrically welded. 
Light weight. Easily installed. Maintains 
exact shape under all loads. 


DICK’S BALATA BELTING 
Hard surface, closely woven duck, thoroughly 
impregnated with Balata Gum. Free from 
stretch and shrinkage. Moisture resistant. High 
in power transmission efficiency. 


BARRY CONVEYOR PULLEYS 


Combines light weight with super strength. 
Welded steel construction. Easily installed. 
Wide range of sizes for all general conveyor 
Services. 

Every item corefully engineered te boost pro- 
duction through maximum strength ond long-term 
durability 


PASSAIC, N. J. 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 








IN °54—AS BEFORE 


Atkins Pledge 


to the Industrial Supply” 
Distributor 


Four main factors govern Atkins sales policy on the items sold 


through distributors: 


@ Atkins-Brand products shall be sold through Atkins- 
Brand Distributors, each one formally appointed by 
Atkins as a dependable representative of industrial dis- 
tribution. 

Sales potential will always govern the number of Atkins- 
Brand Distributors within any trading area. Greater 
volume through the fewest practicable outlets shall be 
our objective. 

Atkins-Brand representatives will work exclusively for 
the benefit of Atkins-Brand Distributors. Whether work- 
ing alone or with distributor’s men, this will hold true 
in all consumer contacts. 

Quality, a hallmark of the Atkins’ name for almost 100 
years, will be rigidly maintained at all times, improved 
whenever possible and controlled constantly with all 


possible care and accuracy. 


Through these principles, a healthy relationship between Atkins 
and Atkins-Brand Distributors will always exist. Now and through 
the years, this relationship will be strengthened greatly by Atkins’ 
position as a Division of the Borg-Warner Corporation. 


ND 


ATKINS SAW DIVISION + BORG-WARNER CORPORATION | St«See 


INDIANAPOLIS 9, INDIANA SAWS 


ail ATKINS g 
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if not more meticulous training than 
personal selling—so much must be 
conveyed in so short a time, with only 
one medium of expression—the voice 
and its intonations. But when the 


| technique is mastered, the results, he 


believes, will mean lower sales costs 
and vast savings in time. 


SALESMEN’S COMPENSATION, 
by Harry R. Tosdal, Harvard Univer 
sity, Graduate Schoo! of Business Ad 
ministration, Boston, Mass., (two 
volumes) $11.50.—One of the most 
comprehensive studies on the subject 
to date, this two-volume work covers 
every type of compensation plan from 
straight salary to highly complex in 
centive systems. Statistical data is 
based on an extensive survey made by 
National Sales Executives, covering a 
wide variety of industries. Don’t ex- 
pect a pat answer if you read this 
Because of the wide variation between 
industries, and companies within an 
industry, patterns for compensation 
plans are most difficult to discern, as 
the author readily testifies. However 
he concludes that there is somewhat 
of a nationwide trend toward more 
incentive plans. He also observes that 
monetary compensation is only one of 
several incentives that motivate a sales 
force—personal recognition, titles, op- 
portunities to excel in contests, and 
approbation from good leaders are 
others, perhaps equally important, he 
finds. The second volume is devoted 
to case histories from 30 companies. 


THE KNOW-HOW OF SALES 
MANSHIP, by Steeley Lindeman, 
Pageant Press, 130 West 42nd St., 
New York 36, N. Y., $2.00.—A col 
lection of tips on the psychology of 
prospects, salesmen’ and people in 
general by an old-timer, this short (33 
pages) booklet describes, among other 
things, how to observe the mood of 
customers, how to cultivate patience 
and avoid high-pressure, how to han 
dle customers and sales managers 
Somewhat rambling but very readable, 
it stresses some points that perhaps 
can’t be repeated too often. 


MILLING CUTTERS — DESIGN, 
APPLICATION, MAINTENANCE: 
Metal Cutting Tool Institute, Chrys- 
ler Building, 405 Lexington Ave., 
New York 17, N. Y. $1.00. 

This 40-page well-illustrated booklet 
is probably a worthwhile addition to 
your technical library. It covers types 
and nomenclature in some detail, in- 
fluence of various work and tool ma- 
terials, and operation under various 
speeds, feeds and horsepower as well 
as lubricants. One section deals at 
length with sharpening. 
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eos, 
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in all : 
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sa wai a weldiee Fittings 
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full size and reducing: 
DISTRIBUTORS 

IN ALL PRINCIPAL CITIES 

JN UNITED STATES AND CANADA 
EXPORT DISTRIBUTOR 

NATIONAL SUPPLY CO. 


BONNEY FORGE & TOOL WORKS. 


WELDING FITTINGS DIVISION 


ENG. DEPT., 734 MEADOW STREET, ALLENTOWN, PENNSYLVANIA 
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"am, Grown Mitre 
4A = Gear Units 


Almost overnight, all across the Nation, 
outstanding industrial supply distributors have 
accepted Crown Mitre Right-Angle Gear Units 
as the leader in the field. Rugged precision 
quality and tested performance tell why! 


‘/ Crown Gear 
ee: 3719 Park Avenue 
1 Worcester 2, Mass. 
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OBITUARIES 





Harrie V. Schieren, 
New York City 

Harrie Victor Schieren, 72, former 
president of Chas. A. Schieren & Co., 
died March 27 in Daytona Beach, 
Fla., after a long illness. 

Mr. Schieren retired as head of the 
New York City manufacturing firm 
in 1940. 

A noted amateur photographer, he 
was a fellow of the Roval Photographic 
Society and had exhibited photographs 
in this country and abroad. He also 
had contributed articles to photo 
graphic journals. He was the author 
of two novels, “Hilltop Farm” and 
“The Quitter.” 

Mr. Schieren’s father was mayor of 
the old Citv of Brooklyn in 1893-94. 

He is survived by his wife, Alice 
Unkles Schieren, a son, Carl V.. a 
daughter, Mrs. Marv S. Weil, and five 


grandchildren. 
ON THE JOB... 
4 fit led 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 


Allan H. Butz, 
Minnesota Mining 


Allan H. Butz, 51, vice president 
of the International Division of Min 
nesota Mining & Mfg. Co. and onc Exclusive Vincent dresser design, which incorporates a hex bushing to 


time Eastern regional sales manager, absorb dressing thrust, provides long, accurate service on the toughest 
died suddenly Feb. 15 of a heart at applications. Vincent Cutters, made of special alloy steel, are heat treated 
tack while vacationing at Del Ray to the exact degree of hardness in Vincent's own heat treating division— 


Beach, Fla. ‘ 
, fem one of the three | t in th j 
Mr. Butz joined 3M in 1925 and oe ee ee ey 
became acting sales manager of the Added to this, a continuing advertising program, carried on in leading 


company’s New York office in 1928 trade papers, has acquainted users with the Vincent name and develops 
and sales manager in 1930. He be prospects for distributors. 


ond E a oe “ bboy Why not stock Vincent Dressers and Cutters yourselves . . . they're 
Se SONS Girls Gaal lee Ret chi proved to be sure-fire profit producers. Vincent Steel Process Com- 
sa pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 


in charge of sales, International Di 
vision. He helped establish branch 
offices throughout the world and 
travelled extensively in Europe and 
South America. 


John N. Ruth, 
Hajoca Corp. 
John N. Ruth, 63, branch sales 


manager at one of the homec-cits i 
branches of Hajoca Corp., Philadel > igned — Built veg Merchandised 
phia, died March 6 in Haverford, Pa Oe ie ( ‘ : 
Mr. Ruth had worked for the com ac a better job. for the user—for you 
pan Py ce gale onag pte Pre lace etree, « 10 AND HOLDERS + DIAMOND 


survived by his wife. a son and two 
daughters © TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 


SINCE 1909 
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ALIN 


THE Standard 
of Companson 


BY WHICH OTHER 


PLIERS ARE JUDGED 


“Since 1857" Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 


ard Electric Corp., 


New York. 





Hanson Thomas, 


Russell, Burdsall & Ward 


Hanson ‘Thomas, assistant 
president, sales, of Russell, Burdsall & 
Ward Bolt & Nut Co., died Feb. 16 
at Bryn Mawr, Pa. 

Mr. Thomas headed the company’s 
Philadelphia sales office for many 


years serving eastern Pennsylvania, 


vice 


| southern New Jersey and the South 
| ern seaboard area. The office is now at 


Ardmore, Pa. He was general sales 
manager of the Oliver Iron & Steel 
Co. before joining Russell, Burdsall 
& Ward in 1936. 


R. T. Suddendorf, 
Witt Cornice Co. 


Robert T. Suddendorf, Sr., 
president and sales manager of the 
Witt Cornice Co., died Feb. 17 after 
a brief illness at his home in Cin 
cimnati. 

Associated with the firm for the 
past 32 years, he had also been active 
in Galvanizeware Manufacturers Asso 
ciation. 

Mr. Suddendorf is survived by wife; 
two sons, one of whom, Robert A.., is 
associated with Witt Cornice; and his 
mother 


vice 


Moore. 


Frank E. 
Mathews Conveyor 


Frank E. Moore, chairman of the 
board of Mathews Conveyor Co., died 
at his home in Ellwood City, Pa., 
Feb. 6. 

Mr. Moore joined the Mathews 
Gravity Carrier Co. in St. Paul shorth 
after the firm was founded in 1905 
and brought it to Ellwood City in 
1912. It later became Mathews Con 
vevor Co. He served as its president 
until 1948, when he became board 
chairman 


Albert C. Pitzonka, 
R. C. Neal Co. 


Albert C 
wer for R. C 
denly Feb. 7 

Before joining the Buffalo, N. Y.., 
firm, he was vice-president of J. R. 
Stewart Co., Syracuse, N. Y. 


Pitzonka, 37, a tools man 


Neal Co., died 


sud 


John L. Parrish, 


| Seranton Supply 


Parrish, secretary of the 


John | 


Scranton Supply & Machinery Co., 


HOT FORGED from solid, 
rectangular steel bars, de- 
chanel and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES ! 





Standard & Double 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes /g” to 3”; 


a 








to 2”, 


6000-Ib. sizes ot 








eie.. 
r 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 








a Ib. service. a 








(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 





— only, 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 








. 








\ service. 


We'TE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 





mw LEIN & Sons 
12 BELMONT AVE, CHICAGO 18 ILI 


|300 MILL ST. - CATAWISSA, PA. 


Scranton, died Feb. 3 
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COLUMBIAN 
MANILA ROPE 


Production controls, lab- 
oratory tests insure ef- 
fectiveness of Columbian 
treatment. 


Mill-run samples from all Manila 
Rope production lines are selected 
by laboratory technician. 


Treated mill-run samples ore placed 
in incubator along with untreated 
control samples. Result is double 
check: on fungi-static potency, and 
on potency of mold spores used 
for tests 











New Columbian Protection Adds 
Longer Life at Maximum Strength! 


When mildew, mold or rot bacteria attack the untreated fibres of good 
Manila rope, resiliency and strength diminish by leaps and bounds. 


In a few short days, such organisms can rob rope of all its dependability 
for handling quick strains or steady loads. 


Now all mildew, mold and rot bacteria seeking to feed on Columbian 
Manila Rope are stopped in their tracks. 


Special lubricants have long been applied to reduce internal rope friction. 
To these we have now added a tried, proved enemy of decay organisms, 


known as a “fungi-static.” 


Exhaustive tests — in Columbian laboratories, and in actual usage all over 
the world — have established the long-term effectiveness of the Columbian 


fungi-static treatment. 
So that we can now say with full assurance: 


Every foot of Columbian Manila Rope is adequately protected against 
decay for YOUR climate, YOUR uses, YOUR methods of handling! 


COLUMBIAN ROPE COMPANY 
AUBURN, N.Y. “The Cordage City” 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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ALIN 


THE Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857°’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 
Guide today! 
DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
InternationalStand- 
ard Electric Corp., 
New York. 


cook LEIN > ss 


BELMONT. AVE. C 





| years 


Hanson Thomas, 


Russell, Burdsall & Ward 


Hanson ‘Thomas, assistant 
president, sales, of Russell, Burdsall & 
Ward Bolt & Nut Co., died Feb. 16 
at Bryn Mawr, Pa. 

Mr. Thomas headed the company’s 
Philadelphia sales office for many 
serving eastern Pennsylvania, 
southern New Jersey and the South 


vicc 


ern seaboard area. The office is now at 


Ardmore, Pa. He was general sales 
manager of the Oliver Iron & Steel 
Co. before joining Russell, Burdsall 
& Ward in 1936. 


R. T. Suddendorf, 
Witt Cornice Co. 


Robert T. Suddendorf, Sr., 
president and sales manager of the 
Witt Cornice Co., died Feb. 17 after 
a brief illness at his home in Cin 
cinati. 

Associated with the firm for the 
past 32 years, he had also been active 
in Galvanizeware Manufacturers Asso 
ciation. 

Mr. Suddendorf is survived by wife; 
two sons, one of whom, Robert A.., is 
associated with Witt Cornice; and his 
mother 


vice 


Moore, 


Frank E. 
Mathews Conveyor 


Frank E. Moore, chairman of the 
board of Mathews Convevor Co., 
at his home in Ellwood City, 
Keb 6 

Mr. Moore joined the Mathews 
Gravity Carrier Co. in St. Paul shortly 
after the firm was founded in 1905 
and brought it to Ellwood City in 
1912. It later became Mathews Con 
veyor Co. He served as its president 
until 1948, when he became board 
chairman 


died 


Pa., 


Albert C. Pitzonka, 
R. C. Neal Co. 


Albert C 
wer for R. C 
Feb. 7 
joining the Buffalo, N. Y.., 
of J. R. 


Pitzonka, 37, a tools man 
Neal Co., died sud 
denly 

Before 
firm, he was vice-president 
Stewart Co., Svracuse, N. Y 


John L. Parrish, 
Seranton Supply 


John L. Parrish, secretary of the 
Scranton Supply & Machinery Co 


Scranton, died Feb. 3 
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HOT FORGED from solid, 
reciangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 


6000-Ib. sizes Y/g” 
> ofl } 
ORIFICE + 


UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 6000- 
Ib. service. 








Rie, 























(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


— only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-Ib. 


\ service. 


We'TE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 




















COLUMBIAN 
MANILA ROPE 


Production controls, lab- 
oratory tests insure ef- 
fectiveness of Columbian 
treatment. 


New Columbian Protection Adds 
Longer Life at Maximum Strength! 


When mildew, mold or rot bacteria attack the untreated fibres of good 


Mill-run samples from all Manila P st: = 
Rane aaateiin Cans cae valnatell Manila rope, resiliency and strength diminish by leaps and bounds. 


by laboratory technician. ” 
In a few short days, such organisms can rob rope of all its dependability 


for handling quick strains or steady loads. 


Now all mildew, mold and rot bacteria seeking to feed on Columbian 
Manila Rope are stopped in their tracks. 


Special lubricants have long been applied to reduce internal rope friction. 
To these we have now added a tried, proved enemy of decay organisms, 


known as a “fungi-static.” 


Sesntebialiidien, eecatindateabiaid Exhaustive tests — in Columbian laboratories, and in actual usage all over 
in incubator along with untreated the world — have established the long-term effectiveness of the Columbian 


trol | Result is doubl : : 
pe ety Renee A egore fungi-static treatment. 
check: on fungi-static potency, and 
on potency of mold spores used 


for tests. So that we can now say with full assurance: 


Every foot of Columbian Manila Rope is adequately protected against 
decay for YOUR climate, YOUR uses, YOUR methods of handling! 











COLUMBIAN ROPE COMPANY 
AUBURN, N.Y. ‘The Cordage City” 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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¥. B. 


9 ways to 
increase 
PTE 
sales As 


| if | “«* 


a's 


* sewer transmission equipment 

Yes, count them. They're nine different types of power transmission 
equipment manufactured by Woods. And each one a good seller 
and why not. These products are backed by 98 years of skill and 
experience in the design and manufacture of Power Transmission 
Equipment. Each product is advertised regularly in leading Trade 
Magazines. Their exclusive sales features are pointed up to the 
reader. Woods products are pre-sold. As a result they're easier 
for you to sell. 

As a Wood's Distributor, you can also depend upon receiving 
the same thorough follow thru saleswise. All inquiries from our 
extensive trade paper advertising are forwarded to our distributor 
closest to the prospect. In addition, you are supplied regularly with 
helpful direct mail for your own prospect list. Field Engineering and 
Sales Assistance are gladly given when necessary. 

If you're interested in increasing the sales of Power Transmission 
equipment, handle the well-known Woods Line. Write for further 
information on your business letterhead, please. 


CHAMBERSBURG, PENNA. 


SONS COMPANY 


Neil E. Salsich, 
Jeffrey Mfg. Co. 


Neil E. Salsich, 70, vice-president 
and director of The Jeffrey Mfg. Co., 
died suddenly Feb. 2 in Bethlehem, 

Pa., on a business trip. 
| Mr. Salsich joined the company in 

1931 as vice-president and director. 
| He had been associated for 28 years 
| with Penna Steel Co. and Bethlehem 
| Steel Co. in various capacities. 





James E. O’Rourke, 
| Chicago Pneumatic Tool 


| James E. O'Rourke, retired chief 
engineer for the Chicago Pneumatic 
lool Co. in New York City, died 
March 6 in Port Chester, N. Y 

Mr. O’Rourke had retired last veat 
He was at one time vice-president 
ind general manager of Potter, Jarvis 
& O'Rourke, tunnel construction 


cngineers 


John D. Burkholder. 
Chapman Valve Mfg. 

John D. Burkholder, $1, trafhc 
manager for the Chapman Valve Mfg 
Co., died March 7 in Springfield 
Mass. 

Surviving are his wife, a son and a 
daughter 


Mrs. Harry E. Kellogg, 
Link-Belt Co. 
Mrs. Adeline E. Kellogg, 55, died 


Feb. 13, in Chicago. She was the wife 
of Harry E. Kellogg, vice president and 
treasurer of the Link-Belt Co. 

Also surviving are a son and two 
daughters 





FARM CHEMICALS 


Among the new chemical products 
being produced to help the farmer are 
two compounds designed to keep pota- 
toes and vegetables from sprouting 
while in storage, Chemical Engineering, 
McGraw-Hill publication, says. One is 
dusted on potatoes while in storage 
and is said to prevent sprouting and 
shrinkage for as long as six months. 
The other is sprayed on vegetables 
before harvesting and is said to be 
effective for up to 12 months. These 
should be a boon to farmers since 
last year over ao fourth of the 347, 
504,000-bushel potato crop went into 
storage for varying periods. 











Branches: Cambridge, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
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NEWS 


Southern Distributors 





Discuss Problems 


Continued from page 128 


sion. M. P. Thiem, sales manager, 
Dillon Supply Co., Raleigh, N. C 
will have charge of preparations for the 
June 4+ meeting. 

The Richmond meeting, arranged 
by Lloyd B. Mize, Industrial Supply 
Corp., and George W. Sydnor, Smith 
Courtney Co., both of Richmond, was 
a morming meeting concluding with 
a Dutch Treat lunch at the hotel 

Walker L. Wellford, Jr., president, 
J. E. Dilworth Co., Memphis, Tenn., 
served as moderator, and made the 
principal address. Following a wel 
come by Mr. Sydnor, Mr. Mize 
reported on the results of INpusrrRiat 
DisTRIBUTION’S annual survey of dis 
tributor operations. 

During the open discussion, such 
subjects as sales costs, salesmen’s com 
pensation, traveling expenses, order 
handling, shipping and delivery costs, 
truck deliveries, office practices, billing, 
typing, office equipment, credit prob 
lems, sales training, sales analysis, 
advertising, manufacturer-distributor 
relations, small order problems, etc., 
were aired. 


Several States Represented 


Others attending included: H. | 
Wood, Barker-Jennings Corp., Lynch 
burg, Va.; W. W. Sale and C. R 
Dent, Blue Ridge Hdwe. & Supply 
Co., Bassett, Va.; Frank R. Motley, 
Empire Mach’y & Supply Corp., 
Norfolk, Va.; H. T. Johnson, Ferebe« 
Johnson Co., Lynchburg, Va.; J. H 
Cason, R. W. Hudgins & Son, Nor 
folk, Va.; W. A. Newland, Industrial 
Supply Corp., Richmond; FE. H. Cook, 
Mize Supply Co., Waynesboro, Va.; 
D. E. Doyle and J. W. Shepard, 
Southern Railway Supply Co., Rich 
mond; E. E. Owens, C. E. Thurston 
& Sons, Norfolk; John M. Hillsman, 
Tidewater Supply Co., Richmond 
L. F. Perkins and F. W. Waller, The 
Henry W alke Co.. Norfolk; G H 
Booth, Carolina Mach’y & Suppl) 
Co., Rocky Mount, N. C.; Ernest I 
Shearin, Dillon Supply Co., Rocky 
Mount, N. C.; W. E. Waters, East 
Carolina Supply Co., Plymouth, N. C.; 
W. D. Anderson, Henry F. Leonhardt 
und Clarke R. Starnes, Gastonia Mill 
Supply Co., Gastonia, N. (¢ bese 


Oe 


 ) whe limes 


er ie 





were 
vere 
Veeenesss 
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18.71 


CARAT GOLD! 


WHEN THE J. H. ELLIOTT COMPANY ordered its catalog, it quite naturally 
wanted the economies that go with the Donnelley unit-compiling system. 

But soon a new—special—additional idea began to grow. Why not feature 
the Elliott specialty, its line of Machine Tools? Why not produce a tailor- 
made section on this subject to insert smoothly into the remainder of the 
book? Why not flag attention by printing it on yellow paper? If our friends 
at the Elliott Company had specified an 18.71-carat gold tint, we would 
have tried to find it. A standard yellow stock appeared perfect, though, and 
this was adopted. 

Thought for your next catalog: You will, of course, want the economy and 
effectiveness of the Donnelley unit-compiling system. But why not include 
some special feature to make capital of a service or line of merchandise that 
you can present with special pride and enthusiasm? It will be a pleasure to 


talk this over with you. Just drop us a line today. 


THE LAKESIDE PRESS 
R. R. DONNELLEY & SONS COMPANY 
CATALOG COMPILING DEPARTMENT 


350 EAST 22ND STREET, CHICAGO 16 


PRINTERS ~ BINDERS « ENGRAVERS ~ LITHOGRAPHERS 
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Strong, Carlisle & Hammond 
Company has been distributing 


“a man is known “RB ” : 
; ~ rand Nam 
company he heeps, d es”’ of machine tools 


*y t ; 
a machine tool can be judged by Since 1891. 
the nameplates it carries. Sheldon Machine Company is 


indeed another of these famous 
‘“‘Brand Names’’ that we are 
proud to put our name plate on. 


Sales Manager, Machinery Division 
STRONG, CARLISLE AND HAMMOND CO. 
CLEVELAND, OHIO 





cee ee eee 


SHELDON TS-56B 
114" Swing, 56° Bed 
1%" Hole through spindle 
“Zere Precision” Tapered Roller Bearings 


Write for Catalog 


3" SHELDON MACHINE (0. 1Nc 


& 
1232 N KNOX AVE. e CHICAGO 41, ILLINOIS 


3 
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Kester and Ken. A. Ferguson, Kester 
Mach’y Co., Winston-Salem, N. C.; 
Hamilton Osborne, Matthews-Morse 
Sales Co., Charlotte, N. C.; W. T. 
Miars, Mill & Contractors Supply 
Co., Wilmington, N. C.; Karl Fisher, 
Odell Mill Supply Co., Greensboro, 
N. C.; T. W. Kern, Piedmont Mill 
Supply Co., Salisbury, N. C.; W. P. 
Younger, Sykes Supply Co., Burling 
ton, N. C.; J. Hal Bobbitt, Textile 
Mill Supply Co., Charlotie, N. C. 


Dayton Rubber Re-aligns 
Promotion, Advertising 


Dayton Rubber Co. has announced 
new assignments in its sales promo 
tion, advertising and public relations 
departments. 

J. D. Hershey, former sales promo 
tion manager of the Mechanical Sales 
Division, has been appointed director 
of sales promotion and advertising, re 
sponsible for these two functions 
throughout the company. 

R. L. Wetzel, until now in charge 
of both advertising and public rela 
tions, will devote full time to an ex 
panded public relations program, as 
director of public relations. This in 
volves the company’s forthcoming 50th 
anniversary next vear, community rela 
tions at plants, and a national publicits 
program, it was announced. 


Bell & Gossett 


Holds Conference 


Bell & Gossett Co. held a four-day 
sales conference recently for its na 
tional representatives at the company’s 
headquarters in Morton Grove, III. 

More than 100 representatives at 
tended. 





BELTING STOCK of Union Bearing 
& Transmission Ce Denver kept 
in order by Melvin Bower 





ALEMITE 
j TRANSFER 
— BUMPS 


Separated 
design seals” 
material from 


air motor 


Exclusive 
easy to adjust 


packing nut 


Bung 
adapter fits 
any size drum 


to 54 gal 


Air-Operated ‘‘Gusher’’ Pump 
ey High speed, fully controlled delivery of any 
xc! sive j ‘ . . : . + # 
5s fluid or semi-solid material direct from original 
Teflon piston ; ; . 
ring drum. Handles pressure gun grease, oil, shellac, 
, cutting oils, alcohol, etc. Delivers 14 gal. of SAE 
10 oil in just 60 seconds! Light weight — only 
15% lbs.— makes it easy to change from one 
drum to another. Fits 2” p.t. bung. Model 7216-A. 
Steel foot 
valve washer 
on precision 
seat 
Free—new sales film! 
A hard-selling sales film, “No 
Margin for Error,”’ now available 
for your sales meetings or plant person- 

A Paoouc! OF nel meetings. A fifteen-minute, sound-slide 
presentation that dramatically tells and shows, in 
color, how modern lubrication methods cut 
production costs. A request on your letterhead will 
bring you complete information with no obligation 


Write: Alemite, Dept. H-44, 1850 Diversey 
Ask Anyone i in Industry Parkway, Chicago 14, Illinois 
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ARBOR 
SPACERS 
and 








PAY NO MORE TO GET THE BEST 


Like Sterling stamped on silver, PRECISION BRAND has 
long been recognized as an assurance of the finest 
quality. Tops in every respect, extreme care is taken in 
each step of production to bring you the finest arbor 
spacers and shims available. Used for accurate spacing 

a . , R. J. Moore 
of milling cutters, slitter knives, gang saws and many 
other uses they come neatly packaged in thicknesses = 
from .001” to .125” thick and %” to 6” hole diameter. Detroit Ball Bearing 
Largest range of standard sizes made. Arbor spacers Elects Officers 
are supplied with keyway. Shims available in same 
sizes, but without keyway. Special sizes also available. 
Sold by leading industrial supply distributors in most 
cities. Catalog gladly sent upon request. 





R. J. Moore has been elected presi 
dent of the Detroit Ball Bearing Co. 
of Michigan. 

I. B. Moore, founder of the firm 


f abl and president since 1917, is now 


chairman of the board. 
SHIM STOCK ee naa, FLAT STOCK Other officers named recently: T. P 
Moore and E. J. Moore, vice-presi 


dents; and J. T. Moore, secretary 
trcasurer 


RIP (pyWTITE: 


WRENCHES 


— Sa © WITH THE EASY "FINGER-CONTROL" 


AND sieeve f GRIP AND RELEASE ACTION 


BRIGHT PLATED 


— FOR THOSE 


raste no. MARD-TO-GET-AT PLACES — 


—> PUSH SLEEVE To Grip 





NUT — 





*— PULL SLEEVE TO RELEASE S tt ] C N 
Satteriee Uo. ames 


| 
Division Manager 
ONE HAND OPERATION— ~~ 
he Satterlee Co., Minneapolis, has 
© GRIPS nate or bolts of eny moterial ] appointed William H. Schmidt as 
@ HOLDS firmly in any position | manager of the company’s new con- 
@ TIGHTENS nut or bolt securely struction and woodworking machinery 


© RELEASES at the pull of the fingers division. 
Active in the construction machin 


ery and supply field for 20 years, Mr. 

Write for STEVENS WALDEN Inc. Schmidt formerly worked as a repre- 

sentative for the DeWalt Inc. line of 

eee ra gran power saws. Before that he was with 
roe ~<epedbataann OUS MANO TOOLS FOR OVER SQ YEARS the William H. Ziegler Co 


catalogue 459 SHREWSBURY STREET WORCESTER, MASSACHUSETTS 
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Parker Appliance Names 
Three Sales Engineers 


Uhe Parker Appliance (¢ 
pointed R. N. Boucher as ind 
sales engineer in Metropolitan 
York 

Robert D. Beatty, Ji 
named sales engineer for 
Flonda, and Harold E. Kirl 
been appointed to the new 
post of sales engineer in the ¢ 
ind Eastern ‘Tennessec 

Formerly a sales engine 
Bakelite Corp. and assistant sales 1 
wer for Borden Co Chem 
vision, Mr. Boucher joined Parke 
ently and completed the 
product training course. He 
in Air Force captain in W 
I] In the New York t 
will work in cooperation 
Ludlam, veteran Parker 
tive 

Mr. Beatty joined the 
ently after 13 years of 
gineering work in the South. I) 
his home in Birmingham, Ala., | 
work under the direction of L. C. Eh 
Atlanta district manage 

Mr. Kirby, who h 
plant training cours 
under Mr. Ely. His h 
Charlotte, N. ¢ 


To Sell for Parker 


} 


Parker Appliance ha 
dustrial Piping Supply ¢ 
nd Phelps Packing & | 
Baltimore, to handle tl 


1 
nies 


Hewitt-Robins to Expand 
Hewitt-Robins Inc. has 


plans to purchase rem 
Co., Fremont, Ohio, manufactu 


rere 
foam rubber and oth 





The Reamer Specialists 


BUSY DAY st Continental Cutt LAVALLEE & IDE, INC. 
_— — Piazza, en ee CHICOPEE, MASS. 


paperw 
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Flawless Quality 


and ss lormane €: 


speed tt 


“Up Sak 
vee wine mse 


: a Ait APT 
r — ~ 

A 

A ha - 
HTX PABA, PAS 
"cs B 

mre 

ra Er hS) 


area ae SALTY 





! ANFC SALI 
DN WAICETSYR AD ). WA rear atrts “ 
PAPE SARTO acre at CON ON MENT TA 
STA LCM ROUOARE More oD err 
not SEKK a SAKE ASTOR AV SD: AAC AEN 
wh osy2 aly we LTP OOS A> 
wheter 


Siew int yy MMUUE 1 bemupling 
Style 4-34 


The original washerles: 


hose reupling . prod 
uct ol true perie lion in 
design and construction 
Prevides unequalled 
eonvenience. durability 
and safety.on all hich on 


Cad 


rustprool 


low pressure Tie 


a ai 


IXON VALVES 
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Irvin L. Smith 


Branch Manager 
Named by Moorlane 


Moorlane Co., 
appointed Irvin L. 
of its Amarillo, ‘Texas, 
ceeding H. E. Boggs, who has retired. 

Mr. Smith has been office super- 
visor of the branch since 1951]. Prev 
iously he was in the materials depart 
ment of Jones & Laughlin Supply 
Division at Artesia, N. M. 

The Amarillo branch was estab 
lished in 1941. It stocks a complete 
line of pipe, fittings and 
related materials. 


Tulsa, Okla., has 
Smith as manage! 
branch, suc 


valves, 


Denver Manager Named 


Moorlane has appointed W. B 
Garrison as district sales manager at 
the company’s Denver branch. John 
I. ‘Towell, Jr., has been named resi 
dent branch manager. 

Mr. Garrison will handle all sales 
activities while Mr. ‘Towell will man 
age internal operations 


Sales Aids Show 
To Be Held in New York 


More than 700 new products and 
techniques will be on display at the 
first Sales Aids Show to be held May 
10-12 at the Biltmore Hotel, New 
York City, the show’s sponsor, the Ad 
vertising Trades Institute, has an- 
nounced. 

Thomas B. Noble, chairman of the 
Institute, said 20,000 sq. ft. of space 
had been reserved and 125 companies 
were expected to have exhibits. Sub- 
jects covered will include sales presen- 
tations, training methods, packaging, 
visual aids, displays, premiums, adver- 
tising specialties and graphic arts. 

Requests for tickets should be sent 
to the Advertising Trades Institute, 


270 Park Ave., New York City. 





Blackhawk Assigns 
District Managers 


Blackhawk Mfg. Co. has promoted 
ohn H. Allen to assistant manager, 
distributor sales, under William V 
Dyke. 

Arthur J. 
named district manager for the entire 
Pacific Coast, including British Co 
lumbia and Alaska. 

George A. Spohr, who has rep 
ented Blackhawk on the West Coast 
for 27 vears, will continue his activi 
ties in the San Francisco Bay area 
Barnard Robertson is territory man 
ger in Los Angeles and Robert Hes 
ton territory manager in the North 


Comerford has been 


ie Province of Alberta 
lded to the district covere 
& Associates, 
lhe previnces of Saskatchewan 
Manitoba, plus far-western Ontar 
have been added to the district cover 
by H. F. Van Horne, Minn 


district manager 
Areas in South Changed 


H. J. McKinnon, Blackhawk 
trict manager in the Carolinas 
Virginia, 1s retiring after 25 years’ si 

North and South Carolina vw 
now be handled by David W 
Atlanta district manager; Virgin 
Hal Plusch, Philadelphia distri 
ier; and West Virginia 
Osburn, Pittsburgh district | 


Joins C. P. Lohr Co. 


C. P. Lohr Co., St. Louis and Kar 
sas Citv manufacturers’ agent, has 
pointed William L. Casey to it 
ipplication staff. Formerly with R 
liance Electric & Engineering (¢ he 
will cover metropolitan St. Loui 
eastern Missouri and southern IIlin 





SALES RECORD at Colorad 
trial Supply Co., Denver 


no et 
Hallie C 


HARGRAVE 
3 POINT “SALES PROVEN” PLAN 


PROMOTES ORDERS 
MONTH AFTER MONTH 


* 


A COMPLETE LINE 


Only Hargrave furnishes you with 
a complete line of clamps, chisels, 
punches and masonry drills. Re- 
peat selling tools worthy of Dis- 
tributor marketing. Distributed 
Exclusively Through Distributors. 


* 


SUSTAINED ADVERTISING 


To aid your marketing of these re- 
peat selling tools. Hargrave’s wide 
promotional program in industrial 
publications creates customer in- 
terest in these time saving tools. 


rf 


ORDER PRODUCERS 


Hargrave offers a variety of 
“Sales Proven” folders, bulletins, 
displays and catalogs. Literature 
designed to show the user better 
methods with improved tools. 


THE CINCINNATI TOOL CO. 


4032 MONTGOMERY ROAD 
CINCINNATI 12, OHIO 








HARGRAVE 


The Complete Line of Tested 
TOOLS 
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"Visit Our Booth No. 337 
New York ‘Triple’ Supply Meeting’’. 








NATIONALLY ADVERTISED 
SHIM STOCK 


Advertised to your customers in 


SOLD ONLY 
THRU. DISTRIBUTORS! 


Protected territories... fair prices... 
top quality packaged shim stock in 
both brass and steel. Here's a long- 


run good will builder for you! EASY TO USE! 


Customer just snips shim stock 
from 6" x 100” roll. Gauges 


to suit the customer's choice. 








4104 Union Street, Glenbrook, Conn. 








Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 

fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 

hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 

milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 

precision-built; exerts a grip of 15 times air line pressure! Tried once—tre- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 
Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP, 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE! 
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Stewart J. Bell 


Stewart J. Bell Joins 
Manufacturers Supply 


Stewart J. Bell, who retired frem 
the Norton Co. in 1953, has joined 
the sales staff of Manufacturers Supply 
Co., Grand Rapids, Mich. 

Mr. Bell will serve in the capacity 
of abrasives specialist. 


Rome, Ga. Distributor 
Gets News Mentions 


The Battery Machinery Co., Rome, 
Ga., was the subject of two feature 
stories in the Rome News-Tribune 
during January. Both articles enhanced 
the firm’s institutional promotion. 

In a page-one story on Jan. 17, the 
firm was cited as one of the oldest 
business establishments in Rome. The 
article described how it was founded 
by George M. Battey in 1882 and ac- 
quired in 1901 by Julian Cumming 
and the late L. D. Yeargan 

Pictures of the company’s buildings, 
its officers and warehouse and counter 
services were used. 

The present officers of the company 
are: E. L. Yeargan, son of the late 
L. D. Yeargan, president; W. O. Tarp- 
ley, who has been with the concern 
since 1905, vice president; J. Freeman 
Cumming, son of Julian Cumming, 
vice president; H. F. Yeargan, brother 
of the late L. D. Yeargan who joined 
the company soon after 1901, vice 
president; V. B, Yeargan, son of H. F 


Yeargan, secretary-treasurer. 
Mark 30 Years of Trust 


Another article on Jan. 27 described 
how officers and employees of Battery 
Machinery were the guests of the 
Lummus Cotton Gin Co., of Colum 
bus, Ga., in commemoration of the 
50-vear business association uf the two 
Battery Machinery 


firms served as 





agent for the Columbus company’s 
cotton gin machinery. There has 
been no written contract between the 
two firms for the past 30 years, the 
relationship having existed on a basis 
of mutual trust. 

Harold Lummus, vice president and 
secretary of the Columbus firm, told 
of how the original agency contract 
was negotiated by his grandfather and 
Julian Cumming. A large 
plaque was presented by J. P. Illges, 
president of Lummus Co., to Hilary 
Yeargan, vice-president of the Battery 
concern. 


bronze 





Frank H. Mansfield III 


Product Manager 
Named by Carboloy 
Frank M. Mansfield III, former De 


troit district engineer for ‘Torrington 
Co., has joined Carboloy Department 
of General Electric Co. as manager of 
product programming. 

A graduate of Rensselaer Polytech 
nic Institute, he was district manager 
in Cincinnati for Torrington from 
1950 to 1953. 


Sales Engineer Appointed 
Francis R. Flood has been named a 
sales engineer for Carboloy, specializ 


With the or 


produ t 


ing in chrome carbides 
ganization since 195] 
planning section, he was previously 
with Detroit Diesel Engine Division 
of General Motors Corp 


in the 


Owatonna Tool Co. 
Opens Dallas Warehouse 


The Owatonna Tool Co. has estab- 
lished a complete warehouse stock of 
tools and equipment in Dallas, Texas, 
to service distributors in the area. 

Officers said the company expects 
to provide 24-hour service in Texas, 
Oklahoma and Louisiana. Head- 
quarters are on Grapevine Road, Ar 
lington, Texas. 


precision fools in 1 i 
firgt it's a 


felge lel 
screw driver 


then, lame 


fol ge 1UT— 
wrench! 


What an advantage you have when you stock 
the Apco Torque Tool line! This company 
has a solid reputation for reliability, which 
it has guarded jealously over the years. But 


over and above that 


.. Apco is an aggressive, 


sales minded organization which gives you 


tools with real sell-ability. 


The torque driver illustrated 
above is a good example. Use it 
with a bit for driving screws where 
tension must be measured accur- 
ately. Change from bit to socket 
adapter, and this flexible tool be- 
comes transformed into a preci- 
sion wrench for tightening any nut 
up to 100 inch pounds. What’s more, 
it offers the extra advantage of get- 
ting into tight quarters from a ver- 


APCO MO 


tical, stand-off position. Available 
in 13 size ranges — in inch grams; 
inch ounces; and inch pounds. 
Stock these versatile Apco Moss- 
berg tools that are so easy to sell; 
so hard to sell against. Write to 
Apco Mossberg today for descrip- 
tive literature on the complete line 
of high quality Apco automotive 
wrenches and original equipment 
tools. There is no obligation. 


SOBERG 


COMPHN) 


ATTLEBORO, MASS. 
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y 


| 
| J COMPLETE 


LINE 


FOR QUICK DELIVERY 
PLUS SPECIAL BLOCKS 


C4 can stock and feature Madesco Blocks with 

confidence. Their reputation for dependability 
under the most severe service is founded on over 
25 years of experience. 


Satisfied users reorder Madesco Blocks by name! 


New customers are constantly created for you by 
adequate advertising that presells Madesco quality. 


Check your Madesco stock. A balanced inventory is 
your best assurance against lost sales. 


Our engineering services are also available for 
your specialized needs. 


Over a quarter century of service. 


MADESCO TACKLE BLOCK CO., EASTON, PA. 


Mi ADESCO bine 
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J. A. Vann, Sr. 


More Selling, Less Talk, 
J. A. Vann, 85, Advises 


More selling and less talk about sell- 
ing is all that’s needed in the supply 
business today—take it from an old 
timer who’s seen inventeries pile up 
a lot higher in the days after World 
War I. 

James A. Vann, Sr., chairman of 
the board of Young & Vann Suppl 
Co., Birmingham, Ala., now in his 
68th year in the business, says he’s 
ymused to hear economists warn that 
inventories are dangerously high in 
plants and warehouses. In the post 
war recession of 1921, he recalls, “‘it 
was real dumping” when manufac 
turers started unloading merchandis« 
on distributors. 

But he and his partner, I. | 
Young, hit the road on an all-out 
selling job, he says, and stuck at it so 
aggressively that the firm came 
through the upheaval without once 
failing to discount a bill. The dis 
counts turned out to be the major 
part of their profits 

Active in civic affairs as well as 
business, Mr. Vann, now 20 vears 
past the normal retirement age, says 
no man is ready to be put out to 
pasture if his health is still good 
While voung men are valuable for 
their aggressiveness, business needs 
older men for their experience and 
judgment, he maintains. 
Birmingham was “Elyton” in °69 

Mr. Vann grew up with Birming 
ham, which was called Elyton in 
1869, and had not yet been incorpo 
rated. He had his first supply hous 
experience as a boy of 17 with Moore 
Handley Hardware Co. He hired out 
is a “flunkv” and remained with thx 
firm nine vears, then joined Milner 
& Kitting Co. Ten years later, when 
this company was sold to Crane Co., 
he teamed up with Mr. Young to 





form Young & Vann on $30,000 of 
capital, half of it supplied by the part 
ners and half by frends. 

In the early days, the partners let 
nothing interfere with vigorous out 
side selling. Mr. Vann, when he mar- 
ried shortly after 1900, took his brid 
on a selling trip with him in a buggy 
to Anniston and Talladega, he recalls 

Mr. Vann’s interests now cover 
many civic and charitable project 
He is a member of the Committee of 
100 of Birmingham and a director of 
the Birmingham Trust National Ban] 
He is chairman of the board of th 
Eva Comer Home for girls, and cha 
man of the trustees of the First Met 
odist Church. Also, he is active wi 
the Y.M.C.A., the Jefferson Count 
Red Cross and the Birmingham (¢ 
munity Chest 


40-A Series—Dovuble 
Boll Roce Structural Stee! 





L. C. Lane 


Carver Pump Names 
Midwest Manager 


The Carver Pump ( 
pointed L. C. Lane as 
manager in the Midwest, with 
quarters at West Lafayette, Ind 

He will maintain contact 
firm’s distributors and sal 
sentatives, with particular 
bility for sales meetings and | 


tion, management announ 


Morey Machinery 


Moves Offices 
Morey Machinery Co., Ne 


City, has moved its executive 


383 Lafayette St., Manhattan 
The firm occupies 10,000 sq 


space in the building and before 
end of the year expects to tak 
the ground floor also for a 


Swivel Caster 


More | 
for , Efficient 


Materials Handling 


CASTERS 
are Best 
for Your Customers 


1-A Series — Station 
ory Caster 


Industrial distributors know... 


that year after year Bond casters 
ring-up”’ remarkable records in ser- 
vice. The designs, the materials and 
the workmanship of these casters are 
onstantly being proved and improved 
to guarantee peak performance 

Your customers will be glad that 
you suggested Bond materials han- 
dling equipment because it’s built to 
do the dest job. And remember, the 
Bond line is a profitable line for you 
to sell. Write today for your copy of 
tjond Catalog K-38 it’s packed 


with facts 


BOND FOUNDRY 
& MACHINE CO. 


Manheim, Pennsylvania 
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3-A Series — Single Boll 


Roce Swive! Caster 


23-A Series — Double 


Roce Swivel Coster 


36-A Series—Dovble 
Boll Race Swivel Caster 


40-AH-VG Series— 
Double Boll Roce Struc- 
tural Stee! Swivel Coster 
with V-grooved Wheel 


DRUM 
TRUCK 


Reduces hondling effort to 
minimum. 


Spring action chime hook 
for easy engaging and 
releasing of drum or barre! 
Maximum drainage. 

Stands upright when not 


in use. 


Write for Bond Bulletin R-61 








SOLDERING 


FLUX 


NO SURFACE CLEANING NECESSARY 


ik » PASTE + LIQUID 


FLUX Regular 


An all purpose flux for soft soldering. Fluxes 
through oxides, oil, moisture no cleaning 
of surface necessory. Provides a free flow of 
solder and mokes a firm union possible. Non- 
ecid eliminates danger of acid burns. For 
copper, brass, lead, galvanized iron, tin, steel, 
cast iron, ferrous alloys, Terne plate, zinc, etc. 


Chrome-Stainless Steel FLUX 


For all soft soldering of chrome or stoinless 
steel and their various alloys. No surface 
cleaning necessary. You sove clean-up time. 
Assures solid bond between solder and metal. 
To be used with either torch or soldering iron. 
Flux action keeps soldering irons clean. Avail- 
able in paste form 


Silver Solder FLUX 


PACKAGED IN METAL CONTAINERS WHICH 
PREVENT BREAKAGE AND WASTE. CON. 
VENIENT FOR CARRYING IN TOOL KITS. 
For all silver soldering or brazing. Free flow- 
ing, non-acid flux thet penetrates close joint- 
gop clearances. Suitable for use with all 
common metals and alloys. 


Electro FLUX 


Made specially for soldering electrical ports 
ond electronic equipment. Free of salts, acids 
ond alkali. Non-corrosive and non-conductive. 
Con be used for continuous tinning of copper 
wire. Available in stik or heavy liquid form. 
Electro Flux Stiks are excellent for use by 
radio and TV repair men. 


Aluminum FLUX 


Non-ocid, non-staining ... for use with pure 
aluminum or alloys, aluminum castings or alu- 
minum alloy castings. Fluxes through oily sur- 
faces. Can be used with 50/50, 40/60 or 95/5 
solder. Has wetting properties thot couses 
solder to flow freely. Saves clean-up time. 


Consultation on Flux. Problems Invited 


If you have a special fluxing condition send 
soldered and unsoldered parts — outline the 
condition . . . ovr engineering division will 
recommend the correct flux for you or develop 
@ specici flux to meet your requirements. 


LAKE CHEMICAL CO.8 
pied 3094 W. Carroll Ave. 


Chicago 12, Illinois 


BACK ORDERS at Great Lakes Sup- 
ply Co., Chicago, are thumbed through 
by Dean A. Brodt, salesman, who 
makes sure his customers are taken 
care of before hitting the road 





Electric Storage Battery 
Names Sales Executives 


Four sales executives in the Mid- 
west and Pacific Coast areas have been 
appointed by Exide Industrial Divi- 
sion of The Electric Storage Battery 
Co. 

Thomas H. Dooling, formerly Pa- 
cific Coast sales manager, has been 
promoted to Western Industrial sales 
manager in charge of Exide’s branches 
in Denver, Col., Los Angeles, Seattle 
and San Francisco, as well as sales and 
service of industrial batteries in Hawaii 
ind Alaska. 

Herbert F. Sauer has been named 
Midwestern manager, in charge of 
branches in Chicago, Cleveland, De- 
troit, Kansas City, Minneapolis and 
St. Louis. C. W. Wilson, former 
assistant manager at Chicago, succeeds 
Mr. Sauer there as Chicago branch 
manager. 

Willard W. Grundel has been made 
San Francisco branch manager. 

Mr. Dooling has spent 50 years 
in the storage battery industry. Mr. 
Sauer joined Exide in 1905. Mr. Wil- 
son has been with the firm since 1915 
ind Mr. Grundel since 1926. 


Electro Dynamic Names 


| Regional Manager 


Harry W. Ellis has been named 
Midwestern regional manager for Elec- 
tro Dynamic Motor Generator Divi- 
sion of the General Dynamics Corp. 

He has had ten years’ sales experi- 


| ence in the electric motor and control 


field, including five years of adminis- 
trative sales work. 

A veteran of Signal Corps service, he 
is a graduate of Wayne University. 
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MACHINE 
TOOL ° 
ACCESSORIES 
A profitable 
line because 
universally 
accepted 


Universal acceptance 
=< assures a profitable line 


) \) 


it 


| 
ta 


ili 


it 


iii 


Year after year distributors have relied on the 
ZIP line of t bolts and accessories to serve the 
needs of their customers. By taking advantage of 
the universal acceptance among users of these 
items, too will find the ZIP line a profitable 
one to handle. it will pay you to make “SELTZER 
your source of supply for Zip Machine Tool 
Accessories. 2 
“Immediate delivery from stock, any quantities 








GEO. Hw. SELTZER & CO 


OREXKEL PA 


Hi it 











(CAR MOVERS _—d 


SPURS & HANDLES 
SPRING WINDERS 


The poo LINE 


@ CAR MOVERS in three 
types . . . Power King for 
heavy duty .. . No. 5 New 
Badger & No. 9 Badger for 
standard duty. 

e SPURS — ground and 
hardened to fit all makes 
@ HANDLES—Hickory & 
Maple to fit any type or 
moke of Car Mover. 








a 


© SAFETY 
HANDGUARD 
—fits on the handle 
of any car mover— 
makes car moving 


@ PORTER SPRING 
make a 


or small lots. 


* We suggest thot users buy thru 
their local distributor 


ADVANCE CAR MOVER CO., INC. 


APPLETON, WISCONSIN 

















Fred Hale 


Utica Drop Forge 
Names Ad Manager 


Utica Drop Forge & Tool Co. has 
appointed Fred Hale as advertising 
manager succeeding Henry J. Zell 
weger, who is leaving to go into busi 
ness on the West Coast. 

A former newspaperman and free 
lance advertising writer, Mr. Hale has 
written for Printer’s Ink magazine on 
direct mail advertising, a field in which 
he won a national award in 1952. He 
is president of the Mohawk Valley 
Advertising Club. 


Allen-Bradley Names 
Chicago Manager 


Richard Wessling has been ap 
pointed district manager of the Chi 
cago office of the Allen-Bradley Co. 
succeeding John McC. Price, who has 
retired 

Formerly vice-president and director 
of Electric Supply Corp. of Chicago, 
Mr. Wessling was at one time with 
General Electric Co After Navy 
service, he joined Electric Suppl 
Corp. in 1946 as sales manager 





BRIEFING salesmen of Hays Supply 
Co., Memphis, is L. L. Stiff, Rogers 
Hydraulic representative 


‘ 
Load liftse’ 
ed a 
Electric Hoists 
Crenes 
Budgh 
Electric Hoists 
Bottery-Operated Hoists 
fer Trucks 
Chain Blocks 
Trolleys 
Bridge Drives 
Crane Assemblies 
Gentry “A"’ Frames 
Cerd Reels 


Cerd Conductor 
Trolleys 











Accessories 


‘TUGIT’ 


The hoist-like lifting 
end pulling tool 


‘Zipit: 


The tipping and 
lifting sling 


“ KH Zz 4 

















DISTRIBUTORS SELL MORE 
.-.. they have more fo sell 


Naturally a line that's really complete opens the doors to more 
prospects for ‘‘Shaw-Box" Distributors. But it's more in quality 


throughout the line that makes selling easy. 


At “Shaw-Box"’, quality means the best of materials skillfully en- 
gineered and manufactured into products whose performance and 
durability result in substantial economies for every user. And, back 
of everything bearing ovr brand names is more than 66 yeors 


of experience in building load-handling equipment exclusively. 


“Shaw-Box"’ Distributors know why our products offer the most in 
functional perfection and low maintenance, that ovr in-plant sales 
training for their salesman is backed by the co-operation of our 
field staff. Furthermore, we provide practical sales materials and 


consistent advertising geared to their markets. 


Every “‘Shaw-Box" Distributor has the protection of an inflexible 
sales policy that mokes every product in the complete line profitable 
to sell. This policy will always be maintained to help contribute to 


your continued success. 








MANNING, MAXWELL & MOORE, INC. 


Shaw-Box Crane & Hoist Division 
MUSKEGON, MICHIGAN 


wArwEL 


Hoists ond other lifting specialties Mokers of ‘Ashcroft’ Gouges, 





ond Aircraft Products 
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Builders of ‘‘Show-Box"’ ond ‘lood Lifter’ Crones, ‘Budgit’ ond ‘lood Lifter’ 


‘Hancock’ 


Valves, ‘Consolidated’ Sofety and Relief Volves, ‘American’ industrial Instruments, 





sure-fire 
door C)pener, 













Clarence V. Costello 


S. C. Johnson Names 
Lubricants Merchandiser 





































Clarence V, Costello has been ap 


pointed merchandiser of wax lubri- 


PUTNAM —=... and eee oe 
— Y WY He will be responsible for distribu 


tion planning and sales promotion fo 
POSTIV-LOK END MILLS lubricants used in metalworking, and 
will assist J. B. Carse, industrial prod 
ucts manager, in customer relations, 
policy planning and sales analysis 
Mr. Costello joined the company in 
1952 as a salesman in the New York 
irea. Before that he had been in bi 
ness for himself in printing and lit 
graphing and had served as a reseat 
on the University of Rochester’s 


itomic energy project 





Here are the tools many of your customers have been 
looking for—a new end mill series designed to cut 
tool and operating costs on large boring mills, pro- 
filers and similar heavy-duty applications. 


With the new POSTIV-LOK end mill (2” Dia. and up), 
Putnam takes the shank off the tool and puts it on a 
positive-locking holder that soon pays for itself. Your 
customers will like them—buy them—because— 
Southern Supply Co. 
Marks 35th Year 

The Southern Supply Co., Jackson 
Tenn., is celebrating its 35th anni- 


1. POSTIV-LOK reduces set-up and change-over 
time required on large tapered shank tools. 


2. POSTIV-LOK is versatile: drilling, reaming and 
other operations can be done with same set-up, 


. versary this year. The firm was organ- 
using POSTIV-LOK adapters. ized on Jan. 1, 1919 to serve the 
lumber and cotton gin industries in 


3. POSTIV-LOK iowers tool costs by eliminating 


the West Tennessee area. It was 
need of integral tapered shanks. 


founded by the late Mack Morris, C 
M. Morris, D. A. McCutcheon, Sr., . 
and C. D. Lacy. 

The company now distributes in- 
dustrial, electrical, plumbing and heat 
ing, refrigeration and water well sup 
plies throughout West Tennessee, 
Southwest Kentucky, North Missis 
sippi and Northwest Alabama 

Present officers are D. A. McCut 
cheon, Sr., president; C. R. Womack, 
vice-president and _ treasurer; W 
Carman Wallis, J. H. Meredith, and 
D. A. McCutcheon, Jr., vice-presi- 
dents, and C. L. Dennison, secretary 
£ Ae D The original site of the firm on East 

Pot ij L L &y Orleans St., now contains the new 


plumbing and heating warehouse and 


Remember: it pays to push Putnam . . . world’s leading 
end mill producer. Putnam Tool Co., 2981 Charle- 
voix Ave., Detroit 7, Michigan. 
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customer parking area. This division 
was added in 1934 but the new ware 
house for plumbing and heating sup- 
plies was constructed in 1952. In 
1953, the plumbing and heating and 
industrial supplies showrooms were 
enlarged. New personnel were added 
to take care of callers. The firm now 
has eight salesmen covering its terri 
torv and a total of 48 employees 
Che electrical supply department 
was established in 1928 for the indus 
trial supply lines originally 
Electrical supply is now housed in a 
separate building which has modem 
howrooms for lighting fixtures, ele 
tric heating and other materials 
Discussing internal operations, 
Wallis said that “complete and mod 
ern warehouse 
followed to expedite shipments 
Most mode 


mtrol procedures are used 


carried 


procedures are 
deliveries to customers 


stock 


Detroit Tap Launches 
Distributor Program 


Detroit Tap & Tool Co 
ing a new distributor progran 
lines of taps, thread milling 
ind thread gages, the firm 
innounced recently. 

[he company plans to hav 
trial distributors in all stat 
lly, including all major 


nt 


industria 


ireas, they said. Several of the firm’s 


former sales agents have taken on stock 


is distributors. 


The firm is now adding distributors 


welcome 
general 


ind. will 
Hellstrom, 


inquiries, »s 
manager, 


he selling program will be backed up 


with national advertising, publicit 


nd sales literature 


] 





GOOD STORAGE set 
easy for E. Bennett to fll 
precision instruments and | 


| arquhar Machinery C« 


A BUDA JACK FOR EVERY NEED! 


9 TYPES 


Give customers the jacks they want 

. .. let them choose from Buda’s 
complete line of industrial jacks. 

By stocking Buda, you’re able 

to give fast delivery on all sizes, all 

styles. Customers count on you 

to fill all their jack requirements. 

In addition to selling more jacks 

and building customer confidence, you'll 
be part of Buda’s terrific profit program. 
A real money-maker, the Buda Line 

can be one of your best profit lines. Learn 
what a Buda Jack Distributorship can 
mean to you. Write today for all the facts. 


High Lift Jack 25 to 50 Tons 


THE BUDA COMPANY, HARVEY, ILLINOIS 


Division pf Allis-Chalmers Manufacturing Company 


“Two Speed” 
Hydraulic Jacks 
5 to 50 tons 


Screw 
Jacks 
10 to 24 tons 


Standard High 


Ratchet 
Type Ratchet 


Lowering 
Jacks— 
5 to 15 tons 


Ball Bearing 
Journal 
rip Jacks— 
15-ton Cap. 


Jacks— 
15 to 50 tons 
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W.H.0: 


Charles M. Sutlive 


Pittsburgh Screw & Bolt 


For the finest in milled-from-the-bar 
Names District Manager 


es 
cap screws——sef screws 
Charles M. Sutlive, former South 
eastern manager of sales for Pittsburgh 
Screw & Bolt Corp., has been ap 
pointed manager of the company’s 


DON’T GET STUCK, Philadelphia district. 


With the firm since 1945, he was a 


STICK TO THE ONES MADE BY ales representative in the Southeast 


ern district until , when he be 


* came district manager. A Navy veteran 
| | }m. } f ( 0 3 y of World War II, he was previously 
chief purchasing expediter for South 

. Co: YORK, PENNA. ern States Iron Roofing Co. 


Ottemilier products ore sold through Mill Supply Houses. Write for free folder and price information. 


>>>>)> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


Pres Sellers . . . Proven Re- 

peaters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively .. . yet are 
easily opened... do not pipe joints 
freeze in the joints. Product carrying water, 
superiority ... backed by 36 gas, low pressure 
years of leadership in the 
field moke these Key prod- 
ucts a dependable source of 


coupling bolts and milled studs 





For sealing 





soles and profits for you! 





De Door Openers, Too! Cc. L. Kenny 


Steady national advertising, For sealing 
dealer helps and continuous lines carrying = Quaker Rubber Corp. 
sampling program build uni- oils and high rs 
versel demand . . . actually gneeeees ? Names Product Manager 
Oo apa fer eae fe seem. C. L. Kenny has been named man- 
ee ee vee ager of products for Quaker Rubber 
Corp., Division of H. K. Porter Co. 
With Quaker since 1947, Mr. 


WRITE FOR FREE SAMPLE AND Kenny has held various special assign- 


DISTRIBUTOR INFORMATION ments both in the field and the fac- 
tory. In 1952 he became manager of 


the Horizontal Braided Hose Depart- 
ment. 


2621 McCASLAND AVE. - i aided 
He will coordinate factory activities 
EAST ST. LOUIS, ILLINOIS with those of the sales force. 
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General Manager 
Named by Holliday 3 BIG REASONS WHY 
it's such a.fine. profit line 


W. J. Holliday & Co., Indianapolis, 
as appointed G. L. Stewart as vice- for Industrial Distributors 
resident and general manager and 
— R. Lambeth as manager of 


the company’s Hammond Plant oper 
ation 

Lester Moreland has been named 
secretary, succeeding C. E. Bateman, 
retiring after 30 years’ service 

William R. Mundy was appointed 
manager of steel sales, Indianapolis. 

Mr. Stewart joined the company 
four years ago from Edgar T. Ward 
Co., where he had been executive vice 

resident. He has been in steel ware . 
onion 30 years. Mr. Lambeth, who y 
joined the firm eight years ago as a ze 
management trainee, had served as an ™ - 
Army chemical warfare major in ¢ a, ? 
World War II. Mr. Mundy -_ > 


joined 


Holliday from Monarch Steel Co. in & 
1949, as a sales trainee. After a ter 
ritorial assignment, he became assist | 


ant manager of steel sales last year 
He is also an Army veteran Cif offers 
Mr. Moreland joined the firm in 0 popular, f=) 
1946 after working for Inland Con ‘ i‘ 
tainer Corp. highly profit- 
Other officers will remain in their able leader... PARE BL me pte tim rod 
s first, nown alloy ng 





same posts 
| ha 
( 


A type of 
industrial chain [RL Miael 
to satisfy every 
buyer 


Aluminum Industries 
Names Representatives 


Edward J. Ryan, Denver, Colo 
manufacturer's agent, has been ap 
pointed to represent Aluminum Indu Herc-Alloy BBB 
tries, Inc., on its Permite lines in High Test Grab Hooks 
Color ido, New Mexico, Utah and lron Slip Hooks 
ef gs Se a ee Proof Coil Cold Shuts 

oy ry Available in all sizes 


Demand 
is sustained 
by intensive 
advertising 


7577 COLUMBUS McKINNON 


trading area and the Black Hill 
of South Dakota and Nebrask 











MOVING DAY finds Charles Torre, 
Lewis Kurley and Bob Poland busy at CHAIN CORPORATION 


the shelves is Hansen & Yo rke ( of TONAWANDA NEW YORK 
we a DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
uilding in Woodbridge, N. J in Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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Seymour Smit 
snap Jock 


PLIER-WRENCH 
DE LUXE 


No. 2610-10” 
‘No. 2607-7" 


exclusive 
advantages 


SWIVEL JAW 

Adapts itself to the 

shape of the piece held—and 

assures firmer, more secure grip. 

JAW SIZE INDICATOR 

Saves time. You preset jaws to approxi- 
mate size of object to be gripped. 
LOCK RELEASE 

No struggling to loosen from the work. 
With one finger you instantly release its 
one-ton vise-like bite. 


also 
UTILITY PATTERN 
Snap Jock 


Some locking principle, same 
rugged construction as 
Saao-Lock de luxe, but without 
special features above 


No. 610-10” 
No. 607-7” 


FREE SALES AIDS 


Attractive counter display card 
Compact, colorful display box 
New envelope stuffer 
Newspaper mats 





Write “SNAP-LOCK” on your want book. 
Your Seymour Smith distributor 
has full information 


Seymour Smitn 


Seymour Smith & Son, Inc., 44104 Main St 
Oakville, Conn 


Sales Representative 
John Ht. Graham & Co., Inc., 105 Ovene St., HW. Y. 8, WL Y. 
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John W. Vickers 


Geo. Worthington Names 
Vice-President, Director 


lhe Geo. Worthington Co., Cleve 
land, has elected John W. Vickers, 
manager of industrial sales, as a vice- 
president of the firm. W.D. Camp 
bell, ile made 
director 

Mr. Vickers, who joined the com 
pany in 1913, has headed the indus 
trial sales division since 1939. Mr. 
Campbell started at Worthington in 
1939 as a salesman and has been sales 


manager, was 


“+ 


manager since 1952 

Other officers and directors are 
P. H. Deming, chairman of the board; 
FE. F. Oberdeck, executive vice-presi 
dent; j. J. Bohning, first vice-president 
and director of purchases; A. C 
Maccker, second vice-president; and 
N. F. Luekens, se ind treasure! 


retary 


W. D. Campbell 





Detroit Branch Opened 


Metal Removal Co. has established 
a new sales office and warehouse for 
the Detroit area. 
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pererry 7 





—and you can supply it! 

9 detachable nut drivers, 3/16” thru ‘2, a reversible 
regular screwdriver, a reversible Phillips, all fitting a 
big XCELITE handle—complete with durable plas- 
tic bag—i4 quality lightning-change tools for just 
$11.95 list (available with detachable super-hard ‘,” 
to 5/16” reamer for $1.65 extra, list). Do mechanics 
want them? Order a few sets and see—you won't have 
them long! 


XCELITE, Incorporated 


(formerly Park Metalware Co., inc.) 


Dept. F 
Orchard Park, N. Y. 





HARRIS surrty you 


with Copper, Monel-Nickel, Brass, 
Everdur, Aluminum, Stainless Steel 


METAL FLOATS 


To Your Specifications 


FLAT 
CYLINDRICAL 


COLUMN BALL 


@ Made of copper, plain steel, copper 
plated steel, stainless steel, aluminum, 
brass, monel, pure nickel, Admiralty and 
Everdur, or any suitable metal for open 
tank and all pressures. 

@ Seamless copper ball floats carried in 
stock in diameters of 3”, 4”, 5", 6”, 7”, 
8”, 10” and 12” for open tanks and pres- 
sures of 25, 50, 100 and 150 Ib. Floats in 
special sizes and pressures— 

MADE TO ORDER. Stainless steel ball 
floats larger than 12” diameter can be 
made up specially. 


Write for Metal Float Catalog 


ARTHUR HARRIS COMPANY 


cies Dept. ID 
212 N. Aberdeen St., Chicago 7, Ill. 














MANGLE 


for heavy-duty dressing 


Tom Cook 


Graton & Knight 
Names Representative 


Graton & Knight Co. has appoi 
om Cook as sales representative 
the Texas-Oklahoma area, succeedit 
his father, Harold Cook, with the firm 


itative 


the Be makes quick work of truing large, high 


38 years as Texas represet Desmond's Heavy Duty Dresser 


Formerly sales manager of 
Grifhn Truck Center in Dallas speed rubber- or resinoid-bonded grind 
Cook has also worked fo On Gru ing wheels. Shears and picks at same 
ing firm in West Texa rm i 
veteran, he studied at Nortl 


\gricultural Colleg« nd ith 
Methodist Universit bearings guarantee lasting precision 


time with patented angle-set Desmond 
Huntington cutters. Dust-shielded bail 


Cutters easily replaceable without ad 


Diamond Specialty justing bearings. Ask your Desmond dis 


Moves to New Quarters tributor how proper dressing can make 
your grinding wheels serve better 
Diamond Specialty & Si 
Philadelphia, has moved to 


larger building at 494-2( 


longer 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


¢ 
The one-floor structure triples the 

firm’s space. Officers said they plan to 

increase stock and add new lines 


DESMOND-STEPHAN MFG. ©., URBANA, OHIO 





Another sales-building advertisement from 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
13£,000. For steady repeat business— 


promote Desmond. 


CLYDE SHORT, sal 
" planning with Clav Bark 
gets-Bailey S ppiv ¢ 


enn 
in 
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NEW 50 TON 
CENTER-HOLE 


HYDRAULIC PULLER 


Pulling the Drawing Gear on a 
Paper Shearing Machine with the 
New OTC Hydraulic Puller 


FOR TOUGH CUSTOMERS WITH TOUGH JOBS 


Sell your toughest customers easily with the new OTC 50 Ton Ram— 
Saves time, money—Eliminates broken parts—Pays for itself on a 
few jobs. 


The NEW Hydraulic Ram does jobs 75°, faster—Eliminates torque 
and the danger of accidents. Completely portable—can be used any- 
where. With its attachments, the 50 ton puller can do hundreds of 


maintenance pulling jobs on all types of machinery. 


: : {DRI . write 
Designed with the famous CENTER-HOLE that al- sen 
lows fast, easy adjustment to the job—plus interchange FREE 
Booklet 


from push to pull or used as a production holding fix- 

ture. Big brother to the 17% and 30 ton rams. De- 

—_—T } i ll sell Booklet describes com- 

scribe it, show it, and you Ul sell it. plete line and uses of 
OTC equipment 


FEATURES: 


1. Calibrated Pressure Gauge 

. Interchangeable Ram Heads 
. Ram Travel of 3° 

. Weighs only 45 Ibs. 

. Remote Control Pump 

. Six Foot Hi-Pressure Hose 


. Hi-Pressure Quick Coupler 


OWATONNA TOOL COMPANY 
373 CEDAR ST. OWATONNA, MINNESOTA 
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Marvin J. Phillips 


Bay State Abrasive 
Names Engineer 

Bay State Abrasive Products Co 
has appointed Marvin J. Phillips as 
abrasive engineer on the. company’s 
sales staff, servicing North and South 
Carolina, Virginia and part of ‘Tennes 
see. 

He has been supervisor of grinding 
wheel purchases at Lockheed Aircraft 
Corp., Marietta, Ga., and assistant 
buyer at the General Motors Corp. in 
Doraville, Ga. 

Mr. Phillips’ home is in Marietta. 





Coleman R. Perry 


Morgan Vise Co. 
Names Representatives 


The Morgan Vise Co. has appointed 
the Perry-Walker-Barr Co., Nashville, 
Tenn., as manufacturer's representa- 
tives in the South. 

Coleman R. Perry and other officers 
of the firm will handle the company’s 
lines in North Carolina, Virginia, Ala- 
bama, Georgia, Tennessee, Mississippi, 
Florida and Kentucky 





Stambaugh Thompson 


Plans New Warehouse 5 
The Stambaugh Thompson Co., TO DA Y S 


Youngstown, Ohio, has announced 
plans for a new $400,000 warehouse 
on a |6-acre tract in Wickliffe to pro B a % T 
vide for expansion of the firm’s Whole 
sale Division. 
Ihe brick and concrete building 
will have 50,000 sq. ft. of space for bB U Y t 
stock, offices and sales rooms. It will wy 
be equipped with modern materials 
handling devices including fork-lift 
trucks, a mono-rail system and an ad 
justable loading platform. Loading 
docks will accommodate 12 trucks and 
two railroad cars. 
I'he warehouse will be finished in 
early spring and ready for full opera 
tion by mid-summer. 
Che firm will leave its Mill Supply 
Division at its present Commerce St 
building in Youngstown, but all 
Wholesale Division operations, in 
cluding hardware, will move to the 
new plant 


American Chain & Cable 
Promotes A. M. Tinker 


Allan M. Tinker, one-time New 
York representative and New England 
district manager for the American 
Chain & Cable Co., has been named 
sales manager of the company’s 
Pennsylvania Lawn Mower Division 

For the past three years Mr. Tinker 


has been Philadelphia district manage: MODEL J 
for both the company’s American (Wet or Dry Models) 


Chain and Lawn Mower Divisions 


Between 1946 and 1950 he was at Cuts 10” Rounds, 18” Flats 


tached to the New York district 
He joined American Chain & Cabk 


in 1922 as a New England rep nt j ’ 
ative and later headed the N Eng 
lind district 

| 


and the Price is Surprisingly Low. For 
Better Value Choose A JOHNSON SAW 





Sign Your Name and Address to this ad and 
return it for CATALOG and FULL DETAILS 


Sree stirs JOHNSON MANUFACTURING CORP 


( Grand 


Idema, who steals a second fro ALBION, MICHIGAN 


Ww k ft ta th meta 
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Norfolk Distributor Holds a Clinic 


provides definite 
MUTUAL 
PROTECTION ! 
ES ag sey ES re he epg ieee agree 
} — iestion-answer period and light refreshments constituted the program. 
<Lonergan)> 


SAFETY-RELIEF 


VALVES 
mY) 


PRESSURE GAUGES 


.«. and to us 








The Lonergan Franchise is designed to 
protect and benefit both the Distributor 
and the Company. Proof of its equitable 
operation is the fact that many of our 
distributors have been repreesnting 
Lonergan for several generations. A 
few of the points contained in the 


franchise are as follows: 


Afford full dealer profits on 


non-stock items. Clinic conductor, R. S. Pollard, sales manager, Yarwall-Waring, meets 
Q. D. Dudley, Atlantic Co., after being introduced by J. Paul Murphy 
Provide factory-trained sales Empire Machinery & Supply 


engineers for direct sales help. 
Sell direct only as stipulated 
in policy. 


Maintain sufficient distribu- 
tors in area in accordance 
with market requirements. 


Guarantee satisfactory per- 
formance of our products. 


The Lonergan Line has been known 
and preferred by industry for many 
years yet it is modern in design 
for today’s needs. Some territories are 
still available. Write us for proposition. 


j. £s LONERGAN co. 


INCE 1872 
‘ Details of trap are explained by R. W. Catlin, Yarwall-Waring (second fron 
’ to G Hinton, salesman, Empire Machinery & Supply; J. E. Fields and W 
Bassknight, Norfolk Tallow Ci 
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HARPER 


EVERLASTING FASTENINGS 


R 


Pn. 1 


P . 
7 
-~ 


fo —- een 
=—— 


) ayant ied 


- ee, ~~. 


~. 


You're always 
with HARPER/FASTENINGS 


Greater Earnings— Y ou profit two 
ways when you stock and sell 
Harper Fastenings 
industry's growing demand for 


There's 


corrosion-resistant fastenings— 
pioneered by Harper. And, to this 
sales volume, add your higher 
margin on superior stainless steel 
and non-ferrous fastenings 


A Complete Line—To meet your 
customers’ toughest requirements, 
Harper produces a broad line— 
over 7,000 different items are 
available from stock. You can 
obtain bolts, nuts, screws, wash- 
ers, rivets and other fastenings 
promptly—in all types, sizes and 
corrosion-resistant metals. 


af 


Established Leadership— Harper 
is the world’s largest exclusive 
producer of corrosion-resistant 
fastenings. A third of a century of 
metallurgical and engineering ex- 
perience—plus the latest manufac- 
turing techniques—assure your 
customers the finest in fastenings 
when you sell Harper. 


FOR FURTHER INFORMATION, MAIL THE COUPON. 
CATALOG AND LATEST DISCOUNT SHEET WILL BE SENT WITHOUT OBLIGATION. 


e BRASS 


e NAVAL 
BRONZE 


e SILICON 
BRONZE 


« NICKEL 


« COPPER 


e ALL STAINLESS STEELS 


¢ MONEL 


The H 


M. Harper Company 
8219 Lehigh Avenue 


Morton Grove, Illinois 


Please send me: 


C) Catalog 


« ALUMINUM 


Name.. 


Company....... 


Mc cvcesteees 


SPECIALISTS IN ALL CORROSION-RESISTANT FASTENINGS 


INDUSTRIAL DISTRIBUTION « 
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T) Distributor’s Discount Sheet 








Here’s WHAT makes this 


KENNEDY VALVE 
Better....and WHY! 





KENNEDY HEA 
recommende 
pounds s 
air or gOs- 






WHEEL NUT, below handwheel 
level to prevent burning palm of 
hond on steam service. 


GLAND, bronze, se!lf-centering, ex- 
tra long with beveled lip, allows 
moximum toke-up on packing. 


PACKING, molded rings of 
graphited and lubricated asbes- 
tos give long, easy operation, 
tight seal to prevent leaks. 


STEM, special bronze. Large di- 
ameter and close tolerances min- 
imize friction; extra contact 
threads give 'onger wear. 


BODY, bronze, rugged 
construction, high raised 
seot, generous interior 
passoges ond ample 
pipe thread cleorances. 


ll 


RENEW ABLE COMPOSITION DISC, provides per 
fect seating: asbestos for steam service and spe 


cial types for various services and temperatures. 


Misa THE 
Pre 7 
(tl 


S VALVES - 


yy BRONZE GLOBE ¥ 


d for services ¥ 


team oF “f pounds 


/e \e 


Write for Bulletin No. 36 * BUY FROM YOUR LOCAL DISTRIBUTOR 


= i ve 





ao ‘a. 


o 3” sizes available. 






\ Sabewaens. malleable iron, 
rugged octagonal shape, for non- 
slip grip. Heat-radiating design 
stays cool. 


@—— PACKING NUT, bronze with long 
threads to provide extra packing 
adjustment. 


BONNET, bronze, with joint be- 
tween body ond bonnet making 
bronze-to-bronze true union for 
tight, leakproof construction. 


BONNET RING, bronze, heavy 
construction, able to withstand 
i wrench punishment. Large flats 
\ for easier application of wrench. 


ak, SLIP-ON DISC HOLDER, 
locks in a definite posi- 
tion when wide open, 
cannot fall off during 
disassembly and reas- 
sembly. 


ull 


BEVELED SHOULDER, mokes tight joint with 
conical seat on underside of bonnet when valve 
is wide open, for repacking under pressure. 


VALVE MFG. CO. 
= Ka 1066 EAST WATER ST 
Y, ELMIRA, NEW YORK 


PIPE FITTINGS - 


FIRE HYDRANTS 


OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 


250 
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R. M. Holder 


Master Rule Forms 
Two Sales Divisions 
Master Rule Mfg. Co. has reorgan 


ized its sales force into two divisions, 
East and West, under newly appointed 
division managers. 

R. M. Holder is Eastern manager, 
in charge of all territory east of the 
Mississippi except Louisiana. John 
Kenkel takes over the Western terri 
tory. 

Eight salesmen are being added to 
the company’s staff for missionary 
work, the firm’s officers ainounced. 

Mr. Holder, who has been active 
in merchandising, including export, 
since 1910, joined Master Rule in 
1937. He has been a salesman and 
is now an officer and director of the 
firm. 

He announced that special atten- 
tion will be devoted to improving sales 
work in Indiana, Virginia and upstate 
New York districts. 

Mr. Kenkel has been working out 
of New York, Kansas City, the South 
west and the West Coast. Before join- 
ing the company, he served for seven 
years as a sea captain on a steamship. 














John Kenkel 


Niagara Frontier Houses 
Show Association Films 


Representatives of 23 industrial sup 


ply firms in the Niagara Frontier area e é 
met recently in Buftalo, N. Y., for a 
dinner and informal session on current IC ? iver n 
problems. 
Forty attended from firms in Buf 


falo, Tonawanda, Niagara Falls, Lock 
port and Jamestown. Ray C. Neal, r 
president of R. C. Neal Co., Buffalo, a 
a 


was in charge of arrangements for the 
event, which included cocktails and 
dinner at the LaMarque Restaurant, 
Buffalo, followed by a meeting 

Eugene McCarthy, president of 
Beals, McCarthy & Rogers, Inc., Buf 
falo, spoke informally. Paul Evans, 
Jr., vice-president and sales manager of 
Beals, McCarthy & Rogers, presented 
one of the National Association’s Sales 
raining Films. 

George Enos. secretary of Enos & 
Sanderson Co., Buffalo, was acting 
treasurer for the evening. He reported 
that for the first time since the group 


had met, finances came out even t THE NATION’S MOST COMPLETE SOURCE 


the penny. 





No matter what type of Cast Iron Gear 
or Sprocket is required, Medart can 
ship them! Here you can get cast 
tooth, cut tooth, and mortise 

tooth gears—-Spur, Bevel, 

Mitre, Worm and Angle Gears, 

Spur Gear Racks, Ring Gears 

Here you can get cast tooth and 

cut tooth sprockets—in virtually 


any size for every application. 


Write For Catalog 


Fred Finstevbach SPECIAL & REPLACEMENT GEARS & SPROCKETS 
Walker-Turner Official 
Awarded Degree 


If you get a call for something special, or if you 
; need a replacement fast, Medart can make 
I'red Finsterbach, director of edu ; 
cation for the Wales-Teme: Division. it for you from thousands of patterns on 
Kearney & Trecker Corp., was 1 
cently awarded the degree of Doctor 
of Education by the University of 
Buffalo. 
He has been active in conducting 
training programs for distributor pet 
sonnel and the Walker-Turner staff 


1s well as promotion work for the com 


hand. Even designs you may think are 
obsolete, we’re likely to have available! 


No blueprints or complicated details 

are required. Just send in the worn 

gears or sprockets and duplicate 

To Handle Morse Lines replacements will be shipped in a 
Morse Chain Co. has appointed minimum of time. 


pany in public schools 


Power Transmission Equipment Co., 
Chicago, to handle the firm’s power 
3535 DE KALB STREET 


transmission products exclusively in THE Py lao) Vag COMPAN st. ious 06: MO 


the Chicago area 
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say MARSH 


.»-and watch 
the response... 


Next time one of your customers asks 
for a good ——y e or dial ther- 
mometer, suggest arsh and see how 
favorably he responds to the suggestion. 


This acceptance didn’t come by acci- 
dent. More than 80 years of painstakin 
instrument making are behind it . . . eal 
in recent years arsh leadership has 
become all the more firmly established. 

Some of the recent big strides are the 
permanently leak-proof ‘“‘Conoweld”’ tube 
and the practically indestructible ““Marsh- 
alloy” case . . . but great improvements 
though they are, these are simply added 
features of instruments that fed before 
they were added! 

More than ever it will pay you to say 
Marsh when gauges and dial thermom- 
eters are ed. There is a Marsh for 
every service under the sun — the broad- 
est line, the most advertised line, the 
most respected line. 


Ask for latest catalog and price data. 
MARSH INSTRUMENT CO. 
Soles Affiliate of Jas. P. Marsh Corporation 
DEPT. C, SKOKIE, ML. 





with ai ” 


4 
ator” — quickest oF 
*Recalibr e that h 


as 
finishing 
>) 


GAUG * VALVES «+ TRAPS 
THERMOMETERS 


SPECIALTIES 


DIAL 


HEATING 
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| West Coast Distributors Meet in Los Angeles 


ing. Seated are ] 


Frank Miles, Garrett Supply Co., Los Angeles, opened the annual Pacific Coast meet- 
Robert Kelley, American Association president; T. 


Gordon 


Vaughan, president of the National Association, and Wallace H. Campbell, Campbell 


Industrial Supply Co., Seattle. Speaker, S. K. Bellue, of Hughes Aircraft Co., 


urged 


distributors to subscribe to purchasing agents ten principles. 


Distributors were urged to subscribe 
to ten principles of good business prac- 
tice recently by an official of Hughes 
Aircraft Co. 

Addressing the annual meeting of 
Pacific Coast members of the National 
Industrial Distributors Association, 
S. K. Bellue, chief of materiel, Hughes 
Aircraft, told his audience: ““We need 
you as suppliers; and to best be of 
good value to us, we solicit your sub- 
scribing to the Principles and Stand- 
ards of Purchasing Practice published 
by the National Association of Pur 
chasing Agents.” 

It was the first Los Angeles meeting 
of the West Coast group, who were 
welcomed by Frank Miles, vice-presi- 
dent and manager of Garrett Supply 
Co., Los Angeles. Mr. Miles was pro 
gram chairman. Presiding chairman 
was Wallace H. Campbell, president 
of Campbell Industrial Supply Co., 
Seattle. 

Other speakers were T. Gordon 
Vaughan, president of the National 
Association and head of The W. M. 
Pattison Supply Co., Cleveland; 
Charles E. Ducommun, president of 
Ducommun Metals & Supply Co., 
Los Angeles, who spoke on “What 
the West Coast Industrial Distributor 
Expects of the Manufacturer;” and J. 
Robert Kellev, president of the Ameri 
can Supply & Machinery Manufactur- 
ers Association, speaking on “What 
the Manufacturer Expects of West 
Coast Distributors.” 

An “Outlook for 1954” was given 
by Louis S. Cragin, Jr., secretary- 
treasurer of Cragin & Co., Seattle; John 
J. Pike, president of Republic Supply 


Co. of California, Los Angeles; and 
Harry M. Bayley, president, Pacific 
Abrasive Supply Co., Los Angeles. 

Mr. Bellue listed the ten principles 
adopted by purchasing agents: 

1. To consider first the interest of 
his company in all transactions and to 
carry out and believe in its estab- 
lished policies. 

He said his own company’s buying 
policy is “To procure materials and 
services of the most appropriate qual- 
ity for the particular purpose, at as 
low an ultimate cost as is obtainable 
consistent with sound policy, and to 
have the required quantity on hand, at 
the time and place it is needed, with 
as little excess quantity as is consistent 
with low cost.” 

2. To be receptive to competent 
counsel from his colleagues and be 
guided by such counsel without im 
pairing the dignity and responsibility 
of his office. “Here again, purchasing 
agents greatly appreciate the counsel 
and advice given by our industrial dis 
tributors,” said Mr. Bellue. 

3. To buy without prejudice, seek- 
ing to obtain the maximum ultimate 
value for each dollar of expenditure. 

4. To strive consistently for knowl- 
edge of the materials and processes of 
manufacture, and to establish practical 
methods for the conduct of his office. 

Speaking of the “age old problem” 
of standardization, he said, “If, in this 
development and research area, we 
were to restrict the visions of our engi- 
neers by establishing strict standards, 
our radar and missile programs would 
be stalemated. 

“Purchasing agents in a national ef- 









SEEING is 
SELLING 


YOU CAN SELL 


ON EVERY CALL 


Get details from Williams Catalog 302 > 


e An open secret of successful selling is to get the 
product into the hands of your prospect. In the case 
of Williams Industrial Sockets, he can actually see the 
design, construction and finish that makes them best 
to buy. 


Use the new 302 Catalog to show him the wide selec- 
tion now available for practically every production 
and maintenance application. 


All during this month, he'll see colorful Williams ads 
expressly designed to boost your sales of Williams 
Industrial Sockets. 


SHOW WILLIAMS INDUSTRIAL 
SOCKETS ON EVERY CALL 


Salesmen can build volume in a hurry by tak- 
ing a few Williams Industrial Sockets on 
their calls. Show them when pointing out 
how they deliver as much as 20% more on 
the job service .. . how they can be used with 
any type power or impact wrench for single 
or multiple nut running. 


It's much simpler, too, to demonstrate the 
accurate machining and close fit that extend 
the life of wrench and tang as well as socket. 


From the new 302 Catalog, he can select the 
right sockets and attachments from a wide 
range of sizes and styles available in 7 drive 
sizes. 


STOCK and SELL 
"The Broadest Line of lis Kind" 


@ WRENCHES OF ALL TYPES 

@ DETACHABLE SOCKETS 

@ IMPACT PRODUCTION 
SOCKETS 


@ PIPE TONGS & VISES 
@ FLANGE-JACKS 

@ MACHINE HANDLES 

@ MASONRY DRILLS 

@ SCREWDRIVERS 

@ HAMMERS & PLIEKS 

@ PUNCHES & CHISELS 
@ GEAR PULLERS 


@ TOOL HOLDERS & 
LATHE DOGS 


@ SET-UP ACCESSORIES 


@ DROP-FORGED “C” CLAMPS 
HOIST HOOKS 
» EYE BOLTS 
ROD ENDS 


@ THUMB NUTS & SCREWS 


J. H. WILLIAMS & CO. 
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AS ADVERTISED 
in leading indus- 
trial magazines. 


























This little tool can 
pay for itself on one job! 


It can move 30 tons 2 inches in any direction 


—closed it is 42 inches high ° 


It’s an ideal tool for such jobs as pulling bearings (see 
above), repairing cranes, shovels, machinery, and equip- 
ment of all kinds—in fact, one glance will suggest more 
uses than we could possibly list. 

It’s the 30-H-4.5 “Lo-Hite”’ remote controlled hydraulic 
jack with independent pump. It is designed especially for 
heavy lifting in places where a jack handle cannot be 
operated. The independent pumping mechanism is con- 
nected to the jack by an 8-foot flexible rubber hose, per- 
mitting operation of the jack from any convenient place— 
vertical, horizontal, inverted, or inclined. 





This versatile tool is one of the hottest items 
in the Duff-Norton line. All you have to do 
to sell them is tell prospects about them. Your 
sales manager has or can get complete infor- 
mation on prices and direct literature regard- 
ing the all purpose ‘‘Lo-Hite.’’ Ask him today! 
The Duff-Norton Manufacturing Co., P. O. 
Box 1889, Pittsburgh 30, Pa. Canadian plant, 
Toronto 6, Ontario. 


DUFF-NORTON 


“Giving Industry A Lift 
Since 1883” lt [ by S 
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fort are conducting a broad program of 
education and instruction on standard- 
ization and its real meaning.” 

To subscribe to and work for 
honesty and truth in buying and sell 
ing, and to denounce all forms of 
manifestations of commercial bribery 

“It is our policy to prohibit accep 
tance by employees of any gratuities 
from our suppliers,” he explained. 

To accord a prompt and courte 
ous reception, so far as conditions will 
permit, to all who call on a legitimate 
business mission. 

lo respect his obligations and to 
require that obligations to him and 
to his concern be respected, consistent 
with good business practice. 

To avoid sharp practice. 

9. To counsel and assist fellow put 
chasing agents in the performance of 
their duties, whenever occasion per 
mits. 

10. To cooperate with all organiza 
tions and individuals engaged in activi 
ties designed to enhance the develop 
ment and standing of purchasing. 









William A. Sander 


Boice-Crane 
Names Representative 


Boice-Crane Co. has appointed Wil 
liam A. Sander as manufacturer's rep- 
resentative with headquarters in Dallas, 
l'exas. 

He succeeds Earl Waddell & Sons 
Mr. Sander has handled industrial 
lines of other manufacturers in the 
area for the past several years. 





BEES JAR HONEY 


A Gainesville Texan has invented a 
beehive containing jars into which the 
bees themselves pack the honey, Food 
Engineering, McGraw-Hill publication, 
reports. The only human contributions 
necessary are putting on the caps and 
labelling the jars. 














John D. Riley 


Two District Heads 
Named by Link-Belt 


Link-Belt Co. has appointed two 
new managers of district offices: John 
D. Riley in Cleveland and Harry G 
Andersen in Newark, N. J 

Mr. Riley, who has been district 
manager at Newark for the past five 
years, succeeds Paul Wheeler, who 
died Jan. 20, in the Cleveland post 

Mr. Riley joined the company in 
1934 and served first for five years in 
the Philadelphia plant. In 1939 
became district sales engineer in Bos 
ton, and later, manager at Newark 

Mr. Andersen has _ bee 
manager at Birmingham, 
three years. Before that he v 
engineer in Milwaukee and 


He joined the firm in 193 


Harry G. Andersen 





Sales Director 
Named by Merit Mfg. 


Merit Mfg. Co has ippointe 
mond W Hermanson a lit t 
iles and advertising 
He was formerly genera 
l'ubing Appliance ‘ 





WHEN YOU SELL 


COOPER ALLOY 


STAINLESS STEEL 
VALVES 


STAINLESS STEEL 
FITTINGS 


tte _ ee 
iy} 
“\) 
aa 
STAINLESS STEEL 
QUIKUPL 


s £0) Ss i ae) 2 


Wi facilities for every step in the pro- 


duction, machining and inspection of our 


complete line of stainless steel valves, fittings 
and accessories, Cooper Alloy products are 
synonymous with the tops in quality and 
workmanship. 

CA = Q—COOPER ALLOY EQUALS 
QUALITY, is a formula known and appre- 
ciated in every corner of the globe. Thus, 
when you sell the Cooper Alloy line you sell 
with confidence for you know that behind 
every product is the reputation and experi- 
ence of the world’s leading producer of 
corrosion resistant valves, fittings and 


custom castings. 


COOPER ALLOY 


THE COOPER ALLOY FOUNDRY CO. « HILLSIDE, N. J. 
Les Angeles. Sa Francisce Oabland Houston Chicage Detrort, Phrladelphes, Marttard 
Leading producers of STAINLESS STEEL valves, fittings and castings 
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Distributor management, salesmen, 


CAN YOU PASS THE 


How do you compare with your fellow distributors? 
INDUSTRIAL DISTRIBUTION’s Convention (May) issue holds , 
the mirror up to the industrial distributor with a 32-page 
report on “Trends in Industrial Distribution.” 
It portrays today’s industrial distributor in action. 
Don’t miss the next issue. It will help you analyze 
and improve your present position 


and plan aggressively for the future. 


WHAT IS THE PICTURE OF THE INDUSTRIAL DISTRIBUTOR TODAY? 


INDUSTRIAL DISTRIBUTION has taken a long, honest look at the distributor looking 
glass. ID’s editors have probed deeply to find the who, what, when, where and why 
of today’s distributor and how he operates. 


How far has the industrial distributor progressed in adopting modern manage- 
ment policies, efficient internal operations, aggressive sales forces? What methods 
is he using in the selection, training and direction of the sales force? What is the 


financial picture? 


INDUSTRIAL’ DISTRIBUTION’s Convention (May) issue will answer these ques- 


tions. It will picture today’s trends in five areas: 
1—The Financial Picture 
2—Internal Operations 
3—The Selection, Training and Direction of the Sales Force 


4—Management Policies 


5—Selling 
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key operating personnel: 


COMPARISON TEST? 


These graphic articles will be profitable reading for all distributor personnel. It will help them 
evaluate their present practices, bolster their weak spots and strengthen their position. 


The Financial Picture, for instance, will contain 
a complete statistical report, by district, on sales, inven- 
tory, number of invoices billed, number of employees, 
number of salesmen, accounts receivable, and the cost 
of goods sold. 


The section on Internal Operations will report 
on order handling procedures, bookkeeping systems, of- 
fice layouts, and inventory control systems. It covers 
the use of electric typewriters, duplicating equipment, 
electric calculators, and other modern business machines 
and equipment as well as modern materials handling 
equipment. It will specify the use of training programs 
for office and warehouse personnel. 


The report on Management Policies will an- 
swer such questions as: What problem is the greatest 
threat to net profit before taxes? What is being done 
to solve this? What sources are used to secure additional 
working capital? Are these sources satisfactory? Are 
distributors increasing or decreasing the amount of 
stocks for lines now stocked? Are they following a long- 
term policy of increasing or decreasing the amount of 
stocks for lines now stocked? Are the sizes of territories 
being increased or decreased? What is being done to 
improve employee relations? 


Trends in the Selection, Training and Di- 
rection of the Sales Force will show where 
distributors recruit salesmen, what qualifications are 
considered most important, the use and usefulness of 
aptitude testing. It will also cover salesman training 
aids, compensation, sales analysis, sales potentials by 
major accounts and lines, and recent improvements in 
picking, training and supervision of the sales force. 


The Selling Feature will analyze the educational 
and business background of the distributor salesman. 
It will tell how he uses his time, how many hours per 
day and days per week he works, what percentage of 
time he spends in the office, making calls and working 
at home. It will describe how the distributor salesman 
uses his evenings and weekends to further his sales 
career, how many calls per day are averaged, number 
of accounts handled, number of manufacturers’ lines 
he sells. 


This account will also point out what the distributor 
salesman considers a good door-opener, who he sees on 
calls, how he schedules calls, how he estimates a cus- 
tomer’s potential, which aids he considers most valuable, 
and how management and suppliers can help him sell 
more effectively. 


Remember, it’s “Trends in Industrial Distribution” in the next issue. 


The McGraw-Hill publication 
edited exclusively for Industrial Distributors 
and their salesmen. 


Industrial 
Distribution 


330 WEST 42nd STREET, NEW YORK 36, NW. Y. 
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A 


WHEN YOUR CUSTOMERS 
NEED PRESSES 


ARBOR 
PRESSES 

1 to 25 tons 
Bench, Pedestal 
or Floor Models 


new LOK-BLOK 


HANDLE CONSTRUCTION— 


TWIST AND IMPACT 
PROOF... Another 
Outstanding and 
Exclusive Feature... 


PLUS Chrome-plated Satin- 
finish Blades * Super- 
tension Gripper Fingers 

* Blades Finest Chrome 
Vanadium Steel * 


Robert L. Davis 


Deming Co. Names 
Davis Sales Head 
Ihe Deming Co 
Robert I 


ceeding Harry Fk 


has appointed 
Davis as sales manager suc 
Carloss, now vicc¢ 


© HYDRAULIC 
| PRESSES 


25 to 300 tons 
Electric, Air, or 


president 
George | 
to the newly established post of sales 


lrisler has been named 


promotion manager 

With the company since 1922, M1 
Davis became active in sales work in 
1931. For a number of vears he has 
handled a territory including Indiana, 


Hand Ground Bits 
* Unbreakable, 
Insulating 
Handles 


Hand Operated ; 
western Ohio, north central Kentucky 


and St. Louis 

Mr. Trisler joined the company in 
1921. Mainly active in sales, he spent 
two years as a district representative in 
the Midwest and several vears as assist- 
ant sales manager. He has helped di 
rect training of distributor salesman 
and also specialized in agricultural en 
gineering developments and_ rural 
electrification, delivering radio broad 
casts on farm programs 


a 


Exclusive 


se LOK-BLOK 
and get your share of the 5 
press business a? 


t. Appl'd 


ove 


Models for Slotted and 
Recessed Head Screws 


SPECIAL 
PRESSES 


ergineered 


Specially Designed 
Bit Fits Both Recessed 
Head Types 


HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


Illinois Gear & Machine Co. has GROER THRU YOUR JOSE 


ippointed Richard E.. Ewert as general 
UPSON BROS., INC., Rochester 14, N. Y. 


sales manager 
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to 
individual 
require- 
ments 





DAKE 


. PRESSES 


George E. Trisler 





Joins Illinois Gear 


DAKE ENGINE CO. 


631 Monroe St. 
Grand Haven, Mich. 








l'empleton f Templeton 
2-in. fish t 


Crerar, Adams Appoints Vi CTO R 


Welding Equipment Mgr. 
Cos, Mima @ Co, Chitagh Blades Y 


: from 
BLUE MARLIN weighing 180 Ibs. wa DRE} Re NCE 
wight off Bimini " Y\ k B 





rar, 

has appointed William P Good man 
wer of its new welding cquipment Vg 
\i8 


division The division has been or 


ganized to provide a source f m . 
plete welding equipment and suppl Stock VICTOR, and you're \\ § 
including machines, fixtures, posi calling 0 line sold enly ~ 
tioners, and automatic equipment tt " ised distribut 

Mr. Good has had 18 years experi a 
ence in both development ind sales Stock VICTOR = 
engineering. He established and a ond youll _— 
employed as sales manager with the =aed -s _ 


’ u S10 f -rog Ss We cit 
Viking Divi ion of Progressive Ider dir eudd a 
Sales Co. He has also spent four yea! half a century 


two 


in the research department of 

national welding equipment manu Stock VICTOR, and you have the help of 

facturers. qualified factory representatives who 
can help you answer your customers’ 

metal-cutting questions. 





Stock VICTOR, and you have the support of year-in, 
year-out advertising to your customers. 


EVERY job... 


Help your customers solve their metal 
cutting problems by giving them copies 
of the Victor Metal Cutting Booklet. 
If you’re out of them, order a supply 

— they’re free for the asking. 


THE RIGHT WAY to write an order VIC R prom fered id 
; . ' dal ed From Interested Industrial 
iS practic ed by Oscar Wooda c Distributors 


Floyd Bon it Colum! Iror 
Betas + A ee ally da @® v7 SAW WORKS, INC. * MIDDLETOWN, N. Y., U.S.A. 
ved the firm fron t tat 

iy eer thse Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Bond Saw Biades 
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Fo Trouble: Free Pipe Threading 
Sel the 65R 
Rika Ib> 


————_ 


ay 
~~ 


c At] 
= | 
a ‘ - 
—_ a. 
a? eet 


i 
= ye) 


This 65R threads 
1 to 2 pipe with 1 set of dies 
-»-and if won’t jam! 


a) 


) 


Your customers won't find a die stock to equal this popular 
65R—anywhere! It saves time—one set of self-contained high- 
speed dies adjust to 1”, 14”, 144” or 2” pipe or conduit in 10 
seconds! Mistake-proof self-centering workholder sets to size 
instantly! It saves trouble—lead screw won’t jam, it kicks 
out automatically when standard length thread is cut. Clean 
perfect threads, fast! Stock the RITZ 65R for fast turn- 
over. Order now for immediate delivery! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO, U.S.A. 
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F. Birney Farrington 


Farrington Elected 
Xeelite President 


Xcelite, Inc., has elected F. Birney 
Farrington, founder of the firm, as 
president. 

Other officers named were: John O. 
Olsen, vice-president; Clarence Schwa 
bel, secretary; and Arch warden, the 
company’s sales manager, elected to 
the office of treasurer. 


Arch Warden 





Muskegon Hardware 
Plans Open House 


Muskegon Hardware & Supply Co., 
Mich., is preparing for an open house 
to be held June 3, 4 and 5 at the 
firm’s headquarters, 605 W. Western 
Ave. 

Forty manufacturers are expected 
to display products at the gathering, 
which will be open to the public 
on the third day. The company is 
planning on running a bus from Hol 
land and Greenville to accommodate 
guests. An attendance of 750 to 
1000 is expected 





Torque-Limiter . . . slip-type friction device 
for automatic overload protection 


Stock Roller Chains from %” pitch to 2” pitch; 
corresponding Stock Sprockets in 
Types A, B, and C 


How Morse can help you 


Full-Complement Clutch ... stops 
reverse shaft rotation; rollback 
of conveyor feed mechanism 


Taperlock Bushings . . . 
Type B Sprockets with bore diam- 
eters 2" to 3" in increments of 1 / 16” 


Hy-Ve Drive . . . from 50 to 
5000 hp.—rotative speeds up 
to 3600 rpm. 


Morflex Radial Coupling . . . capac- 
ities from .06 to 13.80 hp. per 
100 rpm. 


available in 





with 


your power transmission sales! 


As a power transmission specialist, you are undoubtedly inter- 
ested in a complete and dependable line of transmission products. 
We can offer you both a size and a type of product which will suit 
your every need. 


Morse power transmission products are a quality line; each one 
skillfully machined te American standards, brought to a smooth, 
clean finish, and built to special Morse high-quality specifications. 


Association with the Morse Chain Company makes you an integral 
part of the Morse team. Any power transmission problems you may 
come up against will be personally worked out with you by Morse 
until a satisfactory solution has been reached and the sale made. 


Morse aids you, as a distributor, in still another way. Heavy 
advertising schedules carry the powerful Morse story to purchasing 
agents, plant engineers, buyers on all levels of operating manage- 
ment throughout industry. These informative ads help reinforce the 
excellent Morse reputation for long service life, less maintenance 
“downtime” and low operating costs. 


FOR 24 REASONS, MASTERS OF MECHANICAL POWER TRANSMISSION 


C87 PR 


HIGH | fDouBLE-PITCH | 
ROLLER CHAIN 


KS | 
SF 

* ROLLER CHAIN TAPER LOCK 

SPROCKETS 


SPRING-LOCK 
Rouen Cains | ROLLER CHAINS 


Soe 


FLEXIBLE FLEXIBLE 116 morux ||) moerux & 
ROLLER CHAIN, SILENT CHAIN mORFEX | rapa | RADIAL 
COUPLINGS 


Couruings | COUPLINGS | courts | DRIVESHAFT | 


be —— —— 


STANDARD 
ROLLER CHAINS 


ENDURANCE - 
SPROCKETS pan 








PUURe 


quam 


Complete information on Morse power transmission products 
is readily available. Attractive and detailed catalogs quickly show 
your customers the quality, price, design and maintenance of Morse 
products. These catalogs will explain the many ways it pays them 
to do business with you as the local distributor for industry's number- 
one producer and seller of 
quality power transmission 
products ... Morse Chain 
Company 


Join the successful power 
transmission specialists and 
distributors working with the 
Morse Chain Company. Write 
us today for complete informa- 
tion. MORSE CHAIN COMPANY, 
7601 Central Avenue, Detroit 
10, Michigan. 





MECHANICAL 
POWER TRANSMISSION 
peooucts 


SINCE 1893 


AUTOMOTIVE 


= —y TIMING CHAIN 
SPROCKETS ponte 


(ABLE ATTACHMENT J SILENT 
CHAIN CHAINS CHAINS 


TORQUE 
OVER RUNNING over an! PULLMORE Line TING 


CLUTCHES avioes | = asioss avioss 
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1. DAYTON’S PREVENTIVE MAINTENANCE BOOKLET is 
typical of sales education aids furnished to distributor 
salesmen, It familiarizes salesmen with product design 
and manufacturing superiorities; channels their selling 
into profitable areas and expands market opportunities. 






































4. PREVENTIVE MAINTENANCE— and specific cost savings — fea- 
ture the powerful Dayton industrial advertisements which are the 
keystone of the distributor-help program. 


can build 


MANAGEMENT AND MAINTENANCE 








3. THE 150A CATALOG is one of 
many which are an important part 
of Dayton's efforts to always supply 
distributor and consumer with the 
ultimate in product information and 
application data. 


2. DAYTON. DISPLAY is examined by John and Howard Williams 
(I to r), co-owners of Mau-Sherwood Supply Company, Cleveland, a 
Dayton V-Belt franchise distributor. These itinerant displays are avail- 
able to Dayton distributors for on-the-spot sales promotion assistance. 


See “Belting” in the yellow pages of your 
local telephone directory for the name of 
your Dayton V -Belt Distributor. Let bim 
cut costs on your V-Belt drives! 


© O.8. 1953 


World's Largest Manufacturer of V-Belts 
DAYTON RUBBER COMPANY * DAYTON 1, OHIO 








5. DISTRIBUTOR IS FEATURED in every Dayton advertisement. Reader 
is reminded that distributor can help cut costs on V-Belt Drives. 
Dayton's is a complete and carefully planned program. So you can 
be sure that the magazines used for Dayton advertisements are se- 
lected with care. 


6. J. W. TORRANT, INDUSTRIAL DI- 
VISION SALES MANAGER, tells why 
FACTORY is—for the 23rd straight 
year—an important part of the Dayton 
program. ‘You may be interested to 
learn what has been responsible for 
this long association,"’ says Mr. Tor- 
rant. “‘It's the frequent comments of 
our distributors, telling us that Dayton 
advertising in FACTORY gets through 
to the people they sell." 


sales volume for you — on every product line you handle. Ask for sales support that includes regular advertising in FACTORY. 


QA McGRAW-HILL PUBLICATION 


330 West 42nd Street, New York 36, New York 











































ie ca 


of ShopToote and, Wrenches 


Wrenches ond shop tools have taken a lot of punishment on 
production lines and in machine shops during the past months 
Many cre worn-out, broken and ready for replacement in ff 
Industry's “spring cleaning’ and re-tooling programs. So, be 


ready when your customers place their orders. 


The surest way to meet the most exacting requirements is to 
re-stock with BILLINGS Vitalloy® forged and carbon steel drop 
forged wrenches and shop tools. They're easier to sell because 


they're accepted everywhere as the finest money can buy. 


Distributors know thot for active sales and advertising help 





for quality and prestige . for customer satisfaction . . . you 





can't beat BILLINGS — the Better Buy! 








James M. Adair 


Hoover Motor Division 
Names Sales Manager 


James M. Adair has been named 
sales manager of the Electric Motor 
Division of The Hoover Co. 

Formerly with Westinghouse Elec 
tric Corp. and Star-Kimble Motor Di- 
vision of Miehle Printing Press & Mfg. 
Co., he has had 25 years’ experience 
in the industry. 

In his new post he will supervise 
sales of the division’s entire line of 
fractional and integral horsepower 
motors to both distributors and origi 
nal equipment buyers. 


Crucible Steel 
Names Executive 


Crucible Steel Company of Amer- 
ica has appointed Charles A. Grim 
as assistant product manager of its 
Cold Rolled Division. 

With Crucible Steel since 1928, 
Mr. Grim has been in the Cold 
Rolled Division’s sales department in 
New York City since last year. 

His new duties includes sales service 
and development work with the com- 
pany’s Eastern branches. 
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NEW WAREHOUSE of R. & J. Dick 
Co. at Maywood, near Los Angeles, is 
company’s third service center on the 
West Coast. 










PAINT SPRAY GUNS 
13 different models 








e 


AIR COMPRESSORS 
60 models 1 to 105 C.F.M. 





SPRAY BOOTHS 


over 510 styles and sizes 





HOSE AND ACCESSORIES 
12 types of hose 
all accessories 





MATERIAL 
HANDLING 
PUMPS 
9 models 


for paints and coatings 





Ol AND 
WATER 
EXTRACTORS 
models to supply 
clean, dry air 





MATERIAL 
TANKS 
2 to 60 gallons 


round 


Internal mix, flat 


GUN NOZZLES 
SPRAY GUNS 


of all kinds 





Everything 


FOR SPRAY PAINTING 


and COATING 


Binks 


the complete, l-source line 
of integrated equipment 


Simplify your selling...and step up its effec- 
tiveness. When your customers learn that 
you carry everything—more than 1,100 
standard Binks products—“everything” for 
spray painting and coating—they stop shop- 
ping around and make you their head- 
quarters for all needs. 

Binks research and development engi- 
neers never stop improving the line and 
adding to it. As a Binks Distributor you will 
always be able to build your sales by being 
the first to offer the largest and finest equip- 
ment—the largest line of all. To aid you, 
Binks engineers are always ready to help 
you with the right answer on any specific 
question 

For complete facts, mail the coupon 
TODAY! 

BINKS MANUFACTURING COMPANY 

3128-30 Carroll Ave. West, Chicago 12, Ilinois 


Representatives in Principal 
U. S. & Canadian Cities. * 
a Te 


—a 


Classified oes) Directory 


EXHAUST 
FANS 
21 models 
each meeting 
safety 


ndard 
— AUTOMATIC 


for applying heavy materials 








eee ee, | 
about why it pays to 

CJ sell Binks porch inl 
integrated line of 


spray painting and 
coating equipment. 


We are especially 
interested in: 


| Complete Spray Painting 
System 


Paint Spray Guns 
Flock Guns 
| Flow Guns 
Oil Guns 
] Touch-up Guns 
) Car Washing Guns 
] Heavy Maierial Guns 
] Foundry Guns 
| Automatic Guns 
| Blow Guns 
[] Engine Cleaners, Extensions, etc. 
[) Air Compressors 
] Material Handling Pumps 
[] Hose and Accessories 
| Spray Booths 
[} Exhaust Fans 
] Oil and Water Extractors 
[) Material Tanks 
[] Automatic Spraying Equipment 


We would like to see your 
representative 


Mail this coupon today to: 
Binks Manufacturing Company 
3128-30 Carroll Avenue West 
Chicago 172, Illinois 








COMPANY 





ADDRESS 








SPRAYING EQUIPMENT 
for lower production costs 
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MODEL M11- Wheelbarrows 


Designed for heavy duty! 


W hen it comes to wheelbarrows 
for heavy construction work, 
contractors don’t hesitate to @ Trays press formed 
buy the very best—and they buy 
Jackson! The ste ady stream of 
repeat business, from a profes- ®@ Newleckable 
sion that buys only top quality 


@ Double folded corners 


® Available in roller or oil- 


equipment, is evidence of the 
impregnated, powdered- 


superiority of the Jackson line 
of heavy duty barrows. The best 
materials and the finest engi- @ Large capacity 
neering are combined to give 
top performance from the 
wheelbarrow. @ Extra strong 


Jackson MANUFACTURING COMPANY 


HARRISBURG, PENNSYLVANIA 


metal bearings 


+ Easy pouring 





Oldest and largest wheelbarrow maker in America 
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Floyd J. Kreil 


Walker-Turner Names 
District Manager 


Floyd J. Kreil has been appoi 


district manager for Walker 


Division, Kearney & Trecker ‘ 
in Kansas, Nebraska, Missour 


He succeeds Ralph B 


who retired recently after 


service with Walker-Turner 


Mr. Kreil came to Walker-Tun 


from Kearney & Trecker, where 
was working in sales. A veteran 


Army service as a captain, he atten 


the University of Wisconsin 





Robert C. Dalton 


Standard Electrical Tool 
Names Sales Manager 


Standard Electrical Tool Cv 
appointed Robert C. Dalton as 
manager. 

Recently assistant sales manager, he 
has worked for the company in a sales 
engineering Capacity for the past three 
years. A graduate of the University of 
Cincinnati, he served four vears in the 
Navy during World War I] 





Keystone 
bricants 

resist corrosion 
and prevent 


leakage loss 


Here’s Sales Help! Bulletin 
BK-20 is a handy guide to 
the full line of Keystone 
Specialized Lubricants for 


anti-corrosive service. 


Keystone gets right at the heart of the 
problems you encounter when vacuum pump 
cylinders, pump packing glands, plug type 
valves and other mechanical equipment are 
in corrosive service. How? By offering a 
specialized line of lubricants which does three 
jobs— lubricates up to Keystone’s tradition- 
ally high standards, lengthens equipment 
life by resisting corrosion, cuts manufactur- 
ing costs by preventing leakage loss of expen- 
sive materials. 


This triple assignment is a “natural” for 
members of the Keystone family. These 
tough lubricants won't let acids, alkalies, 
solvents or water get through to take their 
corrosive toll...and by the same token 
they effectively guard against leakage loss 
of liquids in process. 


For example, Keystone Nos. 5P7, 5P8 and 
5P9—used widely throughout the chemical 
and food processing industries—are tacky 
lubricants highly resistant to corrosive mate- 
rials. Our 2K products are used in cylinders 
of reciprocating and rotary vacuum pumps 
which are subject to sulfuric, nitric, and 
other acid fumes. Their acid-resisting power 
slashes maintenance costs . . . and their super- 
ability to seal pistons reduces lubricant con- 
sumption as much as 80°. The 2K line 
also is widely used in vacuum sealing of 
citrus juices and coffee. 


These are only two groups of many fine 
Keystone Specialized Lubricants for use 
where corrosion and leakage loss conditions 
are encountered. Field performance and 
proven laboratory work have definitely estab- 
lished that these and other Keystone prod- 
ucts can be used to protect against upwards 
of 160 corrosive agents and solvents. 


Mr. Distributor: This new Keystone line 
creates possibilities for sales wherever chem- 
icals, foodstuffs or beverages are processed, 
and also opens up doors for sale of other 
Keystone products. 


KEYSTONE LUBRICATING COMPANY, 2Iist & 
Lippincott Streets, Philadelphia 32, Pa. 


TRADE MAPKS PEG. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 
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Here’s how you can help 
your customers cut corners 






HERBRAND 


DUCKBILL TIN SNIPS | 


cut straight, circular or Es 2 ar 





E. Mortensen ‘ 






Mortensen, Duncan 











appointed 

bd . president of Wesson Tool Co ind 

irregular shapes without W. B. Duncan has been named chai 
. | man of the board of Wesson Co. 

bending the metal! Recently vice-president in charge of 

manufacturing for Wesson Tool, Mr 

Mortensen has spent his entire career 






in the tool industry. Mr. Duncan has 
been president of Wesson Tool since 
1941. Before that he had been with 
Latrobe Tool Co. He joined Chicago 
Latrobe Twist Drill Co. as assistant 
to the president in 1935 and was with 
that firm six years. 












*® “Duckbill” shape of blade cuts 
without curling. 









Quality Tools 
since 


*® Long, powerful handles 188] 













afford tremendous leverage for 
thin cutting edge . . . permit 
quick, easy cutting. 


*® Forged alloy steel construction 
assures utmost strength ... 


long, serviceable life. 


*% Available in 7”, 10”, and 12” 
lengths. 





Write us for details on the 
complete Herbrand line 
of quality tools for industry. 
I irle Mi J rgensen ( I \ 


Herbrand Tools Tate M. Jogewen Co 


THE fice in Tulsa, Okla 
It V 1] stoc ( rbon. lle 
¢D BINGHAM-HERBRAND CORPORATION i Poter at thie egg 
I 1a-M 


Fremont 19, Ohio iluminum for the Oklahor 
Pliers Snips Drills le" Drive Sockets Sheet Metal Tools Wrenches Kansas Colorado- Arkansas ir 






W. B. Duncan 










Tulsa Branch Office 


Opened by Jorgensen 
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Grand Rapids Supply 
Appoints Two Salesmen 


Iwo new outside salesmen have 
recently been appointed by the Grand 
Rapids Supply Co., Grand Rapids, 
Mich 

Merle Stilwell has been ass 
the Traverse Citv-Petoskey rrto 
Mr. Stilwell, who has had selling 
penence in kindred fields, w 


out of Cadillac 3 
Robert DeWildt. who has had five il BECAUSE NEW 


years inside experience id me | orm BEDFORD HELPS YOU 


will work the Grand Rapids 

William M. O'C onn 
Grand Rapids Supply as secretar , 
the sales department. M1 Stock New Bedford and you've got more than top- 
came with the company quality rope. Sure—New Bedford is pre-measured 

and marked in red at the factory in accurate ten-foot 
lengths. Sure, it’s available at no extra cost in compact 
self-dispensing display cartons in full and half-coil 
sizes—red for manila, green for sisal. 

But that’s not all. New Bedford gives you a fist-fuil 
of potent sales tools. Check them over—see why New 
Bedford sales are better because New Bedford helps 
you sell! 

..A hard-hitting consumer advertising campaign 
will broadcast 3,990,000 messages to 
actively interested prospects — pre-sell 
them on New Bedford quality, econ- 
omy and durability. 

.A series of direct mail folders 
that get the New Bedford story 
over fast starts prospects head- 
ing for your store. 

..Complete collection of 

catalog sheets. Invaluable as 

sales aids when you use them 

in your counterbooks. They get 

vital information over fast— 
Standard Pressed Steel insure the selection of the right 

" : rope for the job. 

Names Representative ; "  Gtetet hae eens til 

Stanc P St your own promotions and news- 
Donald Sev to t | paper advertising. 


veal xperience with = the 


Retg. ¢ Greenville, ich 





Donald Seward 


sales territo1 


west of Altoor 
I'renton south 
\W ishington 
f \ 
Witl 


UP 


NEW BEDFORD CORDAGE CO., New Bedf: 
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D. P. Paiste 





Cc. T. Potts 


* Time, too, will tell that your CUNEO built catalog fits your 
sales situation exactly. Compiling, printing, and binding 
catalogs is a Wisconsin CUNEO specialty. It means that your 
catalog dollars buy the services of experts who know every 
phase of industrial distributor catalog requirements. 


® You get FULL COOPERATION from initial planning to 
finished catalogs—-FULL BENEFIT of Cuneo experience, ability, 
and modern facilities—FULL VALUE in the finished catalogs. 
The TIME to find out for yourself is NOW! 


DD. M. Smith 
e Write, wire, or phone BRoadway 6-5340 
Catalog Division 


Armstrong Cork 


Names Executives 
« 
t $F We. Armstrong Cork Co. has announced 
° . 
several changes in its Industrial Di 
vision 
D. P. Paiste, manager of the Felt & 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN Fibrous Products Department since 





rms «| 1 95!, fis becn named assistant gen 
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eral sales manager of the Industrial 
Division; C. T. Potts, manager of the 
Shoe Products Department since 1950 
manager of Felt & Fibr 
and D. M. Smith, assistant 
of Industrial Abrasives 
succeeds Mr. Potts as Sh 


becomes 


Products; 


( head 
Nr. Paiste 
37 and served as a sales 

Greenville, §. C. office for 

king out of Atlanta 
me manager of the 


in 1951 head of Fel 


joined the 


Mr. Potts served in the Export 
Division 1941, when h oined 
the Industrial Division as a 
Between 1948 and 1950 he 
the St. Louis office. 

\tr. Smith joined th 
worked as a 
until 194 


until 
salesman 


he ide d 


1945 and 


N York City 


Welding Show, Meeting 
Planned for Buffalo 


Ihe American Wekding Societ 
: nd Welding Show 
National Spring lechni 
will be held May 4-7 in Buffalo, 
New iterials will be stressed 
vs, which are 
ly No macl 
Exhibits will 
Auditorium 
Ihe Technical Mecting, held 
Statler Hotel, will feature papers frot 
enginecrs on new methods of welding 
both old and new Don G 
Mitchell, chairman of the board, Syl 
vania Electric Products, Inc., is chait 
man of the sponsors board 


} 


and the annua 
Meeting 


N. 


n the 


matcrials 





WALLACE D. BOONI 
I d vice-president git 


OPW Corp He has been 








BLUE DEVIL 








BLUE DEVIL 
SOCKET SCREW PRODUCTS 
As an authorized distributor 
for Blue Devil Socket Screw 
Products, you know you enjoy 
exclusive Blue Devil distribu- 
tion — part and parcel of our 
business philosophy that the 
Industria! Distributor is the key 
member of our selling team. If 
you'd like to know more about 
this complete, profit-protected 
line, better write us today. 


SE A Oe EL Se 


CAP SCREWS 
*“Diegonal Knurled’’ heods (for Y,** 
diameter and smaller) assure easier 
hand assembly 


TE ad 


FLAT HEAD | 
CAP SCREWS 
PIPE PLUGS STRIPPER 
Precision die BOLTS 
cut threads Accurately 
ossure an ground body 
excellent dry diameters, 
seal undercut to 
permit tight 
ening flush to 
shoulder 


Flush counter 
sink type 
Tomper -proof 
Eliminate slot 
stripping 


SET SCREWS 


Supplied with 
ground threads 
thru ¥%°" die 
where screw 
length equals 
or exceeds 
diameter. Six 
point styles 


SOCKET SCREWS EXCLUSIVELY! 


Actual cross-section diegram 
shows how cold forming of 
Blue Devil socket head insures 


ed fiber ? Y. 





Pp 





6500 Avondale Avenue, Chicago 31, Illinois 


r th mpal 


SOLD ONLY THROUGH AUTHORIZED 
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WHICH V-BELT 
Should You 








% In this way V-Belts can be made up 
in any length to fi any drive the fast 
economical way — V-Belts that per- 
form exceptionally well. Don't dis- 
appoint customers—help them avoid 
costly delays, 


% In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just ome strong joint... stretch and 
follow-up maintenance are reduced to 
4 minimum. 


INTRODUCTORY V-BELT 
DRIVE UNITS 
contain V-Belt- 
ing, Fasteners and 
Tools — every- 
thing you need in 
one compact 
package to make 
up V-Belts quick- 
ly. Available in 
sizes A, B,C & D. 


ALLIGATOR 





Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 


ALLIGATOR 


V-BELT FASTENERS 
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Albert A. Hally 


Campbell Chain Names 
General Sales Manager 

Al bc \ 
reneral sales manage 


Chain ( He will 
ind tire 


Hally has been appointed 
Campbell 
sUpervis¢ sales of 
both commercial hains from 
the main plant at York 
Formerly sales manager of Dennis 

Mfg. Co., Mr. Hally 
Tape Corp. in 1945 as sales managet 
of consumer products. Later he was 


] ined Per n icel 


director of merchandising, sales man 
ed to ndustrial and 
product nd director of sales plan 


Powell Valves 


Adds Representative 


I he \\ lliam Powell Co has ip 
pointed C. Barry Neill, Jr. as sales 
representative in Alabama, Georgia 


and Mississippi 

An Air Force veteran and graduate 
of Georgia Tech, Mr. Neill represented 
lavlor Forge & Pipe Works from 
1949 to 1955 








C. Barry Neill, Jr. 





It will only take one 
job for your customers 
to find out the time 
BUILD and cost-saving advan- 


SALES tages of the More 
Power Puller. 


MORE 
POWER 
PULLER 


. For example, it is be 
ing used for Icading or 
handling heavy mo- 
chinery, 
doors and many other 
jobs around a plant— 

More Power 


HAS THE 
POWER TO 


And it will only take 
a few sales for you to 
realize the 
applications this sturdy, 
light weight, flexible 
Power Puller has around 
industrial plants 


manifold 


opening car 


yes, the 
Puller has the power 
to build sales for you 





This unit comes equipped with 20, 30 or 40 feet of 
cable 


List Price $22.75 to $33.80 F.0.B. Factory 
Distributor and Dealer openings 
Write, Wire or Phone. 


The WYETH-SCOTT Co. 
NEWARK, OHIO 











THE TRADE CALLS 


DYKEM 
STEEL BLUE 


StF to 


Dies and 
Templates) 


cal 
heey 


, pol ® 
: With OYKEM >t o 





Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. « St. Lewis 6, Mo. 


HHI} Hl WAT HTTIUHTIII 





a 


John Bakke 


Flexible Steel Lacing 
Assigns Territory 


Flexible Steel Lacing ¢ 
igned John Bakke to cover Mi 
Indiana and western Kentucky 
George W. Gramer 


2 vears with 


ifter 3 
pant 
Mr. Bakke has been trave 
Midwestern states for the past 15 
for the firm. His home is in S¢ 


Samuel McKnight Names 
Industrial Manager 


Ri hard J McGovern has ined 
the Samuel McKnight Hardware Co 
Pittsburgh, as manager of the In 
ustrial Department 

lor the past 32 years he ha 
with Standard Machinists Supph 
Pittsburgh, most recently as sales 1 


gel 





L ARNE D S. WHITNEY, JR 
pr nt of the Stanlev 1 ( 
Car is been elected 
th C a mar - an firm 


w— YOUR KEY TO BETTER PROFITS 


1940 1945 1950 1955 
































Are you getting maximum profits from your socket screw business? 

Socket screws are a virtual gold mine! Use of these fasteners is now 20 
times greater than 20 years ago . . . and there is no ceiling in sight! With 
today’s machinery and equipment required to operate faster and longer 
under heavier work loads, alloy steel screws are indispensable fasteners. 

An increasing number of alert distributors are capitalizing on the profit 
potential of socket screws with the Mac-it line. Mac-it offers distributors 
important competitive advantages: 


s Mac-it has a complete line of alloy steel screws—not just a few big 
volume items. This means distributors can go after more sales, 
secure more accounts. Yet, with Mac-it’s fast delivery, inventories 
can be moderate. 

Specials are a specialty with Mac-it whose engineering and 
production are geared to solve tough fastener problems. This means 
better service for customers and more sales from them. 


e Mac-it’s energetic promotional program gives real assistance to dis- 
tributors. Sales aids, product literature, publication advertising—all 
are part of Mac-it’s “distributor-profit” program. 

They add up to more socket screw sales with Mac-it—‘‘your key to 
better profits”. 


Mac-it distributorships are available in 
several marketing areas. You are in- 
vited to write for complete information 
Also, send for new Mac-it Catalog 


aan AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & NARROIS COMPANY 


1392 WEST 32RD STREET CLEVELAND 3, OMIO 
Manufactured by Mac-it bisie Co., Lancaster, Penua., 
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; ELONGATION 
Designers and production men are well 
awore of forces constantly exerted in and 
around assembled parts. It is the reason behind 
the universal acceptance of the nut, bolt and lock 


washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 





EATON MANUFACTURING COMPANY 
RELIANCE DIVISION 


OFFICES and PLANTS 550 Charles Ave., $.E., Massillon, Ohio 


Sales Offices New York * Cleveland * Detroit 
Chicago * St. lovis * San Francisco * Montreol 
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Joseph A. Brainard 


Peerless Electric 
Names Representative 


Joseph A. Brainard has been ap- 
pointed sales representative in north- 
eastern Ohio and western Pennsyl- 
vania for The Peerless Electric Co., 
Fan & Blower Division. 

Previously with Air Controls, Inc., 
he has had 20 vears’ experience in the 
field. 

From headquarters in Cleveland, 
Mr. Brainard will concentrate on in- 
stallation problems with distributors 
and contractors. 

R. E. Matthews, of Peerless Ele 
tric, will devote more time to the 
company’s Motor Division, officers 
stated. 


New Cleveland Office 
To Serve Joy Mfg. 


Joy Mfg. Co. is opening a new dis 
trict office in Cleveland April to 
serve the Ohio-Michigan area. 

Howard E. Butters, formerly dis 
trict manager in St. Louis, will be 
manager. 





IMPORTANT CALL engrosses Rob- 
ert S. Mars, Jr.. of W. P. & R. S. Mars 
Co., Duluth, Minn., distributor 





Union Wire Rope 
Opens Two Branches 


Union Wire Rope Corp. has opened 
branch offices and warehouses in 
Pittsburgh and Philadelphia to speed 
service and enlarge the function of its 
Eastern Division. 

The Pittsburgh branch, under R. K 
Cooke, district manager, is located at 
845 Mumford St. D. E. Bedford, for 
merly at Albany, N. Y., will head the 
new Philadelphia office, at 238 North 
Delaware 

Full lines of wire rope including 
l'uffy lines for special purposes, will 
be maintained in both warehouses t 
back up distributors, L. G. Schraub 
vice-president in charge of sales, an 
nounced. L. A. Price, Eastern Di 
sion manager, said the branches 
expected to provide factory-fast 


ICC 





only AERO-SEAL Hose Clamps 
have these proven features: 


*Precision worm gear drive that’s really 
precision. Tightens band evenly all around 
*Won’t shake loose when tightened. Withstands 
air-hammer vibration. Try the others on such tests 
*Threads of worm engage DEEPLY 

in precision-made band slots. Wiggle the 

gear — see how tight it fits — won't rattle 

. *Removable with a twist of the wrist. Clam 
Durkee-Atwood Names is undamaged — re-usable again and again. g 
Sales Representative 


Robert Barge has been appointe: Distributors and their 


by the Industrial Division of the 


Durkee-Atwood Co. to cover northern Jobbers know this: 


Ohio and western Pennsylvania, with 
mee Ft at the company’s Cleve Established market acceptance and demand are 
and warehouse hale , 
He has been with the firm for a year worth — than extra discounts. It’s 
TURNOVER that makes faster profits, and 


is a trainee in the home office 
that’s what AERO-SEAL assures you! 


Robert Barge 


Flexonics Directors Named 


Flexonics Corp nas elected hre 
new directors: George kelund ero -Seal 
president of Baker, Fentress 


Chicago; Percy W. Bowers cecuti\ PRECISION WORM DRIVE 


vice-president of Flexonics Cor f fr HOSE CLAMPS 
Canada, and Thomas K. Wells, gen PRODUCT 

. AR 
eral sales manager, Flexonics Cor 
This imcreases the board of dir 
from three to six members 


BREEZE CORPORATIONS, INC., 41 SOUTH SIXTH ST., NEWARK, N. J. 
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SlOChA the jettttef J 
wnakeds The sale f 





—=ét 


1. Fig. 3642—“‘Close-cupld” cen- 
trifugal pump especially designed 
for air conditioning service. This 
new pump saves space, slashes in- 
stallation and maintenance costs. 
Sizes 4 to 1% H. P. Capacities to 
110 G. P. M. Heads to 120 ft. 
Write for Bulletin 624.A3. 


2. Self-Priming Centrifugal pumps. 
*Close-cupld”’ and flexible coupling. 
Open and enclosed impellers. For 
suction lifts up to 25 ft. Capacities 
to 120 G. P. M. Heads to 135 ft. 
Write for Bulletin 636.1. 














Jing 
3. Fig. 3769—Single stage, enclosed 
impeller centrifugal pump. ideally 
suited for irrigation, general water 
supply, circulation, air condition- 


ing. Capacities to 1800G.P.M. Heads 
to 120 ft. Write for Bulletin 622. 








‘ §. Fig. 1742— 
hand operated 
Rotary pump 
for intermit- 
tent use. Ca- 
pacity 10 G. P. 
M. at 100 R. P. 
M. Write for 
Bulletin 641. 


4. Fig. 3631—‘“*Close-cupld”’ 
horizontal cellar drainer. 
Nothing in sump but suc- 
tion pipe and weights— 
pump not in pit. Positive 
self - priming. For sump 
depths of 2 and 5 ft. Capac- 
ities to 2400 G. P. M. Heads 
to 24 ft. Write for Cellar 
Drainer Catalog Sheet. 








You can get the facts on these 
and other fast-selling Goulds 
Pumps by contacting your 
nearest Goulds office or by 
writing Goulds Pumps, Inc., 
Seneca Falls, N. Y 


Remember! The distributor who can deliver makes the sale. 


Donald G. Clark 


Firth Sterling 
Names Director 


Donald G. Clark, former vice 
president and onetime manager of 
Eastern branches of Firth Sterling 
Inc., has been elected a director of 
the company. 

In a consulting capacity for the last 
few years, he was vice-president and 
a director when he retired from active 
management in 1945. He was also at 
one time a partner in the company s 
Western sales agency. 


Goodyear Names Burns 
St. Louis Manager 


Robert J. Burns has been appointed 
St. Louis district manager for Good- 
year Tire & Rubber Co.’s Industrial 
Products Division, succeeding C. O. 
Roome who retired last month be- 
cause of ill health. 

Formerly field representative in 
Chicago, Mr. Burns was with Carnegie 
Illinois Steel Corp. before joining 
Goodyear in 1948. 

Mr. Roome joined the company in 


Robert J. Burns 





Cc. O. Roome 


1937. He was field representative in 
New Orleans, when he took over the 
St. Louis managership 

B. E. McClelland, field representa 
tive at Madisonville, Ky., succeeds Mr 
Burns in Chicago. K. FE. Reed, field 
t Jacksonville, Ila., will 
nville. P. P. Per 
will 
Atkinson, 


ISsigZnic d 


representative 
take over at Madi 
cich, Chattanooga repr 
go to Jacksonville. H. \ 
formerly at Atlanta, has been 
to the Chattanooga post 


cntative 


3 Good Reasons Why You Should Make 
DAVIS YOUR REGULATOR HEADQUARTERS 


Here is the complete line of 
precision regulating equipment. 
Give your customers the benefit of 
better control and longer service 
life by furnishing them Davis 
equipment. No matter what you 
require in sizes, types or metal 
specifications, Davis can furnish it 

and on good delivery schedule. 
Make Davis your headquarters for 
precision regulators and allied 
equipment. 


@ RELIEF VALVES 
© FLOAT BOXES 
© BACK PRESSURE VALVES 


© SOLENOID VALVES 

© NON-RETURN VALVES 
© DIAPHRAGM VALVES 

© STOP & CHECK VALVES 


complete line 








Nelson G. Griffith 


American Chain & Cable 
Names District Manager 


Gnifhth ha 
for 


Nelson G 


manager 


e district includes G 
ie Alabama, Mississip} 
nd South Carolina 

With th 
vas been a sal 
firm's Cablk 
the New 


ist nine vears 


ompan' 


AVENUE 


@ MOTOR OPERATED VALVES 


Send for complete catalogs 
and information on Davis’ 


1. PROVEN QUALITY 
2. COMPLETE LINE 
3. PROMPT DELIVERY 











STRAINERS 


PRESSURE 
REGULATORS 


FLOAT 
VALVES 





ILLINOIS 





The many satisfied users and distributors of 
CAPITAL Industrial Brushes and Brooms attest 
to their fine service in daily performance and 
to their long lasting qualities over years of 
herd service. 


CORNER BRUSH AND BROOM STS. 








Est. 1890 


INDUSTRIAL 


Beginning 64 Years of Service to Industry . . . 


Maintenance men order and re-order because 
they know they get full value for their money 
when they buy CAPITAL Industria! Brushes and 
Brooms 
* We urge users to buy thru their local 
distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
INDIANAPOLIS 7, IND. 
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H. W. Nelson 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because et 
they're basic, they're the best “door openers” Ben C. Cleary 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast - 
Gorham line that gives you “The right tool for f \ 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 


grades . .. slitting saws . . . cutoff blades . . . key- we . 4 PY 
and the famous “M-40-U” Alloy {¢ to 


\ 


Seat cutters... 


Center that outlasts high-speed steel and other ¥ 
alloy centers, lasts as long as carbide, and costs ; 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and ‘ . ' 

product literature by return mail. Write today. U. S. Expansion Bolt 


Adds Three Salesmen 
The U. S. Expansion Bolt Co. has 


neha TOOL COMPANY added a new salesman in the Midwest 
and two in the South. 

SPECIAL CUTTING TOOLS” H. W. Nelson, of Rochester, Minn., 

has been assigned to cover Iowa, Min- 


14406 WOODROW WILSON a DETROIT 3, MICHIGAN nesota, Wisconsin and North and 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. South Dakota, working in association 


George Doll 
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H. W. Buchholz, whose offices 
in Chicago. Formerly sales man- 
for Emburvy Mfg. Co., Mr. Nel- 
handled approximately the same 
ritorv for that firm 
Ben C. Cleary, formerly with Gates 
Rubber Co., has been assigned to Vir- 
ginia, West Virginia, North and South 
Carolina and Washington, D. C., with 
headquarters at the company’s main 
fhce in York, Pa 
(se rge Doll, of Atlant . sa. has 
lso joined U. S. Expansion Bolt as 
sales representative. He was previ- 
vith Gates Rubber ¢ 


POOP me 
Or OO Oe 


= 


Norvell-Wilder Elects 
Twe Vice-Presidents 


A. H. Pressler, of Port Arthur, and 
W. E. Snow, of Dallas, have been 
elected vice-presidents of Norvell 
Wilder Supply Co., Beaumont, Texas 

Other officers and directors have 
been re-elected. Officers include also 
F. S. Carothers, president and general 
manager; Eugene T Thompson, 
executive vice-president and secretary; 
ind A. Colston, vice-president 

The firm also announced 
ent stock dividend 

Organized in 1910, the compan 
operates five branches in Texas and 
two in Louisiana. It specializes in 
oil field equipment and other indus 
trial supplies. 


= 


If 


United Drill & Tool 
Names Vice-President 


| Philbin de Got has been elected 

ce-president of United Drill & Tool 
Corp 
He will continue in his } 

manager for the company’s Chi 
io-Latrobe Division 


Shipping & Receiving is a market for 
Harrington Hoist Products too 





Shipping & Receiving Departments, in all types of industry, are excellent 
prospects for Harrington products. This Packet Trolley Hoist and jib 
crane are on the shipping platform of a leading supplier to the textile 
industry. Workers like these trolley hoists, because it is easy to lift full 
load with them. Management likes them, because they are low in cost, 
economical to maintain, and adjustable to a number of I-beam sizes. For 


more information about our full line of hoist products, write us. 


Bearcat I Model D 
Electric , |-Beam 
Hoist Trotley 


les | HARRINGTON PEERLEss HOISTS 


ASSISTANT MANAGER 
ist department at Nola 
Norfolk \ a., Is J W Greg Make rs of Hoists Since 1876 


Tue Harrincton Company, 1640 W. Callowhill St., Philadelphia 30, Pa 
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CALDER ... the Dresser Line | Distributors Polled 
for Bigger Profits... Easier Sales See Up Trend Later 


(Other pictures on pages 100-101 ) 





BUILT RIGHT—Best materials throughout tool 
steel cutters . Right and Left hand Threaded Bushing 


for Automatic Tightening 





EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling 


‘Also CALDER Fine Diamond Dressin oo!s PINNING on his registration badge, 
C. McDonald England, Logan Hard 
SOLD ONLY THROUGH DISTRIBUTORS ware & Supply, Logan, W. Va., is all 


ready for the Cincinnati meetings 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 


“4 9ales Doubled 
on MILWAUKEE Trucks 


...but Lower Prices are 
Only ONE of the Reasons 


@ Lower prices, YES, BUT combined with a grow- 

ing line of medium duty all-steel welded trucks. 

@ Lower prices, YES, BUT reaching the growing 

market for light but rugged tubular steel hand 
No. 88-6 trucks, and all-steel-deck platform trucks. 




































































@ Lower prices, YES, and 14 models now avail- 
No. 6635-C able, including Appliance Carriers and Welding LUNCHING together: Leonard Dietz. 
Trucks, Each provides the maximum in dollar for Dietz Industri il Supply Co. Aurors 


dollar value, in customer satisfaction, in distribu- Wl. D VW Northrup (Henry C 
tor sales potential. . . : 
Thompson), and Frank Cruger, Ind 


No, 3305-0 | MORE DISTRIBUTORS WANTED: ina Mfgrs. Supply, Indianapolis 
Sales records show that greatest increases have come from distribu- 
tors qualified to serve the expanding market for the growing line \\ ; 
of Milwaukee Trucks. Naturally we want to add more such dis- hat’s 
tributors. Write today for NEW catalog M-123 and price schedules At the joint regional meeting held 
covering the most popular hand trucks for factories, offices, stock- March 12 by the American Supply & 
roome, warehouses, shipping reome, , , Machinery Manufacturers’ Association 
Ask our factory representatives to give you more information, tell ) , 
you about the fastest growing hand truck line in America. Clip and the National Distributors’ Associa 
No. 2203.A the coupon to your letterhead and the facts will be on your desk , 
within the week. Compare valves for yourself. bers present rev ealed an _ outlook 
brightening toward the latter half of 
this vear 


Gentiemen: Please send us Catalog M-123 and Price 
f LWAU { £ E Schedules. Distributors and manufacturers gave 
re 8 their frank answers to three questions 
T Co ter C 1) How did your 1953 sales compare 
ruck and Cas OPP. rderess to 1952's; (2) What are your expecta 


6512 W. River Parkway, Milwaukee 13, Wisconsin City Stote , tions for the first six months of 1954: 


the outlook for business? 


tion in Cincinnati, a poll of the mem 


280 INDUSTRIAL DISTRIBUTION © APRIL, 1954 








fits FOUR kinds 


of hubs 
in different 


ONE stock 


G 1p - Waste ? 


plate sprocket 
bore sizes 


a Gun 4 
| 3 
a of 
~ — 4- 
ow 
(ae 34> 


Or reverse the process and 
one hub fits up to 75 different 
stock Grip-Master plate sprockets. 
Complete with keyways and set 
screws the Grip-Master sprocket line elimi 
nates alterations—increases ‘‘over-the-counter”’ 
sales. And replacement costs are way down 
since only a plate sprocket is required 
In the smaller sizes Grip-Master tapered 
bushing and “‘fixed-bore”’ sprockets fill out the 
line—offer the same advantages 
In addition, you’re backed up by “across- 
the-board’”’ inventories of stock sprockets 
plus roller and conveyor chains for any need. 
Take advantage of the complete Cullman 
power transmission line and sell quality that USE THIS HUB 
will reflect in long service life, repeat sales and FOR WELDING 
more profits for yourself 


HUB ONE SIDE—Solid 


Cullman finished fixed bore sprocket 


ow, POWER TRANSMISSION 
os 6ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 1347 ALTGELD STREET, CHICAGO 14, ILLINOIS 
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We Have Poll Marks 


afow i 
Tneke @s 


UP OUR SLEEVE 
CONCERNING 


e IME: Just after a meeting. PEOPLE: 
. H. R. Merrill (Behr-Manning Co.) and 
| rl E. E. Stvan, Strong, Carlisle & Ham 
: mond, Cleveland 
d 


(Starts on page 280) 








x 


Cues [ a } 
‘Toggle Bolt” : 


“Korker’’ Hollow Wall For almost a half-century U.S.E. Engi- 
aes Sew Fasteners neers have worked with America’s lead- 
SMe, ing industries . . . providing the solutions 


4 to their most complex industrial fasten- 
i 2 Mo y. —— . ing problems. The tricks-of-the-trade 
mentite? speaes Geet and know-how gained from this devel- 
Machine Bolt Expansion Shields opment work has been directed towards 


pansion Shields the improvement of all U.S.E. products. 














NIDA president T. Gordon Vaughan 
) center), W. M. Pattison & Son, Cleve 
sean ey r=) land, chats with R. J. Barnstead (J. H 


_* Pa CHECK THESE IMPORTANT SERVICES M, rem and D. C. Swander (Ce 
eee = Stadl Bel AND YOU'LL CHOOSE U.S.E. eenonactien 
(Plain or Threaded) 
Coast-to-coast stock points for 
K* oe ‘in prompt deliveries, lower freight 
j N A. complete line “&9S Screw rates and reduced inventory prob- 


Expansion . : 
j of Masonry Drilling Shields lems. Fast order processing is a 


Devices point of pride with U.S.E. 





Wire Rope 
Clips and Qualified engineering department 


Thimbles : / - 
offering technical assistance on all 
industrial problems. 





On-the-job U.S.E. representatives 
as close as your telephone. 





A full line ot industrial anchoring 
and masonry drilling devices. 


ee | 


TO HELP YoU... cr 








a ~ 7 
Sones + US.E. Selector Chart tells ost 
PACKAGING you which anchor to use, the 


a P| 
icoow Gp aii size, enfo working ned, me 7 
a Are sonry classification. Send for 
store, and identify FREE copy today. “Ss sd 


FLANKED by John Ramsey and Wal 
ter Paulson (Flexible Steel Lacing 
H. W. Ralston, Industrial Supplies C 
Steubenville, Ohio 


XPANSION BOLT co. ind (3) What are your expectations 


® « YORK 1 © PENNSYLVANIA © U.S.A. for the second six months? 
Of 26 distributors questioned, 17 


U.S.E. Products are sold ONLY through recognized jobbers. | «sid their 1953 sales were 19% higher 
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Regional Meeting U oer ‘WALTON 





Upson-Walton shack 
Tee ee) a 
from special bor qual 
ity forging steel for 
maximum trength 


and safety 


PRIOR to a meeting, C. F. McLeish, 
Nationai Mill Supply Inc., Fort Wayne, 


WHAT R. H. Holton 
Thompson) just said bring 
faces of J. C Mock lett 
ipply ¢ Pittsburgh, and 
Mundt, Iriplex Sup] ( 





ENGINEERED 
FOR SAFETY 


Upson-Walton shackles are made with 
round or screw pin, in anchor or chain 
types, hot galvanized or green 
enameled. Strengths and complete 


dimensions are shown in free 
catalog. Your distributor carries 
a wide selection for your con- 

venience. ‘ 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE « CLEVELAND 11, OHIO 
) New York . Chicago + Pittsburgh 


MANUFACTURERS OF WIRE ROPE + FITTINGS + TACKLE BLOCKS—ESTABLISHED 1871 
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SELL <N 


Arbor Spacers and Shims 


ETROIT STAMPING COMPANY 
332 Midland Ave. + Detroit 3, Mich. 


See Us At The Tool Show, Booth 440, Precision Hall 








DIAMOND 
WHEELS 


Sales distributor opportunity 
for complete line. Prompt 
delivery of finest diamond 
wheels available in all sizes 
for tool grinding. 

Nationally known manu- 
facturer increasing distribu- 
tion. Will appoint distribu- 
tors to specialize primarily 
in selling cutting tools to in- 
dustrial accounts. 

Write for details of our 
sales and service program in 
your territory. 








United States Diamond Wheel Co. 


1838 Illinois Avenue Aurora, Illinois 





Poll Marks 
Regional Meeting 


(Starts on page 280) 














WEINBERG <= MEKEE, lac. 


Ww 


CONE rics som CAMLUGS 





WEINBERG & MCKEE, Inc. 


600 W. JACKSON BLVD. 


CHICAGO 6, ILLINOIS 
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CAMERA broke into chat between 
x « Anderson, Industrial Supplies 
Co., Steubenville, O., and W. C. Gow 
and J. E. Hathaway (Cushman Chuch 


distributors 
Martin. R 
renewed i 
Layrit I 


TWO Columbus, Ohio, 
R. M. Clark and H. I 
Villoughby Co., 
tance with Harold 
heimer Valve Co.). 
foresaw a 104% decrease, five “about 
the same,”” only two a 6 
During the last six months, 
15 distributors expected anything up 
to a 74% increase; 11 anticipated sales 
drops averaging nearly 10%. 
Manufacturers’ opinion 
Of the 48 answering 


1953's _ sales 


IncTCASC 


however, 


tallied 
the poll, 
32 reported iveraging 
13% better than 1952's; nine reported 
decreases averaging 15%. On the out 
look for 1954’s first half, 29 expected 
10 expected 
six months, 


increase, on 


closely. 


sales decreases up to 11%, 
sales to equal 1953's first 
ind 10 hoped for a 104% 
the average. 

But regarding the last six months of 
this vear, 33 of the 48 manufacturers 
expected increases ranging up to 12 
only 15 saw sales dipping a modest 


Sve or So. 








Machine Tool Division 
Formed by Newark Firm 


] H ler & Sons, Newark ha 


i new Machine Tool Divi * 
ler Herb Heller as manag 208 000 
calls are made 


by this salesman 


every month 
for you! 


This month and every month this hard 
selling “ad” salesman is at work for you 
telling your customers everywhere to ask 
, for Crosby Load Rated Blocks 
Worthington Plans 


Mueller Purchase Remember, on every call, 
order for Crosby Load Rated Blocks. The 


Westhineten Gem. tes = 
rad ’ L iM only individually packaged blocks on the 
Vith ne u 
to acquire Mueller 


ask for your 


market! 


ind goodwill in exchang 
pending stockhold« ipproval 
Mueller facilities would be op 
is Mueller Climatrol Division 
rthington. The Mueller staff 
be retained 
ieller makes oil, gas and coal 
ting units W orthington 
said the merger will round 
orporation’s lines since it 
makes air-conditioning equip 





means 


safety 
on the 
To} oh 


CROSBY PRODUCTS 


American Hoist 
ond DERRICK COMPANY 
St. Paul 1, Minnesota 


SEVENTY-NINE YEARS in 
tr th 1m f 


| 
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Whotever the security job — there's a Master 
Padlock to fit providing maximum pro- 
tection ot the lowest possible price! 


COMBINATION PADLOCKS — Strong, double- 
woll construction; 3 number dialing; self- 
locking tumblers; virtually unlimited combina- 
tions. Also available with key-control 
one company-owned key opens all locks 


LAMINATED PADLOCKS — Stronger then a 
solid steel block; hardened tool shackles; pin- 
tumbler mechanism; cadmium  rust-proofed 
throughout Strongest padiock construction 
known 


Special service on master-keyed 
and keyed-alike sets. 


Sales Tip — Check the number of years 
your customers’ podiocks have been in 
vse. Old instolleti are dange 

and should be replaced . . . NOW! Per- 
sonnel turnover, lost keys, etc. might 
permit access by uneuthorized persons. 





Catalog of 
complete Master 
line. Write 
for it! 


T. E. Seanlon 


G. H. Filgo 


Four Representatives 


Appointed by Oster Mfg. 


Oster Mfg. Co. has made four new 
territorial assignments 

I. E. Scanlon will take over the 
northern New Jersey metropolitan 
area, the same territory he covered 
when employed previously by Gates 
Rubber Co. He was with Gates for 
seven years 

George H. with 


Filgo, formerly 


D. R. Blanchard 
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W. A. WHITNEY 
LEVER PUNCHES 


= 





ae" hele thru 
a well balanced too 


6 Skylight Ventilating and 
Tank Flange Punch “4” ho 

thre 3.16 iron—especially adapt 
ed for Button Punching 


hole thr 








CHICAGO 31 





THE RIGHT PUNCH FOR A JOB 


All of our punches are built for hardest 
service according to thcir rated capacities. 


They are expertly designed and quality 
built — a@ good line for steady income 


W. A. WHITNEY MFG. CO. ) 


626 RACE ST. ROCKFORD, aL. } 








Sold thru Distributors 
Send for Catalog 


L.B. ALLEN CO. inc. 


6731 BRYN MAWR AVE. 


ILLINOIS 





A. R. Pentz 


Miller Welding Co., will handk 


field territory 


Mid-Continent oil 
Texas, Oklahoma, Louisiana 
Sas}. 

D.R 
the Wisconsin-Illinois 
merly handled by R. | 
has transferred to Ohio 

A. R. Pentz has taken « 
Virginia and Penn 
and New York 

Both Mr. Blanchard and M 
were previously with the Ost 


office staff 


Blanchard has been as 
territor 


parts of 


Rogers, 


the 
Arkan 


signed 
for 
whe 


West 


lvania 


Pentz 


r home 





Howard Roberts 


Truare Division 

Names Representative 
Truarc Division of Wald 

noor, Inc., has appointed Howa 

ind i] 


, ly 
erts as technical 


> 
Live 
Formerly supe 


planning and control for tl 
} 


he will be succeeded 
Gustav C. Schroeder 

Mr. Roberts’ sak territ 
cludes Queens, Nassau an 

. —_ , 
Counties on Long Island. As te 
representative, he will travel 
out the country to assist cust 
1 ] Hons 
application 


Kohi 
d Rob- 


Suffolk 
nical 


through 


mers in 


“IT WAS A SMART MOVE 
WHEN THE BOSS 


SINGLE GROOVE SHEAVES 


MULTIPLE GROOVE SHEAVES 


RIGID COUPLINGS 


bal 


FLEXIBLE COUPLINGS 


It doesn't toke the boss, 
the operector, or the 
maintenance men long to 
see the greot valve of 
BROWNING'S simple, 
interchangeable BUSH 
ING system. They ore 
used throughout the 
complete BROWNING 
line. You con't help but 
build soles 


BROWNING Roller 
Choin Drives get quick 
opprove!. The Sprockets 
with Split Teper Com 
pression Bushings require 
no reboring nor welding 
It's the ideal line for 
“off the shelf sales 
The Sprockets are cooted 
with boked-on enamel! 


ODAY production cost sav- 

ings is uppermost in the 
minds of manufacturers. You'll 
find the welcome mat out for 
you when you show the econ- 
omy possibilities with the 
BROWNING line. Get all of 
the facts. Find out how this line 
can be a real factor in more 
and steady sales. Write for 
Catalog GC-101. 


BROWNING MANUFACTURING COMPANY 


1952 BROWNING DRIVE 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 


MAYSVILLE, KENTUCKY, U.S. A. 





your customer Yale & Towne Opens New Branch for New York 
deserves the : 


VERY BEST 


supply him with 


KECKLEY 


Open house marking the opening of Yale Materials Handling Division’s new branch 
offices in Long Island City drew large crowd recently In this group are R. W 
Evans, Bacon Crane & Hoist Co., Brooklyn, N. Y.; Harry Egan and Ralph Wilson, 
of A. N. Nelson Inc., Brooklyn; Patricia Vogel, secretary to Robert Gulnac, district 
hoist sales manager, Yale & ‘lowne; Mr. Gulnac; and L. C. Beale and C. J. Wood 
man, Bacon Crane & Hoist 





Hy-Pro Tool Ajax Names Engineer 
Plans Expansion Ajax Flexible Coupling Co. has ap 


pointed Thomas H. Burmagin as chief 
engineer. 


Hy-Pro Tool Co. has announced 
plans for an expansion of about 50 
percent in manufacturing space at its 
New Bedford, Mass., plant. 

Most of the new space will house 
tap machinery and equipment. 


Field Engineer 
Named by Wesson 


James E. Compton has joined Wes- 
son Co. as field engineer in the Pitts- SULFLO 
burgh area. 
Formerly chief engineer for All i ” 
Metals Industries, Inc., he also worked ALL-PURPOSE 
for Westinghouse Electric Corp. as a 
CONCENTRATED CUTTING COMPOSITION 


Pp R F 6 Ss U R E tool and machine designer. POR ALL METALS—ALL J08S 
A “natural” for every tool and die shop, 
gp E G U L A T ©] a S BPs: | machinists and large industrials where 


metal working is done. 





If you haven't handled KECKLEY control : 
equipment, you'll want to find out why so $a Use for: Tapping—Threading—Pipe Cut- 
many distributors rely on the top-notch ee ting — Drilling — Punching — Sawing 


regulators and excellent service they get Ee 

from KECKLEY. You, like many Pa eo ae | —Milling and Lathe Center points. 
who place their customer's interest first, eis. Will machine any metal! Use straight or 
will find the best way to satisfy is to supply , iia ; : 

the best—-KECKLEY ; ; can added to present cutting oil now 


in use. 
GET THE WHOLE h . Se Sulflo industrial lubricants have been 
KECKLEY STORY r ofS known for years to the trade. They are 
IN OUR NEW ts steady sellers, and proven builders of 
repeat business. Send today for details 
BULLETIN 54C of the “trade loyal” Sulflo line 


O.cC.KECKLEY CO A PRODUCT OF SULFLO, INC. 
a ELIZABETH 4, N. J. 








rs PRECISE James E. Compton 
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Wier Yott Suef 


7 “CHICAGO” 
wen WS Threaded Products 


Two Representatives 


commer 7°" FASTER SERVICE 


the Chicago area for Norton ¢ 
William D. Bennett, abra 
1 Cleveland, have retirec 
Mr. Jove, who has | 
ompany more than 51 vea 
nuit as an errand boy at t 
Soon after, he 
wheels over the count | Our more complete stocks mean “at 
which was the predecessor of tl once” shipments of quality fasteners 


ent Norton district office . : 
when you need them—no production 


Later he became a mem f 
utside sales force as an abra gi delays—no maintenance “shut downs”. 
neer and field engine: 


Chicago area. He was the 15th m “Chicago” quality threaded products include: 


be admitted to tl ' Hexagon Head Cap Screws, Bright and 


50-Year Club 
Mi * rttasse vith the rm 4 Heat Treated Grade 5 +» Square Head and 
late Headless Set Screws « Hexagon Nuts « 


began his career as an offic 


working in various dc pa t it Hexagon Castellated Nuts « Socket Head 
in appointment in 1950 to b Cap Screws + Socket Set Screws + Socket 
manager at Cleveland. He h ee! Pipe Plugs 


4} 


} 
ds 


in abrasive enginecr in 


site Continuing our long established pol- 
Cobb Succeeds Bennett icy, Chicago Screw Products are sold 
Harlan W. Cobb will succeed M1 through service-conscious Industrial 
Bennett in Cleveland. With the Supply Distributors in bulk or in pack- 
ages for original equipment or replac- 
ment. If you do not now stock Chicago 
Screw Products, write us for full details 

and samples. 


Whe CHICAGO SCREW COMPANY 


William D. Bennett 
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Des; gned to 
meel the needs 
of your 


ONY 1A) 


SuttOM cane 
BLOWERS 


Yes, Sutton Blowers are designed to meet ALL the air needs 
in any manufacturing plant—aond Sutton Service to distributor's 
solesmen, sales managers and executives is geared to help you 
serve your customers in a fully rounded way that will get you 
orders you never could get before. Whenever your customers 
want quiet running, efficient units for continuous operation, 
they can depend on these motor-driven products made by a 
reputable manufacturer and made to “take it” under the 
toughest conditions. They are flexible, quiet, adaptable, long 
lived. And the Sutton Service behind them enables distributors 
to really do a better job for customers all along the line—and 
that means more Sales. Write today for descriptive literature. 
‘ We also manufacture heavy duty utility blowers in cast housings 


Manufacturing 


Corporation 
on 112-114 WEST WILSON AVE. 
NORFOLK, VIRGINIA 




























Here is the NEW 


<> CLEVIs 


GRAB HOOK 


Removable Pin —> 
is easy to attach 


SAVES TIME 


Available in 

Six sizes 
1/4” 5/16" 37/8" 
7/16" 1/2” 5/8” 


Ideal for Farm and Industrial Trade 


The Diamond Clevis Grab Hook is ideal for use with chain or wire rope. The 
removable pin makes it easy to attach the hook in any position to any link on 
the chain or to wire rope for making slings. Drop forged from selected analysis 
steel ard heat treated for great strength. 


DIAMOND CALK HORSESHOE CO. 


4600 GRAND AVENUE DULUTH, MINNESOTA 
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company 37 years, Mr. Cobb has been 
at Cleveland since 1929 holding var- 
ious positions, including stock super- 
visor, junior abrasive engineer and 
office manager. 


New Territory Formed 


Fred J. Benn had been named abra- 
sive engineer responsible for a new 
territory created by dividing the area 
formerly covered entirely by Sherwood 
F. Prescott. Mr. Benn will center his 
activities in Louisville, Ky. 

Mr. Prescott will continue his resi- 
dence in the Cincinnati area and 
cover his portion of the territory 
which includes southern Ohio and 
eastern Indiana. 


Named Abrasive Engineer 


William Reibitz, formerly Norton 
field engineer in Detroit, has been 
appointed abrasive engineer in the 
Detroit area, exchanging jobs with 


Allan Jaques. 


Philadelphia to Mark 
“Tooling for Production” 


The week of April 26 has been ofh 
cially designated as “Tooling for Pro- 
duction Week” in Philadelphia in 
recognition of the American Society 
of Tool Engineers’ conclave there. 

The A.S.T.E. will hold its exposi- 
tion and convention in the city’s Con- 
vention Center, April 26-30. 


Amco Names Officers 


Amco Gage Co. has elected Edward 
J. Pratt, general manager, as first vice- 
president, and John S. Gorski, general 
superintendent, as second vice-presi- 
dent. 








PLANS for sales meetings are laid out 
by Avery Ramsey ,sales manager, Dab- 
ney-Alcott Supply Co., Memphis, and 
Harold Quade, of Minnesota Mining 
& Mfg Co 








Boston Woven Hose Opens New Warehouse 


a 


au TYPES OF 
STAINLESS STEEL 


FAsTEMInGs 


ONE = 
L0G 


WIRE or PH 
ror YOUR CATA 


Woven Hose & Rubber Co. at Broadview 


yal 


Midwest will be served from this modern structure completed recently by Boston 


a ha ee 


‘ ft 
—_ . 
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Goodrich Wins 
Safety Award 
The 


resented 


* AN WASHERS 
* Screw fittings 
types 316 and 


National Safety Council has 
The B. F. Goodrich Co 
Award of Honor, highest 
sued by the Council, for acci 


lent prevention performance on a Col 


* Class 3 Screws 

* AN Drilled 
Fillister Heads 

* Studs, Standard 
and Special 

* Special Screw 
Machine Products 


18-8), nipples 
welding spuds i S ith its 
and valves 

* Titanium Bolts 
Now Available 
Inquiries invited 


Star Stainless Screws Have 
Clean, Bright—and—Shiny Heads 


“ ird 


orate-wide basis in 1953 

[he company’s Akron operations 
lso received the award for having re 
duced the injury frequency rate by 
+ ind the severity rate by 55° 


STAINLESS SCREW CO. 
= ‘© Ge (eee [oe ARmory 4-1240 


La\ 230 Union Avenue - 2, N. J, 
Direct NEW YORK Telephon: 7-904) 


PROFIT... 


COMPETITIVE PRICES 
TO BRING YOU 
HIGHER PROFITS 
THAN EVER BEFORE! 


Paterson 


Wisconsin 





NEO-PRENE MOUNTED 


FULL FLOATING 
TOOL HOLDERS 


LOW PRICES © LOW MAINTENANCE 
SUPERIOR PERFORMANCE 


IMMEDIATE DELIVERY ON TAP chaan 
ALL STANDARD MODELS 
FROM OUR CHICAGO OR 


LOS ANGELES STOCK 


COUNTER AND WINDOW 
DISPLAY CARDS AVAILABLE 


TO CREATE SALES 


RELEASING 
TAP HOLDER 


TOOL-FLEX MEANS REPEAT 
SALES THRU SATISFIED 


CUSTOMERS WIDE RANGE OF SIZES 


TO FIT ANY SECOND OPERATION 


BURG TOOL MFG. CO., INC. Dpt.1D4 


3743 Durango Ave. * Los Angeles 34, Calif. 
See our display at the ASTE Show—Booth No. 1635 





DISTRIBUTOR’S TERRITORIES 
STILL AVAILABLE — WRITE 
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U. S. Rubber Names 
Combs to New Post 


Wilbur E. Combs has ap- 
pointed assistant manager of sales de 
velopment in the mechanical goods 
division of the United States Rubber 
Co. 

Formerly merchandising manager of 
New York Belting & Packing Co., he 
will direct development and produc 
tion of programs to be used by the 
division’s field sales organization. Mr. 
Combs has held various sales posts 
in U. S. Rubber since 1945 


been 


H. K. Porter 
Names Executive 


H. K. Porter Co. has appointed 
R. F. Allen as assistant to the execu- 
tive vice-president. He will assist in 
all phases of operations of the com- 
pany and its various divisions. 

Mr. Allen was recently president of 
Stansteel Corp He has also been 
with Brewster Acronautical Corp. and 
Arrow Motor Car Co 


Pierce 








ats 
race it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
++. you can handle them if you act now. 

Let’s face it... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production— is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 

[ | Call your local Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[ | Check contents and locations of first-aid kits. Be 
sure they’re adequate and up to date. Here, again, your 


292 


CD Director can help. He’ll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

| Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

| Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over TV and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 
Act now ... check off these four simple points... 
before it’s too late. 
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Walter R. Trezise 


Clover Mfg. Names 
Trezise Sales Manager 
Clover Mfg. Co. has appointed 
Walt R. Trezise as sales manage 
Formerly with Behr-Manning Corp 
ind Armour & Co., M 


been active in sales and 


| r@Z1S¢ h iS 
pplication 


of abrasives for a numb« 


Ladi 
His headquarters will be in Nor- 


walk, Conn 


Ahlberg Bearing 
Names Representatives 


Ahlberg Bearing Co. has app 
two firms “to service distributors i 
West 

W. E. Lohr Co., Minneapolis 
carry a 
for the North Central 
Somers Peterson Co., 
the California territory 


territory I 


will stock for 


| 
stock of the company’s lines 


San Francisco, 





BELMONT PACKINGS 


Your Baey Call! 


Belmont Packings . . . in spool, spiral, ring, reel, coil and sheet form... 
each in a wide range of specially formulated materials to meet the 


diverse requirements of modern industry. 


Once a routine maintenance job, selection and application of packings 
is now a specialized field requiring experience, dependability and real 
devotion to service. HOWEVER, THESE REQUIREMENTS NEEDN'T ADD 
TO YOUR ALREADY HEAVY RESPONSIBILITIES! There’s always a 
Belmont packings distributor to help you anticipate trouble and... . 
when emergencies do arise . . . come to your aid. 


That’s what we mean when we say that Belmont packings are ready to 
answer your Hurry Call. They're not only made right . . . they're sold 
right . . . available when you want them, where you want them .. . 
through a Belmont Distributor . . . dedicated to YOUR service. 


WRITE FOR HIS NAME AND ADDRESS 


‘BELMONT {§ 


‘i PACKING and RUBBER CO. 


f Butler and Sepviva Streets 
Philadelphia 37, Pa. 


cha, 
> Val 

¥ Ld RINGS * SPIRALS ~ CONS - REELS 
<tr ea® POOL SHEETS + GASKETS 


PACKING EVERY SERVICE 


STEAM + WATER Ott A 
ALKALE AMMONIA 


THERE'S A BELMONT FOR 
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UNTFORMITY 
helps sll more tools 


Uniformity, quality and good looks make Warren-Teed 
Mattocks the easiest to sell, easiest to use tools you can stock. 
Finished attractively in Dutch Blue, they'll help sell themselves. 













Controlled forging techniques make all Warren-Teed Mattocks 
uniform in size, weight and in the shape of the cutting edges. They're easier 

to swing ... the curved blade knifes through clay faster. Careful heat 
treating helps hold true, sharp cutting edges longer. 















Note the fishtail on these mattocks. It reduces the amount of dirt that 
clings to the blade. Check the accuracy of the eyes. They are uniformly sized 
for perfect handle fit. Mattock weights are stamped cleanly on each tool. 


Order Warren-Teed Mattocks today, point out these easy-to-see advantages 
and watch them sell. If you want more information just ask us. And if your present j 
Warren catalog needs replacement, ask us for a new copy. That's Catalog 853. 


WARREN-TEED. 


trade ' mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 





General Offices . . . Warren, Ohio 


Export Division . . 30 Church St., New York 7, N. Y. 


INDUSTRIAL DISTRIBUTION © APRIL, 1954 





THE WORLD’S MOST COMPLETE LINE 


3 
140 MODELS 


to meet every quality control requirement 
@ STANDARD A.G.D. SERIES — Four series — No. 81 
(A.G.D. Group 1), No. 25 (A.G.D. Group 2), No. 655 
(A.G.D. Group 3), No. 656 (A.G.D. Group 4). 


@ REGULAR OR NONSHOCK New NONSHOCK mech- 
anism available on all indicators (except .020’, 
.400” and 1.000” ranges) — completely absorbs im- 
pact and shock. Also balanced or continuous dials, 
jeweled or plain bearings, English or Metric grad- 
uations. 


@ LONG RANGE MODELS — Al! long range indicators are 


direct reading .. . count hands read directly in deci- 


mals — no calculations. 





Visit These STARRETT Exhibits 
BOOTH 211, ASTE SHOW 
Philadelphia, April 26-30 

BOOTH NO. 18 
NATIONAL QUALITY CONTROL 
CONVENTION 
St. Louis, June 9-11 


INDUSTRIAL 
DISTRIBUTOR 











“WORLD’S GREATEST TOOLMAKERS” 


HIGH PRECISION — LOW FRICTION 


DIAL INDICATORS 


(Potents Pending) 


WITH THESE OUTSTANDING SALES FEATURES 


@ GREATER ACCURACY AND SENSITIVITY... with new 
High Efficiency-Low Friction design to insure duplication 
of repetitive readings. 

@ EASIER, FASTER READINGS... with new Easy Reading 
Dials plus new Super-Sensitive, Low Friction, Low Inertia 
Movement. 

@ LONGER LiFe... . through improved gear train efficiency 
and fewer parts. 

@ LESS MAINTENANCE... new simplified construction re- 
duces upkeep costs — no special maintenance techniques 
required. 


Now, from the pioneers in precision measuring, 
comes a new line of dial indicators designed to in- 
crease your sales and boost your profit. Combining 
improved design with all the dependable features of 
previous models, long known and accepted through- 
out industry for their accuracy and precision work- 
manship, this complete new line offers 140 models 
to meet every requirement. Sales you may have missed 
before will come your way because this complete neu 
line fills every need with new design and outstanding 
new features to insure greater accuracy, sensitivity 
and repeatability; easier, faster reading; longer life 
and simplified maintenance. 

Precision built throughout to American Gage Design 
specifications, these mew Starrett Dial Indicators are 
available in Regular or NONSHOCK types, with 
balanced or continuous dials, jeweled or plain 
(inserted bronze) bearings, Engtish or Metric grad- 
uations ... in all four standard A.G.D. groups plus a 
complete series of Long Range models. 


Plan now to make the most of these new Starrett dial 
indicators. Stock them, display them, feature them in 
all your selling as a new, complete line .. . the finest 
dial indicators ever to carry the Starrett name. 
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What ACCO Hesistered means 


@ Primarily it means greater safety for 
men and machines when loads are carried 
in the air in your customers’ shops. It 
means insurance against dropping a load 
which could tie up production. 

But that’s only part of the story. The 
name ACCO Registered on the slings you sell 
means greater efficiency because of better 
design of endings and attachments. It 
means lower overall sling costs because 
every part of every acco Registered Wire 
Rope Sling has the same strength as the 
catalog breaking strength of the rope itself. 
ACCO even magnafluxes each hook to make 
doubly sure it will serve well. 
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, ¥ Proof test of complete sling 


to twice rated 
capacity 


Actual field service test 
of each model 


Metal identification tag 
on each sling 


Signed Registry Certificate 
with each sling 











And it means that the sling has been 
proof-tested at the factory to twice its 
rated capacity. You can be sure that every 
acco Registered Wire Rope Sling is the 
safest, strongest and lowest-cost lifting tool 
you have ever offered. 

As an acco Registered distributor, you 
stock popular slings and fittings so you can 
make prompt delivery. Turnover of inven- 
tory is rapid, and the profit is better than 
average. ACCO Registered Wire Rope Slings 
are one of the best repeat items in the 
material-handling line. 


Wire Rope Sling Department 
AMERICAN CHAIN & CABLE 





Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, 


New York, Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. ¢ In Canada: Dominion Chain Co., Ltd., Niagara Falls, Ont. 





